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State of the nation’s economy: 


Up 


fell below previous month’s total, 
consumer incomes increased in 
April to set a record, reports U. S. 
Commerce Department. April’s 
over-all incomes leaped $700,000,000 
above March. 

ExectricaL Output— Energy for 
week ended May 31 totaled 6,810,- 
727,000 kilowatt hours, compared to 
6,444,741,000 in same '51 week, a 5.7 
percent increase. 

Cruve On—The 288,026,000 bar- 
rels on hand week ended May 31 
set another postwar record; was 
2,213,000 more than week earlier 
and 16 percent above same ’51 
week. 

DEPARTMENT Store Sates — Edged 
up 1 percent in U. S. week ended 
May 31, as compared to the same 
week last year, Federal Reserve 
Board reported. 

a * 





Down 


Bankruptcies — For the fourth 
consecutive week, business failures 
in the U. S. dipped in the week 
ended May 29. They were down 
nine from the preceding week’s 145. 

Freight Cars— Total domestic 
deliveries dropped from 7,403 in 
April to 6,857 in May. Compares 
with 9,774 in May a year ago. 

CoNnstTRUCTION — For week ended 
June 9, awards totaled $225,917,000. 
Preceding week’s total was $307,- 
813,000 and for the same 1951 week 
it was $296,036,000. 

* 7 


* 


General 


INDUSTRIAL OuTPpUT — Was at 10- 
month low in April at 216 and 
under 220 monthly average of last 
year. Federal Reserve Board esti- 
mates May’s index will be 214 per- 
cent of 1935-39 average. 





Unsafe Autos Show 
Marked Rise 


WASHINGTON.—A marked in- 
crease in the number of unsafe 
vehicles on American highways 
this year was revealed last week 
in preliminary reports on the 
annual May Safety Check. 

M. R. Darlington, managing 
director of the Inter - Industry 
Highway Safety committee, told 
Automotive News that 34.7 per- 
cent of all cars and _ trucks 
checked this year were found 
defective. A year ago the figure 
was 30.2 percent. 

Unsafe trucks showed the big- 
gest rise, comprising 42.1 percent 
of those checked, compared with 
only 27.2 percent last year. The 
percentage of unsafe cars rose 

(See UNSAFE, Page 86, Col. 1) 





NaTionaL INcomMe — While wages 


New-Car Sales Gain Strength, 


Dealer Average 


Off to 6.8 Units 


But Many Foresee 
Tough Selling All 
Through the Year 


By Bernie Thomas 
Associate Editor 

TREND toward a buildup of 

dealers’ new-car inventories— 
which was underway prior to sus- 
pension of Regulation W—has been 
reversed. 

Automotive News’ latest survey 
of the field situation finds that 
on June 1 new-car stocks 
throughout the country averaged 
only 6.8 units per dealer, as com- 
pared with 7.7 units a month 
before. Stocks averaged 10.3 units 

per dealer on June 1, 1951. 

Despite the fact new-car inven- 
tories shrunk during May (sharply 
in proportion to the total in the 
field at the beginning of the 
month), dealers generally are not 
too optimistic about sales prospects 
through 1952. 

Only 60 percent of the dealers 
queried in the survey think sales 
will continue to absorb production 
through the rest of the year at cur- 
rent output rates. Most dealers see 
tough selling ahead, and even the 
most optimistic qualify their opin- 
ions with such comments as: “If 
dealers maintain well - directed 
quality sales organizations.” 

* oe * 


N JUNE 1, according to the 

survey, the number of new cars 
at all U. S. franchised dealerships 
—plus those warehoused by dealers 
and factories; demonstrators and 
those still in transit—totaled 302,- 
304, as against 339,674 a month 
previous and 458,241 on June 1, 
1951. 

With the notable exception of 
one line, dealers reported, all 
makes and models were available 
for immediate or short-term deliv- 
ery on June 1. 

Dealers think there might be 
some difficulty in satisfying the 
public’s demand for new cars in 
June, but they see the recent 
boom in orders subsiding after 
July 4. 

Dealers apparently get their cue 
fer thinking that new-car sales 





(Continued on Page 79, Col. 1) 





Congress Snubs Truman 
On Steel-Mill Seizure 


By Mac Gordon 
3 Associate Editor 
FORCED into a corner by rebuffs 
first from the Supreme Court 
/and then from Congress, President 
Truman was left at press time 
‘Thursday with the choice of either 
‘invoking the Taft-Hartley injunc- 
tion process or letting the steel 
strike go on. 
That Congress prefers an anti- 
strike injunction to steel industry 
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seizure was made plain by the 
49-to-30 vote with which the Sen- 
ate urged the President to make 
use of the Taft-Hartley law in 
national emergency cases. 

Under a Taft-Hartley injunction 
issued by a federal court, a steel 
strike would be barred for a period 
of 80 days while the issues are me- 
diated. The statute provides for an 
employe vote in the last 20 days of 
the injunction period on the em- 
ployer’s last contract offer. 

” * - 


F NO settlement has_ been 


reached after the 80 days have 
elapsed, the workers are free to re- 
(See LABOR, Page 85, Col. 5) 


Reversing Upward Stock Trend 
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PREVIOUS RECORDS 
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JUNE 1, 1952 


JULY 1, 1951 


Low 
5.7 Cars — Jan. 1, 1952 


—Automotive News Estimates 








2,000,000th Auto in 1952 
To Roll Off Line Today 


prog U. S. plant will assemble 
the two-millionth passenger car 
of 1952 today (June 16), but dwin- 
dling steel stockpiles threaten auto 
makers with complete paralysis by 
July. 

Regardless of when capacity 
steel production is resumed, auto- 
motive supply lines will have al- 
ready been so disrupted that it 
may take weeks to get them 
back to normal. 

General Motors, Ford and Chrys- 








Top Cars 


New-car registrations for four 


months, all states: 

1952 Pos. Make 1951 Pos. 
1—274,051 Chev. 412,680— 1 
2—216,165 Ford 324,299— 2 
3—143,130 Plym. 189,094— 3 
4— 99,955 Buick 153,581— 4 
5— 80,939 Pontiac 128,523— 5 
6— 72,010 Dodge 103,572— 6 
i— 70,058 Olds. 103,651— 7 
8— 57,798 Stude. 71,978— 9 
9— 54,737 Mercury 384,897— 8 

10— 40,009 Nash 43,943—11 

11— 38,182 Chrysler 55,951—10 

12— 29,486 DeSoto 37,917—13 

13— 25,414 Cadillac 35,163—14 

14— 23,799 Hudson 40,662—12 

15— 20,857 Packard 25,948—15 

16— 11,978 Kaiser 22,451—16 
1j— 9,434 Willys 9,289—19 
18— 9,016 HenryJ 21,319—17 

19— 6,861 Lincoln 9,602—18 

20— 1,570 Austin 1,266—21 

21— 1,178 Crosley 2,121—20 

22— 1,146 Brit. Ford 932—22 

23— 389 Allstate 

Total All Makes 
374,288 467,313 


For further details see page 
67, today’s issue. 














ler operations will be on a hand-to- 
mouth basis by the end of this 
week. Ford said Thursday that it 
will start shutting down its plants 
June 26 if the steel strike is still on. 


Most independent car and truck 
makers think they can run through 
June. However, Packard reports its 
steel situation will be critical after 
June 27. 

. - * 

|S yew in U. S. plants last week, 

according to AUTOMOTIVE News 
estimates, were 94,457 cars and 25,- 
222 trucks—a total of 119,679 ve- 
hicles. The total of 117,943 units 
produced the week before was made 
up of 92,980 cars and 24,963 trucks. 


Somewhat higher production of 
cars than attained was looked for 
last week, despite the steel dispute. 
However, Plymouth shelved plans 
for adding a second-shift when 
management-labor talks in the 
steel strike broke up in Washing- 
ton. 

Other makers appeared to have 


(Continued on Page 85, Col. 1) 


Higher-Price Cars 


Get Better Play 


Used Vehicles Still 
Benefit Most Month 
After ‘W’ Decontrol 


By Sam Sampson 
Staff Writer 

ALES of both new and used cars 

have increased substantially 
since the suspension of Regulation 
W more than a month ago, but the 
biggest gains are still being report- 
ed from the used-car field, an 
AUTOMOTIVE News survey of princi- 
pal auto markets revealed last 
week. 

Reactions in the new-car field 
were varied, the survey showed, 
as customers acquainted them- 





Reports by Cities 
For city - by - city reports on 
sales, see pages 80 and 81. 





selves with the new credit terms 
and shopped around cautiously. 
Higher-priced cars got the big- 
gest play in some areas, while 
low-priced cars were “hottest” in 
others. 

In addition, the exact benefits 
from the removal of federal credit 
controls cannot be determined, 
since the usual spring increase in 
sales began at about the same time, 
dealers declared. 

The survey also showed that 
dealers in many areas are working 
with short or unbalanced stocks— 
particularly those selling the more 
popular lines. In other areas, stocks 
were reported to be adequate, but 
down from a month ago. 

* 2 * 


IGHLIGHTS from the survey 
are as follows: 

1—Terms being offered by most 
(See REACTION, Page 78, Col. 3) 





Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


145,822 
119,679 117,943 
Last Prev. 1951 
Week Week Week 


For complete production totals 
by makes, see table, page 85. 














Measure Also 


WASHINGTON. — The House 
Banking committee voted last week 
to kill all restrictions on consumer 


and real estate credit, effective 
June 30. 
The House committee also 


voted to strengthen the Herlong 
amendment by specifying that 
any price regulation that did not 
conform with pre-Korean mark- 
ups would immediately become 





Standby Reg. 


House Group Votes for Repeal; Herlong 





W Hit 





Strengthened 


null and void with enactment of 
the new defense bill. 

An Administration request for 
repeal of the Capehart amendment 
was rejected. 

However, the House committee 
decided to keep controls on 
wages, prices and rents for an- 
other year. Over in the Senate, 
@ proposal to bar U. S participa- 
tion in the International Ma- 

(Continued on Page 78, Col. 3) 
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Reports Used-Car Prices 15% Below Ceilings . . . 





NUCDA Renews OPS Fight 


By Bob Finlay 
Managing Editor 


| ETROIT.. -Used-car dealers look | 
for a high degree of stability | 
in the used car market throughout | 
the remainder of 1952, James C. | 
Downing, president of the National | 
Used Car Dealers | 
Assn., said here 
last week. 


Detroit for the 
mid-year meeting 
of NUCDA direc- 
tors. 

While the di- 
rectors estimat- 
ed that in gen- 
eral used cars 
are selling from 
15 to 20 percent 
under OPS price ceilings, they 
decided by resolution to petition 
for the removal of OPS controls. 

Downing pointed out that the 
controls are an unnecessary burden 
of bookkeeping and red tape on 
dealers. 

Removal of the 
have no effect on 
Downing said. 

* 
IRECTORS also resolved to urge 
removal of standby credit con- 
trols in the new defense act. While 
the Federal Reserve Board sus- 
pended credit controls May 8, many 
dealers have expressed fear that 
this might be a political move to 
forestall removal of controls by 
Congress, with FRB reimposing the 
controls at the slightest excuse once 
the new defense act is passed. 

Walter Wilson, honorary presi- 
dent of NUCDA, said that the 
threat of reimposition of credit 

controls makes it difficult for the 


NPA Unit to Rule 
On Ford Appeal 
Within 2 Weeks 


WASHINGTON.—The NPA ap- 
peals board decision in the Ford 
case is due within two weeks, pos- 
sibly this week. 

Ford revised four exhibits which 
it had introduced at the Ford hear- 
ing last month, while Chrysler 
filed supplemental arguments and 
charts concerning car and truck 
allocations. 


The board wrote early last week 
to the intervenors asking them 
whether they wished to offer any 
corrections to their testimony. 


Chrysler in its supplemental 
brief charged that NPA was guilty 
of “gross discrimination and _ in- 
equity against Chrysler in percent- 
ages for the nine months’ period 
July, 1951, to March, 1952, and in 
favor of our chief competitors.” 

The brief concluded by urging 
that NPA “restore to Chrysler the 
share of industry, in both pas- 
senger cars and trucks, that it had 
during a representative base period, 
and should maintain the _ estab- 
lished relative positions between 
Chrysler and its principal competi- 
tors.” 





43. C. Downing 


the market, 


* * 





MAND CONTROL LEVER 





Hand Controls All— 


The Plymouth Simplified driving con- 
trol, mounted on the steering wheel, 
shows how the control levers run from 
the mechanism to clutch, brake and ac- 
celerator pedals. Also shown is the wire 
that governs the speed of the car, con- 
trolled by merely twisting the grip on 


Downing was in | 


controls would | 





the control handle. 


used-car industry to plan ahead in 


|the way of inventories. 


FRB could cut the market po- 
tential without notice and thus 
depreciate dealer inventories, he 
asserted. 

Wilson said that used-car dealers 
took a terrific beating on their 
stocks when FRB cut terms from | 
21 to 15 months in 1951. 

In this respect, another resolu- 
tion urged dealers to use common 
sense in financing and urge their 
customers to do the same in an 
effort to prevent wild credit prac- 
tices. 


* * * 


HE board also voted to continue 
its efforts to amend the Fed- 
eral Dyer act to make it illegal to 
transport a mortgaged car across 
state lines for fraudulent purposes. 
Directors also decided to retain 
Miles Elliott, of Norfolk, Va., as 
field director to work in building 
up national membership. 
NUCDA now has more _than 


Plymouth Designs 
New Device for 
Controlling Pedals 


DETROIT. A new simplified 
hand-operated control of clutch, 
brake and accelerator pedals has 
been announced by Plymouth. 





Designed for motorists who are 
unable to use conventional controls, 
the new aid, called Simplified Con- 
trol, is applicable to almost any | 
make of car and does not alter the | 
original clutch and brake linkage | 
mechanism nor interfere with nor- 
mal driving, according to Plym- 
outh. 

All working parts are fastened 
underneath the steering column 
with only three clamps, two bolts 
at the pedals and a simple connec- | 
tion to the accelerator linkage. 

Moving the lever in different di- | 
rections gives the driver complete 
control of the clutch, brake and | 
accelerator pedals, states the com- | 
pany. 

To depress the brakes, the driver 
pushes down on the lever. The 
clutch pedal is depressed by shift- 
ing the lever in a circular motion 
toward the front edge of the seat, 
and when at the full disengage 
point, an overcenter spring holds 
the lever there so that gears can 
be shifted easily. A rotating motion 
of the hand grip (as on a motor-| 
eycle) on the lever enables full 
control of the accelerator pedal. | 

A locking arrangement, which | 
holds the hand control lever in a| 
fixed position, enables normal oper- | 
ation of the clutch, brake and ac- | 
celerator. 

High and low headlight beam 
control is made possible by a) 
switch located on the dash to the | 
left of the steering post. It works | 
similar to the foot control switch, | 
except that “full out” provides the | 
high driving beam and “fully de- 
pressed” provides the low or pass- 
ing beam. | 





F irestone, Willys 
Get War Orders | 


CLEVELAND.—Firestone Tire & | 
Rubber Co. received three major | 
gun orders with a total value of | 
$7,500,000, it was announced by the | 
Cleveland Ordnance district last | 
week. 

The order was the biggest of a 
$20,000,000 assignment to several 
companies in northern Ohio and 
was Firestone’s second supple- 
ments for guns and rifles since 
April. 

Other firms which shared latest 
war orders: Willys-Overland, $559,- 
000 for utility trucks; Weatherhead 
Co., $3,132,000, fuses; Lempco Prod- 
ucts, $4,180,000, shells; Mullins Mfg. 
Co., $1,550,000, shells; Cleveland 
Welding Co., $963,000, shells; Per- 
fection Stove Co., $914,000, auto 
auxiliary kits, and Defiance Auto- 
matic Screw Co., $893,000, shells. 


Nova Scotia Parley Set 
OTTAWA.—The Nova Scotia Au- 
tomobile Dealers Assn. will hold its 
annual convention July 2-4 in 
Digby, N.S 





1,100 members in 39 states, the 
high point of the last three years. 
Downing said that the lifting of | 
Regulation W has resulted in im-| 
proved sales, accompanied by price 
improvement for late-model cars, 
(See USED CARS, Page 79, Col. 2) 





Two Jailed in Sale 


Of Illinois Club 


CHICAGO.—Paul Temple and 
William L. McFarling each drew 
one-to-five-year prison terms 
and $2,000 fines for the parts 
they played in the sale of the 
Illinois Automobile club and its 
insurance subsidiary. Both men 
pleaded guilty to charges of con- 
spiracy. 











Prolonging Life of Steel Parts— 


At the General Motors Technical Center near Detroit, a new technique—Aldip—is 


| being used to coat ferrous metals with aluminum. Here, a fabricated steel exhaust | 


manifold is treated for Detroit Diesel Engine division. Aluminum-covered inside and 


| out, the manifold is lifted from an aluminum bath. 


* 


New GM Process Coats 


Steel with Aluminum 


DETROIT.—Developed over 
six-year period, a new dipping 
process for coating steel and other 
ferrous metals with aluminum is 
being put to use by General Mo- 
tors, the GM Research Laborato- 
ries announced last week. 

For the Detroit Diesel Engine 
division, the research unit is turn- 
ing out fabricated steel exhaust 
manifolds treated with the new 
process, known as Aldip. 

GM officials said the impor- 
tance of the Aldip coating lays in 
its resistance to corrosion and, 
when diffused by heat treat- 
ment, its resistance to heat. Use 
of Aldip, it was said, may con- 





a} 





serve strategic alloys in high- 
temperature applications, partic- 
ularly in defense production. 


The Aldip technique was devel- 


| oped by Alfred L. Boegehold, assis- 


tant to the general manager of the 
Research Laboratories, along with 
Charles J. Tobin, Dean K. Hanink 
and Howard L. Grange. 
Boegehold said that although 
there were other methods for coat- 
ing steel with aluminum by hot 
dipping, they appeared impractica- 


| ble commercially or too costly for 


large-scale production. 
The GM process, he said, is a 
simple, practical, inexpensive meth- 
(Continued on Page 83, Col. 4) 


Ward Convicted 
Of Loan Fraud 


Faces 20-Year Term 
In $100,000 Swindle 


DENVER.—A _ Denver district 
court jury last week found Fred A 
Ward, bankrupt Hudson distribu- 
tor, guilty of defrauding J. K. Mul- 
len Corp., a loan company, out of 
| $100,000. 

Judge Joseph J. Walsh deferred 
sentencing and granted Ward's at- 
torney, Frederick E. Dickerson, un- 
til July 7 to file motion for a new 
trial. Dickerson said that if the 
motion were denied, he would ap- 
peal to the Colorado supreme 
court. 

The jury convicted Ward of ob- 
taining money by false pretenses, 
confidence game and conspiracy. 
Maximum sentences on each of 
the counts would total 50 years, 
but Colorado judges usually 
make prison terms on multiple 
counts run concurrently, Thus, 
the maximum sentence in Ward's 
case, if he is sent to prison, would 
be about 20 years. 

In an earlier trial, Ward was ex- 
onerated of charges stemming from 
the sale of stock in a finance com- 
pany which he operated. 

In the second trial, which re- 
volved around a $200,000 loan made 
by Ward, Ward’s attorney said in 
his summation to the jury: 

“Let’s put an end to the perse- 
cution of Fred Ward... Here is 
the real picture. Mr. Ward was in 
a desperate financial situation—at 
the end of his rope. 

“And now look at Walter C. 
Brinker, vice-president of J. K. 
Mullen Corp. How did he think 
Fred Ward would ever pay back 
his loan when he already owed 
over a million dollars? The an- 
swer is that they were ready to 
take over the Ward corporation, 
lock, stock and barrel, but for 
reason changed their 
mind... 

“Why should he (Ward) sink and 
|die and drown with the company? 
|Why should he subject himself to 
| (See WARD, Page 83, Col. 3) 





Ford Memorial 


Dearborn to Erect Statue 


In Park Setting 


DEARBORN.—Ford will donate 
a 400-foot square plot of land at 
the site of the late Henry Ford's 
birthplace to Dearborn as a me- 
morial to the company’s founder 
Dearborn had requested 
which it could erect a statue of the 
| late Mr. Ford. 

Approxmiately 300 square 
| surrounding the statue will 
| landscaped ¢ asa | park. 


feet 
be 








8-Cylinder Cars Continue to Gain 


#yIGHT-CYLINDER cars doggedly 

kept pace with lower-priced 

| sixes in April new-vehicle registra- 

tions, a report by R. L. Polk & Co. | 
showed last week. 

In a continuation of a sales race 

which became a matter of a few 


thousand in March, registrations of | priced), 


new eight-cylinder cars in April 


crept within 4,658 units of that | medium), 
This | priced), 


month’s 
“spread” 
a trifle less than the 4,823 which 


six-cylinder total. 


| 


of sixes over eights was| 


separated the two groups in March. | 


Will eights manage to topple 
sixes from their long-held sales 
leadership in this production- 
regimented year? Many dealers 
and factory sales officials say 
such a feat is entirely possible 
on a monthly basis for the 
“spring market” period of May 
and June, and they are eagerly 
awaiting Polk roundups for these 


key months. ! 


Less likely is that eights will 
overcome the big sales lead piled 
up by sixes in January and Febru- | 
ary, enabling eight-cylinder cars to} 
lead in overall 1952 registrations. | 

A look at the statistics in the| 
Polk report discloses the following: 

Of the 374,288 new cars retailed 
in April, 187,024 were sixes, 182,366 
eights and 4,898 fours. Sales in the 
same month last year totaled 467,- 
313 and included 251,389 sixes, 209,- 
460 eights and 6,464 fours. 

For the first four months of 





this year, new-car registrations 


amounted to 676,875 sixes, 598,607 
eights and 18,521 fours, Compara- 
ble 1951 totals were 1,024,294 sixes, 
832,972 eights and 26,209 fours. 


By Polk-classified price groups, 
sales were as follows in April of | 
this year: Price group No. 1 (low- 
204,520; No. 2 (lower - me- | 
108,713; No. 3 (upper-| 
36,637; No. 4. (high- 
24,418. 

Price group registrations for the | 


dium), 





| 1952 four-month period were: No. 1, 
| 702,280; No. 2, 397,981; No. 3, 112,- 
| 302, and No. 4, 81,440. 

Although the gap between eight 
| and six-cylinder sales was closer in 
| April than in March, the tightest 
margin of the postwar era was 
| recorded last December when only 
| 3,189 units separated eights from 
| sixes. 

Mac Gorpox 





Olds 98 Model Near Peak Production— 


Oldsmobile's Classic 98 convertible coupe is reaching peak production, General 


Manager J. F. Wolfram stated last week. 
hand-buffed leather upholstery and hydraulic-operated top and window lifts. 


It offers a choice of 16 color options, 
It is 


powered by the 160-h.p. Rocket engine with Hydra-Matic Super Drive and GM 
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hydraulic steering a as 


extras. 
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By John O. Munn 











T IS trite to say that permanent/| friendly basis. New automobiles, 

success in this 
much more on good management; dealer with much public accep- 
than on an economic circumstance. | tance. His job is to give them good 
But it is worth repeating, just now, | representation. 
at the time the trade is transcend- * 
ing from a shortage of automo-| Jags But Not Least 
biles to a condition that indicates sa eae: 

UT used cars and service, a 


that cars of all makes will soon be : . 3 
much greater potential in his 


in plentiful supply. aoe a aie | hich b 
, wnt? ty_}) | bUSiness, are products in whic e 
magne food management’ {Vell |is responsible not only for the qual 
> : t for making it available on a/| 

those who have had prewar experi- | °Y OUt | 
ence. At the risk of repetition, but “sienna dg agg and prompt 
for the sake of emphasis, it might ow ee peUee. 
be appropriate to make some ob-| : : 
servations in this regard. |as good equipment. No dealer can 
Good management logically in- | work successfully without modern | 


‘ ; rr ; | shortcut tools and labor-saving de- | 
aS ME OOD | vices. Good Practices mean a func- 
PRACTICES—GOOD POLICIES | tional layout of the equipment and 


y . _ | facilities and clean working quar- 
——" PUBLIC RELA | ters. Good Practices mean a direct | 


line of supervision—proper under- 
Good Products have never been| standing of each one’s part of the 
much of a worry to automobile / responsibility and a harmonious 
dealers, because automobiles have | rejationship and sympathetic co- 

—— ng aggre = poem operation of each staff member. 

value on e market, considere - : ' 
from every standpoint. The quality peeing Polices must govern 
of automobiles has improved each| ©Very department of the business. 
year and the prices right now are| Every policy must be formed | 
considerably lower than before the| and carried out in relation to its | 
war, in spite of the fact that more! effect on all elements of the pub- 
than a quarter of the price repre-| lic in your area, your own 
workers, your customers, your 


sents taxes. Now it takes far fewer 
bushels of corn or pounds of beef; factory and other people from 
(farmer products) or less man| whom you buy, the neighbors of 
hours (worker products) to pur- your institution, your competi- 
chase a new car than it did in the! tors and, last, your government. 
epi tia period. Good Products, Good Practices 
rae and Good Policies are of course a 
Service, Biggest ltem |necessary basis for successful op- 
UT in the future new automo-| eration. But they alone don’t guar- 
biles will not be the greatest | 4mtee success in our free enterprise 
volume product of the automobile |SYStem. Good Public Relations lies 
dealer. The greatest volume prod-.| in our ability to gain recognition in 
uct will be service, and it will|the hearts and minds of the people 
continue to expand and grow due|in our territory that these Good 
to increased registrations. It has| Products, Good Practices and Good 
great future potential. We can cut| Policies do exist. It's the way 
into a larger share of the bus‘ness|PeoPle feel about us that makes 
that is going to the independent | Ur Good Products, Good Practices 
garage and service stations, as well | 4nd Good Policies develop into an 
as to retain the volume we at/| Outstanding commercial success. So 
present enjoy. }at all times we must emphasize 
Uader the classification of | what our institutions mean not 
dealer products is also the used | only to the people who drive and 
car, which sells in number of uSe cars, but to all people who live 
units three times the volume of | '™ — coany. 
new cars. In this department, 
too, lies much of the dealer’s 
future. He must make his used 
ears a good product, a product 
which he supports with his own 
super brand of personal responrsi- 
bility. The production of this 
product—used cars—is an impor- 
tant adjunct to his mechanical 
and parts departments. It is a 
feeder for new-car sales, It is an 
opportunity to develop. selling 
efficiency. 


Dealer products also consist of|,. . 
“ P |ties for our business, we can look 


tires, accessories and parts, all of | . . E 

which are standard products, | to the future with faith and cour 

priced competitively, and become | 28°: It is a permanent and expan- 
‘ sive field in which we direct our | 


dealer products because he stocks | —nergies. There are more people.| 


them and makes them available to} - . 

: : | There is more buying power, There | 
the public on a _ convenient and) is a greater need for automobiles. | 
| Serving our share of the 50,000,000 
| Present owners is our assurance. 
|The fact is we have nothing to 
| fear but fear. 


In the past, automobile dealers 




















‘Internally, Yours 
(OUR greatest frontier of the fu- 
ture is developing ability to} 
understand and to be understood. | 
Right now the greatest art in life| 
'is the art of getting along with| 
other people easily, happily and | 
| without friction. It is an art that) 
'is more important than all the} 
knowledge and skill that a person | 
can develop, in or out of school. 
In developing these good quali- | 





Index 





field depends} parts and accessories come to the} 


Good Practices include such itéms | i 





Elkhart Assn. to Give 
Voters Rides to Polls 


ELKHART, Ind. — Elkhart 
new-car dealers will cooperate 
in the national plan to transport 
voters to the polls Nov. 4 for 
the Presidential election, accord- 
ing to Joseph S. Ball, president 
of the Elkhart Auto Dealers 
Assn. 

Folders to encourage voting 
will be distributed by dealers. 
Underlining the non-partisan na- 
ture of the project will be the 
slogan: “Vote as You Please— 
But Vote!” 
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| Car Prices Left in Air .. . 





| Cleveland Dealers Hold Awards Dinner— 








OPS Backs Up Policy 
Of Cost Absorption 


By Mac Gordon 
Associate Editor 


HE Office of Price Stabilization 

has in no way softened its pol- 
icy on dealer cost absorption, de- 
spite strong opposition from NADA 
and state associations. 


board of directors in Detroit de- 
nounced discount-cutting moves 
effected by OPS or contemplated 
by some factories, OPS in Wash- 
ington coincidentally released a 
CPR 83 interpretation declaring 
that advertising and comparable 





On the same day the NADA charges must be absorbed by 
aes in ita new-car dealers. 
Federal agencies, meanwhile, 


were wrestling with the all-impor- 
tant steel peace formula and a new 
defense controls law, both expected 
to exert decided influences on fu- 
ture new-car prices. Settlements of 
the steel and controls issues are 
looked for by the end of June in 
many Washington quarters. 

The July 4 weekend thus took on 
doubled significance last week as 
far as the new-car sales and price 
picture was concerned. Independ- 
ence Day is a traditional milestone 
in the new-model year, closing out 
the “spring market” and ushering 
in the pre-changeover period. 

* +. * 
A= in all, the auto cost-price sit- 
uation had become increasingly 
complex by this past weekend. An 
appraisal of the factors, past, pres- 
ent and probable, follows: 

1. Big steel is paramount. An ap- 

| preciable rise in the expense of auto 





Cleveland Automobile Dealers Assn. recently held the annual awards dinner of its | steel would tighten the factory cost 


public relations committee and presented prizes to (standing, left to right) Ernest S. | 
Dowd, president of Dowd-Feder, Inc.; Ray G. Herzberger, president of West Park “moderate” 
Chevrolet, and Walter Grabski, president of Walter Grabski Co. Attending the meet- 
ing were Frederick C. Crawford, president of Thompson Products, Inc., toastmaster; 


On the other hand, a 
steel price advance 
might ease the cost pinch some- 
what, since some boost in steel cost 


queeze. 


L. L. Colbert, president of Chrysler Corp., guest speaker, and Joseph M. Erdelac, | has been expected. 


president of CADA. 


3 Cleveland Dealers Cited 
For Community Work 


By Sanford Markey 


Staff Correspondent 


2. Copper will be available in 
the second half, but at the high- 
er prices forced on the U. S. 
by Chilean miners, Rail freight 
rates rose last month, but some 
raw materials have been on the 
downgrade. 

3. Auto makers have been com- 
|pelled to absorb all cost increases 
lenge comes from within our own/since last July 26, the cutoff date 
country. We have seen a system-|in the Capehart amendment to the 


CLEVELAND.—Three Cleveland} atic campaign conducted by mis-|©XPiting Defense Production Act. 
automobile dealers were honored! guided Americans to discredit the | #owever, a number of auto makers 


for their civic work by the Cleve-| philosophies, 


land Automobile Dealers Assn. at} 
a banquet at which L. L, Colbert, | 
president of Chrysler Corp., was| 


featured speaker. 

The dealers honored’ were 
Walter Grabski (Dodge), Ray- 
mond G. Herzberger (Chevrolet) 
and Ernest S. Dowd (Chrysler). 
All are active in a score of key 
community affairs, including 
schools, Red Cross, hospital cam- 
paigns, children homes and col- 
leges. 

Colbert told the 
guests that traditional 
freedom 
strengthened by participation 


“grass root level.” 


“A militant defense of our insti-/ sented 


tutions and traditions 


tion. 

“Thinking American business- 
men, legions of automobile deal- 
ers among them, remember that 
the numerous, 
slipped into slavery almost with- 
out realizing what was happening 
to them. Let’s not let that happen 
to us by default. Let’s work 
harder to be better citizens. Being 


once-free people | 


| 


| 


| 


assembled 600} were 
American thanks 
and opportunity are| internal 
in | mode of travel has been completely | 
civic and community affairs at the| revolutionized.” 


ft is not a} Hanrahan, 
partisan activity. Such a defense! Joseph Erdelac, president of the| Ohio Motors. Henry Jacobsen is 
transcends any partisan considera-| dealer association, presided. 


| 


Advertising News 36 good citizens is not just good 
Auto pon a Page 16 did not go to the poorhouse nor business, it is one of the best 
Auto Row ... ms se wg gehen rng a ways to insure that freedom and 
yw Rhee “s : . because they were victims of — will survive in Amer 
Dealer Business Counsel 28 ciroumetance. if _ doubt that Colbert said in the past “our| 
Dealer Doings 50 || Statement, you will only have to country and its institutions have 
Dealer Forum 4|| remember that some dealers, been challenged from outside and 
Editorial .. 4 || many of them who are reading | america has emerged from these 
Financial . 47 this column, have remained i ‘trials greater in strength and 
FO8 Foor a5 || Sees ae eens | Meee 
es “ . ’ _ % 
twa tog = depression. Of course, these deal- wut today, much of the chal 
ei ahi ; ~s were batted by outside = M t Di i 
Sea ary itions ut they successfully = / ’ ) ‘ 
og a Mates . overcame all handicaps. ont. rectors 
Obituaries .... 85 But we are not discussing, at To Meet Today 
Personnel (Factory) . _. 58 least for the moment, outside con- | 
Prices, New-Car ...... _ 67 || ditions. We are referring only to} HELENA, Mont.—The Montana 
Prices, Used-Car, Average: _72 || Practices under the dealer's own| Automobile Dealers Assn. an- 
Production by Makes ... g5 || control. No successful dealer can} nounces that the board of directors 
Registrations, Cars, Trucks 67 || afford to allow himself to be/will hold its quarterly meeting in 
Se TR 71 || thrown out of balance on account| Helena today (June 16). 
| Safety News 4g || Of outside conditions. Anyway, if} On June 23, a meeting of the| 
| Used-Car Notes 6g || Our inner relationships are in good | association’s public relations com- 
i Washington Column 20 || order, outer conditions always have mittee will be held, it was an- 








{ less effect. 





nounced by Paul Seese, chairman. 


have not taken the entire price al- 


achievements and_| : 
promises of our ways of life. | lowance permitted by the Capehart 
“Powerful d amendment and can do so at any 
e propaganda, SOM€-|time simply by sending a notice to 


times financed with our own tax| Ops, Significantly, General Motors 
money, seeks to alter basic aspects| geparted from custom June 1 and 
of our economic, political and social | decided against car price cuts when 
institutions. | cost-of-living pay bonuses dropped 
Colbert was introduced by Fred| one cent an hour. 
Crawford, president of Thompson| 4. OPS apparently will still be 
Products, who presented plaques! around under the post-June 30 ver- 
to the three dealers honored. ‘(Continued on Page 82, Col. 1) 
Crawford said the 20th century = . 
had witnessed achievements that| 7 
“sheclutely  amasine. and | Cleveland’s L-M Dealers 
to the discovery of the | Headed by Kassouf 
combustion engine our) avid Kassouf, of Broadview 
Motors, has been elected presi- 
dent of the Cuyahoga county 
Lincoln-Mercury Dealers Assn., 
succeeding Ben Dubbs, Cleveland. 
Vice-president is S. J. Brenza, 


The key to the city was pre-| 
to Colbert by Frank R.| 


city finance director. 


secretary-treasurer. 


On the House... 


Some petroleum industry sources believe a shortage of fuel may 
develop next winter as aftermath of recent oil strike. They point out 
strike loss will amount to 2 to 3 percent of total U. S. refinery output 
rest of the year. Shortage of a few winters ago was 
based on statistical shortage of only 1 percent... 
Signs of Times: Dealers are reporting less factory 
loading of accessories recently as industry girds for 
competitive selling. 

NADA President Sax Lloyd believes both fac- 
tories and dealers must learn to sell again after 
the long layoff. Referring to NADA’s Roper sur- 
vey of a year ago, Lloyd ribbed that “maybe the 
factories should take a survey to find out how 
dealers feel about them” ... Asked by newsmen 
how the factories will take to NADA’s request 

ss for a “continuing contract,” Lloyd replied that 

he had noticed no grand rush as yet, but was 
still hopeful . . . The NADA directors, who held their mid-year 
meeting in Detroit, were a serious and determined group, which 
probably prompted President Lloyd to state publicly that “I’m 
proud to be president of the greatest trade association in the 
world.” 

There are now 151 future potential car buyers being added every 
minute of the day, according to Census Bureau’s last figures. Total 
U. S. pop. is now 154,233,234 ... A. J. DeLacy, H. R. Hunt and E. J. 
Wolf have been appointed directors of the Buffalo association .. . 
Ford dealers in Chicago are again sponsoring American Legion 














baseball this summer. 
Pete WemuHorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
. m and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
rs the dealers on every used vehicle accepted in partial payment for a new 
A A car or truck. § 3. Every dollar of -gasoline tax collected by state or federal 
L vernments applied to the building and maintenance of highways. 
' i The elimination of government and bureaucratic controls over this 
R ndustrv. § 5. A return to the precepts of independence and the rewards of 


applied energy and ability, which made America and gave more of her 


NEWS citizens more of the better things of life than anywhere else in the world. 





Saved from Higher Prices 
On China Dinnerware 


T HAS become evident that the nation has been ham- 

strung by a program of controls which was conceived in 
panic. Production has been needlessly hampered, with re- 
sultant higher costs, by statistical shortages compiled by 
earnest men who were in water over their heads. 

The bureaucrats are holding on tenaciously to their 
powers. Witness the statement of OPS Director Ellis 
Arnall to the House Banking and Currency committee the 
other day. 


Pleading the case for continued price controls, Arnall 
listed “79 commodity areas in which there is current press- 
ure for increase in ceiling prices.” 

Here is the COMPLETE list under the heading of “con- 
sumer durable goods division”: 

“Semi-vitreous dinnerware. 
“Vitrified China dinnerware. 
“Handmade household glassware.” 

We repeat—that is the COMPLETE consumer durable 
goods list. 

The planners overlook the fact that damn few people give 
two whoops about such things. In the last six months the 
people have demonstrated very clearly that they have enough 


sense to withhold purchases when they consider items too 


high. 
And industry is meeting the civilian needs in spite of 
handicaps. 


How long will it be before enough people realize that they 
have been duped again by the planners? 
* a * 


Remember Constitution? 


HE steel-seizure case has been valuable, if for nothing | 


else, to serve to remind us of the Constitution upon 
which our U.S. government rests. 
The present Administration, through long years of power, 
had come to believe that there was nothing it could not do. 
It is gratifying to have the Supreme Court point up: 
“The Constitution limits his (the President’s) functions 
in the lawmaking process to the recommending of laws he 
thinks wise and the vetoing of laws he thinks bad.” 
The decision declares that “the founders of this nation 
entrusted the lawmaking power to the Congress alone, in 
good times and bad.” 


| 








Auto 
Forum 


“One more tax boost and it 











will be difficult to find anyone 


with more brains than money.” —_ aa enema 
Coronet. [ OH-O#., , = 
o 8 * GETTING SMALLER) QF) 
National Housekeeping BY THE Page 
“I am like most women, a | MINUTE a ‘ 
housekeeper, and this business | a 3 a 
of government, from highways | Wyn Pn 


to schools, taxes to benefits, is 
plain everyday tidy housekeep- 
ing.’—Julia Butler Hansen, Rep- 
resentative from Washington. 

* * +” 


Good News 

The day-to-day business re- 
ports continue to show a mix- 
ture of firm and soft spots, 
which in the aggregate add up 
to a steady volume of trade 
and a high level of industrial 
operations.” — Monthly Letter, 
National City Bank of New 
York. 

‘By Cricketty’ 

John T. C. Moore - Brabazon, 
British scientist, forecasting 
overseas television: 

“I can see the whole of Wall 
Street stopping to watch a 
cricket match between Lanca- 
shire and Yorkshire ball-by- 

ball.” 
. * * 
Fruits of Money 


“After 20 years of a planned 
campaign, and after the fright- 
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ening expenditure of billions of 
dollars aimed at providing se- 
curity for the common man, the 
individual today is beset with a 
feeling of total insecurity.”— 
C. E. Wilson, president of Gen- 
eral Motors. 
- * * 


How to Halt lt 
“The way to halt it (infla- 
tion) is not to give the presi- 
dent ‘emergency’ powers to 
halt it, but to deprive him of 
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his present power to inflate.” 
—Henry Hazlitt in Newsweek. 
+ * * 








—_— Letterbox 

“Some of the greatest un- 
developed territory lies direct- 
ly under men’s hats.”—Micui- 
GAN INVESTOR. 





* - "3 readers, and your letters are yong ed attention is BP nay ge 
7 letters but you may sign your name wi the assurance that it will no 
American Roads used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
“It is difficult to imagine 


‘Any Challengers? .... . 


This is an open forum for the discussion of any subject of interest to our 








America without its present 
system of roads. Gone would 
be the Sunday drive to Aunt 
Lulu’s or the weekend trip to 
Pleasant Valley; gone would 
be Daddy’s daily spin to work 
or Mother’s ride to the super- 
market; gone would be the 
millions of trucks which haul 
the succulent roast or the new 
TV set. 

“Without roads, there would 
be few school buses or taxi 
fleets or bus lines, to say noth- 
ing of the protective fire 
engines and police prowl cars. 

“Without roads, America 
would have far less unity and 
understanding — and certainly 
a lower standard of living.” 
-Investor’s Reader. 

* * * 


First? 

Thought you might be interested 
in a photo of Aleida Jo McDaniel, 
the first woman used-car dealer in 
|the world with no salesmen. 

Though small, only five feet two 








No Influence 

“We are winning the cold war, 
but I fear very much that, if 
Congress follows its present at- 
titude, we may lose it. And I 
don’t have much influence with 
Congress these days.” — Presi- 
dent Truman, referring to cuts 
in defense and foreign aid ap- 
propriations. 








ALEIDA JO 
.. . Used-Car Queen 











10 Years Ago... 


The Big Story 


_Delaying indefinitely plans for nationwide rationing of gaso- 
line, President Roosevelt ordered an intensive scrap rubber collection 
campaign to run from June 15 to July 30. On results of the drive, in 
which one cent per pound would be paid for the rubber, will hinge 
President Roosevelt’s decision if fuel consumption must be restricted 
to save tires ... Automobile dealers are equipped to make an impor- 
tant contribution to essential wartime transportation and, because 
they are threatened by circumstances resulting from the war effort, it 
is the policy of General Motors to extend all possible cooperation to 
enable dealers to carry through the war period, Alfred P. Sloan jr., 
chairman of General Motors, announced in a message to stockholders. 

—From the files of Automotive News. 
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|and 105 pounds, she is dynamic 


Before entering this business she 
was in show business and has 
traveled all over the world. She 
was known as the “Queen of the 
Rumba.” 

She was in show business for 10 
years and she is now only 27. She 
is loved by every one who enters 
her lot and makes friends with 
every customer. 

I’m very proud of her and love 
to see her happy. Would you please 


put her picture in AUTOMOTIVE 
News?—J. THomas McDaniet, 
Miami. 


Eprror’s Nore: Sure we'll use 
her picture, even though we 
know that we are going to run 
into a lot of trouble on that 
“first” business. 

7: 7 om 


Annual Output 

We would appreciate the name of 
a source for the yearly production 
figures for Chevrolet, Plymouth 
and Ford automobiles. — WHALLEY 
Mrr. Co. (Ford) Windber, Pa. 

Epitor’s Note: AuToMoTIVE News 
1952 Almanac. 

* oe . 
Converting Tires 

Your May 12 issue introduced a 
new paint-like product to convert 
black tires to white walls. Would 
you be kind enough to give us the 
name and address of the manufac- 
turers.—AvTomortriz DE LINAREs, 
South America. 

Epitor’s Note: Detroit-Standard 
Automotive Co., P. O. Box 174, 
Birmingham, Mich. 

+ - * 
Leasing Cars 

We would like to get a copy o: 
your article, “Car Leasing a Di- 
lemma” by Jack Weed. 

We are in the leasing business at 
the present time and have been fo: 
a number of years in the past, sc 

(Continued on Page 74, Col, 3) 
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- Detroit’s big secret is out! 


HUDSON ENTERING 
LOW-PRICE FIELD 


with an all-new wonder car! 


xf. BEAUTY 


New from stem to stern; streamlined in the 
most modern design. 





xf PERFORMANCE 


With phenomenal acceleration and pickup, 
Hudson’s new wonder car will outperform 
any car currently being produced in the low- 
priced field. 


x}. ECONOMY 


Low operating cost, unusual gasoline mileage 
mean extra economy for owners. Traditional 
Hudson qualities, dependability and durability, 
will be major features. 


xf MODELS 


Hudson’s new wonder car will be built in both standard 
and de luxe models. The four-door sedan, which seats six This new wonder car will be an addition to an already great 


passengers comfortably, will be produced ret, with other line of Hudsons, starring the fabulous Hudson Hornet. 
popular body styles to follow. 


Because of exclusive ‘‘step-down’’ design, Hudson is able to 
build into this lightweight car the roadability, handling and 
safety that are enabling the Hudson Hornet to perform 
x “STEP-DOWN” DESIGN so sensationally in current stock-car races. The Hornet 
has been entered in 14 such races so far in 1952 and has 


No car with all these advantages can possibly be built won all but one. 


without “step-down” design. Only Hudson has this basic With this new car, Hudson dealers will have market cover- 
engineering advance. age from the low-price field right through to the upper 
medium-price field—a line that meets the demands of 94% 
of the entire American new-car market! 
- * 7 * 
xf PRICE A few dealer franchises are still open in choice locations. If you’d like Hudson’s 
new, lightweight wonder car on your team and want confidential advance 


This new Hudson will be priced in the information, write or call 


low-priced field. C. A. J. HADLEY 


Sales Manager, Hudson Motor Car Company, 
Detroit 14, Michigan. Phone VAlley 2-3232. 





Auto Makers Help| 


Push Cars with 


New Promotions 


Sales, Service Training 
Emphasized by Firms 
For Effectiveness 


By Sam Sampson 
Staff Writer 


FOLLOWING the suspension of | 


Regulation W, which allowed 
thousands of potential customers 
to re-enter the new-car market, 
several of the auto manufacturers 
energized programs to assist deal- 
ers in stimulating sales. 

In a survey of auto factories 
last week, Automotive News dis- 
covered that three manufacturers 
in particular have prepared new 
programs to spur sales, and that 
five others are increasing the 
pace of promotion and sales pro- 
grams to bring sales to more sat- 
isfactory levels. 

Among the companies thus en- 
gaged are Dodge, Willys, Oldsmo- 
bile, Nash, DeSoto, Pontiac, Hud- 
son and Kaiser-Frazer. 

+ * * 
E C. DOCK, general sales man- 

* ager of Dodge, said that suc- 
cessful merchandising, advertising 
and sales programs are being car- 
ried on nationally, and that new- 
car sales during May increased 80.5 
percent over the preceding month. 


One of the programs involves 
formation of a retail salesman’s 
club, called the “Dodge 400 club,” 
in which thousands of Dodge sales- 
men are competing for member- 
ship, Dock said. It was pointed out 
that Dodge truck sales have im- 
proved by 55.6 percent over the 
same period as compared to a 
month ago. 

A “showdown campaign” is being 
used in national advertising, and 
this, too, according to Dock, is suc- 
cessful. 

+ + * 

N CONNECTION with bringing 

out the new Willys Aero mod- 
els, the company has started a 
“ride-a-million” campaign to show 
a million persons what the new 
Willys offers. Each car, according 
to the company, is equipped with 
a “ride-o-meter” and a gas mile- 
age indicator. 

Teams of factory men are be- 
ing sent out to discuss with deal- 
ers the most effective way to 
carry on the campaign. At the 
present time, it was announced, 
there are four to six advisory 

(Continued on Page 83, Col. 1) 
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Pittsburgh Dealers Name Leaders— 


The following have been elected officers of the Pittsburgh Automobile Dealers Assn.: 
front row (seated, left to right) A. McClinchie jr., Pinkerton Motor (Chevrolet), vice- 
president; J. J. Lawlor jr., Churchill Motors (Dodge), president; back row (left to 
right) Hartley R. Graham, secretary-manager, and Ken Thompson, Ken Thompson 
Motor (Studebaker), treasurer. 








Chrysler Has 17,941 Dealers 
With $1% Billion Worth 


DETROIT. —In a statement ac- 
companying payment of the com- 
pany’s 104th cash dividend, Chrysler 
Corp. Chairman K. T. Keller an- 
nounced Thursday that the 17,941 
dealers and _ distributors selling 
Chrysler products have a combined 
investment in their establishments 
of about $1% billion. 

The checks covered dividend pay- 
ments of $1.50 per share, payable 
June 12 to stockholders of record 
May 13. 

Keller disclosed that since the 
corporation’s organization in 1925, 
some 17,800,000 Plymouth, Dodge, 
Chrysler and DeSoto cars and 
Dodge trucks and a variety of 
other products have been manu- 
factured and sold. 

Paying tribute to the dealers and 
distributors, Keller emphasized that 
the company’s worldwide distribu- 
tion organization is “better equip- 
ped to meet the needs and require- 





Used-Car Bulletin from Detroit . . . 





June 11 
(Good selection—plenty of buyers 
present. Sold 66 cars out of 98 offer- 


ings.) 


BUICK—'50 RM 2-dr., $1,530*. '49 RM 
4-dr., $1,200*. °47 Super 4-dr., $630. 


CADILLAC "50 (61) 4-dr., $2,610*. 
"49 (62) conv., $2,625*. 

CHEVROLET ‘52 SL Deluxe club 
coupe, $1,720. ‘51 SL Deluxe 4-dr., 
$1,560. "50 SL Deluxe 4-dr., $1,285. 
‘49 SL Deluxe club coupe, $910; 
4-dr., $1,080, $975; 2-dr., $1,000, 
$950; %-ton pickup, $570. ‘48 SM 


club coupe, $865; FL aerosedan, $845. 


'47 SM club coupe, $760; FL aero- 
sedan, $740. 

CHRYSLER — '46 Windsor club coupe, 
$610". 

DeSOTO — '50 Custom Sportsman, §$1,- 
550°. 

DODGE — '52 Diplomat, $2,345*. °48 
Custom club coupe, $875*. ‘47 Cus- 
tom 4-dr., $640*. 

FORD—’51 Custom (8) 4-dr., $1,470", 
$1,410*; Custom (6) 2-dr., $1,330. 


*50 Custom (8) 2-dr., $1,245*, $1,175; 


%-ton pickup, $775. °49 Custom (8) 
2-dr., $825; club coupe, $880; Cus- 
tom (6) 2-dr., $710. ‘48 (6) panel, 
$405. °46 SD (8) 4-dr., $610. 
HUDSON "48 Super (6) club coupe. 
$830. ‘46 Super (6) 2-dr., $34 
KAISER—'51 4-dr., $1,330*. 49 4-dr., 
$600. 
MERCURY-—’'51 club coupe, $1,915". 
NASH—'47 (600) 4-dr., $400. 
OLDSMOBILE ‘47 (76) 2-dr., $570*. 
"46 (76) 2-dr., $600*, $415. 


PACKARD—’'52 (250) Mayfair, $3,090*. 
PLYMOUTH—'51 Cambridge 4-dr., $1,- 
280. °49 Deluxe club coupe, $930. 

PONTIAC—'46 SL (6) 2-dr., $375. 








Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday) 


June 4 
(Sale very fast. Large number of 

out-of-town buyers present. Sold 68 
cars out of 87 offerings.) 

BUICK—’50 Special 2-dr., $1,290*; RM 
2-dr., $1,550*. "49 Special 2-dr., 
$925. RM 2-dr., $850*. ‘47 Su- 
per 4-dr., $680; 2-dr., $600. 

CADILLAC—’51 (62) club coupe, §$3,- 
475*. °47 (62) 4-dr., $1,000*. 

CHEVROLET — '51 SL Deluxe 2-dr., 
$1,520*. °50 SL Deluxe 2-dr., §$1,- 
250, $1,260, $1,160, $1,150; 4-dr., 
$1,275; Bel-Air, $1,415, $1,505; conv., 


$1,455. °49 FL Deluxe 2-dr., $1,060. 
‘47 FL aerosedan, $605, $705; SM 
club coupe, $625; 2-dr., $645. ‘46 


SM 2-dr., $670; business coupe, $400. 
DeSOTO—'49 Custom club coupe, §$1,- 
300*. 
DODGE—’'48 Deluxe 4-dr., $790. 
FORD — '51 conv., $1,730*; Victoria, 
$1,585*; Custom (8) 2-dr., $1,340. 
‘50 Custom (8) 2-dr., $1,060, $1,175; 


conv., $1,325. °49 Custom (8) 2-dr., 
$940, $905, $860, $895; 4-dr., $795. 
’48 SD (8) club coupe, $810; conv., 
$785. ‘47 SD (8) club coupe, $655. 
"46 Deluxe (6) 2-dr., $480. 
HUDSON—'47 Super (6) 4-dr., $350; 


Commodore (8) 4-dr., $475. 
KAISER — '51 4-dr., $1,315, $1,000; 
Henry J (6) 2-dr., $930. 
MERCURY — ’50 2-dr., $1,450*. ‘49 
conv., $895; 4-dr., $1,090. °'46 2-dr., 
$545; 4-dr., $550. 
OLDSMOBILE — '50 (88) club coupe, 
$1,325*. °48 (98) 4-dr., $1,010*. 
PACKARD—’47 club coupe, $295. 
PLYMOUTH—'51 Cambridge club coupe, 


$1,285; Cranbrook 4-dr., $1,450, §$1,- 
420; conv., $1,660. ‘47 SD 2-dr., 
$670; Deluxe 4-dr., $590. 


PONTIAC—’51 Chieftain (8) 4-dr., $1,- 
930*. ‘°'48 stationwagon, $900*. °47 
Chieftain (8) conv., $720. 

STUDEBAKER "50 Champion club 
coupe, $1,025. ‘49 Champion 4-dr., 
$810. °'47 Champion 4-dr., $470. 


*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 72, 73, 76 
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ments of the public than ever be- 
fore.” 

“Millions of dollars,” he _ said, 
“have been spent since World War 
II by these concerns to make their 
places of business more attractive 
and their service facilities more ef- 
ficient. Training programs have 
been conducted in the shops and 
on the showroom floors. 


“The one basic reason for this 
activity on the part of our deal- 
ers,” he continued, “is the same 
as the motivating force of Chrys- 
ler Corp. Our desire is to make 
constantly better products that 
more and more people will want 
and can afford to buy. Their de- 
sire is to provide ever better dis- 
tribution and service facilities.” 

“These concerns,” Keller’ ex- 
plained, “have each been selected 
to handle Chrysler products for 
three specific reasons: their experi- 
ence in selling and service; their 
vigor and enthusiasm, and their 
desire to serve the public. 

“Many were small when they 
started, as was Chrysler Corp., but 
have grown through their ability 
to improve their service to more 
and more people. 

“Even during the war years,” 
Keller recalled, “our dealers and 
distributors, without new civilian 
products to sell, continued to serve 
in many different ways, ranging 
from maintenance for passenger 
cars, trucks and other products al- 
ready in use to making and servic- 
ing war materials.” 

Pointing out that the corpora- 
tion started its 28th year of op- 
eration on June 6, Keller said, 
“the company has grown from a 
few employes to more than 100,- 
000 and from a handful of factory 
buildings to some 36. 

“Chrysler Corp. dealers and dis- 
tributors,” he stated, “have played 
a vital part in the growth of our 
company and in the economy of 
the country.” 


Ross Detroit Post 


Goes to Denyes 


LAFAYETTE, Ind.—Ross Gear & 


| Tool Co. announced last week that 


Harry M. Denyes had been named 
Detroit sales representative with 
offices in that city. 

Denyes recently resigned as sales 
manager of Gemmer Mfg. Co. 








Packard Depot Chiefs Meet 

DETROIT.—Forty Packard 
warehouse managers from U. S. 
and Canadian zones inspected the 
factory’s new $5,000,000 facilities 
for parts and accessories here 
Thursday and Friday. 


‘Auto Wreckers Tell NPA: 





Four Million Vehicles 
Could Be Junked 


WASHINGTON.— After reporting 
to NPA that 3,711,820 cars and 649,- 
621 trucks had been scrapped dur- 


4,000,000 cars and trucks still on 
the road that could be scrapped. 


Government officials urged the 
auto wreckers to continue building 
their inventories. The wreckers, 
however, protested the premium 
prices being asked for unservice- 
able vehicles. 

An industry committee recom- 
mended that NPA Order M-92 be 
revoked. M-92 requires inventory 
reports, limits the acceptance of 
used-car deliveries and makes 

wreckers subject to allocation 
controls. 

The committee, which represents 
the country’s 25,000 auto wrecking 
yards, told NPA that M-92 has 
achieved its objective — expediting 

the flow of critically-needed scrap 
to the steel mills—and there is no 
further justification for its contin- 
uance, 

NPA officials said “the auto 
| wreckers industry has done a mag- 
| nificent job, and deserves the gov- 
jernment’s gratitude for making a 
| major contribution to the defense 
| program.” 
| They pointed out that scrap 
supplies, at a dangerously low 
point last fall and winter when 
eight open hearth furnaces had 
to be shut down, now are flow- 
ing in unprecedented volume to 
mills and foundries. 

As of March 30, 1952, scrap con- 
sumers had on hand 4,528,635 gross 
tons of scrap, or 300,000 tons more 
than a month earlier, according to 
the U. S. Bureau of Mines. (There 
is a 60-day lag in Bureau of Mines 
statistics.) NPA said all grades of 
scrap are in surplus today. 

At the end of April, NPA said, 
165 mills reported about a 60-day 
supply of scrap available as com- 








Beesemyer Plans 
To Step Down 


LOS ANGELES. — Clarence S. 
Beesemyer, executive vice-president 
of General Petroleum Corp. since 

: 1948, announced 
last week that, ef- 
fective next Jan. 
1, he would re- 
sign active man- 
agement of Gen- 
eral Petroleum 
operations now 
under his charge. 

By the end of 
this year, Besse- 
myer will have 

completed 40 
C.S. Bessemyer years of service 
with the company. After his resig- 
nation, he said, he will be available 
for special assignments and will 
continue to handle public-relations 
activities for the company and to 
act as advisor to departments en- 
gaged in sales promotion and ad- 
vertising. 





ing 1951, the nation’s auto wreck- | 
ers estimated that there are nearly | 





pared to January when inventories 
were as low as three to five days. 

NPA reported these approxi- 
mate scrap totals from autos and 
trucks scrapped in 1951: radia- 
tors and copper, 76,000 short tons; 
batteries (lead), 58,000 short tons; 
die cast, 39,000 short tons, and 
iron and steel, 4,000,000 long tons. 

The committee pointed out that 
should another national scrap 
emergency arise, an improved ver- 
sion of M-92 could be reinstituted. 

NPA agreed to consider the com- 
mittee’s decision recommendation. 


2 Aides Follow 
Nance to Packard; 


Ferry Cuts Duties 


DETROIT. — James J. Nance, 
president of Packard, announced 
last week that Hugh J. Ferry, a 
financial officer of the company for 
42 years, had resigned as treas- 
urer. Ferry will continue as chair- 
man of the board. 


Walter R. Grant, 42, was elected 
financial vice-president and treas- 
urer to succeed Ferry. He will be 
in charge of all of the company’s 
financial operations. In another ac- 
tion, Fred J. Walters, 45, was elect- 
ed vice-president and assistant to 
the president. 

Both new officers were formerly 
associated with Nance at Hotpoint 








Fred J. Walters 


Walter RK. Grant 


in similar capacities. Prior to that, 
Walters was engaged in sales for 
Cadillac and Oldsmobile for 18 
years. He went to Hotpoint in 1947. 

Grant joined General Electric in 
the financial department at Sche- 
nectady, N. Y., in 1934. In 1943, he 
was elected treasurer of Locke, Inc., 
Baltimore, and became associated 
with Hotpoint in 1948, where he 
was chief financial officer. 

Both Locke and Hotpoint are af- 
filiates of General Electric Co. 


Matthias to Direct 
Ford Car Design 


DEARBORN, Mich. — Earle S. 
MacPherson, Ford vice-president of 
engineering, announced last week 
that Hans A. Matthias had been 
appointed executive engineer of 
passenger-vehicles design. 

Matthias also was named to the 
engineering board, a six-man policy 
group. 











DeSoto's Millionth— 


C. E. Bleicher (right), president of DeSoto, and J. B. Wagstaff, sales vice-president, 
Woolson (left), manufacturing vice-president, puts the 


smile their approval as L. I. 


final ‘OK' on the millionth DeSoto to be built at the Wyoming Ave. assembly plant 


in Detroit. It is a Sportsman model. 
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Each lndaster Spends Over $4 Million on Laws in’ 


Trucks, Rails Among Top Lobbies 


WASHINGTON.—In the Congres- , $104,256, and the Great Lakes - St.) legislation affecting the welfare of 
sional report of groups and organ-/| Lawrence Assn., $101,213. travel industry. 
izations registered under the Fed-| ‘The Congressional Quarterly re-| The Transportation Assn. of 
eral Regulation of Lobbying law of |ported that $21,454 was spent on America spent $19,784 for legisla- 
1951, the American Farm Bureau |tion which bears upon the future 

|transportation by two groups. The p 

Federation is listed as top spender | °° 1A 'T 10 | of competitive ownership of any 
with $1,595,815. | National Assn. of Travel Organiza- |form of transportation and related 


. ore tions spent $1,670 and received $21,- q seers 
The report lists 295 organizations | 5:29) for its efforts in behalf of | | subje cts. It received $410,753. 














| 





| 


| 


| 
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Old Cars Feature Parade of Progress— 


More than 25 automobile dealers participated in Cleveland's “Parade of Progress” 
marking the removal of street cars from Euclid Ave. Dealers brought out old cars 
including (left to right) a 1908 Ford, a 1909 International Auto Wagon, a 1909 Ford, 
a 1913 Ford, 1910 Maxwell and a a 1910 Stevens- Duryea. 





health and other government em-| ree ee City 

The CIO spent $72,299 with three | 
groups contributing to promote na- | Finds Cars Safer 
tional peace, security and democ- . 
|racy and legislation affecting the Than in 5 Years 
OKLAHOMA CITY.—Car owners 


Railway labor invested $101,930 | are taking better care of their 


during the year. 


wane a total of —". aa yoyo Three groups contributed $255,- 
is compares to a listing of 340 | ow fendeiedl tivi- 
groups spending $10,303,204 in | Find 3,889 Violations | tie i a ao a 
Among the 2% top spenders ‘lint S b American Trucking Assns., Inc.; 
were the Committee for Consti- | In Flint Safety Check | Seas : : Sctemwestens 
TW ; National Assn. 0 ndependen 
tutional Government, $773,957; | FLINT. — The Flint vehicle | 77, Dealers, and Trucking In- 
American Medical Assn., $450,372; | safety ee} lane has a dustry National Defense Commit- 
National Assn. of Electric Com- | 3,889 Vv olations | mn ¢ cnec o tee. The Trailer Coach Manufac- 
‘ re ramps | 9,465 vehicles. Faulty brakes ac- t A istesed in this 
panies, $335,591; National Assn. | A . r urers Assn. registered in i 
‘ counted for 1,156 violations, it category but did not list expendi- 
for the Advancement of Colored was reported last week. Capt. pce q } 
People, $335,591; Trucking Indus- | George Ringler, head of the , | pl 
try National Defense Committee, police traffic bureau. in tee tl — “oon | ployes. 
$248,882. After June 30, when the check or legisiation ale 4 - 
Others among the top 23 were! lane will be discontinued, there roads in nine particular sections. 
Assn. of American Railroads, $237,-| will be a police safety check of Among employe groups, 12 AFL 
809; National Tax Equality Assn.| all vehicles involved in accidents, organizations spent a total of $353,- 
(three quarters only), $129,870; U.S.| drunken, reckless driving and | 142 for legislation concerning postal particular union. 
Chamber of Commerce, $116,536;| flagrant speeding cases. employes, social security, working 
American Federation of Labor, people i in | the Canal Zone, national 
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perfect 
control 


DUCO* factory-controlled color matching 
saves you time, money and materials 


Because Du Pont DUCO lacquer colors are factory-controlled to conform 











__| cars, according to the results of a 
| 30-day state and city inspection 
| campaign. The state safety depart- 
| ment reported that cars were gen- 
jerally much safer than last year 
| except for bad lights. 
| Twenty-two percent of the ve- 
|hicles checked had defects, accord- 
|ing to the report, while last year 
|33 percent were in bad condition. 
Dixie Gilmer, state safety commis- 
|sioner, said this year’s report was 
|the best made since the inspection 
| was established in 1947. 

The number checked also broke 
| all previous records, with 170,894 
| vehicles going through road block 
| Safety checks. Mechanical defects 
|were found on 37,956 and_ two- 
| thirds of these failed to pass be- 
;cause of faulty lights which was 
ithe most common ailment. More 
than 25,000 cars had faulty tail 
lights, faulty dimmer switch or 
|maladjusted or burned out head- 
| lights. 
Faulty brakes and mufflers ac- 
counted for only 9 pentane. 





‘Kershow Given 


| New Willys Post 


TOLEDO. — William V. Kershow, 
| with Willys-Overland Motors or its 
| affiliates almost continuously since 

|19138, has been appointed technical 








W. V. Kershow Dean A. Walters 


| service manager, it was announced 
|last week by George Martin, gen- 
eral parts and service manager. 

Kershow succeeds Dean A. Wal- 
ters, former director of service who 
has been with Willys 43 years. 
Walters has been named special 
assistant to Martin. 


With 39 years’ experience in the 
automotive servicing field, Kershow 
is a member of the Automobile Old 
Timers and the Society of Auto- 
motive Engineers. 

Walters first joined Willys in 
November, 1909. He became direc- 
tor of service for the company in 


1935. 
exactly with car-makers’ standards, it’s a cinch to take the hit or miss ee ere ae 
out of color matching! Re finish n Huge Electroplating Show 
Just check the color combination on the car. Then identify the corre- Ing Opens Up in Chicago 






sponding color from over 700 listed in the Du Pont 
Color Bulletin. Next, place a call to your Du Pont 
jobber and order the color. It’s easy, economical— 
no waste of time and materials. 


DUCO is simple to use, too. It gives full cover- 
age, rubs and polishes to a high, hard gloss. 

So for perfect, controlled color matching every 
time, call the Du Pont stock point nearest your 


CHICAGO. — Exhibits valued at 


2 $3,000,000, including equipment and 
re | eTla Ss machinery, will be displayed at the 
Electroplating Show opening today 


(June 16) and continuing through 
Thursday in the International 
Amphitheater. 

A convention of the American 
Electroplaters Society, sponsor of 
the exposition, will be held concur- 
rently at the Conrad Hilton hotel. 
Michael DiSalle, former director of 
OPS, will deliver the — ad- 





shop. dress. 
. 6. U.S. PAT. OF 
E. I. du Pont de Nemours & Co. (Inc.), Wil- BETTER THINGS FOR BETTER LIVING The back pages of every issue of AUTO- 
e MOTIVE NEWS contain the WANT AD 
mington 98, Delaware. *REG. U. S. PAT. OFF. . . THROUGH CHEMISTRY po ag eg gen any a 








MOTIVE NEWS WANT ADS! Are you? 
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..- because, among other reasons, 
| Chevrolet owners represent the industry’s largest 
market for parts, accessories and service. 
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Ternstedt Tests M-47 Tank Range Finder— 

The T-41 range finder for M-47 tanks, produced by General Motors’ Ternstedt 
division for Army Ordnance, must undergo rigid optical tests by specially trained 
“rangers. Here a T-41 (in white housing) is being moved onto a large optical test 
fixture where a “ranger” who has consistent stereoscopic vision, will begin checking it 
for accuracy of its optical alignment. 


Idiart Heads Motor Center 


Jack Idiart, who has been with| years, has just been appointed gen- 
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Smith-Golden, Dodge dealer in|eral manager of the Motor Center 
Glendale, Calif., for the last 11 of Burbank. 
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Precision Defense Work 
Army’s New T-41 Range Finder For M-47 Tanks 


Demonstrated to Press at Ternstedt Plant 


By Ed Janicki 
Staff Writer 

DETROIT. — The Army’s newest 
range finder, which enables a tank 
gunner to hit a target three miles 
away with almost 100 percent ac- 
curacy, was demonstrated to the 
press last week at GM’s Ternstedt 
division, one of the producers of 
the range finder. 

The T-41 range finder, in pro- 
duction at the GM division since 
1950 for the M-47 medium tank, 
gives the U. S. the best tank in 
existence today, Army men say. 

Superiority of the range finder 
was recently illustrated in Aber- 
deen, Md., when a tank equipped 
with it scored eight hits out of 
eight firings. 

Army ordnance experts estimate 
that the system permits a greater 
probability of first-round hits. In 
tank warfare, they point out, this 
is vital, since once the first round 
is fired the enemy can immediately 
“zero in” on its attacker. 

During World War II, a tank 
gunner usually received firing | in- 


formation from the tank com- 


mander or someone in an advance} 


that selection of personnel for the 
work was a major undertaking 
itself, since they had to be schooled 
in the refinements of optical, me- 
chanical and electronic precision 


| techniques. 


post outside the tank. Range then | 


was estimated by “bracketing” a 
target with several rounds of am- 
munition before a gunner could 
zero in on the nose. 

The T-41 permits the gunner 
to “frame” the target, track it 
and even indicates the type of 
ammunition it is set for and 
means of estimating error of 
previous firings. 

The visiting newsmen were taken 


|on a tour of the plant and shown 


the complex operations performed 
in producing the range finder. 
Some 1,700 persons presently are 
employed on the defense project at 
Ternstedt, and the assembly oper- 
ation encompasses 300,000 square 
feet, about one-fourth of the 
building. 

Probably the most fascinating 
thing in production of the range 
finder is the close tolerance work it 
has to undergo. 

Leo R. Schreiner, general man- 





‘| ager of the division, commented 





Tar world is full of imitators, souls who loud proclaim 





w - there’s 


_ The virtues and spevemente wrought in someone else’s name ; 


s something hinetebed to reveal, 


K-R-WILSON 


233: MAIN “STR ert 


BUFFALO 3, 





WORLD’S LARGEST MANUFACTURER OF GARAGE TOOLS AND EQUIPMENT 


The biggest problem, he said, 
was educating employes for 
“stereoscopic vision” and depth 
perception, necessary for the pre- 
cise testing of the maze of optical 
pieces that go into the range 
finder. 

Like an athlete, who has to keep 
himself in the best of condition for 
utmost efficiency, Ternstedt em- 
ployes must check their personal 
life, since psychological reactions 
affect depth perception, and emo- 
tional strain, nervous tension, 
smoking or drinking will affect 
stereoscopic vision. 

The whole assembly room where 
lenses are tested has virtually the 
same antiseptic quality as a hos- 
pital surgery. 

Employes must wear nylon shirts 
or smocks to reduce lint in the 
optical assembly, adjusting and 
testing. Also, certain assembly op- 
erations must be carefully con- 
trolled in air-conditioned rooms 
with 75 degree temperature and 
humidity must be maintained 
close to 42 percent so optical ele- 
ments will not fog. 

At a dinner following a pre- 
view of the range finder, John F. 
Gordon, vice-president of GM, 
told the newsmen that present 
facilities for producing war goods 
in the various divisions are com- 
parable to that of World War II 
“and if necessary we can produce 

the quantity of the last war if the 
need arises.” He also paid tribute 
to the employes who produce the 
product. 

Col. William A. Call, of the De- 
troit Arsenal, praised the auto in- 
dustry for the “marvelous” work it 
has been doing on the defense 
program since the outbreak of the 
Korean War. 

Ternstedt is the only producer 
of the range finders in Michigan. 

The Airtemp division of Chrysler 
Corp. in Dayton, O., announced 
last week that it has received a 
multi-million dollar contract from 
the Army for production of the 
range finder. 





Financial H opes 
Held Dim for 


Tucker Dealers 


CHICAGO.—There is little chance 
that dealers and distributors who 
put their money into Preston 
Tucker’s automobile venture will 
ever receive any return, according 
to Norman H. Nachman, reorgan- 
ization trustee for the bankrupt 
Tucker Corp. 

The outlook for paying some of 
the claims of creditors is better, 
Nachman told Federal Judge Mi- 
chael L. Igoe. 

Nachman said the most encour- 
aging note in favor of payments 
to Tucker Corp.’s creditors was the 
— equity in Aircooled Motors, 
ne. 

Aircooled Motors, he said, has 
“fairly substantial” government 
contracts for helicopter engines. 


‘Classic Cord’ 


New Book Gives History 


Of Auburn Car 


ARCADIA, Calif. —In a 160-page 
pictorial book called “The Classic 
Cord,” Dan R. Post Publications 
has compiled a history of the Cord 
automobile for inclusion in the 
company’s “Motor Classic Book- 
house.” The Cord was produced in 
the early 1930’s by Auburn. 

The introduction states that the 
book is intended to recreate the 
Cord story by reproduction of prac- 
tically every known piece of sales 
and institutional literature. 

The book includes showroom 
catalogs, brochures, a salesman’s 
manual, selected periodical adver- 
tising, detailed trade journal me- 
chanical articles, British periodica! 
road tests, company-secret proto- 
type photographs and stories of the 
L-29 and 810 models by Eugene 
Jaderquist, associate editor of 
Motor Trend magazine. 








Lester Appoints Sciacqua 

M. S. Lester, general manager of 
the San Francisco branch of Cadil- 
lac, has announced the appoint- 
ment of John Sciacqua as Cadillac 





dealer in Hanford, Calif. 
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Jeepers /... 
Creepers / 





~; Every driver is a 


ae } 


wa’ ready prospect for the 


WICO Autostop 


Right now, at thousands of cross-walks, you can see the reasons for the enormous 
market for the Wico Autostop. 


The light turns green. A pedestrian starts to walk across the street. Then it happens! 
A car “creeps” into the cross-walk and scares the wits out of her. 


And the driver is just as scared! 

Or a car creeps into the car ahead—not much damage—just a dented fender or a 
broken head light. 

A car equipped with a Wico Autostop can’t creep—even a car with an automatic 
transmission. Moreover, it can’t roll backward or forward when a stop is made on 
a hill. 

Suppose you drive with a Wico Autostop. You brake to a stop as usual, and touch 
the magic switch on the gearshift or selector lever. The car stays put! When you’re 
ready to go, step on the gas and the brakes release automatically. 

You don’t have to keep your foot on the brake. And there’s no need for riding clutch 
or accelerator. 

































Each Wico Autostop kit contains Practically every car owner is a prospect for a Wico Autostop. One demonstration 
complete illustrated instructions. can make the sale. Write us now about the MONEY-SAVING DEMONSTRATOR 
Average installation time: 1'/2 hours. OFFER that makes it easy to show your customers all the Autostop advantages. 


To show ’em is fo sell ‘em! 


WwIico ELECTRIC COMPANY West Springfield, Mass. 








Va. Dealer at Bridge Opening— 


John Abbitt, president of Abbitt Motor Co., Inc. (Packard), Newport News, Va., acts 
as chauffeur for Gov. John Battle of Virginia (seated in rear); Mrs. George P. Coleman 
(left rear); Cynthia Cambridge, granddaughter of Mrs. Coleman, and Raymond B. 
Bottom (seated in front) president of Daily Press, Inc., at the opening of the George 
P. Coleman memorial bridge, Yorktown, Va. Abbitt Motor Co. furnished the automo- 
biles for the occasion. 











U.S. Inventory Estimates 


$150 Million Auto Gain at Retail Level in April 
Is Tops for Durable-Goods Field 


WASHINGTON.— Automotive re- 
tail inventories paced an increase 
in durable goods dealer stocks in 
April, the U. S. Office of Business 
Economics announced last week. 

OBE estimated the rise, after ad- 
justment for seasonal variations, at 





47,803 Vehicles Held 
Faulty in Fla. Check 


TALLAHASSEE, Fla.— The 
state highway patrol found 47,- 
803 mechanically defective auto- 
mobiles and trucks in the first 
month of its continuing safety- 
check campaign, a patrol 
spokesman disclosed last week. 

The spokesman said most of 
the faults were in the lighting 
systems of vehicles. Altogether, 
he said, 141,744 vehicles were 
checked and 350 motorists tick- 
eted, 253 for driving without a 
license. 





more than $200,000,000, with the 
automotive group accounting for 
|three-fourths of the increase. 
Overall business’ inventories 
| stood at $71.2 billion, showing an 
increase, after seasonal adjust- 
ment, of $400,000,000 in April. 
Manufacturers’ and _ retailers’ 
|stocks each rose almost $250,000,- 
| 000, with the gains taking place al- 
|most entirely in durable 
| Wholesalers’ inventories were al- 
| most $100,000,000 below those of the 
| previous month. 
| Total retail inventories at the 
jend of April were figured at $18.6 
| billion. In addition to the increase 
| recorded for automotive retailers, 
small increases were shown by all 
durable-goods groups except build- 
ing materials and hardware, in 
which there was little change from 
| Magee 





Stocks of nondurable - goods 
dealers were up slightly in April, 
| with no major group showing 
| any appreciable change. 

Seasonally adjusted figures for 








REFINISH RIG 
‘4MOBIL-DRY”’ 





YOU CAN’T SHOW A PROFIT WITH 


OUT-MODED METHODS. 


OVEN IS THE KEY TO 


MODERN 








Srsa™ 


FOSTORIA PRESSED STEEL CORPORATION 


FOSTORIA, OHIO 


No more “half-baked” complaints, bill adjust- 
ments, costly rework. ““MOBIL-DRY” refinishes right 
the first time, builds paint shop profits and your reputa- 

tion for a consistently high quality, prompt, refinishing service. 
“MOBIL-DRY” eliminates “hot spots” using the famous Fostoria 
“Evenray” gold-plated reflectors for even heat distribution over the entire car, 
_ including front and rear. The exclusive “Flexmatic Brain” control 

gives you both automatic reversing and cut-off, accurate speed control, 
easily adjustable length of travel, and an automatic timer. Approved by 
Underwriters’ Laboratories, Inc., ““MOBIL-DRY” requires only a 
modest investment, operates economically, saves space. 

For more details, fill out and mail coupon today. 


Dept. 23 


FOSTORIA PRESSED STEEL CORPORATION 
FOSTORIA, OHIO 
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REFINISHING. 
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(CD Please send me your latest brochure on Duraboke Infra-Red 


Refinishing Units. 
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goods. | 


automotive retailers revealed a 
steady gain in inventories for a 
three-month period. Stocks for 


| February were valued at $2,483 
| million, for March at $2,593 million 
|}and for April at $2,744 million. 
The April figure for the auto 
| group still was considerably under 
|the $3,185 registered in April of 
| 1951, however. 


|K-F Streamlines 
Sales Setup; Now 


7 * J 
Has 7 Divisions 

WILLOW RUN. — Expansion of 
Kaiser-Frazer’s field organization 
from four to seven national sales 
divisions was announced last week 
by Edgar F. Kaiser, president. 

With headquarters at New York, 
Washington, Atlanta, Detroit, Chi- 
cago, Dallas and San Francisco, 
each of the new divisions will be 
under the direction of a general 
sales manager. 

The present regional office struc- 
ture has been absorbed into the 
expanded divisional organization, 
Kaiser said. 

The new divisional general man- 
agers are Frank J. Brosnan, north- 
eastern; J. R. Davis, eastern; R. E. 
Duffy, southern; E. W. Berger, cen- 
tral; Charles P. Noonan, midwest- 
ern; C. W. Grinstead, southwestern, 
and K. S. Moyer, western. 

Walter deMartini, sales  vice- 
president, will continue to maintain 
home office headquarters at Willow 
| Run. 





Getler Appoints 
Three Officials 


NEW YORK. — Charles Getler, 
president and chairman of Hou- 
| daille-Hershey Corp., announces the 
| appointments of 
Theodore R. 
Oakes, Gerald C. 
Saltarelli and 
Frank G. Fisher 
as company offi- 
cials. 

Oakes, treasurer 
since 1949, and 
Saltarelli, secre- 
tary since 1948, 
were appointed 
| directors. Fisher 
| will serve as vice- 
president and assistant general 
manager. He formerly was vice- 
president and general manager for 

Honan-Crane Corp. 


Apple Extract 


Hydraulic Press Maker 


75 Years Old 


| MOUNT GILEAD, O.—“It started 
| With An Apple” is the title of a 
brochure published by Hydraulic 
Press Mfg. Co., Mount Gilead, O., 
| on the occasion of its 75th anni- 
versary. 

Although this 36-page, two-color 
booklet is fundamentally the storv 
of H-P-M, it is also the story of 
the progress of hydraulics and the 
application of hydraulics to Amer- 
ican industry. The story is pre- 
sented with pictures which date 
back to 1877 and H-P-M’s original 
| hydraulic apple cider press. 

Copies of H-P-M’s 75th anniver- 
sarv brochure are available by 
| writing to Hydraulic Press Mfg. 
| Co., Mount Gilead, O. 








F. G. Fisher 











| Desert Tan Floor Mats 


Added by Rubbermaid 
WOOSTER, O. — A new color. 
“desert tan,” is the newest addition 
| to the Rubbermaid Kar-Rug line of 
| auto floor mats, it was announced 
last week by Wooster Rubber Co. 


| R. B. Hazlett, sales manager of 
| the company’s automotive division, 
| said that the new member of the 
| line was added to harmonize with 
| the present trend toward softer 
| auto interior colors. He suggested 
| desert tan mats as a tie-in for sales 
| by dealers to new-car purchasers 
| who specify leather upholstery. 
Pipes’ Man Ranks High 
James K. Plummer, an employe 
| of Pipes Chevrolet, Millersburg, 
| Ky., has won the distinction of be- 
| ing rated fourth in a class of 250 at 
| the General Motors Institute con- 
ducted in Flint. Plummer was en- 
| rolled in the school by Hunter A. 
| Pipes, owner of Pipes Chevrolet. 
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FIT RIGHT—MADE RIGHT to Buick factory standards. for Upper Pivot Pin Kit, Lower Pivot Pin Kit or 
They go together easier, line up quicker. They save | Kingpin Replacement Kit. 
your time, which means your money! WHOLESALE PRICE to independent repair shops— 
HANDY REPAIR KITS save you still more time. Ask _and all the free technical information you wish— 
from your nearby Buick dealer. 
eee tyes — 
"SEE YOUR BUICK DEALER 











14 


JUNE 16, 1952 





AUTOMOTIVE NEWS, 





Dealers Checked on Prices 


OPS Office for New England Sends Canvassers 
To Look for Posters and U.C. Tags 


BOSTON. — A compliance check 
of all new and used-car dealers in 
the six New England states is un- 
der way by the 
Stabilization, Joseph M. McDon- 
ough, OPS regional director, has 
announced. The check began on 
June 9, and will continue for an 
indefinite time. 

In announcing the check, Mc- 





Hertz System Adds 
Five New Stations 


Franchises granted to five new 
licensees of the Hertz Driv-Ur-Self 
System, Inc., are announced by 
Walter L. Jacobs, Hertz president, 
Chicago. 

They are: Glendive Taxi Co., 
Glendive, Mont.; Hotel Arlington 
Garage, Binghamton, N. Y.; Hertz 
Driv-Ur-Self System, Licensee, 
Glen Falls, N. Y.; Hertz Driv-Ur- 
Self System, Licensee, McKeesport, 
Pa., and University Filling Station, 
Laramie, Wyo. 





Office of Price} 


Donough warned all prospective 
|purchasers of new and used cars 
|to carefully check legal prices be- 
fore entering a purchaser’s finance 
agreement. 
relaxation of Regulation W, “some 
unscrupulous dealers” have devised 
ways and means of presenting 
time payment plans on “easy 
terms” to mislead purchasers re- 
garding the actual purchase price 
of the vehicle involved. 

The check is being made by 
the price section of OPS and is 
not an enforcement check, OPS 
said. OPS checkers will report on 
the place visited, new or used 
dealer, whether or not service 
charges are posted, new-car prices 
displayed and used cars tagged. 
McDonough warned all new-car 
dealers that they are required to 
post conspicuously the base price of 
/all new models offered for sale. 
Additional or optional equipment 





He said that with the | 







eS 


Dealer Sells Power Mowers, Too— 


Chester Daetsch, Hudson dealer in Hamburg, N. Y., states that the sale of power 
mowers and garden tractors has developed into a profitable sideline. He keeps various 
models of them on display in front of his showroom. Daetsch offers service facilities 
for the impl nts also, taining a special section for them in the dealership's 
service department. 











ordered by the purchaser in writing | lations are specifically stated to be 
must be actually received and be | for cash. 
shown in itemized form on the Upon written request of the pur- 





purchaser’s invoice, and _ ceiling| chaser, the sale may be made on 
prices established by federal regu-' a time basis as finance charges are 








COMBUSTION CHAMBER DEPOSITS 
CAUSE RAPID LOSS OF POWER! 


Engineering Surveys Show Modern Engines Suffer Greatest 
Loss of Power During First 2,000-10,000 Miles of Operation; 
New Method of Carbon Removal Restores Lost Performance! 


DetroIT, MICHIGAN — Formation of 
normal combustion chamber deposits 
causes a rapid and serious loss of power 
in modern engines, according to re- 
cently published reports of automotive 


and petroleum research 


A survey of actual results obtained 


from tests of all makes 
cars indicates an average 


almost 12% during 10, 
operation, with an average loss of 15% 
recorded at 20,000 miles. These findings 
are said to provide conclusive evidence 


that maximum deposit 


greatest power loss generally occur be- 


tween the first 2,000 and 


Carbon Acts as Insulator; 
Destroys Thermal Efficiency 


The deposits causing this rapid loss of 


engine performance are 


by-products of normal combustion. As 


they accumulate, they act 


able insulator inside the chamber which 
effectively prevents normal dissipation 
of heat to the water jacket. This ab- 
normal retention of excessive combustion 
chamber heat causes a sharp drop in the 
engine’s thermal and volumetric effi- 
ciency, with consequent sluggishness, 
loss of power, and noticeable detonation 


or “ping.” 


cars averaged only 


engineers. 


of late model 
torque loss of 


timing was set for maximum power ob- 
tainable. Power gains obtained for all 


The engines were then “blast-cleaned” 
with the Kent-Moore “Head-On” Carbon 
Blaster to save time, eliminate need of 
removing cylinder heads, and to avoid 
possible distortion of the cylinder walls. 
Dynamometer readings, taken after car- 


bon blasting, reflected a further average 
power increase of 5%. Finally, the blast- 
cleaning operation permitted a further 
advance in timing to specifications. This 
resulted in an additional power gain of 
3.4%, or a total improvement of 10% 
over the initial power recorded. 

While these significant averages indi- 
cate a common need for periodic carbon 
removal as an essential adjunct to normal 
tune-up service, it is interesting to note 
that power recoveries as high as 25% 
to 30% were not unusual after blast- 
cleaning individual cars. 


1.6%. 








000 miles of 


build-up and | 
10,000 miles. 


the inevitable 


as an undesir- 


To overcome these operating condi- 
tions, normal tune-up procedures offer 


the alternatives of advancing the spark 
to improve power or retarding the spark 
to get rid of the “ping.” 


“Hlead-On” 


It is pointed 


out, however, that neither of these alter- 


natives can correct the basic cause of 
poor engine performance. 


Periodic Carbon Removal Main- 
tains Modern Engine Performance 


To check the effects of deposits in 
normal owner-driven cars and to deter- 
mine the essential.tune-up requirements 
for modern engines, automotive service 


engineers have conducted 


on a random cross-section of privately 


owned automobiles. The 


15 popular makes and were powered by 
L-head and overhead valve engines, 
straight-8s, V-8s, and 6-cylinder engines. 
Mileages ranged from 4,600 to well 


over 50,000 miles. 


In testing these cars, each one was 


checked as received on 


namometer to determine its maximum 
wheel horsepower at a given speed. The 


engines were then tuned 
facturer’s specifications, 


extensive tests your shop. 






cars were of 


a chassis dy- 


to the manu- 
and ignition | 


' 





Blast Cleans Combustion Chambers 
Without Removing Cylinder Heads. 
Saves Time, Builds Tune-Up Volume 


With the mounting demand among 
motorists for quick effective carbon 
removal service, Kent-Moore ‘“‘Head- 
On” Carbon Blasters have become 
one of the best revenue-producing 
pieces of equipment you can have in 


Here is striking evidence of the effectiveness of this amazing 
method of carbon removal. The center combustion chamber 
wasn’t cleaned. The end chambers were “‘blast cleaned” in 
minutes with the Kent-Moore “Head-On’’ Carbon Blaster! 


Photo courtesy Fincher Motors, Inc., Rochester, N. Y. where two “Head-On” Carbon 
Blasters are required to handle regular service business and in reconditioning used-cars. 


Carbon Blaster Boosts Service Profits 


NOTE THESE FACTS: (1) Modern engines 
require periodic carbon removal. (2) 
The Carbon Blaster provides a time- 
saving, thorough meansof performing 
this service. (3) The Carbon Blaster 
costs $214.50 complete with blast ma- 
terial for sixty, six cylinder engines. 
So, with a reasonable charge for a 
Carbon Blast Tune-Up you can expect 
to gross enough on sixty jobs to pay 
for this machine and still have over 
$100 left in extra profits! Unbeliev- 
able? We have figures to prove it! 
Write today for complete information. 


c-— 

| KENT-MOORE Organization, Inc. 
5-105 General Motors Bidg. — Detroit 2, Mich. 
Gentlemen: 


Please rush me complete information on your 
new “Head-On” Carbon Blaster. 


my 


lll rer 
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| recognized to be a customary addi- 
tional factor in time sales of autos, 
| the regional OPS director said. 
| Dealers, however, are prohibited 
condition of sale to make payments 
|}through any particular lending 
| . 
agency or to charge an unduly high 
financing rate. 
} Dealers are required to tag all 
used cars offered for sale and the 
tag must indicate the make, 
model, line or series and any 
extra optional equipment in con- 
junction with the legal ceiling 
price. 
A dealer selling a used car must 
| give the purchaser an invoice set- 
ting forth the date, make, model 
and series and body style of the 
|automobile involved; motor and 
| serial number, the ceiling price of 
| the automobile, the price for which 
|the automobile is being sold, and 
the finance charges and name of 
the finance company, if any. If a 
used car is offered as part pay- 
ment, the invoice should also set 
forth the same information and the 
allowance made, according to Ceil- 
|ing Price Regulation 94. 
| The OPS director warned that 
“easy terms” such as “no down 
payment” and an_ unreasonably 
long series of payments can mis- 
lead the purchaser to believe that 
the price of the vehicle is low and 
that small monthly payments are 
the least expensive means of pur- 
| chase. 

The OPS director further warned 
that any dealers found utilizing 
these means to sell vehicles in ex- 
cess of ceilings shall be subject to 
| the criminal penalties provided by 
| the Defense Production Act of 1950, 
as amended. 


Texas U.C. Dealers 
To Feature ‘Queen’ 
Contest at Parley 


DALLAS.—The Texas Used Car 
Dealers Assn. has set Nov. 16-17 
for its 1952 convention to be held 
at Galveston in the Buccaneer 
hotel. 

Patterning its membership cam- 
|paign this year on the “King for 
|a Night” contest that has proved 
a tremendous membership builder 
for the Dallas organization, the 
association will close its Galveston 
meeting with a “Queen for a Night” 
celebration. 

The winning town’s queen, se- 
lected in a series of local contests, 
will be crowned to rule over the 
| concluding dinner-dance activities. 
| The winner will be selected on 
| basic contest points, including new 
|;memberships in TUCDA and con- 
| vention registrations. 
| The President’s award will be 
|given in recognition of the most 
outstanding work done on the 
| membership committee during the 
| association’s fiscal year. 


| | from requiring a purchaser as a 
| 





Give a Whoop! 


Indian Lore Lends Prestige 


To Pontiac Dealers 


PONTIAC.—-With the help of its 
| more than 4,000 dealers, Pontiac 
| Motor division has taken on a new 
role. It now is regarded as one of 
the leading sources of materials on 
Indian lore for youth groups and 
schools. 
| The program was started three 
| years ago by H. J. Hales, general 
| service manager, as a direct-mail 
| sales idea. As it gained popularity, 
| however, the promotion angle was 
|de-emphasized and _ stress was 
| placed on the educational benefits. 
| Under the program, according to 
| Hales, Pontiac has distributed some 
| 18,000,000 folders on the Indian 
|theme, 600,000 framing copies of 
four-color reproductions and 37,000 
wall posters. 

This material has gone to car 
owners, teachers, Scout leaders, 
parents, schools, churches and a 
variety of youth groups. 

Requests for the items continue 
to come in, and Hales says that 
the expanding activity now ac- 
counts for more than _ 1,500,000 
pieces every three months. Some 
36,000 plastic place mats, latest ad- 
dition to the program, have been 
produced. 


Seseell Closes Doors 


H. E. Terrell, of Terrell Motor 
Co. (Studebaker), Jonesboro, Ark., 
is closing out his business. Cherry 
Motors, Inc., has given up the Nash 
franchise to become the Jonesboro 
Studebaker dealer. 























Read what Time says... 3 


1. Penny-a-mile economy —now official! 
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Economy Run 

Before dawn one day last week, a cara- 
van of 26 cars left Los Angeles for Sun 
Valley in the annual ‘Mobilgas Economy 
Run,” a three-day test to determine the 
most economical and efficient U.S. autos 
on the road. Not entered in the 1,415- 
mile run, designed to put the cars through 
every weather test a motorist is likely to 
encounter: Buick, Cadillac, Crosley, 
Dodge, Oldsmobile, Pontiac and Willys. 
Some Nash dealers entered cars, but with- 
drew them at the request of the company. 
It contends that light cars have no pros- 
pect of winning the grand prize under 
present rules of the contest. And one 
De Soto, which ran out of gas. was dis- 
qualified for refueling from an unauthor- 
ized station. 

When the returns were all in. Ford 
Motor Co.. which won last year’s test 
with a Lincoln, was the winner again. Its 
Mercury Monterey racked up 59.712 ton- 
miles per gallon (weight_of car and pas- 
sengers in tons, A . p, and 
divided by ga@Rs of gas consumed WgQn 
the basigas al miles per gallon, 
figure am euns much more to the aver- 
age mtorist. the four-cylinder Henry J 
Corsair took the cake with 30.856; Stude- 

aker’s six-cylinder Champion was second 

















gs" 27.822 miles per gallon.* 


Reduction 
Kaiser-Frazer cut prices on its Henry J 
models this week, thanks chiefly to the 


fact that, with the metal supply easing, 


K-F no longer must rely on high-cost con- 


version steel. The cuts, ranging from $100 


to $168, put the lowest priced Henry 
5176 to $266 below the lowest Egf 
gyrolet and Plymouth. 










* Miles per # EO 


25.597; Ford Mainline Six. 





. A discount rate more generous than the industry average! 


2. Protection against price decline and model design change! 


3. A price range that starts with the new ’52 Kaiser, hottest car on the 


road...and goes clear below the lowest price field with the new 


”52 Henry J...now, more than ever, the car for today! 


. Attractive retroactive cash rebates to fleet buyers, based on volume 


purchases. The only fleet plan of its kind in the industry! 


or specialized vehicles! 


. Passenger cars and only passenger cars to sell...no by-products 


. 100% reimbursement for retail labor on warranty work. Kaiser-Frazer 


values owner loyalty and good will—but doesn’t forget the dealer! 


The bonus starts with the first car you sell.. 


and becomes retroactive to the first car! 


. A cash bonus on the Kaiser that’s tops in the industry! 
. pyramids with volume... 


. A newly added cash bonus on the Henry J that’s tops in its field. 


This bonus also starts with the first car you sell... pyramids with volume 


...and becomes retroactive to the first car! 


‘fight i 


r finishers: Henry 
J Corsair Six, 26.368; Studebaker Commander, 
25.463; Mercury 
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Take off the blinders...and take a good look at Kaiser-Frazer! 


Write, wire or call Walter deMartini, Vice President in Charge of Sales, 
Kaiser-Frazer Sales Corp., Willow Run, Michigan. 
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' 
cutting on a wide scale, one used- 


Reports from Various Areas... 





Auto Market Page 


Buffalo 


Sale of new and late-model auto- 
mobiles in Buffalo is up about 20 
percent since the end of Regulation 
W, according to credit financing 
experts. However, these experts | 
don't expect this rate of improve- | 
ment to continue, most looking for | 
a leveling off within the next few} 
weeks. 

Credit men point out there were | 
many persons waiting for easier 
credit terms before making a car 
purchase. Some finance firms now 
are trying to hold the payment 
period for auto purchases to 24 
months. Others are quoting 30 
months, while one has allowed 36 
months. 

* * * 

New-car registrations in the area 
during March declined to 2,424, 
compared with 3,885 in the same 
1951 month, but showed a slight 
increase over the 2,377 total for 
February this year, according to the 
Buffalo Automobile Dealers Assn. 

For the first quarter of this 
year, new-car registrations to- 
taled 7,164, compared with 11,203 
in the like 1951 period. 

March registrations by make: 
Austin, 7; Buick, 184; Cadillac, 41; 
Chevrolet, 453; Chrysler, 62; DeSoto, 
57; Dodge, 182; Ford, 569; Hudson, 
32; Kaiser, 26; Lincoln, 20; Mer- 
cury, 95; Nash, 106; Oldsmobile, 
129; Packard, 43; Plymouth, 199; 
Pontiac, 112; Studebaker, 87; Wil- 
lys, 11; foreign, 9.—(George E. 
Toles.) 


* x + 


St. Louis 


A combination of usual seasonal 
activity, 24 months’ terms and fear 
that an increase in steel costs is 
certain to be reflected by increased | 
prices have resulted in increased 
sales of new models in St. Louis. 
Dealers report there is a shortage 
of new standard lines and where- 
as most dealers usually have a 30- 
day supply in stock they now have 
but a four or five days’ supply and | 
have no positive assurance that 
more will be forthcoming in the 
near future. 

Many dealers are allowing a 24 
months pay-plan for 1951-52 mod- 
els; 18 months for 1948-49 models 
and six months for models before 
the latter period. Used-car stocks , 
are down, due to brisk sales at 
higher prices than before Memo- 
rial Day. Dealers report that used- 
car prices in St. Louis generally 
advance around Memorial Day and 
the Fourth of July. 

The general trade trend has been 
better since Regulation W was 
suspended and one dealer stated, 
“We'll be satisfied if conditions re- 








Bewitched— 


Curt Ohler, 72-year-old German ma- 
chine-tool builder, was intrigued by this 
inspection station on the DeSoto V-8 | 
engine block line. Ohler was one of a}! 
group of 12 German machine-tool build- | 
ers who visited the DeSoto engine plant | 
in Detroit last week. He runs a plant in 
Remsgheidt, Germany, with his 77-year- | 
old brother. 


main as at present and we are able 


to replenish our stocks.”—(Sam X. 
Hurst.) 
Ottawa 
Due to overstocking, some used- 
truck dealers are now offering 


some really sharp price cuts to 


move stock off their lots at a faste 
pace. 

Market prices have been slash- 
ed by some dealers as much as 
$300 to $400 recently in order to 
push sales of certain models and 
they have succeeded to “pep up 
business.” 

During a week of such price 





ALEXANDER E. DUNCAN 


Chairman of the Board and Founder 
Commercial Credit Company 








| elping America 


a 











the previous high for the year. 


truck dealer sold three times as End of the excavating drivers’ 
many trucks as in the preceding strike saw new-truck’ turnover 
week, which pointed up that his! move upward to 140, while used- 
merchandising plan of price-cut-| truck sales went to 147. 


ting and heavy advertising expendi- 
jture at this season proved profit- 
| able.—(M. L. Schwartz.) 

r + ss 


The general “healthy” outlook 
evidenced by most dealers was 
also reflected in such statements 
as “we’ve got to do more selling, 
even though Regulation W has 
been tossed out. People have the 
money, but they’ve got to be 
sold.” 

The Federal Reserve Bank’s sen- 

|}ior economist, Fred O. Kiel, com- 

| soar to a year’s high of 1,636, the| mented that “new-car trade, as 
-! last week in May, almost 300 above | (Continued on Page 69, Col. 1) 


Cleveland 
Mild weather, easing of Regula- 
| tion W and a general healthy eco- 
;nomic picture saw sales of new 
| cars in the Greater Cleveland area 





ORTY YEARS AGO, when I founded ComMErcIAL 
Crepit Company, a small group of people joined 
with me in providing our original capital of 
300 THOUSAND DOLLARS. 


The original ComMerciaL Crepit stock 
prospectus contained the words ‘‘THE FIELD OF 
OPERATIONS IS PRACTICALLY UNLIMITED.” 

Yes, we started with confidence in our ability to 
succeed, but I know that none of us in our original 
group foresaw ComMerciAL Crepit Company as it is 
today, for none of us could foresee the miracle of 
America’s industrial growth in the last 40 years. 


None of us could foresee, for example, how the 
pioneers in the automobile business and their successors 
would develop it into a giant industry that would 
change the living pattern of Americans, open new 
horizons for American business. 


On the occasion of our 40th Anniversary, I 
want to say, “THANK YOU" to the men in Detroit 
and elsewhere who build automobiles and the things 


buy what 


at wants 
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ment on the dropping of price con- 
trols on new and used-cars, and all | 


FORTIETH 


With the Staff... 
ALONG DETROIT'S AUTO ROW 


says that dropping price restric-| priced cars for the market. 


Wants Cheaper Cars tions would t affect pric | i bl i 
é sw Oo e is | s 
Detroit dealers are in full agree- ys 6 re ere a ee 


“Our cars, both new and used, 
are selling below ceilings now,” | 


have no affect on the prices.” with the factory geared to 


M. K. Millenbach, Millenbach 


that go in them, and to automobile dealers and their 
staffs in every city and town in America. Your 
cooperation and your confidence have helped write 
the CommerciAL CreEpIT story of success. We cherish 
most highly the hundreds of thousands of past and 
present customers and friends ComMerciAL CREDIT 
Company has had among you. 


I also want to pay tribute to the men and 
women of ComMerciAL CrepitT—our original group 
of five, three of whom are still with the Company, 
and to the thousands who with their hands and 
hearts and minds have and are still carrying on for 
ComMMERCIAL CreEDIT today. 


Ours is a service business and as such is largely 
dependent for success on the intelligence of our 
employes and the enthusiasm they show in serving 
ComMERCIAL CrepiT customers. That we have grown 
substantially and soundly is ample proof that 
ComMERCIAL CrepiT men and women have done and 
are doing their jobs well. 


In 1951 gross receivables acquired by the 
Finance Companies of CommerciAL CREDIT were 
$2,783,942,471; earned premiums of its Insurance 
Companies were $39,464,036; and net sales of its 
Manufacturing Companies were $99,115, 875. These 
Operations were carried on through some 12,800 
employes located in more than 350 offices throughout 
the United States and Canada. 


Because our experience has shown the American 
consumer to be an honest, dependable business risk, 
we pledge the continuing use of ComMERcIAL CREDIT 
funds and facilities to HELPING AMERICA BUY 
WHAT IT WANTS. 


Roar Ante 


1912 
CRD A UY 
1952 


ANNIVERSARY 


getting enough 
Plymouths to supply the demand. 
“There is also a good demand for| @7e now selling under ceilings 
report that auto sales are now at a| he said, “Dropping ceilings would | Chrysler 6 models,” he said, “but | anyway.” 
new high level. 
He also favors dropping produc- | production, the lower horsepower |they were four years ago. People 
Motor Sales (Chrysler-Plymouth), | tion controls to release more low-! cars are harder to get. It is almost | are buying what they find hard to 


|impossible to keep a Chrysler 6 in | get. He mentioned that his stocks 
| Stock. An easing of production re- | of new cars are very low 
strictions would make more of * a, 


| these ——- Tough on Prewars 


* * > 
J Al Shoebottom, sales manage) 
Hard-to-Get Autos of Victory Motor Sales, Inc 
W. P. Fisher, Fisher Pontiac Co.,; (Studebaker), wants ceiling 





prices dropped altogether. 

“Ceilings don’t affect new-car 
prices,” he said, “but older used- 
cars that are in excellent condi- 
tion should be able to bring high- 
er prices. As it now stands, it’s 
impossible to get any more for 
like| @ 1941 car in very good condi- 
tion than for one that is practic- 
ally falling epart.” 


* + * 


feels that if OPS prices were dis- | 
_ | continued, competition would keep 
His | prices within reasonable limits. 
“This wouldn’t affect used-car 
prices,” he said, “because they 


V-8| He said that sales were 


Backlog Grows 


One Detroit Chevrolet dealer 
points out that ceiling prices are 
not felt at all, since most cars are 
selling near or below ceilings. 

He rated sales as high at this 
time as in any period since the 
war. 

“I guess we are having the same 
trouble the other dealers are hav- 
ing. Most people are forced to wait 
for a new car to come from the 
factory. It’s almost impossible to 
keep any kind of selection on hand. 
Our records show a backlog of or- 
ders that date from early May. 

+ +. * 


Late Models Booming 

Bob Nemec, manager for Jerry 
Lynch (Nash), reports that with 
24-month credit on 1950 and 1951 
models and 18 months to pay on 
older cars, a buyer finds it’s just 
about as easy to make time pay- 
ments on a ’50 or 751. As a result, 
the sale of these models are 
booming, Nemec says. 

New-car sales have 
doubled, he says. 


virtually 
Optimism Grows 

The outlook of W. S. King, op- 
erator of King Motor Sales on 

| Gratiot Ave., is typical of the grow- 
ing optimism among Detroit used- 
car dealers about future business 
prospects. 

“Business should continue strong 
right through the fall months. In 
fact, I think 1950 and 1951 models 
will soon be scarce items.” 

King sees high prices shifting 
buyer preference to one-year and 
two-year-old cars, 

“It now costs only $200-$300 to 
drive a one-year-old car for a 

year, while the same cost for driv- 
ing a new car is around $800, fig- 
uring insurance and everything,” 
says King. 


Ferguson Boosts 
Stoup, Alexander 


DETROIT.—Two high-level pro- 
motions in Harry Ferguson, Inc., 
were announced last week by Hor- 
ace D’Angelo, executive vice-presi- 
dent and general manager of the 
farm equipment company 

At the annual meeting, Curry W 
Stoup, general sales manager, was 
advanced to vice-president and gen- 
eral sales manager, and William M. 
Alexander, secretary, was elevated 
to secretary and general counsel 

All directors and officers were 
reelected 





FS 


For Miss Universe— 


Marilyn Stone, who has hopes of being 
Miss New York in the forthcoming Miss 
Universe contest, models the Sunbeam 
Talbot convertible which will be given as 
first prize to the winner of the event. Girls 
are being flown to California from 30 
different countries to compete in the con 
test sponsored by Sunbeam Talbot, Un 
versal studios and Catalina Swim Suits 
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E TIRE OF CHAMPIONS 


CONSECUTIVE INDIANAPOLIS RACES 
HAVE BEEN WON ON 


Firestone TIRES 


1952 —128.922 M. P. H. 
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HE Indianapolis Race is more than 

a breath-taking spectacle of speed; 
more than a colorful carnival of thrills 
and chills. It is not just a stunt. On 
the contrary it is a practical, torturous 
test of new automotive developments 
before they are adopted for regular pro- 


duction. Authorities say that 500 miles 
on the speedway are equal to 50,000 
miles of ordinary driving . ..5 years 
of average service crowded into less 
than 4 hours! 

For many years, every driver in the 
race has bought Firestone Tires, because 








1928 routs mever 
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ASTON CHEVROLET 
write to The Firestone Yire & Rubber Co., Dept. A, Akron, Ohio 


1920 « 





1913 


76.92 M.P.H. 
JULES GOUX 


no driver is willing to risk his life or 
chances of victory on anything less than 
the safest tires that money can buy. 
Remember that fact the next time you 
buy tires. Protect your life and the lives 
of others by equipping your car with a 
set of new Firestone Tires. 


Enjoy the Voice of Firestone on radio or television every Monday evening over NBC 
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AUTOMOTIVE WASHINGTON 





Dispersion 





On New Defense Plants 


Policy Stays 





By William Ullman 


Washington 


Correspondent 


PPROXIMATELY four-fifths of all new defense plants 
and major industrial expansions for which rapid tax 
amortization was authorized during the first 18 months of 


the Korean war were located 
industrial metropolitan areas, 
according to a survey of in- 
dustrial dispersion announced 
last week by Jack Gorrie, chair- 
man of the National Security Re- 
sources Board. 

The NSRB made the survey with 
the assistance of the Defense Pro- 
duction Administration, which is- 
sues the certificates of necessity for 
faster tax amortization. 

Gorrie ordered the check-up, he 
said, to determine the progress 
of industrial dispersion as a de- 
fense measure. In announcing the 
findings of the survey, Gorrie 
emphasized that the selection of 
new plant loca- 
tions is the re- 


sponsibility of 
business and in- 
dustry. 


In the survey 
just finished, the 
only projects 
counted were 
those valued at 
$1,000,000 or more, 
and which were 
“dispersible.” 

«Each location was 
spotted on metropolitan area maps 
of the U.S., to show whether it was 
in a “central city,” “metropolitan 
area,” or still farther out. 

A total of 900 projects were spot- 
ted. Of that total 440, or 49 per- 


William Uliman 


cent, were located outside of the 





outside the “central cities’ of 


& 


64 “industrial” metropolitan areas 
those having 40,000 or more work- 
ers in July, 1951, as reported by 
the Bureau of Labor Statistics. 

Two hundred ninety-seven plants 
—33 percent of the total—were lo- 
cated within the industrial metro- 
politan areas but not in a city of 
40,000 or more workers. The ma- 
jority of those suburban facilities 
conform to the standards of the 
national industrial dispersion pro- 
gram. 

Only 163 plants, 18 percent of the 
total, were located inside the cen- 
tral cities of the 64 metropolitan 
| areas. 


* * * 


| Sabbath Reminder 


—_" to my office last Sun- 
day to mop up a few left-over 
odds and ends of work, I noted 
the Mayflower Motors salesroom 
tightly closed with this large, ap- 
propriately arranged, placard in the 
window: 
« Go to Church This Sunday 
The new-car dealers of Greater 
| Washington are closed Sundays to 
| permit their employes to worship 
in the Church of their choice. 
Take your problems to Church 
this Sunday — Millions leave 
them there! 
Below that notice and message 
was the emblem and signature 
of the Washington Automotive 





















Swift Gives Buick to School for Blind— 


al 
me ia 
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This specially equipped Buick Super estate wagon was given to Paul Knowles 
(center), of Leader Dogs for the Blind, Rochester, Mich., by Clarence Olson (right), 
head of the Pard dog food department of Swift & Co. Witnessing the presentation is 


Joe Marshall, Chicago Buick dealer. 





Trade Assn., with the notation 
that Mayflower Motors (Lincoln- 
Mercury) was a member and act- 
ing in concert with fellow deal- 
ers in closing and posting the 
above notice on Sundays, 

It was impressive, indeed. So I 
walked on past my office to St. 
John’s, just around the corner. 

And then, later, I came back to 
the office to write this. 

* * * 


OPS Enforcement 


RICE DIRECTOR ELLIS AR-| 


NALL made it clear last week 
that any suspension of OPS regu- 
lations will not affect “appropriate 
enforcement” action with regard to 
violations of those regulations oc- 
curring before the suspension. 

Arnall pointed out that while it 
is a main concern of his agency 
to effect compliance with the exist- 


jing OPS regulations, 











because of 
their importance to the cost of liv- 
ing, it is also important that proper 
prosecution be continued on all 
cases of violations developed before 
removal of any controls. 


“Obviously,” he said, “it is 
essential to the orderly adminis- 


tration of the price stabilization | 


program that businessmen com- 
ply with all applicable regulations 
as long as they are in effect. In 
fact, if there appears to be sub- 
stantial violation of a regulation, 
this fact may well be an indica- 
tion that market conditions in 
that area are not such as to war- 
rant suspension. 

“It would, moreover, be unfair 
to those businessmen who have 


| conscientious competitors while ap- 
plicable regulations were in effect.’ 
. * * 


Order on Jacks May Go 


NSIDE information is that NPA 

has under consideration revoca- 
| tion of Order M-83, which governs 
mechanical, hydraulic, air and elec- 
trically-operated jacks. 

M-83 was written to provide for 
standardization and simplification 
of jacks to save materials used 
in their production. 

Revocation of the order would 
|eall for a considerable amount of 
| steel, the use of which has been 
restricted. Demand for light jacks 
has increased considerably, accord- 
ing to reports. 

7 * > 


Expand Mail Trucks 

fees Post Office department an- 
nounced last week that 10 new 

bulk mail truck routes were placed 

in operation in eight states during 

May. 

Largest of the new routes, it 
was pointed out, is the one from 
Chicago to Racine, Wis. Another 
bulk route links Dallas and Hous- 
ton, Tex. 

A total of 258 mail-by-truck 
routes have been placed in service 
within the past 15 months, it was 
stated. The move followed a new 
policy announced by the Post Office 
department last year to shift bulk 
mails from rail to truck. 

* 7 * 





| Metals Representative 


P pone w C. KINNEAR SR. was ap- 
pointed last week as the U.S 
| representative to the copper-zinc- 
lead committee of the International 
Materials Conference. He succeeds 
David T. Marvel, who also served 
as deputy administrator of NPA’s 
metals and minerals bureau. 
Kinnear is a past president of 
the Mining and Metallurgical So- 
ciety of America. He formerly was 
vice-president of Kennecott Copper 
He will advise DPA Administrator 
Henry Fowler on al] copper mat- 





complied and continue to comply, 
to overlook violations by their less 


ters, domestic and foreign, as they 
(Continued on Page 63, Col. 1) 








The precision fit of parts in hydraulic valve lifters requires 
unfailing lubrication and absolute cleanliness. Even a tiny 
deposit of dirt, carbon or varnish on the ball check valve 
may cause the lifter to fail, become noisy, and—worse— 
interfere with smooth engine operation. 





CAUSED BY 





















Mechanics have found that Miracle Power in the oil prevents 
or corrects valve lifter troubles without engine tear-downs. 
Miracle Power contains colloidal synthetic graphite in sus- 
pension. The graphite clings to metal . . . covers critical lifter 
surfaces with a breathlike protective film. This film resists 
dirt and other deposits . . . lubricates close fitting parts which 
oil has difficulty in reaching. Try Miracle Power on your next 
valve lifter job. 


Miracle Power Division 
THE PARTS CORPORATION 


1035 AP Building 
Manvfacturers of: MUFFLERS * PIPES » MIRACLE POWER «+ dgf 123 


TOLEDO 1, OHIO 
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Heavy-Duty 


Oil Hailed 


SAE Parley Hears of Car Tests in Which 
Engine Wear Fell 37-42 Pet. 


ATLANTIC CITY, N. J.—Contin- 
ued usage of heavy-duty oil in car 
crankcases can reduce piston ring 
wear an average of 37 percent, cut 
cylinder bore wear an average of 
42 percent and “significantly” im- 
prove engine cleanliness. 

These conclusions were presented 
before the summer meeting of the 
Society of Automotive Engineers in 
a paper reporting the results of 
extensive road tests on heavy-duty 
oils in a fleet of Chevrolet cars. 


Lubrizol Corp., of Cleveland, 
sponsored the tests. J. L. Palmer, 
mechanical testing head, reported 
on the project to the SAE meeting. 

Fifteen cars were tested for a 
period of 15 months, during which 
time approximately 14,000 miles 
were covered by each car. The 
operating schedule used, Palmer 
said, was designed to represent 
average or typical car service. 
Grade SAE 10W oil was used 
throughout the tests. 

A report by three Esso Labora- 
tories research technicians told the 
engineers that the principal cause 
of engine wear is “friction along 
with some mild abrasion.” 

The authors of this paper were 
J. F. Kunc jr., D. S. McArthur and 
L. E. Moody. They are all with 


Standard Oil Development Co., of | 


Linden, N. J. 

“Low temperature’ corrosive 
wear,” they said, “does not seem 
to play an important part in 
wearing engines in average field 
service. It is felt that efforts 
should be directed toward reduc- 
ing frictional wear in engines as 
a means of solving the engine 
wear problem.” 

A “19XX” transmission to team 
with a “19XX” motorcar engine 
was proposed to the SAE by Darl 
F. Caris and Ralph A. Richardson, 


Tow-Car Racket 
Laid to Garages 
In Philadelphia 


PHILADELPHIA.—A tow-car 
racket, which allegedly netted some 
garages thousands of dollars for 
fraudulent repairs, 
covered here, according to the 
rackets squad of the district at- 
torney’s office. 

The rackets squad said an in- 
vestigation turned up hundreds of 
cases in which motorists and in- 
surance companies were victimized. 

The probe report said that some 
favored garage operators apparent- 
ly were tipped off soon after traf- 
fic accidients. They would rush 
tow cars to the scene and haul the 
damaged cars back to the garages. 
Sometimes police tipped off the ga- 
rages, it was said, while in other 
cases the garages hired “business 
solicitors” or “runners” who worked 
unhindered by police. 

In many instances, the squad 
said, unnecessary repairs were 
made or bills were padded to ex- 
orbitant figures. If owners refused 
to pay, they didn’t get their cars. 
The squad also reported some cases 
in which garages took cars away 





has been un-| 


from owners on writs of nonpay- 


ment of a disputed bill. 
The report charged that “there 


are cases where adjusters were off- | 


ered bribes and presents, and 
where (insurance) companies paid 
twice for the same item.” 

In a number of cases, the report 
said “a reinspection was made after 
the repairs have been completed 
and it was found that old parts 
were used where new parts were 
charged for and certain work to 
be done was never done.” 

The city council, as a result of 
the investigation, was expected to 
be asked to enact an ordinance 
licensing and regulating garage 
towing service. This measure would 
be similar to one adopted in New 
York last year, and it would make 
sarages liable to fines for viola- 
tions. The New York law levies an 
innual fee of $25 for each tow car 
ind fixes a schedule of towing 
harges on a mileage basis. 


Eicken Named Advisor 
Director of Public Safety Myles 
?. Dyer, of St. Louis, has appointed 
Uouis J. Eicken, auto dealer, to a 
even-man citizens committee to 


.dvise him on departmental policy. | 


of General Motors Research Labo- 
ratories. 

In a review of GM_ high-com- 
pression engine and automatic 
transmission development, the two 
GM research engineers outlined a 
hypothetical transmission that 
would allow an automotive engine 
to operate at all times at its most 
efficient point. 

“Our progressive (automotive) 
industry has always had a goal in 
the future set by the research of 
today,” they said, and their study 
presents such a goal as a challenge 
for further development. 

They said that General Motors 
over the years has emphasized 
balanced performance in an en- 
gine, never losing sight of the 





basic importance of economy 
(miles per gallon) in achieving 
efficient utilization of fuels. They 
defined engine efficiency as the 
ability to convert a gallon of fuel 
into the maximum miles of trans- 
portation. 

“The past 15 years,” Caris and 
Richardson said, “and particularly 
since 1946, has been a period of 
rapid developments in both trans- 
missions and _ spark-ignition en- 
gines. We have seen first the 
Hydra-Matic type and then the 
torque converter (Dynaflow and 
Power Glide), followed by many 
combinations of the principles in- 
volved in both types. We have seen 
the development of higher compres- 
sion engines with still more to 
come.” 

Now, they declared, the question 
is: “What will the high compres- 
sion engines of the future require 
in the way of a hypothetical trans- 
mission to obtain their maximum 
economy ?” 





THE INDUSTRY'S FINEST 
POWER BRAKING SYSTEMS 


on. Haghrays 


Regardless of the size of vehicle or whether the preference 
is for vacuum or air, the trucking industry has come to look 
to Bendix Products as the one source uniquely qualified to 
meet every power braking need. 

Hydrovac, the world’s most widely used power brake, is 
the undisputed leader in the vacuum-hydraulic field. And 
Air-Pak is recognized as foremost in the field of air-hydraulic 


power braking units. 


Products of twenty-five years of practical braking expe- 
rience, these outstanding power braking systems offer 
faster, more positive and better controlled braking. And 
in both the vacuum and the air actuated units, brakes can 
be applied instantly by foot power alone—a constant 
safety factor of tremendous importance. 

That’s why on highways everywhere the preference is 
for Bendix* Hydrovac* or Bendix Air-Pak, the Industry's 
Finest Power Braking Systems. 





BRAKING HEADQUARTERS for the AUTOMOTIVE INDUSTRY Pr oduc ts 


PRODUCTS 
DIVISION 


BENDIX - 


Export Sales: Bendix International Division, 72 Fifth 
Ave., New York 11, N.Y. ¢ Canadien Sales: Bendix- 
Eclipse of Canada, Lid., Windsor, Ontario, Canada 


REG. B. S$. PAT. OFF. 


* SOUTH BEND 
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Sun Trains Dealer Service Men— 


Grand River Chevrolet, Detroit, reports it has increased its customer volume from 
| 1,600 to 1,850 per month by training personnel in automotive testing at Sun Electric 
Corp.'s Detroit branch. “Out of a total 45 service men in our department, 30 have 
taken the course and are now certified automotive diagnosticians,"’ said Saul H. Rose, 
president of Grand River Chevrolet. ‘‘Our complaints or comebacks have dropped 
from 35 to five a month." 




















Bendix 


Division 








22 AUTOMOTIVE NEWS, JUNE 16, 1952 


Announcing the Good News 
) | _ (About a Service Created for 
| wy ‘Authorized Automobile Dealers! 


Cliniversatl Clinderwritera 


The Authorized Automobile Dealer’s Preferred Insurance Source 
Kansas City, Missouri 


J. J. Lynn, President 





to protect automobile dealers ... insurance for you—by men 
who talk your language. 


Consecutive Annual Dividends! 


Universal Underwriters has returned a dividend to fire policy- 
holders every year for thirty consecutive years! Here is a re- 
markable record of sound management—substantial proof that 
Universal Underwriters serves you well. 


9 . 
Years of Experience! 
Universal Underwriters’ wealth of know-how pays dividends in 
correctly written insurance. Policies and procedures designed 
Thirty 





Per Cent Saving! 


Yes... never less than Thirty Per Cent Savings on fire cover- 
ages every year—for Thirty consecutive years. The dealers pro- 
tected by Universal Underwriters are a new class of risk ... 
selected to share the tremendous saving possible through your 
Own insurance source. 


Never igh 
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~ Chniversat Clinderwriters 


J. J. Lynn, President 
Kansas City, Missouri 


——— 











AN ON-THE-RECORD REPORT FOR DEALERS WHO ASK: 





What is the Universal Underwriters ? 
The Universal Underwriters is the name ap- 
plied collectively to thousands of authorized 
dealers who insure together. Their insurance is 
managed and administrated by the Lynn Under- 
writing Company, J. J. Lynn, President, Kansas 
City, Missouri. The Universal Underwriters is 
the authorized automobile dealer’s insurance 
source . .. founded in 1922 for dealers... by 
dealers. Thirty years ago these dealers got to- 
gether to reduce their insurance costs and to 
have their own insurance source to provide cor- 
rectly written insurance for dealer properties. 


How can Il be sure Universal Under- 


writers does a good job for dealers? 

You are sure because if we didn’t do a good 
job of protecting our dealers you would know. 
You would have gotten the bad word long be- 


fore now ... you would have heard about it in 
dealer circles. 
Look at it this way . . . Dealers are a close-knit 


family group. Dealers know each other well, 
they are closely allied together. Hundreds... 
or thousands represent the same manufacturer. 
They attend sales meetings together and know 
their competitors. Dealers are members of their 
local, state, or national organizations — they 
work together. 

If we didn’t do a good job of protecting our 
dealers—you would know 











There’s only one answer to: “What’s in it for me?” 


The answer is... PROTECTION... the 
surest, most economical protection for 


the authorized automobile dealer. 


What about losses ? 

We pay losses. That’s our business. That’s all 
PROTECTION means—the payment of losses 
under the terms of the policy. And we pay 
losses promptly and sympathetically. If we 
didn’t you would be among the first to know. 
There are other ways to be sure about Univer- 
sal Underwriters payment of losses. One way 
is to find out what’s what from a dealer who 
has suffered a loss. He’ll tell you . . . at least 
he’ll give you the facts in relation to his own 
loss. If you like, write us and we'll send you 
the names and addresses of dealer-policyhold- 
ers who have had losses. Learn from them. Deal- 
ers who have suffered losses are our best sales- 
men. 

There’s still another way to determine why 
dealers are sure with Universal Underwriters. 
Get a copy of -Best’s Insurance Guide with Key 
Ratings .. . or write the Alfred M. Best Com- 
pany, New York City, the world’s leading in- 
surance company rating authority. They have 
the unbiased facts. Universal Underwriters has 
earned the highest possible rating: A-Plus 
(Excellent). 


Am | eligible to join Universal 
Underwriters ? 


If you are an authorized automobile dealer you 
may be eligible. However, Universal Under- 
writers insures only the better fire risks of the 
entire franchised dealer class. We select our 
dealers. This is done for the protection of all 


Remember ... thousands of dealers like 
Universal Underwriters’ PROTECTION. 
So will you. 





Thirty vears Experience ! Titty consecutive Annual Dividends ! 


Wever Less than Tpirty Per Cent Saving on Fire Coverages! 


the other dealers insured by Universal Under- 
writers. The principle is much the same as the 
one involved in keeping bad apples out of the 
barrel of good apples. By selecting the better 
fire risks of the authorized automobile dealer 
class, losses are kept low and greater savings 
are returned to policyholders. 

We can’t tell whether your property is eligible 
until we look it over. There are many unusual 
fire hazards in dealership operations—dangers 
not present in most businesses. Gasoline . . . 
welding . . . paint spraying—all these contrib- 
ute heavily to the possibility of fire. How you 
handle gasoline . . . your paint spraying opera- 
tion... your welding or rebuilding section . . . 
all these must be considered in relation to the 
known fire risk . . . construction of the build- 
ing, its location, and nearby buildings. 

Now ... there’s no question that you want the 
best PROTECTION you can buy. Sound... 
dollar-for-dollar value . . . economy . . . good 
service . . . correctly written insurance . . . So 
why not do this? Drop us a letter or post card. 
sae 


Clip .. . Fill in and Mail this 
handy coupon... NOW! 


Clip this - Mail Today ° 


Universal Underwriters, 
Kansas City, Mo. 


YOUR NAME 
YOUR DEALERSHIP 
STREET ADDRESS 


CITY STATE 
BSESBBBESBS BERBER ERB RRB ES SE 
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Prosperity Hoax Charged 


Government Spending Creates False Impression, 
Leader Tells Credit Association 


‘ 


HOUSTON.—The nation is “en- 
joying a wholly synthetic state of 
well-being,” Henry H. Heimann, 
executive vice-president of the Na- 
tional Association of Credit Men, 
deelared in the keynote address at 





Ky. Car Owner Indicted 
In Usage-Tax Evasion 


LOUISVILLE.—In what is be- 
lieved to be the first case of its 
kind, a Louisville car owner was 
indicted recently on charges of 
evading Kentucky’s usage tax on 
automobiles. 


The Jefferson county grand jury 
alleged that George A. Chapman, 
in applying for an auto license, 
evaded the tax by swearing falsely 
that he was a California resident 
at the time he bought the car in 
Los Angeles. Evasion of the tax is 
punishable by up to six months in 
prison and a fine as much as 
$1,000. False swearing carries a fine 
of $10 to $100. 


; the association’s 56th annual credit 


congress. 
The contention that the coun- 
try is and has been in sound 


| prosperity, Heimann said, is the 
| greatest hoax ever perpetrated on 


~ | the American people. 


| In reviewing the reasons why | 
ithe nation was “presumably pros- | 
perous,” Heimann said, “that we| 
begin with our international trade.” | 


“There has been nothing real | 
about it for 20 years,” he asserted. | 
“We have loaned money abroad so} 
they (other nations) might buy, or | 
we have given money abroad and 
had them use it to buy our produc- 
tion. International trade resting on 
that basis is moving down a one- 
way street. There must be an end 
to it some time.” 

As to the domestic situation, 
Heimann said, “we have, through 
our welfare enactments, redis- 
tributed wealth through imposi- 
tion of taxes.” Citing social 








welfare expenditures by federal, 


AUTOMOTIVE NEWS, JUNE 16, 


state and local governments 
totaling more than $23 billion a 
year, he termed the result “an 
unnatural stimulation.” 
Corrective action advocated by 
Heimann included cessation of gov- 
ernment competition with business, 
removal of the crushing tax burden 
on business and the people, liqui- 


| dation of “socialistic philosophies,” 
| realistic 
|ment credit and a courageous gov- 


determination of govern- 


ernment that will protect the 


| American system and the American 
| 


dollar everywhere in the world 


. ° 
Tourist Aids 
Plymouth Dealers Offer 
Travel Folder 
DETROIT. Something new in| 
dealer services is being provided by | 
the 81 Plymouth dealers of Greater | 
Detroit—a free Michigan travel in- | 


| formation folder for motorists. 


Through cooperation with the 
Southeastern Michigan Tourists 
and Publicity Assn., a folder was 
prepared, complete with informa- 
tion on hotels, motels, restaurants, 
fishing sites, recreational areas and | 
the location of metropolitan and! 











J and H Builds New Warehouse— 

J & H Sales Co., exclusive sales agent for Erie fender-to-fender Kargards, an- 
nounces completion of a new building for offices and warehouse at 3000 S. Grand, 
Los Angeles 7. The structure contains 12,000 feet. Ample loading facilities and park- 


ing space for customers have been provided. 


state parks and beaches, it was 
announced. 

In addition, the folder contains 
a three-color map, and is complete 
with photographs of the outstand- 
ing tourist attraction of southeast- 
ern Michigan. Nine suggested trips 











Make your shop 


appearance headquarters. Two out of 


every 3 cars today 


service. Records prove they should pro- 
duce one-third or more of service de- 


partment volume eee 
more cash! 


1. Over-all vehicle refinishing 
2. Paint touch-up jobs 
3. Spraying chrome protection 


Cy 


IT PAYS TO SPRAY... WITH DEVILBISS 


DeVilbiss, leader in its field, offers you a complete line 


of the finest spray equipment . . 


. and the best in 


technical assistance. Ask your jobber today! 


Ss. 





Spraying underbody coatings is another of the highly profitable spray services 


Low-cost spray equipment expands 
service volume seven ways! 


the local spray- 4. Spraying 


need appearance 6. Spraying 
7. Spraying 
bring in new trade, 

jobber help you 


equipment and 


5. Upholstery reconditioning 


Chances are, you are already partially 
equipped. Have your local DeVilbiss 


placements or additions, so that you can 
offer all 7 spray 


underbody coatings 
waxes 

flock coatings 

c, 


in adapting your present 
making necessary re- 


“appearance services. Save 


REBUILT EXCHANGE UNIT 


A New Seruice/ 






DEVILBISS 


ine Factory sueed’ 









Now—exchange worn-out guns, 
and bare 
guaranteed factory-rebuilt units! 
delays. 


compressors, for 


Nominal charge. 


THE DEVILBISS COMPANY, Toledo, Ohio - Windsor, Ontario + London, England + Santa Clara, Calif. « Branch Offices in Principal Cities 





Air Compressors 


Spray Guns 


Hose and Connections 


FOR BETTER SERVICE, BUY 


DeEVILBISS 


Spray Booths 





| are outlined, for use on one, two or 


three-day budget tours. 

It is planned that newspaper ads, 
and radio and television announce- 
ments are prepared to acquaint the 
public with this service. 

The service is being sponsored 
under the leadership of three De- 
troit Plymouth dealers, Jim Mason, 
| Jack Rose and Dave Barnett. 





Vehicle Inspections 


Urged for Minn. 


MINNEAPOLIS. — Enactment of 
a compulsory vehicle inspection 
law in Minnesota was urged by 
State Insurance Commissioner A. 
Herbert Nelson in an address at 
the annual meeting in Minneapolis 
of the Minnesota Assn. of Insur- 
ance Agents. 

Citing the increasing number of 
automobile accidents and “their in- 
evitable effect on insurance rates,” 
Nelson called for legislation requir- 
ing semi-annual inspection of motor 
vehicles at state-operated stations, 
at a charge of $1 per inspection, 
which would “make the system 
self-supporting.” 

Nelson also advocated legislative 
action requiring periodic inspec- 
tions as to physical and mental 
fitness of drivers, examining the 
possibility of more expenditures to 
improve highways, and making jail 
sentences mandatory for drunken 
drivers. 


‘Clergy Day’ 
Gerity-Michigan Hosts 


Ministers at Plant 


ADRIAN, Mich. — James Gerity 
jr., president of Gerity-Michigan 
Corp., inaugurated the first annual 
“clergy day” at the company’s local 
plant here. 

Approximately 75 members of 
the clergy, Adrian industrialists 
and local city officials attended a 
luncheon at the Lenawee country 
club, at which Dr. George S. Ben- 
son, president of Harding college, 
Searcy, Ark., spoke. 

“The clergy have a problem of 
human relations with their various 
congregations and parishes which 
can be materially helped by an 
intimate knowledge of industrial 
relations,” Gerity told the guests. 

To point up the importance of 
industry to a local community, the 
| visiting clergy were informed of the 
|number of local employes, volume 
of sales over the last 15 years, and 
|the amount of money spent by in- 
|dustry for public utilities, local 
purchases and payroll. 


|Fruehauf Guarantees 
Trailer Springs for Life 
DETROIT.—Fruehauf Trailer Co. 
announced last week it is giving a 
|lifetime guarantee on its gravity- 
|tandem torsion bar springs in its 
}tandem trailers. The guarantee is 
| unconditional, except in case of ac- 
cidents, for the life of the trailer, 
| provided 90-day checkups are main- 
tained under Fruehauf supervision. 
The guarantee on hangers, 
shackles, axle bracket assemblies 
and gear boxes, covers the entire 
replacement parts and labor costs 
in excess of $150 for 100,000 miles. 
| This is regardless of the time re- 
quired to cover that distance. 





The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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Plastic Parts ‘Models’ 
Are Latest Cost-Cutter 


b fg ens: engineering aids may provide the automobile in- 
dustry with larger savings in model preparation costs 
than from any step the industry has taken in years. 

It has been estimated, for example, that Ford saved more 
than $500,000 in a few months through the use of plastic | 
prototypes of parts to be®— 





| give trouble in manufacturing can 
|be readily checked. 


+ * + 


Vendors Get Prototypes 


OTH individual parts and as- 

semblies are made up in plastic. 
The prototypes are made available 
both to vendors and various assem- 
bly plants to enable them to check 
the new designs and anticipate so- 
lutions to manufacturing problems 
that may arise. 

The scale models are produced 
by laying heated plastic sheets 
over wood or plastic models. 
Pressure or vacuum is employed 
to draw the plastic over the 
model. The plastic shell follows 
the contours of the model and 


ple, at Ford an assembly of 10 | 

parts was completely revised be- 

tween 11 a.m. and 3 p.m. the same 

day. Using the old detailed draw- 

ing-metal technique the revision 

would have required several weeks. 
* 2 * 


New York Firm Develops 
Silver Brazing Alloy 


NEW YORK.—Handy & Har- 
man, 82 Fulton St., has announced 


‘Planners Named 


For TBA Parley 


CHICAGO.—The roster of a com- 


| mittee which will plan and super- 


vise the program of the annual 
meeting of the Oil Industry TPA 


|Group was announced last week 


the development of a new metal-| 


joining composition, known as EB 
Silver Brazing Alloy, composed of 
57 percent silver. 

The company said that it was 
intended primarily for use in braz- 
ing chromium carbide, cast car- 


by C. W. Henking, national chair- 
man of the group. 

Henking said the meeting will 
take place at the Chase-Park Plaza 


| hotels in St. Louis Nov. 17-18. 


Making up the planning com- 
mittee are: S. J, Heideman, At- 
lantic Refining Co., chairman; 
Herm Albers, General Petroleum 
Corp.; E. G. Hirleman, Cities Serv- 











also provides necessary trim lines | bides and other “hard-to-wet” car- 


manufactured. The methods | Strength, stiffness and other isa | 
and other requirements of a 


b d 1 d | acteristics. 
eing used are simp e and can | Among many advantages of the | 
be adapted to fit many manufac- | 


| bides, but that effective results also | Vice Oil Co, and L. F. Raymond, 
metal stamping. |had been obtained on high tung- Texas Co, 
new methods is the fact that things | Another advantage of the new/|sten-copper alloy, cer-mets and ea er ST ge 
tured items other than automobiles. | like hole locations, radii, center |plastic prototypes is their ability | other refractory alloys difficult to|. T8e AUTOMOTIVE NEWS ALMANAC is 
The new, inexpensive plastic | holes and other details that might 'to be changed quickly. For exam-' braze. ius, Waper inieruunasee and Sentieni eae 

parts are taking the place of both 
metal parts and detailed draw- 
ings in the development of new 
models. Manufacturing problems 
are given consideration at the 
same time products are designed, 
instead of after models, tools, 
dies and fixtures have been com- 
pleted. 

The plastic models are used as a 
basis for discussion between engi- 
neering, tooling, purchasing, pressed 
metals, machine tool and other de- 
partments involved in the produc- 
tion of a new model. Using three- 
eighths scale models, Ford was able 
to save many man-hours that other- 
wise would have gone into the pro- 
duction of steel samples or other 


expensive work. 
* + * 
‘Make Ready’ Simplified 
Bh jpmedecenninieegees of the new plastic 
prototypes stems from the fact 
that, for many years, in tooling up 
for new models, manufacturing has | 
been working from detailed draw- | 
ings. These drawings are the last} 
items to be produced. Because of | 
the necessity of showing curves and | 
contours, projections have to be} 
used. 

It is difficult for even the best 
engineer to anticipate from the} 
drawings all of the manufacturing 
difficulties that may arise in the| 
production of complex metal parts | 
and assemblies. Use of the plastic 
prototypes greatly simplifies the 
“make ready” problem. Here’s how 
it works at Ford: 

Parts and assemblies that may 
bring trouble in manufacturing 
are laid out only as to size and 
form. These drawings are used 
to produce models that range 
from *% to full size. This step 
is taken several months before 
detailed prints would normally be 
completed. 

Using this three-dimensional plas- 
tic prototype, stamping men can 
work out die positions and radii. | 
Welding experts check clearances | 
for welding heads and other fea-| 
tures of the design. Materials han- 
dling engineers can lay out the 
detailed sequence of operations in- 
volved and plan fixtures and other | 
equipment. Engineers are able to} 
check their design visually for | 













three things you will 


BORG-WARNER 
automati 





You'll find you still have If you get stalled in mud or When you stop—you stand still. 
There’s no creeping—no need 


to keep your foot on the brake. 


full braking power going 
down hill. 


snow, you still have that necessary 
“rocking” ability to pull out. 





17 ENGINEERING MAKES IT WORK 


PRODUCTION MAKES IT AVAILABLE 





encimeenine | Almost every American benefits every day from the 185 products made by 


BoRG-WARNER 


THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago: BORG & BECK 
BORG-WARNER INTERNATIONAL e BORG-WARNER SERVICE PARTS »« CALUMET STEEL 
DETROIT GEAR » DETROIT VAPOR STOVE « FRANKLIN STEEL ¢ INGERSOLL PRODUCTS 
INGERSOLL STEEL * LONG MANUFACTURING « LONG MANUFACTURING CO., LTD 
MARBON « MARVEL-SCHEBLER PRODUCTS « MECHANICS UNIVERSAL JOINT » MORSE 
CHAIN « MORSE CHAIN CO., LTD. ¢ NORGE e NORGE-HEAT » PESCO PRODUCTS 
ROCKFORD CLUTCH « SPRING DIVISION « WARNER AUTOMOTIVE PARTS e¢ WARNER 
GEAR « WARNER GEAR CO., LTD 





Sunbeam Beauties— 


The San Francisco Nash zone provided 
& 1952 Rambler as official transportation 
for Bay area winners of the national 
Miss Sunbeam 1952" contest. The final 
winner of these four girls will vie with 
other regional winners of Sunbeam bread 
bakeries throughout America for over 
512,000 in cash and merchandise prizes. 
‘he little winners are (left to right) Caryn 
Thomas, Penny White, Janie Alwen and 
Marie Elaine Scholes. 
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N A GREAT convention hall in 

Chicago in July, before a tele- 
vision audience of many millions, 
comprising the GRAND JURY of 
the American people, the most vital 
case in the modern history of our 
country will be decided. On the 
docket it will be listed as... “The 
Young Men and Women of the 


State of Texas, et al”... PLAIN- 
TIFF ...VERSUS... “The Po- 
DEFEND- 


litical Old Guard”... 
ANT.” 


It will mark the first time in 
judicial history that the final, 


COMMON SENSE 


BUILDS 


Which is to say 


companies 


tthe 
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presiding judge will be PUBLIC 
OPINION, and the first joust 
between the CAPABLE YOUNG, 
upon whom the future of Amer- 
ica depends, and the POLITIC- 
IANS, who have been trading 
upon the apathy of a free, intel- 
ligent people for generations. 


Open your eyes, your ears, and 


| your minds to that television set} 


during the Republican national 
convention. THEN 
man you believe to be honest who 


will represent you regardless | 


|any political obligations. 


If I know anything about the | 
character and temperament of} 
those millions who live and prosper 
over that one thousand mile stretch 
between Beaumont and Eagle Pass 

and between the Oklahoma 
border and Laredo . , . that con- 
vention will make the ALAMO look 
like a Sunday school picnic... . IF 
... they can find some young DAVY 
CROCKETT who will stand up be- 
fore that television EYE and tell 
unvarnished truth, without 
political bias or prejudice, about 
what happened at the convention 
at MINERAL WELLS. When he 
gets through with his speech he can 
be easily elected to any office he 
wants ~ in the state of Texas, 


BUSINESS 


that dealers and finance 


who practice sincerity and friendship 


gel more sales, more business, more profits. 


For a third of a century Associates has not only 


built and kept its own good customer relations with 


sincerity and friendship but has helped automobile 


dealers build and keep theirs. 


@ Associates helps you build sales volume 


with the complete, 


one-stop tssociates Finance 


and Insurance Plan. 


@ Associates helps you gain and keep customers 


with the 


finest good will builder ever made available 


friendly, 


where it’s well treated and, 
EX, 


{ssociates Insured Payment Plan—the 


courteous and efficient service w 


gee v6 it ied ated: 





ssociates 





. vote for any | 








whether he is a Democrat, a Re-| 


| publican or a MUGWUMP. 

| ANYWAY .. . some arrogant, 
old-fashioned politician is going 
to be INDICTED If that 
doesn’t happen the result’ is 
likely to be the defeat of Robert 
Taft in the November election 
and an equal disappointment to 
the friends of Dwight Eisen- 
hower. Even Estes Kefauver will 
| approve of the final judgment of 
television. 

Avoiding any political bias, let 
me quote first from reliable “on- 
the-spot” political reporters who 
saw what happened between the 
| first local convention in Harris 
| county (Houston) and the state 
convention at Mineral Wells. 

* * ¥ 


Political History 
HEN ... I will cite some politi- 
cal history recorded since the 
first introduction of the Morse tele- 
graph at the Democratic national 
convention at Baltimore in 1844, 
when James K, Polk, the “orginal 
dark horse,” was nominated 
the Republican convention of 1912 
when Bob Taft’s father was nom- 
inated and defeated by the mis- 
takes of his own party .. . AND, 





again the convention of 1920, when 
Warren Harding: was chosen in a 








MoPar Accolade— 


For establishing an outstanding sales 
record in parts and accessories, Lake Erie 
Motors, Cleveland, was honored by 
Chrysler Motor Parts. Here, Harry LeSage 
(left) regional manager for Chrysler MoPar 
presents a $1,600 clock to Harry E. Foulk- 
rod, president of the dealership. The 
prize covered sales for a 90-day period. 





“smoke filled room” by the an- 





cestors of the present “OLD 
GUARD.” 
There are millions of young 


“old 


voters who are sick of the 















Associates Investment Company 
Associates Discount Corporation 


Emmeo Insurance Company 
South Bend, 


Indiana 


{to make 





rackets” which are prevalent in 
both parties. They want a change 

. a chance to breathe freely .. . 
their votes count for 
something. 

Joseph Alsop, in the New York 
Herald Tribune, isn’t mumbling 
his words when he heads his 
dispatch from Mineral Wells . 
“THEFT IN TEXAS”... and 
adds “The Texas delegation to 
the Republican National Conven- 
tion has been stolen . , . accom- 
plished by a system of rigging 
as grossly dishonest ... as nak- 
edly anti-democratic ... as arro- 
gantly careless of majority rule, 
as can be found in the long 
sordid annals of American poli- 
tics.” (Then, Mr. Alsop docu- 
ments his statments with a re- 
cital of simple, undisputed facts.) 

James Reston, of the New York 
Times, expressed the fundamental 
IDEA in his headline .. . “Doubt 
Remains as to Real Victim of Texas 
STEAM ROLLER ... Final verdict 
Will Be Returned in Chicago with 
Many Witnesses Beside TV SETS.” 


* * * 


Costly Victory 

HEN he says... “The steam- 

roller worked efficiently in the 
Texas convention, but still it is not 
clear who got run over. The 38 
Eisenhower delegates were ruled 
out by the pro-Taft Texas execu- 
tive committee on the ground that 
they were not elected by “known 
Republicans.” There is a_ strong 
feeling in Texas that Texas may 
prove to be the most expensive 
victory the Ohian ever won.” 

Arthur Krock, veteran head of 
the New York Times Washington 
bureau, reminds the writer that 
| an old reporter .. . like the ele- 
phant ... never forgets. He gives 
warning to the Republicans by 
reciting some past events that 
should give pause to the “OLD 
| GUARD.” 
| I remember reading about that 
| Democratic national convention 
| that opened in Baltimore two days 
fay Samuel F. B. Morse had sent 
that first electric telegraph mes- 
|sage “. . . WHAT GOD HATH 
| WROUGHT.” Many observers pre- 
dict that televising the national 
|} conventions . . . with millions in 
|touch with the proceedings 
“sudden pressure” from back home 
might tip the scales in a way the 
big politicians might not like. 


* * x 


1844. Convention 

Ts convention in Baltimore in 

1844 was the first to have its 
proceedings reported by telegraph. 
| Those in 1952 will be the first to be 
recorded by television. In 1844 Van 

Buren was the choice of the ma- 
| jority but he could not muster two- 
| thirds of the votes. The convention 
| stampeded to Polk. 

The Democrats attempted to 
pour oil on the troubled waters by 
nominating his friend Silas Wright. 
of New York, for the Vice-Presi- 
dency. When the nomination was 
made Wright got the news by tele- 
| graph and declined in the same 
way. The news of the rapid trans- 
mission startled the convention 
|more than the refusal of Wright. 
| who afterwards decided he acted 
too soon. 





| In 1912, 40 years ago ... Mr 
Krock points out, Bob Taft's 
father, then President, controlled 


the Chicago convention machinery 
by which he was nominated, just as 
his son claims that control in 1952 
The ruthless use of that machinery 
; the opposition of Theodore 
Roosevelt, with his Bull Moos« 
party, and many political mistakes 
| resulted in the election of Wood- 
| row Wilson. The threat that it wil! 
|be as ruthlessly used again has 
| eons fears among the millions 
| who want a change in the nationa 
administration. 


P.S. Just to show you _ how 
IDEAS change RICHARD LLOYIT)? 
JONES, then associate editor o 
COLLIERS, and the writer sneaked 
a news camera through a mezza 
nine transom of the Coliseum dur 
|ing the Republican Convention o 
1912 . . Since all photographer: 
were barred. Imagine .. . no micro 
phones . .. no loud speakers . . 
no assistance from the beauty ex 
perts ... no primping for the tele 
vision shots ... NOW ... Eve: 
Grandma seems modernly EX 
| POSED ; ONLY THE POLI 
TICIANS never seem to learn. 














, ade oe 


Photographed at Frankfurt am Main for 
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No typing champion, but... 


The story is that when Drew Middleton was a journalism student at 
Syracuse, he failed to get his degree because he couldn’t type fast enough. 
He got it some years later in a gesture of university pride over a dis- 
tinguished alumnus. Not that he could type any faster. But few news- 
papermen anywhere could beat him at getting and reporting a story. 


Chief correspondent in Germany for The New York Times since 1947, 
Drew Middleton covers one of the most sensitive and strategic news beats 
in the world. Having reported, as a war correspondent, the destruction 
of one Germany, he is now reporting the building of another. Close to the 
Iron Curtain, he keeps a sharp eye on it. A knowing eye, too. He spent 
the year 1946-47 in Moscow as Times correspondent, earned a reputa- 
tion for being tough, shrewd, persistent. 

Starting his newspaper career as a sports writer, Drew Middleton went 
to London in 1939 to cover sports for The Associated Press. He found 
himself covering a war instead. At 25, he was the youngest reporter with 
the BEF. When he joined The Times staff in London in 1942, he was a 
hardened war correspondent. His up-front war reporting brought him 


two U.S. decorations, one British. In 1942, his coverage of the Dieppe 
raid won the International News Service Medal. In 1943, his reporting 
won the Headliners Club award for foreign correspondents. 


You may not find many typing champions on The New York Times staff. 
You will find lots of reporting champions, men and women who, like 
Drew Middleton, are experts in their fields. Reporters, editors, corre- 
spondents, they pool their talents and their knowledge to produce each 
day a newspaper that is alert, vigorous, interesting, different from any 
other. It has the largest staff. It brings you the most news. 


* And when readers get more out of a newspaper, advertisers get more, 
too. How else explain the 33-year advertising leadership of The New York 
Times in the world’s biggest and most inviting market? There’s a lat 
about The Times today you ought to know. Ask us to tell you. 


The New York Cimes 


“ALL THE NEWS THAT'S FIT TO PRINT’ 





New York Times 








New Nash Dealer in Orlando, Fla.— 


A father and sons team recently opened this Nash dealership, Reed Nash Motors, 
in Orlando, Fla. R. R. Reed sr., is president; R. R. Reed jr., vice-president; Robert H., | 
treasurer, and John L. (now in the Army), secretary. The establishment has a 400-foot | ynit delivered, to 


frontage at 629-645 N. Garland. __ 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD | 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


Pcture ofthe 
pertect break-in | 


CAR-DEALERS EVERYWHERE 
RECOMMEND CASITE FOR NEW CAR BREAK-IN 


HERE’S HOW CASITE 
EASES NEW CAR BREAK-IN 





It’s easy to use—economical, too! All you do is 
pour a pint in the crankcase with the first 
crankcase oil. See directions on the Casite can 
for further applications. 











It carries a film of oil to all moving parts! A new 
or reconditioned engine is stiff and tight. Many 
moving parts do not get enough oil. There is 
danger that excessive friction may cause these 
Parts to scuff or score, or even sieve. Casite 
makes oil penetrate to all parts, assures safe, 
proper break-in. 





Casite speeds oil during *‘warm-up"*! Even finest 
oil is still ““cold” at 100°F, must warm up to 
about 210°F before the oil starts flowing freely. 
Casite makes that slow oil move fast, speeds 
the flow of No. 10 oil 24% at 100°F, more when 
the engine is colder. Yet as the engine warms 
up, oil returns to normal-range viscosity. 
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By J. B. Van Tassel 


Dealer Business Counsel 


Dealer Business Counsel 
Keeping Customers Posted on Service Facilities 
Important Factor in Holding Shop Traffic 


ber of customer repair orders 
written is always indicative of the 


, = ratio of customer repair or- | number of people coming into your 


months of this 
year is averaging 
eight orders for 
each new car and 
truck delivered in 
1951. This aver- 
age represents a 
|low of 4.8 repair 
orders for each 


a high of 12 for 
each unit deliv- 
ered. The num- 





@ Here’s extra protection for those first few 
hundred critical miles—extra assurance that 
the “tight” spots in the new engine will get 
all the oil they need to prevent excessive 
friction. Thousands of car-dealers put Cas- 
ite into the crankcase before the new car 
leaves the floor. 
¢ Casite is low-cost insurance, too, on any 
rebuilding, reconditioning or repair job. Top 
off every service with a Casite tune-up— 
your customer will be glad you did! 

Push Casite today and every day—for 
easy extra profits! 
CASITE DIVISION - HASTINGS MANUFACTURING CO. 


HASTINGS, MICHIGAN 
Casite, Drout, Hastings Piston Rings, Spark Plugs, Oil Filters 











ders written for the first four| service deparment, and should be 


checked very carefully each month. 
In order to check your actual 
|count with my average as shown, 
| you would divide your total num- 
| ber Of customer repair orders writ- 


number of new cars and trucks 
you delivered for the full year of 
1951. 

In these days of the impor- 
tance of increasing service ab- 
sorption or overhead recovery, 


| 


HERE’S HOW CASITE HELPS 
THROUGHOUT THE CAR’S LIFE 


Casite aids hydraulic valve lifters! Casite gets 
oil into hydraulic valve lifters quicker, helps the 
lifters function smoothly. Casite also carries 
away deposits of sludge and gum which cause 


lifters to stick and clatter. 





It’s a quick, easy tune-up! A pint of Casite 
through the air-intake, or in the gasoline, gets 
rid of engine gum and goo, frees sticky valves 
and rings, lets the power zoom through. A 
second pint in the crankcase oil, keeps the en- 
gine clean and free-running. 





It retards formation of sludge and gum! Casite 
loosens sludge and gum, lets it sink to the bot- 
tom of the oil pan where it can do no harm— 
the sludge is not left in suspension. In most 
cases, sludge and gum and the resulting carbon 
are the cause of engine roughness, jerks and 
sputters. So Casite can safely guarantee Better 
and Smoother Performance or Double-Your- 
Money-Back. 


NATION'S NO. 1 ADDITIVE OUTSELLS ALL THE REST 


| ten for the four-month period | 
ending Apr. 30, 1952, by the total | 


the amount.of flow of service and 

parts traffic in your shop is a 
very important profit factor. It 
may also spell the difference be- 
tween your staying in and going 
out of business in case of more 
government controls or an _ in- 
creased tempo in the competitive 
ear and truck market. 

Where your number of custome 
repair orders is fewer than aver 
age or shows a decline, the reaso: 
is probably due to one of twe 
things; insufficient floor area anc 
mechanic stalls to do the job, o: 
a lack of customer followup. 

* * * 


Write Personal Letter 


N THE case of customer follow 

up, I would suggest that you 
write a letter to every customer 
who has not been in _ recently 
thanking him for his patronag« 
|and extending him an invitation to 
come back to your place _ for 
service. 

Also, it might be well to ask 
them in this letter if they were 
entirely satisfied with the work 
you performed on their car the 
last time they were in your shop. 
Tell them you miss them. Tell 
them about any improvement, 
large or small, that you have 
made in your shop since they 
were last in. Also assure them 
that only factory warrantee and 
engineered parts are used in your 
service shop, and that all of your 
mechanics are factory trained to 
do the best possible job on their 
ear for longer life, efficiency of 
operation and low cost mainte- 
nance. 

Remember, many of your cus- 
tomers have super service stations 
conveniently located in their neigh- 
| borhood where they buy their gas 
and oil and get complete service 
| for their cars, or it is possible they 
|have a small independent shop 
| handy where they get some extra 


special attention and a cut price. 
* + * 


Adequate Shop Space 
i” CONNECTION with required 
floor area to do the service job, 
you should have at least one com- 
plete stall (approximately 200 
square feet) for each full time me- 
chanic. Also where your shop is 
undermanned because of lack of 
space, you will usually find your 
overtime charges running high, in 
addition to driving customers 
away. 

However, there are times when 
it is not always a lack of space 
as much as it is a poor layout 
that causes a congested condition 
in your shop. 

Either one—a shortage of space, 
or adequate space with poor layout 
—will prove costly to you in many 
ways in your service operation. 
Congested space is usually the re- 
sult of a poor layout or the using 
| of mechanics’ stalls and service 
|floor area for storage purposes. 

I have seen good sized boats 
stored in service departments 
while at the same time customers 
were waiting outside for service. 
Be sure your decks are always 
clear in your service departments 
so that customer traffic will flow 
smoothly. 

(Any questions you may have 
on Business Management will be 
gladly answered by writing J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) 








‘Ernest at Rootes 


In Sales Position 


NEW YORK.—Charles E. Ernest 
has been named eastern U. S. 
wholesale sales manager by Rootes 
Motors, Inc., dis- 
tributors in this 
country for auto- 
mobiles made by 
the Rootes Group 
of England and 
the Rover Co. 

Ernest has been 
serving as vice- 
president and 
general manager 
of Nash Eastern, 
Nash_ distributor 
in New York City C. E. Ernest 
and Stamford, Conn. Prior to that 
he was employed by Internationa! 
Harvester and U. S. Rubber. 


St. Charles Opens Lot 


St. Charles Motor Co. (Hudson- 
Packard), Glasgow, Ky., has opened 
a used-car lot in that city on Hap- 
py Valley Rd. Owen Royce will 
manage the lot, according to Frank 
St. Charles, owner of the dealer- 
ship. 


























AUTOMOTIVE NEWS, JUNE 16, 1952 29 


work done on it. Now at Hunt’s, 
you can have factory trained me- 
chanics do everything at a single 
| stop.” 





* * * 

| Helpful News 
| ODGE dealers in Detroit are 

getting out a four-page tabloid 
newspaper pitched on the idea of 
helping customers. A look at the 
first issue indicates that the paper 
has interesting possibilities. 

One item points out the ad- 
vantages of making service-work 
appointments to save time. An- 
other is pitched on the theme 
that the dealer wants to be a 
good neighbor. 


Merchandising 


Memos to Dealers 





By Bob Finlay 














yo noticed some interesting| for any type of repair work it’s 
dealer service ads lately. Dai-| two to one we'll make it run so 
ley’s Chevrolet in Erie, Pa., pro-| sweetly you won't recognize it. 

motes various phases of its service “Don’t limp along in low gear | 
business with periodic ne wspaper w vhen our high-gear garage is ready 


ads built around the theme: “Ques- serve you.” x Holds Anniversary— On page 1 is an advertisement 
tion of the week from Dailey’s | ° = ele. * Brooklyn K-F Club Ho y of a lubrication special and an- 





The Brooklyn Kaiser-Frazer service and parts managers club held its first anniversary 


Chevrolet.” , other to the effect that a new 1952 
The questions are asked by ‘One Stop meeting recently. J. W. Alexander (center) general service manager of Kaiser-Frazer, 
- - oe ee ‘ Dodge can be purchased for as 
various members of the dealer’s | UNT for Chevrolet, Buffalo, is | joined L. P. Randall, general sales manager of the New York region, as guest low as $1875.25 
service staff, whose photos ap- | attracting service business with | speaker. Dealerships from Manhattan, Brooklyn and Long Island City were repre- yd as 91, hater tat ' 
pear in the ads. ja new “single-stop” service aimed sented by dealers’ service and parts managers, service salesmen and shop foremen. Elsewhere in the paper are pic- 
A recent question was: “When|at saving the time and effort of | Also shown (left) is H. A. Walles, Kaiser-Frazer district service representative, and| tures of various Dodge models, va- 
did you have your cooling system | motorists. | (right) Harry Tishman, president of the club. cation suggestions, a picture story 


| 


checked?” Copy pointed out that} 


Hunt’s plays up the fact that its | on how the Dodge is engineered 
a clean cooling system saves gas 


service offers every needed opera-| motor work, glass installed and tire per ads which read: “Think of it.| for a safe ride, etc. 








and ag nt a motor wear, SAV€S/tion under one roof — collision, | service. No more taking your car to one} The idea for the paper came 
Tee wena s | wheel aligning, frame work, paint- The dealership is promoting its| shop one day— and another shop from Farrand Nadell, a firm spe- 
Thorough Job ing, lubrication, electrical work, | “single-stop” service with newspa- another day - just to get expert! cializing in dealer advertising. 








IEFLER BUICK in Hamburg, 

N. Y., used a direct-mail cam- 
paign on postcards with a bright 
gold finish and the’ caption: 
“Here's a bright idea.” 

“If your car hasn’t been serviced 
for warm-weather driving, we can 
do the job quickly, thoroughly. Let 
us keep you car out of the dog 
house. Drive in today.” 

id * 


* 





Reasons 


,  fmeeponi C. STANLIK, general 

manager, tells customers of 
Franklin-Weber Motors (Pontiac), 
in Chicago: 


“Drivers who have completed 
many thousands of miles of acci- 


dent-free travel are often asked 
the reasons for their excellent 
driving recoris. Keeping the car 
in proper condition invariably 


tops the list.” 

Franklin-Weber is featuring a 
safety special at $3.95. This in- SU PERFINE 
cludes inspection of front-end align- 
ment, brake action and lining, en- 
gine performance, tires for cuts, 
bruises and wear, all lights, wind- LU BRICANTS 
shield wipers and exhaust system, 
as well as rotating tires and adjust- 
ing steering. 


k * 











Efficiency 

yo CHEVROLET in Denver 
ran a good institutional piece 

on service the other day. Signed 

by Ted Gerber, service manager, it 

said: 

“I believe that our service de- 
partment has reached the highest 
peak of efficiency ever known in 
metropolitan Denver. 

“Over an average of 80 automo- 
biles a day are processed through 
our modern-equipped service de- 


Refined 
to be 


partment. 

“Our werk is guarantesd . . . @ The steel used to make both the blacksmith’s 
we stand for courtesy, efficiency ceasril aandh tute tet at hha: aisha Gs wkieateedl 
and the goodwill of our cus- anvil and his hammer must be able to withstan 
tomers. ; a terrific beating. Only the most precise manu- 
“All repair work is charged only Ce | Sag facturing methods result in steel so tough. 
at Chevrolet authorized flat-rate The making of Stabilized Quaker State Quad- 
prices. 


rolube closely parallels this. By starting with 


“You car is only as good as the si , . 
. 100% pure Pennsylvania grade crude oil, and by 


dealer that services it.” 
* * 


. using the most modern processing technique in 

Don’t Limp the industry, Quaker State is able to produce a 

| ALLEY MOTORS (Studebaker), gear lubricant which, we believe, is the finest in 
of Bastrop, La., uses a nicely the world today. 


paced ad: 
“If you leave your car with us 


Its ability to withstand pressure, heat and 
ae cold... resist moisture, rust and corrosion... 
will satisfy completely even your most exacting 


Ohio Assn. Shifts customers. 





Convention Dates A COMPLETE LINE OF FINEST QUALITY LUBRICANTS 


COLUMBUS, O.—The Ohio Auto- 


mobile Dealers Assn. has announced @ Quaker State Super Quadrolube 

a panes in — = = — ® Quaker State Super Quadrolube X-SCL 
convention, whic wil e e in ; 

the Statler hotel, Cleveland, Dee. @ Quaker State Viscous Lubricant 

8-10. The parley was previously @ Quaker State Wheel Bearing Lubricant 
planned for Dec. 7-9. @ Quaker State EXPP2 Lubricant 


. A —s -. ce Sema | @ Quaker State Universal Joint Lubricant 
heade y W. A. Brandeburg, of | f Lub t 
Mansfield, will confer with the at- z ae ere om: 


torney-general and officials of the é 
bureau of motor vehicles in an @ Quaker State Quadromatic Automatic 
itte mpt to strengthen licensing Transmission Fluid Type A 
laws of auto dealers and salesmen. | 
3irkett L. Williams, Cleveland, 
resident of the association, an- 
nounced that the board of directors 
ind members of the legislation, 
udget, convention and public rela- | 
ons committees would meet July | 
) at the Westbrook country club, 
lansfield. 
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Gasoline Uso Hits 
Record 43 Billion 
Gallons in 1951 


NEW YORK.—Domestic gasoline 
consumption reached an alltime 
high of 43,888,727,000 gallons in| 
1951, according to figures compiled 
by the American Petroleum Insti- | 
tute. 
For the second consecutive year, | 


demand rose by more than 8 per- 


cent. The 1951 total marked an/| 
increase of 8.05 percent over the| 


1950. 

Accompanying the _ record coo. 
sumption of motor fuel was a sharp 
rise in automobile registrations. 


40,617,285,000 gallons consumed in| 





These jumped 6.3 percent in 1951| Dealer Displays "Hospital on Wheels'— 


to a total of 42,846,000 estimated | 





Building Truck Traffic 


Unique Annual Shows at New York Dealership 
Pull in Prospects, Boost Sales 


NEW YORK.- 
of creating public interest in 
trucks and drawing attention to the 
many uses to which the vehicles 
can be adapted, East Side Chevro- 
let annually devotes a full week to 
a truck show. 

This year’s show, the fourth 
of its type, featured 25 advance 
design models Fanging from 


Pontiac Honors 
‘Parts Manager 


PONTIAC.—Elmer Moehlman, of 


-With the objective ; 


The “hospital on wheels" on display at the showroom of the East Side Chevrolet | 

Corp., New York, during its truck show is being inspected by (left to right) Irwin Phen Peggy Sales, aa aaenal 

truck and bus registrations rose Schnurmacher, secretary; Adolph Schnurmacher, president; Dan Russo, general eotes | Champion omens L000 yer ren 

5.9 percent to 9,353,000. eee eee . ee eee ee regional manager for Chevrolet. 7 | parts and accessories managers in 
The top three gasoline-consuming ; | Pontiac’s contest for outstanding 

states retained their 1949 and 1950| billion gallons each. the billion-barrel point for the sec- | sales achievements. 


positions. California was first with Peak gasoline consumption came | ond straight year in 1951. It totaled Moehlman will 


by the Bureau of Public Roads. A| 
preliminary estimate indicates that 





be awarded a 


4,390,157,000 gallons, Texas was sec- 
ond with 3,514,073,000, and New 
York was third with 2,787,670,000. 
Illinois, Michigan, Ohio and Penn- 


in August, when 4,132,290,000 gal- 
lons were bought. October and July 
ranked second and third, respec- 
tively. 


1,139,511,000 barrels, or 47,859,462,000 | “belt of champions” with two dia- 


gallons, and accounted for 42 per- | 


monds added to signify his national 
|leadership. The 25 zone champions 


cent of all petroleum products re-|gre awarded belts set with one 








sylvania also used more than two U.S. gasoline production passed! fined last year. diamond. 
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EB Foamtex CHAINS a Car buyers are prime prospects for tire chains as an important, needed 
fF » _- ac¢essory for safe driving. For extra profitable sales volume, get a set 


.. of Campbell Tire Chains in the trunk of every car you sell! Here's how 
Campbell helps you make chain sales easy: 


BETTER PRODUCT You can show your customers the 
extra metal in Campbell's patented lug reinforcement. This 
insures better traction and guards against skids and side 
slips. Only Campbell has this patented construction. When 
you sell Campbell, you sell the safest, longest-wearing tire chain! 


——— 


CAMPBELL 


BETTER PACKAGE Campbell's modern, colorful, eye 
catching package displays well, stores 
well in less space, keeps chains neat { 





és in car trunks. The new color planmakes aap), 
packages easy to identify. SALES CLINCHER is the JS ye 
handy, easy-to-use Chain Applier included with every 
box of Campbell Lug-Reinforced Tire chains. 


BETTER SALES HELP The new Campbell Merchan- 
dising Kit contains display banner, ad-mats, streamers, 
post cards and display suggestions. And you can tie this 
promotion to Campbell's strong national advertising. 
Write today for free kit. 





Tire Chains are optional equipment that's 
a must with wise motorists. Get your 
share of this profitable business! Stock and 


sell Campbell Lug-Reinforced Tire Chains. 






Easy-to-use N 


Chain 
Applier s : ~~ — — 


CAMPBELL 









CAMPBELL CHAIN 


MAIN OFFICE: YORK, PA. 


Factories: York, Pa., and West Burlington, lowa 








AUT bes TIRE 


§ chains 


Chain for every need...industrial... marine... farm... automotive 








frozen food refrigerated units to 
a unique “hospital on wheels.” 

The “hospital” vehicle is used t 
perform special duty as a disaste 
unit, and is equipped with two iro 
lungs, complete operating room an: 
| medical instruments used in majo 
|operations, hot and cold runnin 
water and other hospital items. I 
| is even outfitted with beds. 
| The 25 trucks displayed in thi 
| Show are said to be valued at ove: 
| $150,000 and range from 500-pound 
pickups to 30,000-pound tracks. In 
cluded in the exhibit were a gar- 
bage disposal truck, dump truck 
and a prefabricated, rust resistant 
all-aluminum body which is 1,00 
pounds lighter than standard bodies 
the same size and which, it is 
claimed, never needs painting. 

The units featured developments 
in truck design, including sliding 
roofs and power lift gates which 
are lever-controlled and can lift up 
to 2,000 pounds. 

The show was free to the pub- 
lic and carried throughout a safe- 
ty theme. One of the other fea- 
tures was a “porto-clinic,” a 
gadget used by the armed forces 
to test its drivers. On another 
section of the floor a drunk- 
ometer was set up. 

In addition, the show included 
safety quizzes, and door prizes 
were awarded to top scorers by 
show business celebrities. 

“This type of promotion has 
proved quite satisfactory, and the 
results of this year’s show have 
proved the basic soundness of the 
idea in the amount or orders writ- 
ten,” the dealership said. 


Sales of Vehicles 


In Canada Drops 
11% in Quarter 


OTTAWA.— Dealers’ 





retail busi- 


| ness in motor vehicle sales dropped 


11 percent in dollar volume during 
the first quarter of this year, com- 
pared with last year in the same 
period, the Canadian government 
reports, and showed one of the 
biggest declines of all retail trades. 

There were losses registered in 
all provinces except Saskatchewan, 
where such business leaped by 31.6 
percent. Losses elsewhere included 
3 percent in Alberta; 5.5 percent, 
Quebec; 8.3 percent, British Co- 
lumbia; 17.1 percent, Manitoba; 17.8 
percent, Ontario, and 20.3 percent, 
Maritime Provinces. 

In March, 1952, such dealers’ re- 
tail sales fell 7.8 percent across 
the nation, compared with March, 
1951, but advanced 30.3 percent 
over February, 1952. Compared 
with the preceding month, such 
sales in March this year increased 
58.1 percent in Saskatchewan and 
0.3 percent in Alberta, though 
losses elsewhere were 2.5 percent 
in Quebec; 3.7 percent, British Co- 
lumbia; 5.4 percent, Manitoba, and 
18.2 percent, Ontario. 

Compared with February, 1952, 
such sales this March showed gains 
of 67.3 percent in Quebec; 56.8 per- 
cent, Saskatchewan; 40.4 percent, 
Maritime Provinces; 23.6 percent, 
Ontario; 14.2 percent, Manitoba; 
12.8 percent, British Columbia, and 
6.6 percent, Alberta. 

Dealers, operating as chains, ob- 
tained only an estimated $2,410,000 
of the sales in March this year, 
compared with $161,965,000 for in- 
dependent dealers, out of a total 
sales of $164,376,000 in this period. 











Service Trust 


Judge Tells Repairman 
Of Responsibility 
LOS ANGELES.—Municipa! 
Judge Roger A. Pfaff last week 
fined garageman Gilbert H. Mc- 
Namara $250 for charging Charles 
R. Hahn $38.36 for a transmissicn 
overhaul, which Hahn called a4 


|“steam-cleaning job on the reer 


end.” 

McNamara paid the fine withovt 
comment after Judge Pfaff told 
him: 

“The average motorist doesn't 
know a piston from a carburetor. 
This type of stealing is worse tha 
stealing from a market. It is 4 
betrayal of trust by the patron i1 
the honesty and integrity of the 
repairman.” 





— 
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Drivers Being Sent to Franchised Dealers . . . 





Servicing Leased Cars 


i to misunderstandings, con- 
siderable service business on 
leased cars and trucks is being lost 
by franchised auto dealers, claim 
top leasing firms. 

Recent interviews with several of 
the largest and oldest companies 
in the car and truck leasing busi- 
ness, turns up the fact that the 
entire industry seemingly is work- 
ing at cross purposes because no 
one as yet has put the basic facts 
of the leasing program before the 
industry as a whole. 

First of interest to franchised 
dealers is that, without fail, all 
leasing companies contacted dur- 
ing a week of interviews ex- 
pressed a desire to have their 
leased cars given periodic inspec- 
tions and maintenance work by 
the dealer in the make of vehicle 

in the city of the man driving 
the car or truck. 

And in most every case, they 
expect this driver to pay for that 
service or for the dealer to bill the 
leasing company, which ever way 
the contract on that vehicle is 
written. 

Some leading dealers take the 
view that the leasing companies, 
with little physical facilities, seek 
to make their business economical- 
ly feasible from one standpoint, by 
riding on the large service invest- 
ment of car dealers. They argue 
that since the cars are sold on an 
extremely low margin — reducing 
dealers’ normal sales potential— 
there is no obligation on the part 
of the dealers to service the cars. 

co co * 

CORE Antes owning cars in 

yearly lease service hold their 
business by showing a savings in 
operational costs, in nearly every 
instance, over what it formerly 
cost the firm leasing the cars, or 
who have been paying their em- 
ployes a mileage for the use of 
salesmen-owned cars in the past. 

Thus these leasing companies 
are very desirous that their cars 
be lubricated properly, oil 
changed at periodic intervals 
and other maintenance work 
performed every 1,000 to 1,500 
miles as the work needs to be 
done, since they must depend 
upon the salvaging of these cars 
at the end of their period of 
service to make a profit on the 
transaction. As one manager of 
a leasing company put it, the 
leasing business basicly consists 
of procurement, service and sal- 
vage of the leased unit. 

The better shape the car or 
truck is in when its period of lease 
service is over, the higher salvage 
value is left in the vehicle. 

One of the largest companies in 
the leasing business writes the fol- 
lowing paragraph into its contract 
with firms to whom it leases cars: 
“Lessee agrees to recommend to 
salesmen that all automobiles of 
Chrysler, Ford or General Motors 
manufacture be serviced and re- 
paired in authorized Chrysler Ford 
and General Motors service sta- 
tions; however in an emergency, 
it is agreed that the nearest avail- 
able service station may be used.” 

co * * 


NOTHER large leasing firm 
writes to every driver of its 
leased cars: “Please have the oil 
changed and have the 1,000-mile 
inspection performed by your local 
authorized (Ford, Chevrolet, Plym- 
outh) agency. The charge for ae 
1,000 mile inspection is (................ 
Also have all repairs to your me 
made by an authorized (Ford, 
Chevrolet, Plymouth) dealer.” 
However, it is not unusual, claim 
these leasing companies, to have 
dealers not only refuse to service 


the car when it is brought into 
their shop, but in many cases deal- 
ers write them that they do not 
want their business, These dealers 
take the attitude that the leasing 
company is taking food out of their 
mouths by leasing a car to any one 
in that particular dealer’s area. 


Other dealers, the minute they 
find out that the car coming into 
their shop is a leased car, jack 
up the price of the work they do 
or try to load the service bill 
with unneeded extras, it is 
charged. 


Other dealers, it is contended, 
are discourteous to the driver, 
push him around when he comes 
in for service and in other ways 
make it as unpleasant as possible 
for him, although they will do the 
needed work. 


Leasing companies can see no 
difference between servicing a 
leased. car and servicing a fleet 
owner's vehicle. Many of these fleet 
cars are also bought outside of the 
dealer’s territory and dealers, who 
have no interest in fleet sales, are 
being asked to service these ve- 
hicles. In fact, leasing companies 
look upon themselves as large fleet 
owners operating fleets for several 
firms instead of for themselves. 

* * * 


byword point out that, if a firm 
doing business on a national or 
sectional basis makes up its mind 
to go to leasing because it feels 
that by so doing it can cut car or 
truck operating costs, then the 
firm that has the fleet is the one 
responsible for a leased vehicle 
being located in any particular 
territory. 

The leasing companies also point 
out that the driver, who brings a 
leased car in for service, may not 
always work for that firm. He may 





change his job at any time and if 
he is not treated fairly by a 
dealer, it is reasonable to suppose 
that the driver would not go back 
to that dealer to purchase the car 
he will need to replace the leased 
vehicle. 

So unsatisfactory have been 
their relations with franchised 
dealers across the country up to 
date that one of the larger leas- 
ing management companies, hav- 
ing over 7,000 cars under lease, 
is now confining its deliveries and 
service to less than 150 fran- 
chised dealers in the three prin- 
cipal makes of cars used. They 
would like to have hundreds of 
dealers through which they could 
deliver cars to their customer’s 
men in the field and to whom 
they could refer these drivers 
for service. 

This company, as do many of the 
leasing car companies, wants to buy 
their cars locally insofar as pos- 
sible, have them serviced locally 
and have local dealers handle the 
used car when it comes out of 
service, All companies contacted 
claim that they wholesale all of 
their used vehicles to franchised 
dealers who are also good experi- 
enced used-car dealers. 

One company pays as high as 10 
cents a mile to its delivering deal- 
ers to drive cars from the dealer 
point to the city or home of the 
salesman to whom it is assigned. 

* x * 

O LONG as well-managed leas- 
ing companies can show a 
definite saving in operational costs 
to large companies who pay car or 
truck expenses under any method, 
it is felt that the leasing business 
will continue to grow. According 
to a well-informed operator, 24.7 

(Continued on Page 35, Col. 1) 





TOTAL 





"52 Federal Auto Excise Collections 


January February March 
Gasoline .$60,259,597.78 $70,332,544.32 $64,613,884.78 
Diesel Fuel .... ee 980,376.03 1,421,656.71 1,101,522.56 
Lubricating Oil .... . 10,312,934.82 5,616,168.55 5,978,583.34 
Automobile and Motorcycles 25,587,679.43 41,501,848.02 43,325,267.87 
Trucks, Buses and Trailers 12,034,710.24 14,173,215.34  12,459,287.13 
Tires and Tubes .. . 15,111,543.29 7,334,223.64  13,597,306.97 
Parts and Accessories . 13,787,238.52 14,499,092.12  16,038,403.30 


oe $138,074,580.11 $154,878,748.70 $157,114,255.95 


These figures represent total collections and are, therefore, not to 
be considered as the highway-user portion. 


—Bureau of Internal Revenue. 
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A FEW weeks ago I browsed 
+ among the canyons of Phila- 
delphia, Camden, N. J., and Balti- 
more, the birthplace and most pop- 
ulated homeland of that currently 
fast-growing car and truck “mar- 
keteer” who neither sells nor 
trades, but leases his vehicles to 
gilt-edge national accounts. 

Out here in the middlewest we 
have a few scattering firms, which 
are making headway in this com- 
paratively new operation. My bump 
of curiosity has been itching for 
some time, however, to find out 
what made these eastern firms 
“tick.” 

Was the comparatively rapid 
growth they have had in the last 
year or so due entirely to the 
tax situation or was there some- 
thing more basic behind the op- 
eration that would keep them go- 

ing should Uncle Sam suddenly 
decide, as they have in Canada I 
understand, to do away with cap- 
ital gains? 

So I went down to the area where 
you stumble over a leasing concern 
every few blocks—there are 35 such 
operators on cars in Philadelphia 
alone and several more in the Bal- 
timore and Camden areas. There 
are another 50 firms in the Phila- 
delphia which lease trucks on a 
long-term basis with only 14 (that 
I counted) which combine car and 
truck leasing. 

* * + 


Many Dealer-Boon 


dasa the number of leasing op- 
erations in that area, there is 
good reason for the statement that 
a dealer made to me—that 24.7 per- 
cent of all registrations in the Phil- 
adelphia area for the first quarter 
of this year went either to leasing 
or fleet operation. There is no way 
to segregate fleet from leasing, but 
I will hazard a guess that the ma- 
jority of these vehicles are now go- 
ing into yearly or long-term lease. 
I am certain that at least 12, 
if not more, of these Philadelphia- 
area operations originally were 
franchised dealers who branched 
out into the leasing business. 
There are still a few with fran- 
chised dealership owners, or very 
close alliances, but I found that 
this year in particular there 
seems to be a definite trend to- 
ward separating them and setting 


the leasing company up entirely 
on its own feet. 

There is a reason for this. Keen 
competition has entered this field 
of automotive endeavor, too, and 
firms which might have been a lit- 
tle hardnosed about what cars they 
furnished on the leases a year ago, 
are now telling their customers 
that the choice of car is entirely in 
the lap of the contracting firm. 

Most of the larger and older 
firms even send out inquiry blanks 
to the employes of the contracting 
firms, asking them what car they 
prefer to drive. This not only pro- 
motes good relations between the 
contracting firm and the leasing 

(Continued on Page 33, Col. 1) 








Research Seeks 
Way to Produce 


Superior Grease 


NORMAN, Okla.—If experiments 
at the University of Oklahoma 
prove successful, motorists of the 
future may need to have their car 
greased only a few times in its en- 
tire life. 

“Recently discovered types of 
greases, using new and imprdved 
materials, are much superior to the 
products currently in production, 
but have not been widely used due 
to their difficulty of manufacture,” 
said Prof. Walter J. Ewbank, of 
the school of mechanical engineer- 
ing. 

The research program in fuels 
and lubricants is being conducted 
on the campus under sponsorship 
of the Morehouse Industries, of 
Los Angeles. Newly-developed ma- 
chinery is being used in the tests. 

“Due to the widespread interest 
in the improvement of grease, we 
have had also the co-operation of 
the Cato Oil and Grease Co., of 
Oklahoma City; the Archer-Dan- 
iels-Midland Co., of -Cleveland, and 
the Foote Mineral Co., of Philadel- 
phia, which have furnished many 
raw materials for manufacture of 
the grease,” Ewbank said. 

The first project under study is 
the production of lithium hydroxy 
stearate greases. It is believed that 
the current research also will im- 
prove the special greases required 
for Army tanks and Air Force jet 
planes. 





Lost Business Traced to Inept Analysis 


Moke service goes out the back 
door of the average franchised 
dealer’s shop than is done in the 
shop. 

That statement, which is axio- 
matic with many service experts, 
is proved by figures of dealer oper- 
ation from many angles. 


It shows up in the recapitula- 
tion of over a million and a half 
service orders which indicate that 
selling on the service floor is almost 
a lost art. 


It also shows up glaringly in 
the comparison of completed di- 
agnosis forms from a year ago 
and for this month. These figures, 
recently compiled by Sun Elec- 
tric, indicate that dealers are 
letting good profitable work go 
out of their shops in approxi- 
mately one out of every two cars 
that come in for service. 

Not only are the servicemen 





letting this profitable work go out 
of the shop and in many cases to 
someone else because they do not 
do a sufficiently good job of diag- 
nosis, but also in a large per- 
centage of these cases of overlooked 
work they are letting potential 
trouble go undone for their cus- 
tomers that will eventually run up 
high repair bills. 
” * * 

possisLr the easiest thing to 

check in an automotive ve- 
hicle’s electrical system—and the 
easiest to get at—is the battery. 
Yet 58.4 percent of all batteries, 
according to the analysis of the 
reports on 500 cars diagnosed, 
needed service. Replacement was 
imperative on 8.2 percent and 11 
percent needed cycling or replacing 
as they were sulphated. The bal- 





ance needed water, cleaning or 


other work. Battery service was 
up 2.1 percent over the figures of 
the year before. 

Replacement or repair was indi- 
cated on 21 percent of the starting 
systems, while 9.4 percent needed 
adjustment or other service work. 

Charging systems needed serv- 
ice in 54.2 percent of the cars 
checked, with 17.6 percent need- 
ing either repair or replacement 
and 36.6 percent needing service 
and adjustment. This work was 
down 1.9 percent from last year. 

Carburetor, manifold heat con- 
trol valve, air cleaner and manifold 
leaks showed up with 56.4 percent 
of all cars needing work. Repairs 





Service Highlights 
Importance of Jobbers ........Page 53 
New Products ...... ..Page 38 











and replacement was indicated on 
16.2 percent, while 40.2 needed 
service and adjustment. This type 
of service was down but .01 percent 
from last year. 

Fuel pump, filter and flex lines 
needed work on 22.2 percent of the 
cars, with repairs or replacement 
indicated on 13.6 percent, while 8.6 
percent needed service and adjust- 
ment. This was down 1.8 percent 
from the Feb. 20, 1951, report. 


* * * 


Cr out of every four cars 
needed spark plug service, with 
13.6 percent needing replacement 
and 11.8 percent needing regap- 
ping and cleaning. This service 
remained practically static from 
the year before with this work 
being up but 0.2 percent. 

Re-ring and valve grinds were 
indicated on 15.4 percent of the 

(Continued on Page 32, Col. 1) 
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Slips Out Dealer’s Door . . 


Inept Analysis Loses Business 





(Continued from Page 31) from April through December,|ing the period was $41,522.08 and 

: . 1950, when it did not diagnose} service absorption was 55 percent. 
eee. ee ee oe percen’ | customer cars, and for the ‘aan Average labor sales per order 
ic age — pa apis Agearage Anse period in 1951, when it did totalled $7.17 and paris sales were 
valve freeing and adjustment. This Q $8.12. Polley adjustments amounted 
a ee | URING the 1950 period, this|to $873.02. The dealership showed 
a dealership wrote 3,325 repair) a 35.1 percent service sales to gross 


Coil replacement was needed on 


orders for a total service sales of | 
3 percent of the cars while con- 


profit ratio and service profit 
$68,075.75. Operating expense dur-| 


$412 net per new car sold. 





densers needed replacement on c J ; 
In a 16 percent increase in num- 

4.4 percent. Over one half of the : ; a | 
batinl Miia . ber of tickets written for the} 

cars checked needed distributor MEWA Boasts Bigger second period, when it did diag-| 
service, with 19.6 percent need- | (Chicago Headquarters nose, a 65 percent increase took| 
ing repair and 33 percent need- CHICAGO.—Motor and Equip- place in total service sales, an 8 
ing adjustment and other work. ment Wholesalers Assn, has in- | Percent increase in operating ex-| 
The difference in dealer revenue| creased its headquarters space peewee an 82 percent increase in| 


service absorption, a 96 percent in- | 
crease in labor sales, a 20 percent) 
increase in parts sales, a 4.6 per-| 
|}cent increase in net per new Ccar| 
|sold and a 12.5 percent increase 


when the service crew makes an) 
endeavor to find out what is actu- | 
ally wrong with cars coming into 
the shop and when they are given 
the customary “fix it” treatment is 


about one-third in order to ac- 
commodate a larger staff and 
expedite services to members, 
according to B. W. Ruark, gen- 
eral manager. 

| 


here at 309 W. Jackson Blvd. by | 


seen in the results tabulated by |in service sales to gross profit. 

Shehab Motor Sales, Inc., of New| The added facilities, Ruark Outstanding in this record is 
Kensington, Pa., a medium-sized! aid, is necessitated by the asso- that total policy adjustments 
Lincoln-Mercury dealership. ciation’s substantial membership | dropped off 264 percent. This 


could not have helped but in- 
crease customer goodwill toward 
the dealership and make for 


increase together with an ex- 
tended program of activities. 


This dealership kept a record of 
the number of customer repair 
orders written during the pericd 








Supplier to 
Studebaker 
Since 1915 





and trucks. For thirty-seven years, BCA 
engineering has made important contri- 
butions to Studebaker’s reputation as a 
pace setter in the automotive industry. 


Studebaker, now celebrating its centennial, 
always has been famous for its high 
standards. Yes, since 1842, Studebaker 
has been synonymous with quality in 
vehicles that make the most of engineering 
and manufacturing advances. 


Since 1915, BCA Bearings have been 


original equipment on Studebaker cars ance proved. 


BEARINGS COMPANY OF AMERICA 
LANCASTER - PENNSYLVANIA 





MAKERS OF A COMPLETE LINE OF BALL BEARINGS FOR ALL MAKES OF CARS, TRUCKS, BUSES, AND TRACTORS 


16, _ 


7 ye, 
ty 


BCA engineering and production facilities 
are aimed to make automotive power 
safe and trouble-free. Whatever your 
bearing requirements—transmission, clutch, 
differential, wheel, generator—buy the 
best...BCA Bearings. They are perform- 
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Texas Dealer Installs 18 Lifts— 


This view of the 18 hydraulic lifts in the service area furnishes an indication of the 
size and equipment in the new building of Smith Motor Sales, San Antonio's oldest 
Chevrolet dealers. The building offers 125,000 square feet with two-level facilities 
extending through the central section. Roy Smith heads the dealership. 


more consistent service custom- | made out of the 3,848 repair orders 


ers. written. This showed that at least 
For the period from  April|#Pproximately one out of every 6’. 
through December, 1951, 594 di-|Customers would either have had 


to bring his car back for work 
to be done over or the dealership 
| would have had a disgruntled cus- 
|tomer. They might have had a 
disgruntled customer even if the 
Lincoln-Mercury firm had _ finally 
found the real cause of the trouble 
and fixed it on the second, or third 
or fourth call back. Every come- 
back, however, not only irritates 
the customer but also costs the 
dealership money. 
ok cd * 

i service sales jumped from 

$68,075.75 to $112,093.46. Operat- 
ing expense went up slightly to 
$45,238.26 but service absorption 
jumped to a comfortable 101 per- 
cent, a very safe spot for any deal- 
ership to be in during rugged com- 
| petitive periods. 

Labor sales per R.O. jumped 
from an average of $7.17 to $14.09 
| and parts sales per R.O. from $8.12 
to $9.70, demonstrating that much 
of the trouble found when a sound 
diagnosis of the car was made 
could be corrected by adjustments 
rather than replacement of parts. 


Total policy adjustment 
dropped from $873.02 to $331.58 
despite the increased number of 
R.O.’s_ written, Service sales to 
gross profit went up from 35.1 
percent to 39.5 percent and net 
per new car sold from $412 to 
$431. 

If service salesmen and service 
manager will only substitute 
“know” for “guess” on any service 
customer order where the trouble 
isn’t obvious, dealers can build both 
customers and increased profits. 

It only takes the sale of a part 
of an item average per repair 

| order to nearly double the amount 
of revenue taken in through serv- 
ice. 

There is more than one item per 
ticket driving out the exit door of 
every dealer service station in this 
country just because the time isn’t 
taken to check that most important 
items in engine and car perform- 
ance to see that they are working 
properly. 


agnoses of customer cars were} 





DeVilbiss School 
Going Out West 


TOLEDO.—The DeVilbiss Co. 
spray painting school is_ being 
transferred to the West Coast 


where classes will be conducted for 
|two months, beginning July 1 at 
the University of Santa Clara. 

Emil F. Frey, the company’s di- 
rector of sales promotion and ad- 
vertising, said this marks the first 
time in the school’s 26-year his- 
tory that the doors of the Toledo 
classroom will be closed. Upon con- 
clusion of the West Coast sessions, 
regular classes will be resumed in 
Toledo. 


Hopper of Hoehn Elected 
To Controllers Institute 


Gerald W. Hopper, business man- 
ager and _  secretary-treasurer of 
iloehn Chevrolet Co., Memphis, has 
been elected to membership in the 
Controllers Institute. 

Established in 1931, the institute 
is a nonprofit organization of con- 
trollers and finance officers from 
all lines of business. Total member- 
| Ship exceeds 3,800. 
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company but between the contract- 
ing firm and their employes 


« 


Want Dealer Service 

\ OST of the leasing firms don’t 

really care what cars their cus- 
tomers want furnished. The rate 
structure is set up on each indi- 
vidual make for each contracting 
company and, while these leasing 
companies would no doubt “buck 
in the traces” somewhat if a large 
number of cars were asked for 
which have a poor resale value in 
the used-car market, I believe to- 
day that they would not go much 
beyond adjusting the rate to meet 
this contingency. Tough competi- 
tion does things to the best laid 
plans of mice and men. 

Anoth*r contingency is in the 
offing for these leasing com- 
panies, I believe, and that is the 
trend of the Big Three toward 
making an increasingly heavy 
proportion of their cars with 
automatic transmissions. Most 
fleet operators wish to keep 
their car costs down as low as 
possible and, while they ask for 
standard four-door models’ in 
most cases, they will take custom 
jobs in a proportion of the fleet 
when the others are hard to pro- 
cure. 

The leasing bovs tell me that thev 
can salvage just about as much out 
of the deluxed vehicles as thev can 
from the standard «models, how- 
ever, but thev have to jack the 
monthly rate un enough to take 
care of the difference in the initial 
cost. They can’t do this, however, 
on cars equipped with automatic 
transmission. 

I was particularly interested in 
how these leasing companies handle 
their servicing of the vehicles. It 
was interesting to find that invari- 
ably they want the driver to have 
the car serviced at an authorized 
car dealer and to follow a suggest- 
ed course of inspection, lubrication 
and oil change. 

* * rs 


Know the Answers 


WONDERED about this, until 
the manager of one leasing op- 
eration told me that they had made 
a couple of deals where there were 
no maintenance provisions, and are 
they sorry. They say these cars are 
coming back in very rough shape, 
and it is doubtful if they will make 
any money on the salvage end of 
these deals. 
I found that there are two types 
of leasing operators in the main. 
One buvs, services and salvages, 


Maid of Cotton at Ford— 


To learn how her new 1952 Ford con- 
vertible will be built, Pat Mullarkey, 1952 
Maid of Cotton, visited the Ford plant in 
Dearborn last week. Boots Bellow, drive: 
at the end of the Ford final a sembly line. 
installs a headlight rim while Miss Mul- 
larkey and E. C. Miller, manager of Ford 
division's Dearborn assembly plant, look 
on. Next month, when she finishes he 
tour, Miss Mullarkey will be presented 


with a Ford convertible by the Memphi 


district Ford dealers advertising commit- 
tee. Her home is in Dallas, where she is 
Q@ senior at Southern Methodist university. 
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while the other type shops, services 
and salvages. There is a big differ- 
ence. The first type of operation is 
willing to let the dealer, from whom 
he procures his vehicles, make 
“fleet deal” profit or thereabouts. 
The second is out to buy his cars 
at the lowest possible dollar—and 
he doesn’t seem to have too much 
trouble in finding dealers who will 
sell him cars at less than I under- 
stand it costs to transfer the titles. 
Even in these days I mean. They 
have been buying this way for a 
number of years. 


Most of the larger companies 
I called on, and IT delved quite 


PRODUCTS 


PLANTS: Kelsey-Hayes Plants 


deeply into nine different opera- 
tions during the week, have beon 
in business long enough and have 
handled enough cars each year so 
that there seems to be no element 
of cost that they haven’t proved 
figures on. 


These boys can tell you how 
much it costs to operate any of the 
more popular makes of cars or 
trucks in any part of the country, 
and in practically any vocational 
work. They can tell you the salvage 
value of a year-old used car, rough, 
medium or clean, in any area in 
the nation—and I mean tell you. 

If they have a flock of buggies 
that has a low resale market at 
the time, they don’t even bother to 
get bids from dealers in those 
makes in that area. They’ll peddle 
them perhaps 


away where the market 


hundreds of miles | 
is better | 


KELSEY-HAYES WHEEL COMPANY 


1952 


and it will pay to transport them 
there. A number of the “traffic 
managers,” as many call their used- 
car men, are former finance-house 
used-car men and know all the 
tricks of the trade. They got their 
education moving repossessions 
without And it takes a good 
man to move as high as 7,000 used 
cars a year from one operation ard 
still get a satisfactory return when 
they are all wholesaled 


ry 


loss 


Rental vs. Leasing 

T’S NO wonder, with all of the 
smaller leasing operators in the 
Philadelphia area, which do not 
have the facilities and top man- 
power that the larger operators 
have, that the Philadelphia used- 
car market is glutted at times and 


KELSEY-HAVES 


DETROIT 32, MICHIGAN 


Wheels—Hub and Drum Assemblies—Brakes—Vacuum Brake 
Buses —Electric Brakes for House Trailers and Light Commercial Trailers —Wheels 


Calif 


in Michigan (4); McKeesport, Pa los Angeles 


Units —for Cars, Trucks 


Hubs, Axles 


Power Passenger 


Parts for Farm Implements 


Davenport, lowa; Windsor, Ontario, Canada 


franchised dealers in that 
a little vexed. 

There are several phases of this 
rental and lease operation, and 
it must be borne in mind that 
“rental” it a cat of a far different 
color than leasing. Rental is on 
a daily, trip or weekly deal and 
is usually to individuals, while 
car leasing is normally in lots of 
50 or more vehicles and for a 
term of one year or 25,000 miles, 
whichever comes first. Truck 
leasing runs from two to as high 
as five years, depending on the 
type of service and the deal. 

But in car leasing, they tell me 
that it doesn’t pay to lease unless 
the car is going to have at least 
15,000 miles put on it a year. While 
in every fleet there are 
some cars that do not run up this 

(Continued on Page 54, Col. 1) 
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pressed confidence that the in- | 


° dustry could build new markets 
Aluminum Looks Ahead for aluminum without depending 
. ’ . . on the “extermination” of other 

Reynolds Official Forecasts Growing Markets snaskcotn, 


For New ‘Basic’ Metal “For example,” he said, “the re- 
cent discussion of aluminum versus 
PITTSBURGH. — Since World|said, production has more than copper has, in some cases, confused 
War II, aluminum has become a|doubled and will almost double |ip, real issue. It isn’t a case of 
basic metal and vast potentialities|again by 1953, when the rate of aluminum wiping out the copper 
for expansion lie ahead, according |output will be over three billion industry. Nothing like that is in 
to David P. Reynolds, vice-presi- | pounds a year. prospect. 
dent for domestic and foreign As a result of the capacity ex- 
marketing of Reynolds Metals Co.| pansions now going on, the total 
Reynolds discussed the aluminum|g]uminum supply available to 
outlook in an address prepared for| American industry, including scrap 
the annual meeting here of the|and the present rate of imports, 
National Assn. of Sheet Metal Dis-| wil] exceed four billion pounds a 
algae dad aad the | year, Reynolds estimated. growth in demand. Therefore, we} 
speech was read by J. R. Quinn,|" Caning attention to the steady | can expect copper markets to grow | 


architectural and _ construction- rise in U. S. population and |but aluminum markets to grow Trenton, N. J., by A. Geissel & Sons, 485 N. Third, Philadelphia, Henney distributors 


Srenane ——— standard of living, Reynolds ex- | still more.” | in eastern Pennsylvania, New Jersey, Delaware and eastern Maryland. 





“It so happens, however, that 
|the aluminum industry is in a bet- 
ter position than the copper indus- | ; 
try to take care of new markets} # 
and to supply the extra quantities : : 
lof metals needed to meet the| Henney-Packard Ambulance for Fire Fighters— 


A Henney-Packard ambulance was delivered to Rusling Hose Co. Ambulance Corps., 


Reynolds said that aluminum | 
now ranked second only to steel | 
and noted that aluminum was | 
the only metal selling at a price 
below that of 1939. | 
The aluminum industry is new) 
in its bigness, Reynolds pointed | 
out, with this country’s primary | 
output jumping from 327,000,000 | 
pounds in 1939, just before the war, | 
to 819,000,000 pounds in 1946, the}! 
first postwar year. Since 1946, he| 


Petroleum Group 
Maps Study of 
Jobber Problems 


BOSTON.—The marketing divi- 
sion of the American Petroleum In- 
stitute has voted to appoint a sub- 
committee to consider jobber prob- 
lems. 

The subcommittee will engage in 
promoting the compilation of sta- 
tistics and making of factual 
studies which might be useful to 
jobbers in solving their own prob- 
lems, excluding studies involving 
future supply and demand rela- 
tionships and to seek to encourage 
a better understanding by oil job- 
ber and suppliers of each others 
problems. 

An API spokesman said that un- 
der no circumstances would the 
group recommend plans or pro- 
grams or engage in any discussion 
of prices, margins, commissions, al- 
lowances, sales territories, form or 
provisions of contracts, adequacy 
of profits or marketing policies or 
supply arrangements for any jobber 
or group of jobbers. 


17 New Dealer Groups 
Formed in Arkansas 


LITTLE ROCK, Ark.—Seventeen | 
new local automobile associations 
have been organized during the 
past few weeks under auspices of 
the Arkansas State Automobile 
Dealers Assn. 

Local groups have been formed 
with assistance of President Ro- 
land Hughes and Executive Secre- | 
tary George Benjamin at Jonesboro, | 
West Memphis, Helena, Suttgart, 
Magnolia, Rogers, Hope, Conway, 
El Dorado, Pine Bluff, Hot Springs, 
Morrilton, Fort Smith, Warren, 
Russellville, Texarkana and Fay- 
etteville, all with 100 percent mem- 
bership. Little Rock dealers have | 
held monthly meetings for a num- | 
ber of years. } 





Nash Manuals— 


W. A. Cook (left), Nash Motors’ national 
service manager, and J. E. Lamy, central 
regional manager, are shown discussing 
the new Nash technical service manuals, 
mechanical and body editions, which re- 
cently have been made available to deal- 
ers. According to Cook, the new manuals 
consist of 606 pages, including 1,118 half- 
tone illustrations and 127 line drawings, 
and are believed to be among the most 
complete service manvals ever printed. 
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i Drivers Sent to Dealers . 





Leased-Car Service 
Poses a Problem 


‘Continued from Page 31) 


percent of all vehicles registered 
in the Philadelphia area during the 
first quarter of this year went to 
fleet or leasing companies. It is 
thought that a sizeable percentage 
of these vehicles were licensed in 
the Philadelphia area but went into 
other areas eventually, 

Another large leasing company 
is about to open a $250,000 build- 
ing in Cleveland just to condition 


and deliver cars to its customers|of about 4,000 vehicles ran 2.35) 


| cast of the Mississippi river. 
These larger leasing companies 
know car operational costs to 
the fourth decimal. They can’t 
help but know just what it should 
cost to keep a car in top running 
| condition any place in the coun- 
| try, since they compile the most 
minute costs on every item of 
| expense for from 1,500 to as high 


! 
| for operating their own car, can 
|effect such attractive savings by 
| going into leasing. 
a * 
NOTHER phase that gives the 
present growth substance and 
seems to indicate that, unless pres- 
ent conditions change materially, 
these companies will go right along 
showing operational savings to 


as 9,000 cars under their direc- 
tion. They also know the current 
market on used vehicles in all 
| kinds of condition in every part | 
| of the country, since they are 
| selling thousands of cars every 
| year. 
An instance of how close these 
companies work on operation is 
| shown in the figures for One com-| 
|pany for the first quarter of this 
year. Running expenses of one lot | 


* 


may be drastic changes in both 
capital-gains and depreciation reg- 
ulations, is seen in that more than 
one company ignores capital-gains 
advantages in setting up their 
profit structures. 

The rate structures set up by 
these companies are on a bisis that 
totally ignores the capital-gains 
angle in their present operation and 
accepts it as a current windfall 
that increases present net profits 


ing expenses less gasoline ran 4.75 
cents per mile. 

| Ability to operate complete fleets 
|of salesmen’s cars at such figures | 
|also indicates why leasing is cur- 
|rently on the increase, especially 
| when it is pointed out that com- 
| panies that are now paying from 
'7% to 10 cents a mile to salesmen | 


| 
| cents per mile while total gy 
| | 
| 
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their customers even though there | 


| but is not counted on as being a 
basic part of the “procure, service 
|and salvage” picture, The only dif- 
| ference a cut in allowable depreci- 
ation would be in slightly increas- 
ing the rate structure to take care 
of the difference. 

There are just about as many 
different types of operations 
among leasing companies today 
as there are leasing companies. 
| These range from a strictly SSS 
| (shop, service and salvage) oper- 
| ation, where ability to buy ve- 
hicles at the low dollar and take 
full advantage of current capital 
gains is basic in the management 
program, to an operation such 
as Peterson, Howell and Heather 
which ignores capital gains en- 
tirely on 17 out of its 97 client 
contracts. 

PHH is strictly a management 
deal, and its entire foundation is 
based on taking all of the opera- 
tional worries of fleet operation off 
the shoulders of their clients. In 
fact 37 of their clients still own 
their own vehicles, and PHH only 
manages the operation for them on 
a small fee per vehicle per month 
basis. 

The closer one gets to the opera- 
tion of these large leasing com- 
panies, the more it becomes evident 
that leasing is strictly a business 
of its own and cannot be mixed in 
with a franchised retail automotive 
operation. In the Philadelphia- 
Camden and Baltimore areas, 
where there are more large and 
older companies in the business, 
there is a trend to divorce the 
leasing business from any connec- 
tion it might have had with a 
retail automotive selling franchise 
in its beginning. These companies 
have found that being connected 
with any one dealership operation 
presents a handicap rather than an 
asset. 


Casualty Adjusters 
Taking Lessons in 
Auto Repair Work 


CHICAGO.—Now they’re making 
auto mechanics out of insurance 
claim adjusters! 

A “school” in how to repair a 
damaged or wrecked automobile is 
being run by Lumbermens Mutual 
Casualty Co. Adjusters learn weld- 
ing, frame straightening, body and 
fender repair. They check parts 
prices, labor charges, and then don 
overalls and actually put cars back 
together again. 

It’s all part of an effort to lower 
automobile insurance rates, Royce 
G. Rowe, company vice-president, 
explains. 

“High repair and other costs have 
been forcing insurance rates up,” 
he said. “We believe if our adjust- 
ers learn the garageman’s ‘lan- 
guage,’ he will do a better job, and 
costs will be lower for our policy- 
holders.” 

The adjusters study car’s “anat- 
omy” and analyze the principal 
types of insurance contracts under 
which claims are filed. They also 
spend considerable time on the 
legal aspects of claim settlement 
work, Rowe said. 

“The program has many advan- 
tages. It not only saves money, but 
gets cars back on the road quicker. 
Garagemen learn to respect the 
adjuster’s knowledge and fairness, 
and submit bids accordingly. The 
adjuster knows if the price is right, 
and can order the work done im- 
mediately.” 

















In Lincolnton, Ga., a motorist 
opened his glove compartment 
and found 10 baby birds. He had 
put the eggs in the compartment 
and the heat hatched them. 
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Boston DeSoto Dealers’ Exhibit— 


One of the features of the New England home show in Boston, was this display 
of 1952 DeSoto cars by 35 Greater Boston DeSoto-Plymouth dealers. Aiso shown were 
a special motor and transmission display, including a cutaway of DeSoto's Fire Dome 
V-8 engine. In charge of arrangements for the dealers’ exhibit were: Frank H. Wing, 
Lawton-Wing Co., Boston, chairman; Paul Rochford, Rochford Motors, Medford, and 
George White, Trimount Motors, Cambridge. 





@ If you were a car dealer prior to the advent of Cadwrap , you must 
really admire the way shipments of doors, decks, hoods and fenders 
now arrive at your service department in “factory-fresh” condition, 
ready for immediate use. When wrapped in (qdw/dp, these sheet 
metal parts are easier for the rail and truck people to handle without 


danger of dings, dents or scratches. 


®@ The fact that these parts come through in good condition can be 
credited to the men at the factories who have so thoughtfully 
adopted Cadwrap as a means of saving you time and money. 
Practically all of the car and truck manufacturers now use this 
unique, patented, cushion-type protection when shipping sheet 
metal parts to their dealers. While there is a saving to the 


factory, because the parts handle easier, nest better and 
cost less to ship—the big advantage of Cadwrap is 
getting the part to you in first class shape. 


@ When you see parts, protected by that heavy, 
tough, creped paper with the excelsior cushioning, 
in your service department—please remember 
your friends at the factory—for that is not 


ordinary wrapping — but Cadwrap — and 
the factories use it because it helps you — 
their dealer. 


YOU MUST KNOW Cadwrap 


You may not have known its name until now, but most 
dealers now receive sheet metal parts from their factories 
wrapped in CADWRAP. First developed to protect 
fenders, it is now used on all such items as doors, decks, 
hoods, fenders, etc. 


WHAT IS Cadwrap? 


It is a patented wrapping consisting of tough, extra- 
heavy, creped paper laminated to excelsior cushioning 
pads. Because it conforms to the shape of the part, it is 
easily handled and fastened in place. 


WHAT ARE Cadclips? 


A patented metal device which slips over the duubled 
edge of CADWRAP and is easily clipped in place. They 
eliminate the unhandy wire or cords formerly used, mak- 
ing the parts easy to handle and perhaps, most important, 
cut down storage space because they nest so well. 


Cadwrap ano Cadclips art MANUFACTURED By: 


| 
| 
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Affecting Factories and Dealers... 





Auto Advertising 


By George Deery 
Associate Editor 
Three of 13 first place awards 
and two honorable mention awards 
were won by MacManus, John & 
Adams, ad agency, in the fourth 


annual exhibition of ad art held by | 


the art director’s club of Detroit. 
In all, there were 138 exhibits of 
which 29 were entered by Mac- 


Manus, John & Adams. There were | 


13 first place awards, 11 honorable 


|}mentions and three special men- | 


| tions. 

| The winning entry in magazine 
|art—color was prepared for Dow 
ene a The color photography 
| winner was also prepared for Dow. 
| The winner in the black and white 
newspaper classification was pre- 
|pared for Cadillac. 


k + * 


|Royal Triton to Frisch 


Frankie Frisch, one of base- 
ball’s alltime greats, who switch- 
ed from the campus of Fordham 
university to big league stardom 








overnight, has started a new se- 
ries of Monday-through-Friday 
sports commentaries over the 
ABC radio network, with Union 
Oil of California, as sponsor, it 
was announced by Charles T. 
Ayers, ABC vice-president. 
Royal Triton baseball roundup 
can be heard on 319 stations from 
5:55 to 6:00 p. m., EDT, Mondays 
through Fridays. Royal Triton 
motor oil is the product to be ad- 
vertised. The agency for the spon- 
sor is Foote, Cone & Belding. 


* « + 


JWT Promotes Two 


| Election of Norman H. Strouse 
to the board of directors and 
Harry M. Jackson as a vice-presi- 
| dent was announced last week by 
| J. Walter Thompson, ad agency. 
Strouse, a vice-president and De- 
troit manager, started his ad 
| career on a Seattle newspaper in 
| 1925. After four years of news- 
| paper work, he joined J. Walter 
| Thompson in its San Francisco 
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SHIPMENTS OF FENDERS USING Cad@W/ap WITH 
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CADILLAC PRODUCTS, INC. 


2300 GAINSBORO AVENUE FERNDALE 20, MICH. 
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A Winning Ad— 

This Cadillac newspaper ad in black 
and white won a first place award for 
MacManus, John & Adams, ad agency. 
= 


* * 


office where he was until he entered 
the service in 1942. 

Returning from overseas duty in 
1945, he was assigned to the Detroit 
office of the company as account 











H. M. Jackson . Strouse 


representative on Ford car, was 
elected a vice-president in 1947 and 
promoted to his present position of 
Detroit manager in 1948. 

Starting in San Francisco as a 
salesman for a radio station, Jack- 
son’s prewar career was devoted 
to radio, rising to the position of 
Western sales manager of CBS in 
Chicago. Discharged as a lieuten- 
ant-colonel assigned to the Signal 
corps in 1945, he joined J. Walter 
Thompson in San Francisco as an 


account representative handling 
the Ford dealer committee pro- 
gram. 


He was transferred to Detroit in 
January, 1950, to become account 
representative on Ford co-opera- 
tive, and early this year was pro- 
moted to account representative on 
Ford car. 

* * * 


No Suspension of Suspense 

j The Auto-Lite “Suspense” tele- 
vision program, heard and seen 
on 32 stations from coast to 
coast over the CBS network, will 
remain on the air for the sum- 
mer, D. B. Seem, ad manager of 
Electric Auto - Lite, has an- 
nounced. It originates live from 
New York City and is telecast at 
9:30 p. m., EDT. 


* * ‘ 
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|Wins Prize— 


Collins & Aikman's national ad _ fo: 
Aug. 25, 1951, was selected by the Art 
| Directors Club of New York for its 31s! 
| annual exhibition of ad and editorial art 
|The ad, which appeared in the Saturday 
Evening Post, was headlined ‘Meet the 
| Royal Family" and was illustrated in full 
|color, three dimensional cut-outs of 
pores covered in C & A Candalon nylon 





upholstery fabrics. “Meet the Royal Fam 
| ily" is one in a series of C & A advertise 
ments using three dimensional cut-out 
illustrations to feature the three dimen 
sional Candalon upholstery. Warren Rog- 
ers, of Kudner Agency, Inc., designed 


ihe ad, 
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Here is the new General Electric Company 
Electronics Tube Plant recently completed 
at Anniston, Ala., for manufacturing radio, 
television and other electronic tubes. This 
$6 MILLION plant will employ more than 
2,000 people when its 150,000 square feet 
of floor space is fully activated. 










“The industrial and agricultural 
progress of the South has been aided 
in no small degree by an ample supply 
of electric power and more efficient 
methods of utilizing this power. 
General Electric’s investment in this 
progress is evidence of our firm belief 
in the vitality and the future of the 
South.” 


CLAUDE J. HENDON 


General Electric Commercial 
Vice-President, Atlanta, Georgia 


The SOUTH Subscribes to 


THE PROGRESSIVE FARMER 


PUBLISHED IN FIVE SEPARATE EDITIONS TO SERVE THE FIVE FARMING REGIONS OF THE SOUTH 


BIRMINGHAM « RALEIGH +* MEMPHIS «+ DALLAS NEW YORK e¢ CHICAGO « EDW. S. TOWNSEND CO., SAN FRANCISCO, LOS ANGELES 


GENERAL ELECTRIC 
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grows South! 














““General Electric Company is proud to participate in 
the vigorous growth of the South. Our modern electronics 
tube plant at Anniston, Alabama, is part of a new industrial 
expansion that is contributing, through technological ad- 
vances, to the defense of the nation and the standard of 
living of all of its citizens.” 


W. R. G. BAKER, General Electric Vice-President 
and General Manager, Electronics Division 


‘ 















dominates a market of comparable size. 


Ww greatly increased production 
Since 1941, the South’s cash farm in- 


facilities, warehouses, branch offices 


and intensified sales and advertising 
activity, General Electric Company is 
vigorously growing South! As a basic 
part of this healthy Southern expansion 
program, General Electric Company is 
one of the largest users of advertising 
space in The Progressive Farmer, to 
sell G-E products to the rural South! 


The 16 Southern states now have 
2,144,500 electrified farms...46.1% of 
all the electrified farms in the U.S. 
The Progressive Farmer dominates 
the rural South as no other magazine 


come has increased 180.5% and its num- 
ber of electrified farms has increased 
255.4%. The Progressive Farmer sub- 
scriber-families are prosperous new cus- 
tomers with countless uses for electricity 
both on the farm and in the home. 

The rural South is the fastest-growing 
big market now available to manufac- 
turers of electrical appliances and equip- 
ment. Another of the many important 
reasons why The Progressive Farmer is 
now The Nation’s No. 1 Farm Magazine 
in Advertising Linage! 












SOUTHERN 
FARM FAMILIES 
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eration, the company says. A 
chassis drawing, with arrows 
pointing to the various parts, ap- 
pears alongside the chart. 


New Products 


+ + 








CAR CLEANER — Wet-pack Mira-Sham| Qn Specialized Lube Tools 
chamois, and aha ta aati. anh te a ae oa Bre. ee ae cee oe 
' ‘ ‘| explained in an illustrated Bro- Congress Ave., New Haven, Conn. 
cleaning autos, mirrors, chure called “Selection Guide of |nounces an eight-inch electric display | block 
enamel, porcelain, floors Specialized Lubrication Tools, table which can be used for floor or) 
states Miracloth Corp., being issued by Alemite division window displays. The company says that 
400 W. Madison, Chicago 6. 


division of marketing of the Amer- 
ican Petroleum Institute. 

The handbook, available through 
the Institute’s headquarters at 50| 
W. 50th St., New York, is entitled 
“Developing Your Men _ Builds 
Profits” and is listed as API Man- 
ual 1500. It is priced at $1 per copy. 


* * 


Stewart-Warner Issues Chart 





of Stewart-Warner Corp., 1826 | the top can be extended in width by plac- sctenanasiali 
Diversey Pkwy., Chicago 14. ing board or glass on the top of the 


The guide is set up in chart | table. 


+ 


1 form, much like a mileage -be- | | crease resistance to acid, water, oil 
API s New Book tween-cities chart, with the car F : > : 7 I | and grease. 
Oil Institute Brings Out make set up in the vertical col- | older on AWOG Issuec * 


Flexrock Co., 3668 Cuthbert St., 


umn and the eight specialized 


Sales Training Guide | tools strung out horizontally. It | Philadelphia 4, has issued a new Booklet on Gages | 
A 38-page illustrated booklet, | 
marketing personnel is spelled out| operator to select the wrong gun | AWOG, a chemical which is added “Dimensional Control and Gaging 


in a new handbook issued by the| or accessory for any given op- ‘to concrete in order to produce Policy, “ has” been published by 
. — | 


of training! is practically impossible for the |folder giving information 
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GENUINE 
CHRYSLER CORPORATION 
PARTS AND ACCESSORIES 


Wherever you are... you can get MoPar 
parts and accessories for any of the 10 million 
Plymouth, Dodge, De Soto or Chrysler cars 
or Dodge ‘‘Job-Rated’’ trucks on the road 
today. 


Whatever you need . . . you can be sure of 
getting exactly the right MoPar part. It 
will be a genuine Chrysler Corporation part 
. built to the same high standards as 
original parts. 
So whenever you need any part or accessory 
for any vehicle built by Chrysler Corporation 
—get MoPar. See your nearest Plymouth, 
Dodge, De Soto or Chrysler dealer. 


CHRYSLER MOTORS PARTS CORPORATION 
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JET BLACK—Du Pont has introduced a 
re jet black lacquer in its Duco line. 
“4 | signed to answer requests 
to match those, 
and synthetic, being 


blacker | 


longer-wearing floors and 


Sheffield Corp., Dayton 1, O. It 
covers such subjects as gaging pol- 
icy, tolerances, reference tempera- 
ture, gage specifications, ordnance 
practices, fixed gages, instruments, 
multiple semiautomatic and auto- 
matic gaging devices. 


| 








CHROME CLEANER—Great Lakes Chem- 
ical Co., Cleveland, announces a chrome 
cleaner it says will not harm today's thin 
| ehoome finishes. It is different from abra- 
| sive type cleaners which require hard 
| rubbing to remove rust deposits. Breezy 
|simply is applied with a brush and 
| washed off with a generous amount of 
| water and leaves a protective coating, 
| says the company. 





HYDRAULIC JACK—A hydraulic bumper 
| jack, styled to complement current auto 
| design trends, has been announced by 
| Stampco Products, Minneapolis. The jack 
|—model 136—represents a radical de- 
| parture from conventional jack design, 
| according to the company. It features a 
patented full-swinging hood that fits all 
types of bumpers and automatically ad- 
| justs to variations in lift angle, distribut- 
ing the load close to the center of the 
| lift. 





ee: 


PRESSURE PURGER—Choldun Mfg., New 
Haven, Conn., announces that a visual on- 
| the-car analysis of the entire cooling sys- 
tem can now be made for the first time, 
by using the Pressure Purger. By ana- 
lyzing, the dealer can locate defective 
| radiators, hoses, head gaskets, pet cocks, 
| freeze plugs and heaters instantly, claims 
| Choldun. 
(Continued on Page 39, Col. 1) 
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American Cyanamid Co. It is called | provides positive control for meet- 

Aerolube 92. ing car manufacturers’ original 
. ° specifications, Seeley said 

Remington Rand Introduces 

New Tabulating Machine 

The Card-o-Matic Punch, a new 
machine for punching tabulating 
cards, has been introduced by Rem- 
ington Rand Inc., 315 Fourth Ave., 
New York. 

Teamed with the Conve-Filer, a 
mechanized continuous tub file, the 
Card-o-Matic Punch provides for 
|almost completely automatic loca- 





ment in reducing costs while auto- 
matically supplying a dependable 
volume of steam at constant levels 
of temperature and pressure, states 
the company. 





Gould-National Introduces 


$ gi . : ‘ |tion of the proper master card in 
a 7 Plastic Battery Container the motorized file, transfer, selec- 
‘a ae =. A plastic container for passenger tion and punching of the desired | 


car batteries is being introduced by 
Gould-National Batteries, Inc., St. 
Paul, Albert H. Daggett, president, 


information into a new tabulating 

card, and the opportunity to enter 

variable data as required from a 

announced. |single keyboard located at the op- 
Daggett said the new container, ; erator’s fingertips, according to the 

made of polystyrene plastic and | COOLING SYSTEM CLEANER—This cast company. 

. called “Kathanode Poly-Red,” un- | gluminum device can be attached to the 





L 








SPINDLE GAUGE—John F. Duby Co., 
, 744 Gallivan, Dorchester, Mass., states 
affected by battery acids, over- filler neck of any car or truck for cleaning Buick, Willys Paint Finishes that its No. 370 spindle gauge is de- 


~ 


comes failure due to chipping and | the cooling system, announces Trippe Mfg. . 
cracking, does not Abe Srittie Co., Chicago 6. The device runs for 45 | Announced by Martin-Senour how much an auto spindle is bent. 

in subzero weather and will not | minutes, circulating a chemical through Duplication of all 1952 automo- * * # 
| we in extreme heat. the entire radiator, motor block and tive finishes for Buicks and Willys . =. 

; arp in ext gad Pe <b tattiin have been developed by Martin- Superdraulic Catalog 
‘ = PE Senour, 2520 S. Quarry St., Chi- A new catalog has been prepared 
Lube Oil Additive | content under “severest operating |cago, it is announced by Don A.|by Superdraulic Corp., 14256 Wy- 
Development of an additive for conditions,” is reported by Howard | Seeley, automotive division man-|oming, Detroit, which designs and 
lubricating oil, said to permit effi-| E. Nehms, manager of the petro- | ager. | builds industrial hydraulic equip- 
cient use of fuels with high sulfur|leum chemicals department of The company’s factory packaging | 


| signed to show in thousandths of an inch 


OIL CHANGER—The SHUR OC200, with 
a single control has been announced by 
Grieve-Hendry Co. Inc., 1101 N. Paulina 
St., Chicago. It was designed to help the 
dealer increase oil sales by showing the 
necessity of lubrication at regular inter- 
vals. It is equipped with a  visi-basin, 
which measures and shows the motorist 
all oil removed from the crankcase. 


(Continued on Page 40, Cui. 2) 
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CFAL SAFETY SERVICE 
at the INDIANAPOLIS RACE! 


















FLUID DISPENSER—An automatic trans- 
mission fluid dispenser is announced by 
Aro Equipment, Bryan, O. The unit, Model 
60034, dispenses directly from original 
100-pound fluid drums, and can be used 
with four-caster dolly as shown here. 

.* a @ 


“BEAR” is FIRST AGN 


ee. with 500” Race Drivers 
~ee With the Motoring Public 


eee in Profits for you 


Once again, “BEAR” is the OrFIcIAL Alinement and Balancing Service at the world 
. . . . . . ad . 

famous 1 oe, te 500-mile Classic. In fact, no car is allowed on the track until the 
wheels have been correctly alined and balanced. This confidence placed in “BEAR” 

Equipment by race officials and drivers is, in itself, convincing proof of the 

precision and quality of “BEAR” Equipment. 

“BEAR" 195-84 Alinement Machines 

(top illustration) safety-check and 

inspect camber, caster, kingpin, 


toe-in and turning radius on close to 
70 different cars before the big race 


As an official “BEAR” Service Station you can offer your customers the 
same service on exactly the same type of equipment that racing drivers 
at the “500” have depended on for so many years. “BEAR’s” aggressive 

national advertising program has been a big factor in convincing the 
motoring public of the need for SAFE and SANE MOTORING. Safety Testing 
is on the increase everywhere and a good portion of each service dollar 
is being spent for services done with “BEAR” Equipment. An investment 





The speed and simplicity of operation 
ot BEAR “Perfect” 36 Whee! 
Balancers enables *‘BEAR"’ crew-men 
(above) to correctly balance between 
1,500 and 2,000 wheels prior to race day. 


LIQUI-MOLY — Mill River Products, 722 
Middle Neck Rd., Great Neck, L. I|., an- 
nounces a molybdenum-base lubricant 






i : a, cl ae . -NDS ¢ »e! 
called Liqui-Moly that the company claims in “BEAR” Equipment today—starts paying BIG DIVIDENDS at once! 
makes oil 300 percent more efficient. The Lee Waltard—1951 Winner— Gan your “sean” Jobber or write for complete 

. a" "* Booster (right). Pe : 4 a y 
firm says that the lubricant gives more information to BEAR MFG. CO., Dept. A-14, ¥ 


r.p.m., power, speed and longer life, 
while reducing heat, friction, scoring, 
seizing and wear. 

* x 7: 


Clayton Offers New Booklet 
On Steam Generator 


Clayton Mfg. Co., El Monte, Calif., 
has released a new, illustrated book- 
let on the automatic, self-contained 
steam generator. 


Details are given on specific in- 


dustrial applications of the equip-| 


Rock Island, Illinois. 
Remember—Car Owners look for the sign 
of the Golden BEAR" for Safety Service. aie 


Nationally advertised in the 
i 


Get the details on the NEW “BEAR" Telaliner. . . the right before your customers’ eyes—on a screen that makes 
newest advancement in the science of wheel alinement. precision alinement easier than ever before. Another 
NOW-—all steering and alinement troubles are exposed Goiden “‘BEAR" FIRST that pays off in BIG PROFITS! 


“EB EE PR RRSALY SERVICE > 


Wrest ALinkees Semler 
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(Continued from Page 





CHEVROLET FILTER—Fram Corp., 
Providence, announces a Filcron filter that 
fits all Chevrolets from 1940-52. Sold on 
a money-back guarantee, the kit features 


of 


| ment. 


39) 


The 
and layout drawings 


designs. 


graphs 
typical hydraulic 


* . * 


New Line of Steam Cleaners 


Offered by Livingstone 
Livingstone Engineering Co., 
Grove St., Worcester 5, Mass., 


100 


has | 


catalog includes photo- | 
of | 


r 
| 
ne 


announced a new line of steam-jet | 


cleaners. ‘ 

Known as_ the _ Speedylectric 
Model JC-50, it operates at steam 
pressures up to 200-psig and rinse 
water pressures to 400-psig, the 
company states. It requires power 
availability of not less than 30 to 
40 kw, 220, 440 or 550 volts, three- 
phase power and water supply of 
250 to 300 gallons per hour, accord- 
ing to the firm, and is recom- 
mended for fast cleaning of trucks, 


| 






Is Smart vo personalixe with... | Milwaukee, open drip-proof (Type 
p SIGHA- GRAMS || AP) and splash-proof (Type| 
APWW)  squirrel-cage induction | 

|}motors in ratings of % to 100 


bulletin released by the company. 
| According to the bulletin, the mo- 
|tors are available with many spe-| 


| enclosed, vertical mounting, flange | 





SIGNA-CRAFT — This counter merchan- 
diser created for Signa-Craft Fifth Ave., 
New York, is being used in auto stores, 
in addition 


are suitable for the majority of 
cage motor applications. 


* * * 


Cold-Tank Cleaner 

country. Development of a new cold-tank 
the display has three tiers which are di-| cleaning reagent is announced by 
vided for the | Kelite Products, Inc., 1250 N. Main 
adhering aces —_ my company. St., Los Angeles 12. It makes pos- 


‘ | sible the removal of grease, carbon, 
Allis Chalmers Bulletin 'gum and sludge deposits by cold 


service stations, chains to 


variety and drug chains throughout the 
“Designed in yellow and black, 
self- 


into compartments 


| and dimensions of Allis-Chalmers, 


j horsepower are described in a new} 


|cial modifications such as totally- | 


|mounting, and multi-speed con- 

| struction. 

| All ratings are available in| 

| NEMA Design B, and most in| 
NEMA Design C. The _ bulletin) 


| points out that Design B motors} 


Describes Cage Motors 
features, 


|immersion, according to the com- 
ratings! pany. 


buses and other automotive equip- 
ment. 


easier-to-install lines and is numbered 


F4-18AP2. 





Construction 











VENUS CAR FINISH 


Easy to use...easy to sell 


Now with a bonus thats 
easy to take 


beavers CAR FINISH gives you more to sell and more 
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WHO'RE YA FOR? — Industrial Repro- 


| ductions, 4113 Third Ave., New York, has 


announced a line of political plates to fit 
above any license plate and advertise 
the drivers choice of candidate for presi- 
dent. Included in the luminous stock, are: 
| Like tke, Taft for President, I'm for 


Kefauver, Warren for President and Rus- 
sell for President. 





BATTERY CAPS—Hydrocaps are used to 
replace the conventional caps on a bat- 
tery. They contain a palladium catalyst 
that has the property of converting es- 
caping hydrogen and oxygen gases, by- 
products of normal battery operation, 
into water, the maker states. Also corro- 
sive acid fumes are trapped and dissolved 
during the process, according to Industrial 





profit—it gives your customers more results. 
That’s because the new VENUS formula cleans, pol- 
ishes, waxes and protects—all in one easy applica- 
tion. VENUS is the easiest-to-use of all car waxing | 
products! VENUS wax beauty lasts, too—because of 
FOR-SIL, the exclusive VENUS ingredient! 


Take advantage of the new wH1z Combination Offer. 
You’ll get extra profits, plus wonderful bonus gifts! 
See your WHIz jobber today! 















— 














Combination Offer No. 52-P 
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¢ You get free of extra charge, your choice | 
of Palm-Grip Ratchet Screwdriver Set or 
$10.00 Lady Ellen Pearls......... N/C 


* Special Dealer Price, only.... $21.60 


Palm-Grip Ratchet Screwdriver Set 







Contains Ratchet fits palm, has 3 positions for for- 
FOR-SIL, the ward, reverse and stationary twists. 
greatest develop- Standard and Phillips blades included in 






offer—many other types available to fit. 
Lifetime guarantee. 






ment in waxes 
since Silicones! 





"Lady Ellen’’ Matched Pearls 


Synthetic pearls—nationally 
advertised at $10.00. Necklace 
and earrings with sterling sil- 
ver clasps. A beautiful gift, 
handsomely boxed! 


R. M. HOLLINGSHEAD CORPORATION 


LEADER IN MAINTENANCE CHEMICALS 
Camden 2, N. J. 
Warehouses: Chicago, Dallas, San Francisco 














| Research 


Inc., 4016 N. W. 29th St., 
Miami 42, Fla. 





SIDE-VIEW MIRROR —This unit comes 
packaged with two clamps that are inter- 
changeable for use on either rain-drain or 
door-top flange on car, according to 
Supersite Corp., 384 Canal Place, New 
York 51. Two styles—round and oval—are 
available. For door-top mounting, mirror 
will fit all Chrysler, Ford, Kaiser-Fraiser, 
Nash, Studebaker, Hudson and Crosley 
cars. For rain-drain mounting, mirror will 
fit all General Motors and Ford cars from 
1951 and up, wherever rain-drain is at- 
tached on door of car. 


* = . 





SPRING CLIP PLIERS—W. D. Petty Co. 
8908 S. Main, los Angeles, announce: 
pliers for removing spring clips and speed 
nuts. The pliers are designed for quicker 
removal of spring clips and speed nuts 
in hard to reach places. 

(Continued on Page 41, Col. 1) 
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METCO AUTO DEN—Metco Mfg., Inc., 
Ferndale, Mich., announces the develop- 
ment of an auto den that keeps children 
safe in the back seat while making long | 
trips. The company says that the auto den | 
lévels the back seat like the floor of the) 
front room and confines children like 
their own playpen. It can also be used for 
playing cards, writing letters or is a 
good support for reading. 

* * * 




















PREXY KROME KOTE—Prexy Krome | 
Kote, crystal-clear coating that provides 
complete anti-rust protection for all bright- | 
finished metal surfaces, has been an- 
nounced by the Allen Products Corp., 
20450 Sherwood Ave., Detroit. The com-| 
pany states that the new formula is im- | 
pervious to the action of road salts, smog | 
and sea air, and provides year ‘round | 
protection against rust, corrosion, pitting, | 
discoloration and tarnish. | 

* * * 








LIP-TYPE SEAL—This two-piece, lip-type 
seal has been developed by the Brum- | 
mer Mfg. Co., Chicago, to prevent leak- | 
ing oil from the rear main bearings of | 
automotive engines. By fitting two half- 
sections around the crankshaft and tight- 
ening together, a positive seal is ob- 
tained. It is made of oil-resistant Hycar 
American rubber, a product of B. F. 
Goodrich Chemical Co. 

.* & © 
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the products are attractively packaged in 
a three-color, plasti-coat window display 
box to catch the customer's eye. 


Cuno to Introduce Lighter 
To Fit All Auto Sockets 


Cuno Engineering Corp., 
den, Conn., has announced that it 
will soon introduce a_ cigaret 
lighter plug that will operate in 
any of the several different type 
sockets now being installed in au- 
tomobiles. 

The company said that it will be 
possible to sell either pop-out 
lighters or Spot-Liters for any car, 
with complete confidence that the 
lighter will work satisfactorily. 

* * - 


Insignias, Hood Ornaments 
Feature Gem Accessories 


Meri- 


Gem Mfg. Co., 2535 S. State St., 
Chicago, announces a complete line 
of accessories for automobiles. 

Included in the line are chrome, 








LEFT-FOOT ACCELERATOR—A left-foot 
accelerator has been developed by Wil- 
liam Walter Co., 2137 N. 59th St., Mil- 
waukee 8. The company says that it ban- 


ishes exhaustion and leg cramps that 
drivers suffer from using the right foot. 
The left foot accelerator will not interfere 
with the operation of the clutch, brake or 
other controls. It is made to fit trucks, 
buses and cars. 





and gold plated and illuminated 
hood ornaments, fender moldings, 
grille trim, fender ornaments and 
V-type insignias. 


* * * 
Aeroil Products Introduces 


Steam Cleaner for Autos 


Aeroil Products Co., Inc., of South 
Hackensack, N. J., is manufactur- 


ing a new type of automotive! operator at instrument panel to give 
steam cleaner. desired amount of steering assist for any 
The “Auto-Steam” was designed |load, condition of road, speed or any 
especially for cleaning motors,| combination of these variables, says the 
chassis, wheels and bodies, the company. 
company says, but can be used to} 
clean whitewall tires and to flush! 
out fuel-oil trucks. 


The cleaner can be operated 
from a control panel by one man. | 
It has a capacity of 120 gallons per | 
|}hour and a working pressure of | 
| 75 to 110 pounds. 








STEERING BOOSTER — Air-O-Matic 
Power Steer Corp., 24 Noble Court N.W., 
Cleveland 13, is manufacturing a low-cost, 
fully automatic, compressed air-operated 
power steer booster to provide easier, 
safer steering of trucks, tractors, moto- 
cranes, off-the-road and heavy road con- 
struction equipment, military and other 
specialized vehicles. The device aids ve- 


ROLL-O-MATIC — The Roll-O-Matic pat- 
ented tire chain principle is now available 


for heavy trucks and snowplows according 
to Roll-O-Matic Chain Co., of Kansas City. 
Previously Roll-O-Matics have been avail- 
able only for cars and light trucks. 








hicle steering and can be adjusted by (Continued on Page 42, Coi, 1) 








Today’s engine bearings require precise installa- 


tion. They carry heavy loads, operate at high 


speeds and high temperatures. When you put a 


modern precision bearing into an out-of-round rod, 


you invite early bearing failure. 


Be sure of the rods—use Federal-Mogul exchange 


insert connecting rod service. You get theroughly 


reconditioned rods, with truly round bores. They’re 


low in cost, high in quality. They’ll help protect 


your work! Use them on every overhaul! 


WATCH 
OUT FOR 














INVISIBLE 
THOUSANDTH 


Ohalohe misl-Molal-aiatelhvelaletiaitelhal-ta-tala-) 
between a usable insert-type rod 
and one that must 

be rejected for out 

of-roundness 


(Division of Federal-Mogu!l Corp.) 


DETROIT 13, MICHIGAN 





Engine Bearings (Main, Connecting Rod 
and C ec cting 
Rod Service © Exchange Insert Rods, Re- 
babbitted Rods ¢ Connecting Rod Bolts and 
Nuts ¢ V-Seam Piston Pin Bushings ¢ Shims 
and Shim Stock 


haft) e B hi 








EXHAUST EXTENSIONS — Aves 
Co., Dept. E, Los Angeles 25, has an- 
nounced these tubular exhaust extensions 
said to be made of heavy gauge tubing, | 


| 
| 
Electric 
| 


and finished with high quality, triple- | 
plated chromium. The company said that 
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tured by Jim Robbins Co., Stephenson 
4 | Hwy., Royal Ook, Mich. The company says 
they can be clipped behind the standard 
auto hood ornament. 


Shure Forms Own Concern 
To Handle Service Line 


The complete line of steel mer- 
chandisers, work benches, carts, 
cabinets and background panels 


| formerly available through Natkin 
| & Co., St. Louis, is now being man- 
| ufactured and sold through jobbers 
| by Shure Mfg. Corp., of St. Louis. 
| President S. J. Shure formerly 
was president of Natkin & Co., and 
J. A. Richardson, vice-president and 
treasurer of Shure Mfg., formerly 
was general 
& Co. 


who are contacting jobbers in their 
| respective territories. These agents 
are: H. M. Dingley Co., of Seattle, 





CAMPAIGN DEFLECTOR — The Republi- 
can elephant and the Democratic donkey | for Oregon and Washington; Wal- 
are pictured on auto hood ornaments that| ter V. Hall, of Arcadia, Calif., for 
serve as bug and dirt deflectors manufac-' California and Arizona, and Darger 








A portion of the complete Line of Special 
Tools for Servicing all’52 Ford, Lincoln and 
Mercury products were displayed on the 
above panel at the advance dealer showing 
in Detroit. 

The Manzel policy of cooperation with 
car manufacturers is your assurance of higher 
quality and better performance from any 
service tool. 


manager of Natkin| 


Shure has added three agents | 


Co., for Utah 


and 


of Salt Lake City, 
Idaho. 








LO-AIR TIRE ALARM—A product called 
“Lo-Air" tire alarm is now available to | 
the motoring public, announces Reardon | 
Products, 2109 S. Adams St., Peoria 2, | 
Ill. The company says the alarm signals | 
the driver before the tire goes flat, and} 
claims that this will save tires, tubes and 
many costly highway accidents. | 

* * + 
Chicago Firm to Make 
English Auto Battery 

Chicago Forging and Mfg. Co.,| 
1317-25 W. North, Chicago, has an- | 
nounced production of an auto stor- 


car manufacturer. 


tests in Detroit. 


INSIST © 


341 Babcock Street, B 


FACTORY DESIGNED 


Manzel engineers developed the 1952 spe- 
cial tools in exclusive cooperation with the 


FACTORY TESTED 


Long before announcement of 1952 models 
the service tools were undergoing rigid 


FACTORY APPROVED 


Manzel special tools are released for pro- 
duction only after they receive the official 
approval of the car manufacturer. 
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age battery that will provide more 
power and longer life. 
The company says that the bat- 


tery, developed in England, ends 
corrosion and vibration damage 
and eliminates plate shedding. 


* * * 





CAUTION SIGN—Westinghouse, in con-| COMMERCIAL VACUUM—Ace Co., 112 
nection with Meissner Colorcrafts and|W. Washington St., Ocala, Fla., an- 
McKenzie Service, Inc., both of New York,| nounces the Alaco commercial vacuum 
is offering a boxtop premium offer in con- | cleaner. 
junction with Westinghouse sealed beam 
headlamps. The ‘‘gimmick," is a scotchlite 
caution sign that reflects lights of oncom- 
ing cars. It can be used in case of break- 
downs on dark country roads, says West- 
inghouse. 





COVERS MOLDING — Mol-Dees, 
1406 Patterson Rd., Dayton 10, O., offers 


Inc., 


these aluminum car door molding pro- 
tectors. They quickly snap into place and 
| no screws are needed for installation, the 
| firm states. In addition to protecting the 
finish, they cover worn finish. 


Top Teen Driver 
In Georgia Gets 
New Auto 


TIFTON, Ga.—A 1952 Pontiac 
sedan, contributed by Pontiac deal- 
ers of Georgia, was top prize in the 
teen-age driving contest, or state 
roadeo, held here. 

The roadeo, an annual event, is 
a presentation of the safety divi- 
sion of the Georgia highway partol, 
which was set up to teach safety 
driving. All the contestants had 
been trained in the high school 
driving classes of their various 
schools. 

Seventeen-year-old Garlin Hollo- 
man, of Lexington, Ga., was winner 
of the Pontiac, which was pre- 
sented by L. H. Holmes, of Atlanta, 
regional manager cf Pontiac. Hol- 
loman was also presented with a 
trophy by the Georg’a junior cham- 
ber of commerce, an organization 
which will sponsor him in a na- 
tional teen-age driver contest Aug. 
20-23 in Washington. 

York Hudgins, of Dawson, Ga., 
was second winner. He was pre- 
sented with a $100 savings bond 
and a television-radio set. Twelve 
other contestants received prizes 
presented by Tifton business men, 
as well as $25 bonds. Making these 
presentations was W. K. Erdman. 
also of Atlanta, regional manager 
for Studebaker. 

The driving course was set up on 
a wide street block in Tifton. It 
included posts set a designated dis- 
tance apart, simulated barrels, ser- 
pentine driving and _ backing, 
simulated garage into which th« 
contestants had to back, paralle! 
parking and other features de 
signed to teach good driving 
Judges were six state trooper 
from Florida and six from Atlanta 

The roadeo festivities began wit! 
a parade through downtown Tifton 
sparked by music from a Fort Ben 
ning army band, the Fitzgerald 
high school band and Tifton hig! 
school band. Several floats wer: 
entered, and each contestant rod 
in the parade in new, decorate 
ears furnished by Tifton aut 
dealers. 


He 





The back pages of every issue of AUT« 
MOTIVE NEWS contain the WANT AI 
| Section, Others are profiting from AUT¢ 
‘ MOTIVE NEWS WANT ADS! Are you? 


uffalo 10, New York 
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Py e Parts, Inc., Santa Barbara, Calif.; 
MEWA Membership Up 5h bet & tok ia, Meee 
Board of Directors Admits 55 Parts Wholesalers; La.; Smith Machine & Supply Co., 
More than 1,300 Now on Rolls | Works, Meridian, Miss.; Southern 


SAN ANTONIO.—Fifty-five addi- 
tional automotive-parts wholesalers 
recently were elected to member- 
ship in the Motor & Equipment 
Wholesalers Assn. at a meeting of 
the board of directors here. | 

Several other membership appli- 
cations were received late, and 
action on these will be announced 
soon. 

Harold E. Pirson, MEWA pres- 
ident, noted that total member- 
ship now exceeded’ 1,300, not | 
counting affiliates and branches. 

The new members are: 


Arizona Supply Co., Flagstaff, 
Ariz.; Auto Electric Service of 
Huntington Park, Huntington 
Park, Calif.; Buie Auto Supply, 
Baton Rouge, La.; Carburetor Sales 
& Service, Canton, O.; Charlotte 
Auto Parts Co., Charlotte, N. C.; 
Cresco Machine Co., Cresco, Ia. 

L. N. Diedrich, Inc., Ventura, 
Calif.; Dixie Diggs Auto Parts Co, 
Newport News, Va.; Dimmick Sup- 
ply Co., Lake Charles, La.; W. C 
Doverspike, Vandergrift, Pa.; 
Equipment Service Co., Indianapo- 
lis; Harold J. Fix & Son, Carson- 
ville, Mich.; Gallup Car Parts, Inc.. | 
Gallup, N. M.; Gardner Automotive | 
Parts, Reno, Nev.; Gates Motor 
Supply, Independence, Ia.; General 
Auto Parts, Las Vegas, Nev.; Gen- 
eral Auto Parts Co., Freeport, IIL; 
Gibson Motor Parts, Inglewood, | 
Calif.; Gipe Motor Supply Co.,! 
Owensboro, Ky. 

Hall’s Automotive Parts, Ft. 
Dodge, Ia.; Hare Brothers, Inc., 
Mt. Rainier, Md.; Henry’s Auto 
Parts, Cleveland; A. W. Hesson 


Senate OK’s Rise 


In Truck Securities | 


WASHINGTON.—The Senate has | 
approved a bill that would allow | 
interstate motor carriers to double 
the value of securities which they 
may issue without ICC approval. 

The bill, subject to House ap- 
proval, would increase the total par 
value of securities which might be 
issued from $500,000 to $1,000,000. 
It would also provide for an in- 
crease from $100,000 to $200,000 the | 
amount of notes which might be 
issued without a permit. 





Travel Research 


Transportation Institute 
Set Up at Michigan 

ANN ARBOR, Mich.—Establish- 
ment of a transportation institute 
within the college of engineering | 
at the University of Michigan has 
been approved by university re- 
gents. | 

President Harlan Hatcher, in an- 
nouncing the action, said the insti- 
tute was being established to meet 
the serious need for better under- 
standing of the relationship be- 
tween the various means of trans- 
portation and their efficient utili- 
zation in the best public interest. 

This will be done in three ways, 
the president said. First, in-service 
training programs, institutes, short 
courses and conferences will be 
held. 


Secondly, study and research in| 
the many phases of transportation 
will be sponsored through scholar- 
ships, fellowships and grants. And 
thirdly, the institute will assist in 
the development of the transporta- 
tion library for study and research, 
and as a broadly useful center for 
transportation information. 


Brada Co. Deliver Cited 
As Mich. ‘Driver-of-Year’ 


DETROIT. —A record of having 
driven trucks for 30 years without 
a single accident has earned Joseph 
P, LaLonde, 60, of Hazel Park, 
Mich., title of Michigan’s “driver- 
of-the-year.” 

A huge trophy, symbolic of La- 
Londe’s unusual feat, was pre- 
sented him in Detroit at the annual 
safety banquet of the Michigan 
Trucking Assn. More than 400 
officials and employes of the truck- | 
ing industry were present. Last | 
January LaLonde was selected as 
‘driver - of -the- month.” He is an) 
employe of Brada Cartage Co., 
Detroit. 


St. Louis; Santa Barbara Motor 


ton; Service Parts Co., Minden, 
El Paso, Tex.; Soule Steam Feed 


. ‘ — Parts & Electric, Inc., Durham, 
Co., wholesale automotive divi- | C; Spitfire Motor Parts Co., 
sion, Elko, Nev.; Lake Auto Chicago.; Standard Motcr Parts 
Parts Co., Lake Charles, La.; Co, Santa Fe, N. M.; Standard| 
Arthur W. Larson, Inc., Los An- | Parts Co., Los Angeles; Standard 
geles; Mission Auto Supply, |Parts Corp., Norfolk, Va.; Stone 
Santa Maria, Calif.; Monte’s Auto Wheel, Inc., Chicago. 


Parts, San Fernando, Calif. ; Mo- Ted’s Auto Parts, Baytown, Tex.; | 
tor Parts & Equipment Co., St. | Tole Co., Inc., El Paso, Tex.; Tri-| 
Joseph, Mo. State Automotive Co., Inc., Shreve- | 


Paint & Piston Service Co., Salt! port, La.; Truck Parts & Equip-| 
Lake City; Parts Service, Long| ment Co., Reno, Nev.; Valley Auto| ‘ 
Beach, Calif.; Parts Supply Co.,|Supply, San Bernardino, Calif.; | ® 
Wichita, Kans.; Pearson Auto | Wheeling Auto Supply Co., Wheel- | Gary Dealer Sells 16 Fords to City— 
Parts, Los Angeles; Plant City 





ing, W. Va.; Wilke Machine and|_ These are part of 16 Fords sold to Gary, Ind., by Gary Motor Sales in that city. 


Auto Supply Co., Plant City, Fla.;| Auto Parts, Brawley, Calif.; Wilson | Gerald Miller (right), general manager of the dealership, presents the keys to Leslie 
Saginaw Service Parts, Inc., Sag-| & Proctor, Ltd., Victoria, B. C., and| McMahon, superintendent of the police garage. F. C. Herschbach is president of the 


inaw, Mich.; St. Louis Auto Parts, Pat Young Service, Inc., Cleveland. | dealership, which sold its first order of six cars to the city in 1936. 


Tough on Oil-Pumping... 





GENTLE because  Steel-Vent's two wall-contacting steel sections have rounded edges 
which provide hairline contact and reduce drag to a minimum. 


GENTLE because the Steel-Vent spacer has extra wide vents that let oil flow through 
freely for extra cylinder wall lubrication. 


GENTLE because Steel-Vent's flexible, low-tension inner spring works only against 
the steel sections—holds them on the cylinder wall with soft pressure. 
Result: maximum life, minimum wear. 


HASTINGS MANUFACTURING CO., HASTINGS, MICHIGAN e HASTINGS LTD., TORONTO 


Piston Rings, Spark Plugs, Oil Filters, Casite, Drout 


{OUGH but oh so geNTLe 





STEEL-VENT  //7 Gigpite 
PISTON RINGS |} — 
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Wire's the best judge of a car? 


Its owners, obviously—especially when they 
own two or more cars and can compare them 
side by side, day by day. 


What do these families say about the Rambler? 


In a recent survey, thousands of ‘‘multi-car’’ 
families owning a Nash Rambler and other cars 
were asked: ‘‘Which car do you drive most?’’ 


More than 4 out of 5—82.5% to be exact—said, 
“The Rambler!”’ 


It’s the most amazing vote of approval ever given 
any car, by owners. They rated the Rambler 

tops in handling ease—in miles to the gallon— 
in performance—in satisfaction. 


How about the highest-priced car buyers—those 


who owned the four costliest cars in America? 


They loved their Nash Ramblers even more 
—88% drove their Ramblers in preference to 
their highest-price cars. 


Yes, the Rambler does its own demonstrating— 
sells itself on performance alone against the 
best that competition can offer. 


Yet the Rambler is just one of three series— 
the companion car to the new Golden Airflytes 
—the Pinin Farina styling sensations that have 
caused more talk than any new models in many 
a year. 


That’s why 12 million people stormed Nash 
showrooms in just one short week—why Nash 
owner lists today include page after page from 
**Who’s Who’”’ and ‘‘The Social Register’’—why 
there’s a world of agreement that ‘‘The Best 
Things Today Come From Nash’’. 


THE AMBASSADOR «+ THE STATESMAN + THE RAMBLER 
THE FINEST OF OUR FIFTY YEARS 


Nash Motors, Division Nash-Kelvinator Corp., Detroit 32, Michigan 
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GM Research Official Cites Vital Role. . . 





Future of U. S. Tied to Engineers 


EAST LANSING, Mich. — Credit 
for developing the greatest and 
strongest civilization of all time 


belongs to the American engineer, | 


according to Charles L. McCuen, 
general manager of General Mo- 


tors’ Research Laboratories divi- 
sion. 

“With only 7 percent of the 
world’s population, the United 
States does 40 percent of the 


world’s work,” McCuen said. “This 
is because it uses half the world’s 
power production.” 

Speaking at the Michigan State 
college engineering exposition 
here, McCuen asserted that the 
nation’s political, social and eco- 
nomic future depended on how 
well the engineer’s creative force 


| poses of contests. 

Prentice-Hall says that contests 
are here to stay and that this book 
gives the story of how they are 
| planned and promoted. 


would be applied to efficient use | plied scientific discoveries to the 
problem of giving us an abundant 
and the means 


of men, machines and materials. 
“The most important single fac-|life in peacetime 
tor in our national economy in the| of protecting our country in times 


last 100 years has been the rise of| of war. 


engineering,” 


Book on Prize Contests 
NEW YORK.—Prentice-Hall has | 


he said. 


“During! 


| our methods.” 


, “I believe that it is no mystery 
those 100 years, engineers have ap-| why America has advanced into 
world leadership. The mystery is 


° ° | why others have not also seen the 
Prentice-Hall Publishes |reason for our success and copied 
| 

| 


McCuen said that in 


1900, the 


published a boak by Zenn Kaufman |U. S. had approximately 40,000 en-| 


and Les Cone entitled Successful | 


gineers, or one engineer to every 


dous 





“It’s called a mechanic’s dream.” 


stantly increasing standard of liv 
ing.” 

Basically, he said, engineering 
has contributed the use of me- 
chanical and chemical energy to 
perform heavy work, has _in- 
creased productivity and has de- 
veloped high-speed  transporta- 
tion. 

Looking to the future, McCuer 
envisioned the engineer's job a 
making more efficient the conver 
sion into “horsepower hours” 
energy from coal, petroleum, nat 
ural gas, wood, electricity and man 
ufactured gas. 

“We have almost 10 horsepowe: 
working for each of us around th: 
clock, 365 days a year, he said 

|\“When this is compared with an 


industrial expansion in the| average man’s output of one-tenth 


Prize Contests that lists the pur-|250 workers. Today, he said, the|jast 50 years with those figures,”|of a horsepower, we see that engi- 





| ward. 


CLA CULL 


cylinder 
wall 


piston 


country has more than 400,000 engi- 


for worn engines for 30 years! 
c - 





Imitated but never duplicated the Stabilizing Action of the 
Ramco Spring Inner-Ring 1s the Fundamental Reason Why Ramco 


ACTUALLY CURBS ENGINE WEAR 


RAMCO RE-POWERING* 
Program Helps You to 
Help America Fight 
Premature Engine Wear 


Use the Ramco RE-POWERING 
Program to show customers 
that oil pumping is a warning 
sign which, if unheeded, will 
result in Premature Engine Wear. 
Sign up for the RE-POWERING 
Station Sign. Get the help of 
this nationally advertised 


program to sell more piston rings, 
Carburetion, Ignition, and Cooling services. 
See your Ramco Jobber Today. 


*Nationally Advertised in 








RAM(O 
RE, 


STATION 














Ran 7) Corporation 


There’s a bigger difference in spring 
inner-ring principles than meets the 
eye. Inner-rings may look alike but 
there are important differences just 
the same. 


Ramco Inner-Rings are literally 
“fountains of youth in steel springs” be- 
cause their primary function is to 
stabilize rather than to increase pis- 
ton ring pressures. 


Because this is so, Ramco Inner- 
Rings cause no loss of horsepower, 
add no drag to cylinder walls, cause 
no excessive frictions. Thus the use 
of Ramco Inner-Rings actually acts to 
curb further wear and lengthen the 
performance life of the rings. 


St. Lovis 8, Mi i, A 


The reason is to be found in the ex- 
clusive, never duplicated design and 
precision manufacture of the Ramco 
Inner-Ring...and in its use with 
Ramco-designed piston rings. 


Ramco Piston Rings are available 
from Ramco Jobbers everywhere. 
Their Jobber Salesmen and Counter- 
men will gladly give you the facts and 
profit—reasons why it pays to install 
Ramco 10-Up Rings exclusively! 


RAMCO 12 BiKcr* 


Right for ANY Job 


Re-Bore or Re-Ring . Car - Truck - Bus 


Tractor 





idiory of Th 


Pp Products, Inc, 


|McCuen said, “you see the reason 
neers, or one for every 62 workers,|for jt all. Engineers are creators|creased man’s output at least 100 
and the trend still is steeply UP-| ang this huge creative force, ex-| times, 

|panding year by year, has made} 
“When you correlate our tremen- possible our new things and con- 


neering developments have __in- 


“Conversion of energy in fuel to 
|useful power is as low as 10 per- 
|cent and seldom over 30 percent. 
|Much has been said about our 
| dwindling fuel resources. Intensive 
| engineering developments’ could 
|certainly double the efficiency of 
| utilization in many applications.” 

| In engineering history, McCuen 
| said, much time elavses before an 
idea, usually originating in a labor- 
jatory or with a lone inventor, is 
| completed in the form of a finished 
|product. Such was true of radio, 
|radar and other modern devices. 


In the future, he said, he hopes 
|engineers can “speed up this lag 
between experiment and practical 


| 
| “Reducing time to make a 
| product through mass production 
| methods lowers costs so_ that 
| markets can be expanded and 
| new things introduced,” he said. 
“Job opportunities are thereby 
increased and industry expands.” 
| A third problem for engineers, 
|McCuen said, is to make them- 
| Selves more efficient. 


| He pointed out that digital and 
j}analog computers and differential 
| analyzers—the so-called mechanical 
| brains used by government and 
|industry—could do months of pains- 
|taking calculations in hours. 


“Possibly,” he said, “there are 
| other things that can be developed 
|to make more efficient utilization 
|of our engineering talent. The 
| present shortage of engineers may 
|be only another problem which 
|engineers themselves can solve in 
| the future.” 
| Another challenge to the future 
| engineer is utilization of solar 
energy, McCuen declared. 
“Solar energy falling upon one 
| square mile of the earth’s sur- 
face per day is equivalent to 400,- 
000 gallons of oil or 2,000 tons 
of coal,” he said. “When a com- 
| mercially efficient method is de- 
| veloped (to convert solar energy), 
it will have more far-reaching 
effects on civilization than any 
engineering development which 
has been made up to this time.” 
Among other major engineering 
problems of the future, McCuen 
said, are: More efficient gas tur- 
|bines and other power plants, 
|including a practical atomic power 
| plant; processes for obtaining ma- 
|terials from the earth’s crust and 
the seas; control of corrosion of 
metals; development of an ade- 
|quate highway system; develop- 
ment of new synthetic materials 
application of engineering princi- 
ples to social problems, and dis- 
aster controls for storms, floods 
and droughts. 


32.06 per Gallon 


That’s Mileage Mark Set 
By Willys’ Aero 

TOLEDO.-—A new mileage record 
for the Los Angeles to Grand Can 
yon run was set by an Aero Willys 
in a special two-day drive over th: 
|famed automobile test course, Wil 
| lys-Overland reported last week. 
| “An Aero Willys, equipped wit! 
|Overdrive and an economy axle 
|averaged 32.06 miles per gallon o: 
|the 840.05-mile run from Los An 
|geles to the Grand Canyon,” How 
lard P. Grove, sales vice-president 
| said. “The driver was accompanie: 
on the trip by an impartial ob 
server. 

“The mileage turned in by the 
Aero Hurricane six engine on the 
run surpasses that achieved by any 
| other power plant—four, six or 
jeight cylinders—on this test 
course,” Grove declared. 
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On the Financial Front. . . 





Selectivity 


Stressed, 


Come What May 


By George Deery 
Associate Editor 

INING up the arguments for 
4 and against a summer rise in 
the stock market, Harold B. Dor- 
sey, president of Argus Research, 
New York, points up several fac- 
tors that could spark a summer 
rally, 
possibility.” 

He adds that “we have no strong | 
convictions on that prospect one} 
way or the other.” 

The service advises those who 
figure that there will be a rally 
—a usual tendency in July and 
August — to remember that “a 


Betters Record 


Auto-Lite Profit Rises 
To $2,730,901 


Electric Auto-Lite has reported | — 


earnings of $2,730,901 on sales of 
$66,945,861 for the first quarter of 


1952. This compares with earnings | 


of $2,688,581 on sales of $74,931,737 
for the corresponding period in 
1951. On a per-share basis, the 


earnings in the 1952 quarter were | 
to $1.83 as compared with | 


equal 
$1.80 in the 1951 quarter. 


Federal income and excess profits 
taxes for the 1952 period amounted | 


to $2.83 per share whereas the 1951 
taxes were equivalent to $1.90 per 
share. 

Royce G. Martin, president and 
board chairman, said in a state- 


ment to stockholders that, while | 


the 34 percent drop in new-car and 


truck production adversely affected | 


sales to auto manufacturers, there 
was a general increase in sales of 


replacement parts, together with a | 


large volume of defense business. 
* * * 


S. O. (Ind.) Doubles Stock; 


Reports Drop in Net 
Shareholders of Standard Oil 


(Ind.) voted a doubling of common | 
stock from 20,000,000 to 40,000,000 | 


shares of $25 par value. 

Total earnings of the company 
and its subsidiaries for the first 
quarter this year were estimated 
at $31,286,000 after taxes, equal to 
$2.04 a share, as compared with 
$33,749,000, or $2.21 a share, in the 
same period of 1951, the officials 
reported. 


Hudsons Win Pair 
Of Stock Races 


DETROIT.—Hudson Hornets won 
two NASCAR-sponsored stock car 
races over the Memorial Day 
weekend. 

Herb Thomas won a 100-miler at 
Canfield, O., on Memorial Day, and 


Tim Flock captured a 100-miler at) 


Toledo on the following Sunday. 

Bill Blair, driving an Olds 88, 
came in second at Canfield, fol- 
lowed by Bob Moore (Olds 88), 
Flock 
(Hudson). 

At Toledo, Flock was only five 
seconds ahead of Dick Rathman 
(Hueson), in second spot. Lee Pet- 


ty (Plymcouth) was third, Ray Shu- | 


maker (Plymouth), fourth and 


Fonty Flock (Olds 88), fifth. 


Xs' for Dixie 
- Raleigh (N. C.) Dealers Aid 


Vote Registration 

RALEIGH, N. C.-—City and town- 
ship voter registration has been 
boosted to unexpected levels with 
the help of a nonpartisan drive by 
the Raleigh Automobile and Truck 
Dealers Assn. 

The association provided citizens 
with free transportation to and 
from polling places so that they 


could register for the May 31 pri- | 


maries. Newspaper and radio ad- 
vertisements spread word of the 
service. 

The end result was that the reg- 
istration goal was topped by sev- 
eral thousands, and the elections 
board had to order more ballots. 

President of the association is 
Rupert Atkins, of Atkins Motors, 
Ine, 


“which is in the realms of | 


(Hudson) and Joe Eubanks | 


| 
| 


rally in the stock market that 
comes late in a major business 
cycle is likely to be a very s2- 
lective and uncertain affair.” 

Also emphasized is the feeling 
that “many investors and analysts 
are not devoting enough attention 
to the importance of recent profit 
margin clues.” 

* ” oa 


GAIN, on the subject of careful 


+4 picking, Dorsey’s current study | 


|cautions that even though the 


| e , 
| volume of business in general May | Moore, president of the local chamber of commerce. 


there | 


ibe “fairly well sustained,” 


| will be wide differences in the net | 


profit earned by various companies. | 


| 


He notes that in the past two | 


|months there 


has been market! has 


|action evidence that investors had | 
| not expected the lower income and | 


| dividend statements that have come 
| out. 





Here’s a brief summation of in-' 








Butler Motor Gets Ford Award— 


The Ford four-letter award was presented to Butler Motor Sales, Inc. (Ford), Tecum- 
seh, Mich., by Eric H. Hansen, Ford representative. Present at the presentation were, 
left to right, J. Floyd Elliott, village president; Hansen; dealer Butler, and Robert H. 


fluences that could start a rising| bad,” with retailers having mende 
market, as listed by Dorsey: | good headway in reducing inven- 

1. In the last month or so, there| tories of most non-durable goods 
been no broad liquidating! jjnes, 


pressure. 3. Unless there are widespread 


2. There seems to be plenty of | 
money searching for satisfactory | Strikes, personal disposable income | 
| “is not likely to decline sharply in| 


yields and the total movement of 
goods at the retail line is “not | the near future.” 
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N ehraska Appoints 


Committee Heads 


‘For Coming Year 


LINCOLN, Neb.—The Nebraska 
New Car Dealers Assn. has ap- 
pointed the following new commit- 


|tee chairmen for the coming year, 


according to Steve Mann, president: 

Sen. Floyd Pohlman, of Auburn, 
legislative; Noyes Rogers, of Co- 
lumbus, public relations, and Els- 
worth Du Teau, of Lincoln, high- 
way safety. 

Mann announced that Francis 
Sheaff, field representative for the 
association, has resigned to take a 
similar post with the recently- 
formed Nebraska citizens’ council, 
a group which will study the eco- 
nomic effect of different types of 
taxes on Nebraska residents. 

“The association is vitally inter- 
ested in the work of the council 
and congratulates Sheaff in his new 
post,” said President Mann. 


Elmira Willys Deal Move 


W. D. Schwenke, Inc. (Willys), 
has moved to a new location at 954 
|S. Main St., Elmira, N. Y. 


The Gale tilting body made it 


unnecessary to crawl under 


the automobile in order to repair 


it. Advertised as a great 
boon to mechanics. 








,.. these REYNOLDS & REYNOLDS 


accessories speed repair order handling 


in your Dealership ! 


NEW ALL METAL REPAIR ORDER RACKS SPEED WORK FLOW... 
all repair orders in process are visible and quickly \. 
available. They help your service manager keep job °° 
promises and speed the issuing of stock in the parts de- ' 








partment. Available in wall type (illustrated), counter (7 


type or floor type. 
CONVENIENT QUICK-RITE SPEEDS REPAIR ORDER WRITING .. .' 
a supply of repair orders is stored in this new Write-up : 
Board to eliminate constant trips back to the service 
desk for refills. Also available, Leatherette Repair 
Order Write-up Covers, Easy-to-carry Service Order 
Covers, Transparent Repair Order holders, Handy Clip 
Boards and Service Detail Envelopes. 

ALL METAL WALL TYPE TIME TICKET RACKS.. 
for use near the mechanic’s time clock. They are avail- 
able for all Reynolds & Reynolds “Running Record” 


time tickets, 





several hundred sales aids and 


write today for descriptive 








Reynolds & Reynolds produce 


operating systems that build 
and protect your profits. 





Paice? 


Deve —-suasecanstntosennesetnt- estntteme 


o Ff &<t 
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Highways & Safety... 








Teen-Driver Contest 
Started by Jaycees 


By Sam Sampson 
Staff Writer 


N EXPERIMENT for teen-age | 


“4% drivers conducted in Oklahoma 
by the Britton and Oklahoma Jay- 
cees has caught on—and the pro- 
gram is to be sponsored by the 

U. S. Junior 


merce and the 
Liberty Mutual 
Insurance Co. on 
a national scale. 

It’s a “Teen-Age 
Road-e-o,” a 
driving contest 
designed to test 
the skill and attitude of young 
drivers. As planned, local contests 
will be conducted by Jaycee groups, 
and these will compete against 
each other in each state during 
July. 


And then in August, state win- 





Chamber of Com- | 
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ners will be given a free trip to 
Washington, where they will 
compete in the National Teen- 
Age Road-e-o. Five winners there 
will receive scholarships, from a 
$1,000 award for first prize to a 
$100 scholarship for the fifth- 
place winner, 


According to the U. S. Jaycees, | 


Adair Presents Training Car— 





Adair Chevrolet Corp., Christiansburg, Va., recently gave a driver training car to 


the program is designed to serve | the Christiansburg high school. Attending the presentation were (left to right): S. T. 


two purposes: First, to make ex- 
pert drivers out of teen-age motor- 
ists, and second, to give credit to 
those who have already become 
skilled drivers. 

* +. + 


HE ultimate goal, it was pointed 

out, is to make the teen-age 
driver take more pride in driving 
safely, and to teach him that one 
can always improve his driving 
ability. 

As the contest was conducted 


Godbey, superintendent of schools; Joan 


Correll, assistant driving instructor; Anna 


Jane Huff, first student; Jack Caldwell, instructor, driver training; J. Adair jr., presi- 
dent, Adair Chevrolet Co., and Evans L. King, principal. 








in Britton, Okla., it was com- 


posed of a written examination 
and a series of driving exercises. 
The contestants were judged by 
members of the state and local 
police departments and driver 
education instructors. 

The first exercise was to drive 
forward and backward on a 
straight line for 100 feet; the sec- 
ond, to drive forward and back- 





ward in a serpentine fashion with- 
out touching the stanchions that 
had been placed on the course or 
leaving a prescribed area outlined 
by white lines. 

Other tests were set up to meas- 
ure the contestant’s ability to 
park; determine the location of 
the front and back wheels and 
bumpers, and make a smooth stop 





Schrader Contributions to the Tire Industry 

















THESE EARTHMOVER TIRES ARE 
GOING TO NEED A SPECIAL 
VALVE IF WE’RE TO MAKE 


WE SOLVE THE 
A INFLATION PROBLEM? 






















RB ALLEY. I‘LL MAKE THIS 
MY NEXT JOB. 














REG. U. S. PAT. OFF. 






\ WHAT ‘LL THEY 


FIRST NAME 


THEM AN? 





LOST ? 





MY EXPERIENCE PROVES SCHRADER 
VO ANYTHING To HELP US IMPROVE 
OUR TIRES. LETS CALLTH 









And so the large bore valves were born. The 
initial development led to a whole new line 
of special tire valves and accessories which 
are now available for general use. 


This is but one example of how Schrader spe- 
cializes in service...moves quickly to develop 
new tire valves to meet new tire problems. 


A. SCHRADER’S SON, BROOKLYN 17, N. Y. 


Division of Scovill Manufacturing Company, Incorporated 


IN TIRE VALVES 











FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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| trying to sell tires, 
| Program of modern 
} ~ 


within 40 feet while traveling in 
high gear at 20 miles per hour. 

(Adults there took the same test 
as the youngsters, and it was re- 
vealed that their score was an aver- 
age of 388 out of a possible 500 
while the average score for the 
teen-age contestants was 392!) 

* * * 

HE rules for the National Teen- 

Age Road-e-o say that the en- 
trant must have a driver’s license 
or a learner’s permit, must show a 
statement that he or she has not 
been guilty of a moving traffic vio- 
lation for six months before the 
contest, and that the participant 
must not have reached his 20th 
birthday on or before the final day 
of the national contest. 

In the Britton case, it was de- 
clared that the entrants were really 
serious about the contest. Most of 
them said after the driving contest 
was over that they had learned 
much from the efforts of the Jaycee 
promotion there. 





Safety Program 
Outlined for 


Insurance Agents 


A five-point program to promote 
highway safety was presented to 
the Springfield (Mass.) board of 
fire and casualty underwriters re- 
cently by James P. Scobie, head of 
safety engineering for Springfield 
Fire and Marine Insurance Co. and 
its affiliates. 

Scobie said that insurance agents 
can aid in the field of safety by 
further promotion of driver train- 
ing programs in the local schools, 
and by discovering and publicizing 
the most common causes of acci- 
dents in the area. He said that 
such a study in the Springfield 
area had shown that carelessness 
in backing automobiles had re- 
sulted in an abnormal amount of 
accidents. 

The program outlined for the in- 
surance agents included the fol- 
lowing: 

1. Pledging themselves as a group 
to work for accident prevention. 

2. Prevailing upon the local au- 
thorities for complete statistics, and 
then following through with inten- 
sive study and practical recom- 
mendations. 

3. Actively campaign for driver 
training as a compulsory subject 
in the area high schools. 

4. Consider the feasibility of in- 
augurating adult driver training 
classes in the area. 

5. Publicize the outstanding 
causes of accidents in the area. 


o - * 
2 
Road Altruism 
Group Efforts Hailed 
By Newspaper 

“We need modern highways 
badly,” states an editorial recently 
appearing in the New York Jour- 
nal-American. “We need them in 
the national interest, in the event 
of the extreme emergency of war. 
We need them in interstate, state 
and local interest, to cut down 
deaths and injuries, to relieve con- 
gestion and to unshackle the move- 
ment of industry.” 

The editorial pointed out that 40 
national organizations, represent- 
ing highway users, industry, agri- 
culture and other interests, banded 
together to push a program of good 
roads. 

It was pointed out that it is to 
the benefit of everyone to support 
this project, and that it was the 
proper American approach to a 
problem—dedicated to the ultimate 
good of all. 

The Journal-American said that 
an instance of what was called 
enlightened self-interest was the 
full-page ad in the newspapers 
over the signature of Harvey Fire- 
tone jr., chairman of Firestone Tire 
and Rubber Co. The ad was not 
but rather a 

highways. 
~ * 


Williams Reappointed 


NCADA Safety Chief 

T. A. Williams, president of 
North State Chevrolet Co., Greens- 
boro, N. C., has been reappointed 
chairman of the highway safety 
committee of the North Carolina 
Automobile Dealers Assn., it has 
been announced by President Fred 
H. Deaton. 

Deaton said that Williams had 
made many valuable contributions 
toward laying a foundation for 
highway safety. 


























Lawsuits Affecting Dealers .. . 





Court Decisions 


By Leo T. Parker | 
Attorney at Law 

ECENTLY a dealer named J. | 

Wilcox wrote as follows: 

“Here is my present problem: I} 
sold a Ford car to a man named | 
Reeves and took a Dodge tradein. | 
Reeves represented that the trade- 
in was unencumbered, but I did not 
get the title certificate. Later al- 
though he mailed the certificate, it 
was misdelivered and returned to 
Reeves. Now Reeves is filing a re- 
plevin suit against me to get pos- 
session of the Dodge, claiming that 
the Ford is not as I represented it. 
My question is, can Reeves replevin 
the Dodge since I have no title 
certificate to it?” 

According to a late higher court 
decision, the answer is: The auto- 
mobile cannot be replevined from 
you by Reeves because when he 
mailed you the title certificate 
the title automatically resided in 
you, irrespective of the fact that 
you did not receive it, In other 
words, the courts hold that when 
a letter is deposited in a U. S. 
post office, or mail box, the ad- 
dressee is presumed to receive it 
that very instant. 

In order to clearly illustrate law 
on this subject, I shall for the bene- 

fit of all readers, review in late 
and leading higher court decisions. 
It is assumed that readers know 
that a replevin suit cannot be suc- 
cessfully prosecuted against one 
who holds a valid title to the auto- | 
mobile. 








* * * 


Auction Deal 


| ew example, in Pheffer v. Kleb, 
241 S. W. (2d) 91, testimony 
showed: M & M Auto Wholesale, a 
dealer, purchased a Dodge truck at 
an auction in St. Louis, from one 
Moyer. At the time of purchase, 
Moyer had a Missouri certificate of 
title to the truck in his name, and 
on the back of same, at the time of 
said sale he made an assignment to 
the dealer. The certificate of title 
was handed the dealer at the time 
the truck was delivered. The dealer 
gave Moyer a check for $1,250 in 
payment for the truck. The certifi- | 
cate of title was then attached to 
the check and was to be received 
by the dealer after the check had 
been cleared through the bank. 


The next day a man named 
Donelson came to the dealer’s 
place of business with a 1948 
Frazier. The dealer purchased 
from Donelson the Frazer, giving 
him in exchange therefor the 
Dodge truck with a valuation of 
$1,850 and a check for $350. At 
the time of the exchange Donel- 
son gave to the dealer a bill of 
sale to the Frazer and assigned 
to him an Arkansas title. 

The dealer gave Donelson a bill 
of sale to the Dodge truck on the | 
bottom of which document was} 
written “title to be delivered to} 
above truck as soon as possible.” 

The dealer at the time had not 
yet regained possession of the title 
certificate to the Dodge truck. This 
title certificate which, as stated, 
had been attached to the check 
given by the dealer to Moyer had 
not as yet cleared through the bank. 
Donelson cashed the check for $350 
given him by the dealer. 

In the bill of sale which Donelson 
gave to the dealer covering the 
Frazer was the representation and 
warranty that it was free and clear 

of all encumbrances. 

However, there was at that time 
unknown to the dealer, a chattel 
mortgage on the Frazer sedan in 
the amount of $2,244 in favor of 
Green Finance Co. Soon afterward 
Donelson showed a dealer named 
Kleb the bill of sale he had ob- 
tained from the M & M Co., the 
original dealer. 

* 


Truck to Kleb 


K Les paid Donelson $1,400 for 
the Dodge truck and obtained | 

in affidavit from Donelson to the | 
ffect that the truck was clear of | 
encumbrances. 
After M & M Co. received the | 
certificate of title to the Dodge 
truck from the bank it made an 
assignment of the title certificate 
to Donelson by filling out the form 
on the back of the certificate. The 
certificate of title was placed in an 
envelope addressed to Irby Donel- 
son, 1733 North Summit, Spring- 


| 





* * 








field, Mo., and dispatched as reg- 
istered mail. 

The letter containing the cer- 
tificate was returned to M & M 
Co., undelivered. Subsequent to 
mailing this letter, M & M Co. 
learned of the mortgage of the 
Green Finance Co. on the Frazer 
car it had purchased from Donel- 
son. 

In the meantime just two days 
after M & M Co. had purchased the 
Frazer car from Donelson, they sold 
it to one Joe Loecker for $1,930. 


* * * 


Donelson Sued 


HE M & M Co. then filed a re- 
plevin suit to gain possession 


of the Dodge truck from Donelson. 


The higher court held that 
M & M Co. was not entitled to 
possession of the Dodge truck be- 
cause it had sold the vehicle to 
Donelson and the sale was not 
rescinded by M & M Co. 

The court held that when M & M 


mailed the title certificate to Don- 
elson the title to the truck resided 





in Donelson although the title was 
returned undelivered. 
* * * 


| 

Dealer Is Liable 
| representing it to be new, he will 
| be held liable in heavy damages to 
| the buyer. 

| For example, in Thorm Motors v. 
| Mash, 244 S. W. (2d) 173, testimony 
showed facts as follows: An auto- 
mobile dealer sold an automobile to 
a customer who drove it 1,200 miles 
|and then brought it back, The 
dealer then turned back the 
| speedometer, repainted the car and 
sold it to one Mash, representing 
that it was a new car. 

In subsequent litigation the 
higher court held the dealer 
liable to Mash in $400 damages. 
Other higher courts have held 
automobile dealers liable for $3,000 
and more exemplary damages, in 
addition to actual damages sus- 
tained by a purchaser, where the 
testimony showed that the dealer 
turned back the speedometer and 
deceived the buyer. 

a + + 


Manufacturer Not Liable 


Piping eceegy r= discussion has 
arisen from time to time over 
“When and 
is the 





the legal question: 
under what circumstances 


F A DEALER sells a used car} 
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YOU CAN PAY MORE 
Belt 2 


Cul you Citta 4 


Ford at Chicago Builders Show— 

A display of Ford cars by the Metropolitan Chicago Ford Dealers Assn. was the 
only auto exhibit at the Home Builders Show in Chicago May 17-25. The associ- 
ation said it participated in the modern home appliance show because the automobile 


is a part of home life. 





manufacturer of a defective auto- 
mobile liable in damages to a pur- 
chaser who is injured as a direct 
result of the defects?” 

For example, in Birdsong v. 
General Motors, 90 Fed. S. 163, 
one Birdsong sued an automobile 
manufacturer for heavy damages 
claiming that the manufacturer 
manufactured and delivered to 
its distributor a Chevrolet sedan 





with defective brakes and safety 
equipment, that these defects re- 
sulted in an accident in which 
Birdsong was injured. 

The higher court refused to hold 
the manufacturer liable, saying: 

“Therefore, plaintiff's (Bird- 
song’s) action involves their claim 
against General Motors only. To 
recover a judgment plaintiff (Bird- 

(Continued on Page 62, Col. 3) 
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Frame-Kontact Hoists permit better lubri- 
cation. . 
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. in less time ... . at less cost, 
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_ MAXIMUM ACCESSIBILITY 


\ 


Nine of eleven Globe Frame- 
Kontact Hoists installed ot 
McCarroll’s, Inc., prominent 
Cleveland car deoler 


MORE PROFIT PER SQUARE FOOT 


Ploor space really pays out with the Globe Frame-Kontact Hoist. Studies have shown 
that a lubrication or service bay earns $1200 in ADDED PROFITS when this modern 
Hoist is installed. With Hoist down, floor is available for parking or cross travel. 








Frame-Kontact lifting means WIDE OPEN accessibility to all underside parts of a car. ° 
\ Service jobs get done faster. Work is done more expertly. BIGGER PROFITS result. 


[IMPROVED LUBRICATION TECHNIQUE 


A car, lifted by its frame, is in the BEST POSITION for effective lubrication. Suspen- 
sions are relaxed. Lubricant flows easily into important wear points. 











BE 





<U THE BEST wet’ 
GLOBE HOIST COMPANY, E. Mermaid La. at Queen St., Phila. 18, Pa. 
World's Most Complete Line of Lifting Equipment 











City, Zone, State. 


| GLOBE HOIST COMPANY eee 
Y E. Mermaid Lane at Queen St. 

1 Philadelphia 18, Penna. 

° Gentlemen: 

; Please send me full details about the Globe Frame-Kontact Hoist. 
H Name. e ania 
; Company. 

§ Street Address 

' 

a 

‘ 
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Charles Belluomini, Adam DeFea, 
Leonard Baskfield, Montford Rob- 
inson jr and Art S. Bringle, of the 
Earle C. Anthony, Inc., sales force 
in San Francisco, were among out- 
standing salesmen chosen for a 
three-day jamboree sponsored by 
Packard in Edgewater Park, Miss. 

* + * 
Pynn Heads Vet Group 

Leander Pynn, Ford dealer in 


Meredith, N. H., has been elected | 
last man’s club, 


president of the 
composed of veterans 
War I. 


of World 


* * * 


Long-Held 1-H Franchise 


Sold in Tribune, Kans. 


Jay Hoffman and Preston Stiles 
have purchased the International 
Harvester dealership in Tribune, 
Kans., from Western 
and Motor Co., which held the 
franchise nearly 27 years. Hoffman 
has been handling the Massey-Har- 
ris implement line in Tribune. 

Cleo Black, manager of Western 

















Hardware | 


Hardware, said the firm would 
continue as a Chevrolet dealer. 
* rs * 


Coast Dealer Plays Ball 
Barnett & Holland (Chevrolet) 
is sponsoring the American Le- 
gion junior baseball team in 
Compton, Calif. Howard Handy 
is coach, assisted by Bill Holland, 
who used to play professionally. 
+ * + 


Rouge Motor Co. 
Incorporation papers have been 
granted to Rouge Motor Co., of 
Dayton, O. Incorporators are 
|Charles W. Slicer, J. Koleta and 
G. Breig. 


| Three ‘Graduate’ 


Former Gates Associates 
Buy Dealerships 


| Three former branch managers 
lof L. O. Gates Chevrolet Corp. at 
| South Bend have bought their own 
dealerships in Niles, Mich.; Walk- 
erton, and Argos, Ind., bringing to 
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Modern Cars, Modern Heavy-Duty Motor Ol 
and Modern WIX Oil Filter Cartridges 


Today's closer fitting parts and hydraulic valve lifters an * 
» can handle ¢ 

compression car engine demand exceptional fileration that also ca 

new heavy-duty, detergent type oils. 


it to you, because they contain the modern, heavy-duty hicrant — 


WUE 


Heavy-duty WEXITE gives you this 
density and electronically controlled construction 
removes more harmful dirt, grit and 
ditives from the new, oils. For trouble free drivin, 
tection, look for the famous WIX trademark 


buy. Care will save your car and here's the place to start saving. 





a 


_AUTOMOTIVE NEWS, JUNE 16, 1952_ 
Baa ii divuss ci 


graphically illustrates the before-and-after 


19 the number of men who have 
graduated into their own dealer- 
ships after starting as associates 
of Gates. 


H. E. Gerth, former manager of | 


the Niles branch for nine years and 





your modern, high 


Today's WIX Oil Filter ¢ arcridges give 





essential depth filtration in Ms resihrent 


This sludge-thirsty depth 








dust but does not remove detergent ad 


gz and modern engine pre 
on the Oil Filter Cartridges you 
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AS ADVERTISED IN 


POST 


This WIX national advertising subject also appears in: 
COLLIER’S—March 29th - POPULAR SCIENCE MONTHLY—April 
POPULAR MECHANICS MAGAZINE—June - FARM JOURNAL—May & June 
PROGRESSIVE FARMER—April & May - COUNTRY GENTLEMAN—May & June 
SUCCESSFUL FARMING—May & June 














plays ‘Dr. Jekyll, Mr. Hyde’ Car— 


A “Dr. Jekyll and Mr. Hyde" car displayed by Shepherd-Ford Chevrolet Co., Visalia, 
Calif., attracted a great deal of interest in its package reconditioning offer. The car 


phases of used-car conditioning. 


associated with Gates since 1933, 
has bought the business at 511 S. 
llth St. The firm will be known 


|as Herb Gerth’s Chevrolet, Inc. 


At Argos, the dealership was 
bought by Otto Gates, who has 
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‘WIX ACCESSORIES CORPORATION e GASTONIA, N. C. 


wu CANADA: WIX ACCESSORIES CORP, LTD, TORONTO, ONTARIO, 





been in the business since 1935. He 
is a cousin of L. O. Gates, head of 
the South Bend organization. 

Alfred Irwin, associated with 
Gates since 1930, bought the Walk- 
erton dealership and will rename 
it Irwin Chevrolet Co. 


Dealers in Hamburg, N. Y., 


Lead Cleanup Campaign 


Hamburg (N. Y.) automobile 
dealers rendered a service to this 
community and at the same time 
created goodwill for themselves 
when they spearheaded the vil- 
lage’s annual cleanup campaign. 

General chairman of the an- 
nual cleanup parade was J. Har- 
old West, of West-Herr Motors. 
Serving on his committee were 
officials of these dealerships: 
Carvin Motors, Eschborn Motor 
Sales, Inc., W. G. Haberer & Son, 
Inc., Hill Garage, Inc., Holden 
Motor Sales, Inc, Korst Chevro- 
let Co., Riefler - Buick, Ince., 
Shanks and Henning, Steffan Mo- 
tors, Inc., and Wolfe-Dole. 

* * * 


16 New Fords Added 
To Gary, Ind., Fleet 


Sixteen new Fords have been 
bought by the city of Gary from 
Gary Motor Sales, Inc., Gary, Ind. 
In 1936 the city gave an initial or- 
der for six Ford cars to Gary Mo- 
tor Sales. 

Each succeeding year it has add- 
ed to its fleet. The city now has a 
fleet of 47 Ford cars, many equip- 
ped with two-way radios. 

* a * 


Dealer Trades ’38 Auto 


For Private Menagerie 


“Horse tradin’” is still practiced 
by O. Z. Hall Motors (Ford), of 


Birmingham, Ala. 


Hall recently traded a 1938 Chev- 
rolet convertible for .one horse, 
named Dan; two nanny goats, one 
billy goat, one wrist watch and $20. 

* * * 


Capitol Chevrolet Claims 


Dixie’s Biggest Truck Shop 


Capitol Chevrolet, Inc., Mont- 
gomery, Ala., has opened a new 
truck-repair and service depart- 
ment which it describes as the 
largest in the south. 

Frank McGough, president of 
the firm, said the structure at 
441 Clay St. took six months to 
build and cost more than $200,000. 
McGough said the new depart- 
ment was designed from studies 
compiled throughout the U. S. to 
provide the maximum speed in 
repairing and servicing trucks. 

* * ~~ 


Davis Buick Co. 


Davis Buick Co., of Brookville, 
O., has been incorporated by J. S. 
Davis jr., Kennedy Legler jr. and 
M. J. Leen. Capital is $10,000. 

* x * 


Calif. Deal Changes Hands 
Ralph Williams now is Chevrolet 
dealer at Huntington Beach, Calif. 
He bought out Otto Culbertsen. 
* * * 


New Service Manager 
H. L. (Larry) Atkinson is the 
new service manager of J. W. Bald- 
win Co. (Chevrolet), Los Angeles, 
it is announced by Roy Carrington. 
* * * 


Hartford Association Names 


12 New Committee Members 


President Thomas J. Bouvier 
of the Hartford (Conn.) Automo- 
bile Dealers Assn. has named 12 
local dealers to four HADA 
standing committees, as follows: 

Membership: Morris Lipman, 
chairman (Nash); Jesse Blumen- 
thal (Studebaker), Louis Schumm 
(Willys). Advertising and mer- 
chandising: Kristian Jensen, 
chairman (Chrysler - Plymouth) ; 
Israel S. Grody (Chevrolet), Mar- 
tin J. O'Meara (Ford). 

Legislative: James R. Johnson, 
chairman (Lincoln - Mercury); 
Harry B. Hartley (Buick), A. C. 
Hine (Pontiac). Budget: William 
Turnbull, chairman (Studebak- 
er); E. Clayton Gengras (Ford), 
Vincent T. Johnson (Mercury). 

x * * 


Tom Smith Purchases 


Oklahoma Packard Deal 


Tom Smith, of Topeka, Kans., 
has expanded his motor-car enter- 
prises by purchasing the Gene 
Jones Motor Co. (Packard) at 
Oklahoma City. The transaction in- 
cluded the equipment of the firm 


and leasing of a building in down- 


(Continued on Page 50, Col. 1) 
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(Continued fre 


town Oklahoma City, where the 
Packard dealership will be operat- 
ed under the name of Tom Smith 
& Sons. 

Smith’s Kaiser-Frazer dealership 
at 905 W. Sixth, Topeka, will con- 
tinue to be operated by Will C. 
Chaffee. Smith also has a used-car 
lot and paint and body shop at 
2528 Grand, in Kansas City. 


+ * * 


Tasch Joins Millenbach 

Matt Millenbach, president of 
Millenbach’s Chrysler - Plymouth 
dealership on Detroit’s east side, 
announces appointment of George 
G. Tasch as general sales man- 
ager. For the past 14 years Tasch 
has served several Detroit dealers 
as sales or general manager. 

* * * 


Bauer Names Watson 
Fred Bauer Motors, Portland, 


Ore., has appointed Victor K. Wat- | off the cabinet-type safe. However,|, gift from public-spirited resi- | 


son as general sales manager. He | 
was formerly used-car manager. 
* * + 


Adkins Cited | 

Harold A. Adkins, of Frank Chev- 

rolet Co., has been named outstand- 

ing retail Chevrolet service man- 

ager in the Portland (Ore.) dis- 

trict for 1951, according to Herbert 
A. Frank, president. 
* al * 


Nash Deal Assigned 


J. D. Rowe has been appointed a 
Nash dealer in Salinas, Calif., it is 
announced by W. E. Boyer, Nash’s 
San Francisco zone manager. Rowe 
intends to feature the new Nash | 
in the racing program at the Sali- | 
nas stock-car race track, which he | 


owns and operates. 
* * * 


Imported Car Dealers 


Unite in Southern Calif. 


The Imported Dealers’ Assn. of 
Southern California is a new 
automotive organization, Its ob- 
ject is to act as a liaison between 
the representatives of dealers and | 
manufacturers, so that service to | 
owners, dealers’ advertising and 
other mutual benefits may be on 
a more cooperative basis. 

The officers elected at the first 
meeting in Los Angeles were: 
Edward N. Nathan, Light Car 
Motors, president; Armin H. Wit- 
tenberg jr., Cavalier Motors, vice- 
president, and William F. Leeka, 
of Peter Satori Co., Ltd., secre- 
tary. 


* * * 


Takes Refresher Course | 


Eugene F. McClure (Hudson), 373 | 
Main St., Manchester, Conn., has | 
announced that Joseph Then, serv- | 
ice manager, recently returned 
from a refresher course at the 
Hudson factory. The course cov- 
ered all phases of modern automo- 
tive servicing, including automatic 
transmissions, carburetion, etc. 

* * * 


Miller-Knuth Managers 


Winn Cloak has been appointed 
general manager and Tennis Hook- 
ster used-car manager by Miller-| 
Knuth Chevrolet Co., Omaha. 

* * * 


Eastwood Names DuPrey | 


Roy DuPrey, with more than 18} 
years of Greater Hartford automo- | 
tive selling, has been appointed 
sales manager of Eastwood Motors, | 
Inc. (DeSoto - Plymouth), East) 
Hartford, Conn. The appointment | 
was made by Walter Meals, East- | 
wood president. 

* + * 


Skerrett Honored by L-M 
James R. Johnson, Hartford Lin- 
coln-Mercury dealer, announces 
that one of his salesmen, H. H. | 
Skerrett jr., has been named among 
92 leading retail L-M sellers in a| 
national contest. 

* 


* * 


$750,000 Project at Omaha 


A two-story brick structure cost- 
ing $750,000 will be erected at 101- 
123 S. Twenty-fifth Ave. for a new 
Oldsmobile-Cadillac distributor at 
Omaha. The building will be 120 by 
176 feet. 


* * * 


At 23, Bill Hoehn Heads 
Memphis Chevrolet Deal 


At the age of 23, T. W. (Bill) 
Hoehn is president of Hoehn Chev- 
rolet Co., one of Memphis’ biggest 
dealerships. He took over the post | 


ym Page 50) 


when his father, T. 
Hoehn, died March 4. 

Young Hoehn, who started with 
the firm in 1948 as a used-car sales- 
man, served two years as general 
manager. Hoehn now owns the 
business together with his brother, 
Thomas, a Georgia Tech student. 

* 


W. (Ted) 


Lie-brary? 
Bookish Safe Defies Yeggs, 
Who Net Only $16 


The note on the safe said: 
“There is nothigg in here but 
books.” 


But the burglars who got in 
Whiting-Buick, Inc., 30 Union St., 
N., Rochester, N. Y., didn’t believe 
it. 

They knocked the combination 


they were unable to open it. 
Nearby stood another safe, which 
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|attempt to crack that one. The 


|safes are on the second floor. 


On the ground floor, the burglars | 


forced a desk drawer and from it 
earried off $16.83. 


* * hk 
$20,000 Blaze at Gendron 
Fire of undetermined origin de- 


stroyed the auto sales and serv- 
ice premises of Joseph E, Gendron 


in Maniwaki, Ont., with loss esti- | 


mated in excess of $20,000. All cars 


on the premises were removed to | 


safety. 
* * * 
Cleveland Aides Named 
Al Laman, in preparing to open 


Cleveland, has appointed Dave 
Perry as sales manager and B. A. 
Dawson as fleet manager. 

* * * 


Provides Free Upkeep 


|For Gift Police Car 

| John H. O'Neill (Chevrolet- 
| Buick), Avon, Conn., has assumed 
| one-year maintenance except fuel 
for a new Chevrolet cruiser car 
given to the town’s police force as 


| dents. 
| Besides providing the vehicle at 


Ree 
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_DeBarry Opens 


| 


in Cleveland— 


51 


Pra 
ca. 





| P. C. DeBarry held open house at his Olds dealership in Cleveland's east side. 
| Completely modern and with an adjacent used-car sales lot, the firm has a John Bean 


| his Chrysler-Plymouth showroom in | visualiner; complete body shop, and latest testing units for motor checkup. DeBarry 


| purchased the deal after being zone manager for Oldsmobile in the Cleveland area 
for the past 14 years. He was with Olds for a total of 28 years. 


tory letter to the fund-raising com- 


helped revive and put over the 


|mittee for leading the campaign, | southwestern Michigan blossom fes- 


which he described as “a fine civic | tival this 


|project—an example of good lead- 
ership—a true community spirit.” 
* cd * 





| Michigan Blossom Festival 


Gets Boost from Dealers 


| Automobile dealers, in coopera- 
ition with the Benton Harbor and 


|contained money. They made no |eost, O’Neill wrote a congratula-!St. Joseph chambers of commerce, 
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year. 
* + * 
Helvey Does Bit for Boys 
Frank Helvey, manager of Don 
MeMillian (Ford), has served as 
general solicitation chairman in a 
drive by 150 Amarillo (Tex.) busi- 
nessmen to raise $200,000 for com- 
(Continued on Page 52, Col. 3) 
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A progressive shop owner recently purchased two SUN 
Testers for $1,400. He sent a mechanic to the SUN 
Technical Training Center. Salary and expenses during 
training totaled about $1,000. Total investment was 
$2,400. During the first six weeks operation of his 
Diagnosis Department, he diagnosed over 200 cars at 
an average repair order per car of $52.45. His monthly 
average of service sales jumped from $6,000 to $9,257 
...a monthly dividend of $3,257 on his original invest- 


ment of $2,400. 


This same story is being repeated in hundreds of service 
shops throughout the nation. Your SUN Man will be glad 
to show you actual facts and figures on this shop and 


hundreds like it. 


Tell us the number of cars you service per month. We 
will show you what shops of your size may expect in in- 
creased sales and profits with SUN Diagnosis Equipment. 


CTRIC CORPORATION 


6327 AVONDALE AVENUE 
CHICAGO 31, ILLINOIS 


R5838 
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Studebaker Backs ‘Little 500' Race— 


Backed by Indiana university co-ed pulchritude, two members of Studebaker entry 
in “little 500"'—bike relay race patterned after Indianapolis classic—get advice from 


Indiana football coach Bernie Crimmins (left), and Kenneth B. Elliott, Studebaker 
executive vice-president. Team members are Mac Carroll (left) and Ervin Darling 
(right). Proceeds of the novel event, paced by Studebaker, furnish scholarships for 
deserving Indiana undergraduates. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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pletion of a Maverick club building. 
The club is a morale-building or- 
ganization for under - privileged 
boys. 


* * * 


Shaver Named New President 


Of Chicago Pontiac Dealers 

The Chicago Pontiac Dealers 
Assn., at its annual election meet- 
ing, chose Frank Shaver to succeed 
Joseph Martell as president. 

Also named were: Martin Loeber, | 
replacing Al Rosenstein as | 
president, and George Morgan jr., 
succeeding Gerritt Baker as secre- | 
tary. Hugo A. Wehmeier was re- | 
elected treasurer, 

* * * 


17 Virginia Salesmen Join 


Chevrolet 100-Car Club 
Membership in Chevrolet’s 100- 
car club has been attained by 17 
Richmond (Va.) salesmen. 
They are W. Newsome jr., L. M. 
Brooks, J. T. Gill jr.. H. D. Nich- 
olls and W. D. Crenshaw jr., of 


| E. Gregory, G. L. 


| Guthrie 
| formed, and has bought out O, T. 


Emrick Chevrolet Sales Corp.; F. 
Grim, H. C, Wil- 
liams, W. F. Martin, W. K. Renner 


| sr., J. O. Elkridge and J. H. Barnes, | 


of Martin Chevrolet Sales Co., and 
J. J. Collins jr., J. A. Kranitsky, W. 


R. Mills, O. W. Pugh and W. R.| 
Richardson, of Robertson Chevrolet 
Co., Inc. 


Brothers O' Daniel | 


Ky. Deal Sold to Two 
Of Famous Clan 


O’Daniel Motors, Inc., 
St., Louisville, 


at 217 
has been 


| Hands, Hands Motor Co., 
| town Studebaker dealer there. 
The new company is headed by 
Carl F. O’Daniel as president and 
Thomas P. O’Daniel as vice-presi- 
dent. Hands has gone to San Jose, 
Calif., to take over a Dodge-Plym- 
outh dealership. 
The O’Daniel brothers are two 


down- 








| Add 
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Nokorode to 





undercoating. 


Nokorode is uniform, for smooth appli- 
cation—it can’t come out in troublesome 





Made and Guaranteed by 


Name 


to almost 1%" thickness . 
wasteful excess solvent. 


Unlike other undercoatings, Lion 
Nokorode is produced entirely, from raw 
materials to finished product, by a single 
company, Lion Oil—under U. S. Patent 
2,393,774. That assures controlled uni- 
formity, controlled quality ...a better 


Nokoréde 


UNDER-CAR SEALER AND SILENCER 


with the same 
you’d do with 
. there’s no 





Lion Nokorode Does 50% More Cars Per Drum! 


Lion Nokorode Under-Car Sealer and 
Silencer is concentrated. You spray 
thickness—and it dries 


Result: You can coat twice as many cars 


amount of Nokorode as 
ordinary undercoatings. 


Yet Nokorode costs no more. Drum for 
drum, that means— 


..- You Make 50% More Profit! 


Lion Nokorode Goes On Smoother, Faster — Saves Labor Costs! 


‘“‘blobs.”’ It’s free-flowing, permitting 
steady pressure in the gun—no lost time 
due to lost pressure. 


And it’s stable, made of highly compatible 
materials—won’t separate out in storage, 
won’t clog guns or hoses causing ex- 
pensive clean-up jobs. 
inferior undercoatings, Nokorode saves 
you plenty of man-hours— 


Compared with 


.-. Giving You Even More Profit! 


Youre In the Black with 


4D Nokorode 


FREE! How to Make More Money with Undercoating ! 
Lion Oil Company, El Dorado, Arkansas 


Please send me complete details on how I can increase my undercoating 
profits with Lion Nokorode Under-Car Sealer and Silencer. 


Street or Route 


Naturally black— 
no useless 
coloring added. 











State 





City 
LION OIL COMPANY 
El Dorado, Arkansas 


Brand of undercoating | am now using, if any 














Miami Dealer Helps Out 
In Rescue of 3 Boaters 


Art Watson, Miami (Fla.) auto 
dealer, while fishing off the 
Florida Keys, participated in 
the rescue of three persons who 
had drifted helplessly in their 
disabled boat for 18 hours. 

Accompanied by John Price, 
radio newsman, and Martin 
Dewey, guide, Watson had put 
out from Whale Harbor. The 
party spotted Mr. and Mrs. Carl 
Schwerdt, of Fort Lauderdale, 
Fla., and William H. Fifer, of 
South Miami, and towed their 
craft back to shore. The vic- 
tims had lost their two engines 
when the boat overturned. 





of six brothers in the automotive 
field and are from Evansville, Ind., 
where Joe E. O’Daniel is president 
of the O’Daniel-Ranes dealership 
for Oldsmobile; John M, O’Daniel 
is sales manager in the used-car de- 
partment of the T. Motors, Inc., 
and Bernard M. O’Daniel is presi- 
dent of the DeSoto - Plymouth 
agency. 

The sixth brother is now a stu- 
dent at the General Motors Insti- 
tute. 

+ * 


U. C. Manager Named 


Art Robb has been appointed 
used-car manager for George Fry, 
Studebaker dealer in Los Angeles. 

* * * 


| Cress Heads K. C. Firm 
With William L. Cress taking 


over as president and_ general 
manager, Kansas City’s Byram- 
Jackson Motor Co. (Chrysler- 


Plymouth) has changed its name 
to Byram Jackson Cress Co. The 
concern is located at 2207-11 Tru- 
man Rd. 

a * * 


Private School Given Car 
By Hartford Assn. Chief 


Windsor (Conn.) Garage, Inc., 
has given a new Ford driver- 
training sedan to the Loomis In- 
stitute here, a private academy 
of high school grades, in one of 
the first such presentations to a 
private school in the nation. 


Thomas J. Bouvier, head of the 
local Ford-Mercury concern and 
president of the Hartford Auto- 
mobile Dealers Assn., said that 
his Windsor Garage gives a driv- 
er-training car annually to the 
local public high school and in- 
tends to accord a similar gift to 
Loomis each year. He explained 
that driver-education at Loomis 
will be given in cooperation with 
State Motor Vehicles Inspector 
Gerard L. Neefus, the state’s cor- 
ordinator for such training. 

« *« om 


Eyeman Running Second 
Jack Eyeman, sales manager for 
Conway Nash, Monrovia, Calif., re- 
| ports his firm in second place in a 
| Nash zone sales campaign, in which 
57 dealers are competing. 
* x * 


Succeeds DeBarry 


E. M. Kochsiek has been named 
Cleveland Oldsmobile zone man- 
ager, succeeding Clem DeBarry, 
who now operates his own local 
Olds dealership. 


* * * 
Clevelanders Garner 


'L-M Salesmen’s Prizes 


Five Cleveland salesmen from 
Lincoln-Mercury dealerships won 
Lincoln-Mercury division inner 
council awards, including four 
$100 U. S. savings bonds each, 
plaques and lapel pins, for their 
sales efforts last year. They were 
among 102 leading Lincoln-Mer- 
cury salesmen in the nation who 
shared in prizes totaling $40,000. 

The Cleveland winners were: 
Jack O’Laughlin, Meisel Motors; 
Casey Jones, Ohio Motors; Al 
Radefield, Lakewood Motors; 
George J. Edwards, Meisel Mo- 
tors, and George Littell, Ohio 
Motors. O’Laughlin, Littell and 
Edwards won similar honors last 
year. 





* * * 


Pontiac Honors Getzo 
Gene Getzo, parts and accessories 
manager of Franklin-Weber Pon- 
tiac Motors, 6125 N. Clark St., Chi- 
cago, has been awarded Pontiac’s 
“belt of champions” for sales 
achievement during the past year. 

(Continued on Page 64, Col. 3) 
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Importance of Jobbers 


Economy Would Suffer ‘Business Depression” 


Without Them, MEWA’s Ruark Says 


PITTSBURGH.—America would 
experience a “business depression” 
and social upheaval if wholesaling 
was eliminated from the country’s 
economic scene, according to B. W. 


Ruark, general manager of the 
Motor & Equipment Wholesalers 
Assn. 


Sveaking at meetings of automo- 
tive jobbers here and in Wheeling, 
W. Va., Ruark said: 

“Wholesaling is the bridge that 
spans the otherwise uncrossable 
stream between thousands of 

producers and hundreds of thou- 
sands of retailers. The wholesal- 
er is a specialist in making goo’1s 
available when, where and in 
quantities needed.” 

Ruark pointed out that of the 
approximately three million sepa- 
rate enterprises which make 
American business, one million are 
retailers and 250,000 wholesalers. 

“About 750,000 more are produc- 
ers who rely on wholesalers to dis- 
tribute their goods or as sources of 
supplies of various sorts,” he as- 
serted. “Thus, more than two mil- 
lion concerns depend on wholesal- 
ers to a large extent.” 

He said: “The dream of free en- 


Canada Measures 
Big Dollar Gain 
In Parts Output 


MONTREAL.--Gross selling val- 
ue of products turned out by the 
motor-vehicle parts industry of 
Canada in 1950 amounted to $226,- 
539,000, an increase of 32 percent 
over the preceding year’s figure of 
$171,590,000, the Bureau of Statis- 
tics reports. 

There were 151 plants in opera- 
tion, one more than in 1949. These 
factories employed 19,719 persons 
who were paid $56,092,000, com- 
pared with 17,098 workers earning 
$45,663,000. Cost cf the materials 
used was $122,089,000, against $88,- 
041,000. 

Production of axles and axle 
shafts in 1950 was valued at $8,575,- 
000, compared with $5,613,000 the 
vear before; storage batteries for 
autos, $14,330,000, compared with 
$12,727,000; bodies and cabs for 
trucks, passenger cars and buses, 
$11,638,000, compared with $9,460,- 
000; auto hardware, $6,896,000, com- 
pared with $5,062,000; automobile 
radios, $5,137,000, compared with 
$5,494,000; chassis springs, $6,732,- 
000, compared with $5,931,000; tires 
(casings and tubes), $120,179,000, 
compared with $80,736,000, and serv- 
ice parts made in automobile fac- 
tories, $50,227,000, compared with 
$45,106,000. 


For Hotrodders— 


Stewart-Warrer Corp., announces an 
instrument-poanel line for hotrods. Included 
are a speedometer that measures up to 
160 m.p.h. and a tachometer recording 
engine revolutions of 8,000 r.p.m's. All 
panels are equipped with from three to 
eight instruments. The most popular panel 
includes an oil gauge that registers pres 
svres fram Q to 100 founds, 


up | 


| terprise as the manifestation of po- 
| litical and religious liberty in the 
| daily life of a people was the moti- 
vating force that caused our fore- 
fathers to settle America and build 


|a nation dedicated to liberty out of | 
declared that | 


|the wilderness.” He 
heritage of freedom is now being 
undermined by over-big govern- 
ment, monopoly in business and 
‘abor 


Talcott Offers to Bankroll 
Hartford Music Group 


LeRoy E. Talcott, president of 
the Nicoll-Talcott Corp., Hart- 
ford, Conn., has offered to spon- 
sor an orchestra and _ choral 
group for 4-H clubs in Hartford 
county. 

Talcott, whose firm is north- 
eastern distributor for Ford trac- 
tors and Dearborn farm equip- 
ment, said his corporation will 
finance the project until it is self- 
sustaining. 








FLOOR BUTTON 





Ford Hosts L.A. Area Educators— 


Claude Nihart (right), supervisor of 


vocational 





| 


for the Los | 


and practical arts 


Angeles board of education and recently appointed a judge in Ford's 1952 industrial 
arts awards program, wos principal speaker at a banquet for 275 Los Angeles and 
Long Beach industrial educators who toured the Ford Long Beach plant. C. E. Davis, 
chairman of the Ford committee on community relations for southern California, and 





Robert C. Armour, Long Beach plant manager, congratulate Nihart. 


False Claims Laid 


WASHINGTON. —The_ Federal 
Trade Commission has_ ordered 
Radiator Specialty Co., Charlotte, 


N. C., to stop misrepresenting the 
effectiveness of Nu-Power Upper 
Cylinder Lubricant, a gasoline ad- 
ditive. 

In a decision handed down by) 





hearing examirer James A. Purcell, | 


. . “te 

to Additive Firm 

the company is prohibited from 
claiming, among other things, that 
the additive will increase gas and 
oil mileage; increase engine power 
and performance; give faster pick- 
ups or smoother idling; keep spark 
plugs cleaner and lengthen their 
life; reduce knocks and pings, and 
keep valves and rings free from 


| insurance 





gum, carbon or other deposits. 
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Tractor Insurance Status 


Ruled by N. C. Court 
RALEIGH, N. C.—North Caro- 
lina’s supreme court has ruled that 
a farm tractor is not an automo- 
bile. As a result, a fire insurance 


| company can’t be compelled to pay 


destroyed tractor when its 
policy covered automo- 


for a 


biles. 

The opinion was given in a case 
originating in Wayne county, where 
Arnold Jernigan, a garage opera- 
tor, had taken out a policy with 
the Hanover Fire Insurance Co. of 
New York. The policy covered “au- 
tomobiles owned by the insured and 
held for sale or used in repair serv- 
ice,” and did not include a tractor 
being held for resale. 

A farm tractor is not an automo- 
bile, the court said, for the “very 
simple reason that it is neither 
designed nor suitable for use on the 
highways and streets for transpor- 
tation of either persons or prop- 
erty.” 


Westwood Motors 


A business name has been filed 
in Erie County, N. Y, for West- 
wood Motors, 1085 Kensington Ave., 
Buffalo, by Solomon and Harry 
Stern. 





Whatever Your Starting Requirements 


“Bendix 
STARTER DRIVE 


ACCELERATOR 


CLUTCH PEDAL 


ated = 


More than a quarter of a century ago, Bendix pioneered 
the starter drive. Today, and over 85,000,000 drives 
later, Bendix is still starter headquarters for industry. 
In automotive vehicles of all types, in the marine field, 
in stationary engines and aircraft, in fact wherever 


motors Start, 


Bendix* 


Drives have established an 


unrivaled record for dependable performance. Perhaps 
even more remarkable is the fact that in most installa- 
tions manufacturers have paid less for the Bendix 
Drive than for other types. 


This unique combination of dependable performance 


ECLIPSE MACHINE DIVISION of 


ELMIRA, NEW YORK 





SPECIALISTS 


IN ALL TYPES OF 


STARTING! 


and low cost is made possible by Bendix exclusive 
design features. For example, the Bendix Starter Drive 


requires no actuating linkage 
be placed in any convenient 


and the solenoid may 
position. Result—the 


starting motor can be mounted more easily and in 
more positions. Also the Bendix Drive has fewer parts 


and needs fewer adjustments. 


If you want true economy from installation to service, 
plus performance proven by over 85,000,000 installa- 
tions, be sure to specify Bendix Starter Drives. Your 


inquiry will receive immediate attention. 





Aviation CoaPoRaTion 


e, New York 11, N. ¥. 





Export Sales: Bendix International Divisi 


», 72 Fifth A 


*REG. y.S. PAT. OFF. 
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Backshop 





By Jack Weed 








(Continued from Page 33) 


mileage, the leasing 
usually does not replace these until 


they have approximated that mile- | 
age. But as they deal in averages | 
across the board, they may pass | 
some of these low mileage cars| 


company | straightened around with the legi- | 
| timate operators. 


* + + 


Still No Answer 


I HAD a squib in this column al 
month ago about a little deal | 


along to new owners via the used- | that I was going through with one | 


car market, just to keep the fleet | 
rotating on a more even keel. 


Most of the operations I checked 
were very staple, but one I dug 
into a little was purely a razzle- 
dazzle operation, if I ever saw one. 
This outfit held its cars for six 
months and a day and then dumped 
them, a large proportion at retail. 
Any dealer will know immediately 
what the main objective of this op- 
eration was. I'll prophesy that if 
any change is made in the tax 
situation, this Arab will fold his 
tent and quietly steal away—with a 
bundle of quick-made folding 
money—if he can _ salvage fast 
enough. This type of operator is 
going to be the biggest headache 
for the factory boys who now have 
enough of a problem getting 


| mess. 





of my cars—and did that stir up a 
I really didn’t know how} 
many guys read my stuff but I got | 
an idea. I got nine telephone calls! 
the day that issue came out and| 


seven were from dealers. How many | Ford Business Mana 


had desire to know if it was their | 
shop I was talking about, I don’t | 
know, but I do know they were 
mighty interested. I am still get- 
ing notes through the mail want- 
ing to know what I found out was 
wrong. 
All I can say is that I still don’t 
know all the answers to what m 





horsepower at the rear wheels it | 
should have, because it still doesn’t 
produce them, although the boys | 





Business 
region met in Monterey, Calif., 


regional b 
Jones; Glass; Hatch; Cooper; 


car needs to bring it back up to the | °"4 © ©. 5. stan, Mehaead, Caw. 


will tell you, if for no other reason 
than to prove the amount of serv- 
had the car the whole week I was | ice work and profit missed by the 
in the east. Some day I will know,| dealer to whom I took the car in 
and when I do, I promise that I| the first place. But I do know now 





og 9 





| assistant, and V. L. Jones, regional business 
management ee methods and problems. 
ment analyst; W. S. Walla, Denver; 
H. P. Burns, Salt Lake City; F. E. Hauter, 





gers Meet in Monterey— 


nt s from the five districts in the Ford division western 
for the spring regional business management con- 
| ference. J. B. Glass, general office business management department manager, Ford | 
| division, Dearborn; A. S. Hatch, western regional sales manager; W. J. Cooper, 





ment g 


From left to right: 


, discussed business 


R. B. Medler, " Seattle, 





1948 to 1952, 


that it is not as simple as it looked | 
on the first blush. 
Check Chart has brought out its | 
inclusive, passenger | ! 
car lubrication charts and as usual | ing job in these greater horse- 











1952 Grand Champion Winner Equipped 
with Holley CentrieFlo Carburetor 
Economy engineered Holley carburetors and pressure 
distributors have been original equipment on 
the Grand Champion winners of the Mobilgas 
Economy Run for three straight years. 
In addition, the Holley record includes 


No other manufacturer of fuel and ignition 


FOR MORE THAN 

HALF A CENTURY— 
ORIGINAL EQUIPMENT 
MANUFACTURERS FOR THE 
AUTOMOTIVE INDUSTRY 


DETROIT 4, MICHIGAN 


seven class winners over the same period. 


equipment can match this economy record! 





C, 


ECONOMY-ENGINEERED 
HOLLEY PRODUCTS 





HOLLEY CENTRI*FLO 


| 








AA-1 CARBURETOR 


RT-15 and 1-15 








PRESSURE 
DISTRIBUTOR 


| they are very complete and inform- 


j | ative. This chart is not for sale 


but any one in the trade that really 

| has use for one can get one, I am 
sure, by writing to G, L. Glassford, 
|director of engineering, Check 
| Chart, Chicago. 


* a7 * 


| The Horse Race 


1 e+ MFG. CO. has taken 
off the kid gloves and walked 
| right into one of the biggest con- 
| troversies in the current competi- 
|tive race, but it’s done with some 
| very helpful and badly needed in- 
formation, in a recent booklet, “The 
| Race for Horsepower.” 

| In this 24-page booklet, the com- 
| pany steps right up to what the 
constant increase in horses in our 
|modern cars means in tuning out 
| the heavier explosions and eliminat- 
ing the greater volume of exhaust 
gases, without creating any addi- 
tional back pressure. Walker claims 
to have done this by the develop- 
ment of a new line of “individual- 
ly” turned mufflers. 

It is pointed out in this book- 
let that the muffler engineers, or 
silencer engineers, as Walker 
calls them, had to accomplish a 
more complex and difficult quiet- 


power engines, with no loss of 
efficiency, and yet provide more 
available power, less back pres- 
sure, more traffic getaway and 
less noise. The booklet makes 
very interesting reading for serv- 
ice managers and tune-up men. 

Automotive Sales Aids Co., De- 
troit, has evidently gotten so tired 
of reading my everlasting blasting 
about the need, in most franchised 
dealer shops, for more items per 
ticket that it felt that if I couldn’t 
do anything about it, it would give 
the idea a shove. 

So this firm came out with some 
black and canary yellow signs with 
the word SOMIOERO in capital 
letters spread across the sign. In 
the accompanying letter to dealers, 
when the signs are sent out, the 
firm spells out the mystic word. It 
| means: “Sell one more item on each 
| repair order.” Dealers are advised 
| to place the card where the service 
| personnel can see it and offer 
'a small cash prize to the first 
man who can guess what the let- 
|ters stand for. It is also recom- 
|mended that the dealer and the 
| service manager use the mystik 
word in their greetings to the shop 
men, such as “SOMIOERO John, 
or Joe,” instead of “Good Morning.” 
Maybe they’ve got something there. 


Motor Rebuilders 
Launch Program 
For Ring Jobs 


SAN ANTONIO.—A campaign to 
promote the sale of “ring jobs” 
was launched here at the annual 
convention of the Automotive En- 
gine Rebuilders Assn. 

The program is backed by two 
| advertising kits, one for the jobber 
to use in soliciting dealer and re- 
pair shop participation, and the 
other for use by dealers and repair 
shops to sell motorists. 


Theme of the campaign is: 
“Powerize Your Car.” 

Inquiries concerning the program 
should be addressed to AERA 
headquarters at 419 N. Capitol 
| Ave., Indianapolis 4. 


Southwest Show 


Names Committee 


DALLAS.—Ray Ricke, of Dallas, 
has been named chairman of the 
show committee of the Southwest- 
Automotive Show, Inc., by Presi- 
dent T. C. Buddy Garrett. 

Other members of the committee 
are Joe Egan, Dallas; Walter Fra- 
zier, Dallas; Fritz Keller, Ft. Worth: 
George Liser, Ft. Worth, and D. B 
Pickens, Dallas. 

At the initial meeting of this 
committee, an attendance promo- 
tional campaign, possible show 
themes and show hours were dis- 
cussed. Committee members also 
urged all manufacturers and south- 
west jobbers to forward any show 
ideas to the committee at 408 
Fidelity Bldg., Dallas. 

















The back pages of every issue of AUTO- 
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Section, Others are profiting from AUTO- 
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In the Hopper 








A bill to repeal Louisiana’s fair 
trade act, permitting manufactur- 
‘rs to establish minimum resale 
prices for their trademarked prod- 
icts through contracts with retail- 
rs, was killed by the committee 
on labor and capital of the Louisi- 
ana house of representatives fol- 
lowing a public hearing. 

The committee’s rejection of the| 
bill by a 10-to-1 vote killed the} 
measure for the session and made | 
it impossible to revive the issue on | 
the house floor. 

* al * 


Checks at State Garages 


Weighed in Louisiana | 

Compulsory semi-annual in- | 
spection of all motor vehicles, | 
except farm equipment, at state- | 
designated private garages was 
proposed by a bill introduced in 
the Louisiana legislature. 

Inspection garages would be 
designated by the state depart- 
ment of public safety. A fee of $1 
would be charged for the inspec- 
tions. Windshield stickers would 
be given vehicles passing the in- 
spection. 

As part of the public safey de- 
partment, the state police would 
be required to enforce the law. 
Penalties for violation would be 
a maximum of $25 and five days 
in jail. Any motorist convicted of 
violating the act twice would 
face loss of his driving license 
for six months. 


* * 


New York Tags $25,000 
For Highway Study 


A 13-member state commission | 
will make a year-long, $25,000 study 
of methods to finance New York | 
state highway construction. Gov. | 
Dewey has signed a bill creating | 
the agency. 

The measure notes that the “de- | 
mand upon the revenues of the} 
state and its municipalities are| 
such that adequate funds for the| 





Tougher Laws 
For Drivers Urged 


In Wisconsin 


MADISON, Wis.—“Tougher state 
laws have taken the profit out of | 
the overloading of trucks and other 
new laws can take the joy out of 
reckless driving,” says Commis- 
sioner B. L. Marcus of the state 
vehicle department. 

The Commissioner made _ the 
comment in testimony before a 
legislative council committee study- 
ing Wisconsin highway accident 
rates and how they can be reduced 
for a saving of life and property. 
Marcus asked for better driver 
licensing, better law enforcement, 
and more stringent penalties for 
road law violators. 

He proposed an addition of 25) 
men to the state traffic patrol, for | 
a total strength of about 100, to) 
augment enforcement in_ rural | 
areas where it is presently weakest, 
according to the state agency’s | 
observations. } 
, Recalling the stronger truck law | 
enforcement that came with the| 
1949 legislature’s decision to estab- | 
lish a special truck police patrol, he 
observed: 

“When we started we found that | 
one out of every three trucks was | 
overloaded. Now we find that only | 
about three percent are overloaded. | 
These are good results, and maybe | 
the same thing can be done in| 
regard to traffic safety laws. I'd | 
like to try it.” 


2 Tractor Tires Added 
To Goodyear’s Line 


| 
AKRON.—Two lower-priced trac- | 
tor tires designed for replacement | 
use and having many of the fea-| 
tures of original equipment tires| 
have been added to Goodyear Tire | 
& Rubber Co.’s farm tire line. 
One unit, the firm’s long-estab- 
lished Sure-Grip tire for use on 
rear wheels of tractors, is rein- 
Stated, the company announces. As 
the Sure-Grip’s companion, the 
company has designed a new tire 
for tractor front wheels called the 
“Marathon.” 





rehabilitation and maintenance of 
the highway system are often not 
available.” 


+ x * 

Lexington (Ky.) Adopts 
1% Income, Profits Tax 

An ordinance imposing a 1 per- 

cent municipal tax on individual 

incomes and net profits from all 


businesses, effective July 1, has 
been adopted by the 





Louisiana Gasoline Tax, 
Tops in U. S., Faces Ax 


A two-cent cut in Louisiana’s 
nine-cent gasoline tax, highest 
state levy on motor fuel in the 
nation, is under consideration by 
the legislature. 

A bill to reduce the tax was 
sponsored by the administration 
of newly-elected Gov. Robert F. 
Kennon as the legislature’s first 
order of business. Highway 
users have been protesting the 
tax for four years. 





Lexington | 


| (Ky.) board of city commissioners. | 


| Expected to yield approximately 
$790,000, the new levy will replace 


| nance, which does not apply to in- 
dividual wage earners. 
* ® * 


Wis. Committee Proposes 


Compulsory Insurance 

A Wisconsin legislative com- 
mittee has proposed a compul- 
sory insurance plan that would 
be similar to the state’s work- 
men’s compensation insurance. 

The plan is similar to the one 
proposed by Judge Robert S. 
Marx, Cincinnati, who is a mem- 
ber of the Columbia university 
study group on the subject. 

+ * * 


Tax Rise Favored in Ohio 

| Gov. Frank J. Lausche of Ohio 
is in favor of a ton-mile tax on 
trucks and an increase in the state 
| gasoline tax. He says these are 
| necessary to modernize Ohio’s high- 
ways. The two proposals may 
become issues in the coming cam- 
| paign. 





| The back pages of every issue of AUTO- 
| MOTIVE NEWS contain the WANT AD 
| Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 








Rudy’s Valley 


L. 
“ 





overhead reels 


units outstanding in eye-appeal 
and time-saving features. ARO 


helps us profit!” 


Bryan, 


K 


A gala welcome by civic leaders 
... TV and radio stars... 
the whole community... 
greeted the recent opening of 


Super Service Station in Man- 
hasset, Long Island! 


“We wanted the finest equip- 
ment throughout”, says Rudy 
Schneider, owner. “That meant 
ARO for our lube department! 
Comparison showed ARO 


See your Aro Jobber. 
The Aro Equipment Corporation 


Aro Equipment of Canada, Ltd., Toronto, Ont. 





an occupational license tax ordi- | 








| 


| 


Sad 


Nash Plans Service Sales Program— 

H. C. Doss, Nash sales vice-president, and W. A. Cook, national service manager, 
recently met with factory and field service personnel to discuss service sales manage- 
ment program. The program combines service sales management and service sales 
promotion, and is being presented in booklet form to aid dealers and the Nash field 
organization. Shown (left to right) are: Harry Allen jr., assistant to service manager; 
J. R. ieonard, assistant service manager, Eastern division; W. J. Moreland, New York 
| zone service manager; D. L. Mclellan, assistant service manager; Cook; Doss; F. H. 
Brodek, technical service supervisor; J. R. Meister, Pittsburgh zone service manager; 
J. G. Slater, assistant service manager, Western division, and L. T. Flegler, service 
promotion. 
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Many Letters 


Confuse Lawmakers .. . 
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How to Write to Congress 


WASHINGTON. Congressmen 
who want to keep their jobs pay 
close attention to letters written 
them by constituents. At least that 
is what congressmen say. 

However, they (the congress- 
men) complain that many a let- 
ter from home is difficult to in- 
terpret—confusing, that is. 

The following is a list of “do’s | 
and don’ts” for letter-writing vot- 


ers. It was drawn up by-— you} 
guessed it—a certain well-known 
congressman: 

1.The average congressman | 


wants to hear opinions from home | 
and wants to be kept informed on | 
conditions in the district—so your | 
letters to him should be based on | 
your own specific experience and 
observations. 

2. Give the specific name or| 
number of the bill you’re interested | 
in. There are 10,000 assorted bills | 





Antitrust Laws 
Hinder Progress, 
Lilienthal Says 


NEW YORK.-—The Sherman 
Antitrust Act is grossly inadequate | 
and administered in a way that 
cripples the nation, and the gov- | 
ernment’s “don’t do that” policy is 
stifling the growth of big business. 

Those are the views expressed 
by David E. Lilienthal, former 
chairman of the Atomic Energy 
Commission, in a series of articles 
in Collier’s entitled, “Antitrust 
Laws Are Crippling America.” 

Lilienthal calls on the nation to 
recognize that 


| 


things we want. 
“Bigness and monopoly are no 


longer the same thing and the time | 
has come when it is in the interest | 


of the whole country that we pro- 
mote the principles and practices 
of bigness which can bring us vast 
social and_ individual _ benefits,” 
asserts Lilienthal. 


“The need today is not so much 


for a reexamination of the anti- | 


trust laws as for an official reex- 
amination of the ideas and atti- 


tudes toward those laws which are | 


needlessly stifling progress,” he’! 
emphasizes. 
“The need is not for repeal of 


the Sherman Act; its policing func- 


tions should be maintained and | 


even strengthened in their admin- 
istration,” Lilienthal writes. 
“Those policing functions, 
ever, should be only a part of a 
new, broader, and vigorously af- 
firmative economic and legal policy 
that will release the potentialities 
of our asset of bigness for the 
benefit of the whole country.” 


Chevrolet Names 


Plant Builder 


FLINT.—Chevrolet has awarded 
the general contract for completion | 
of its million-square-foot Flint | 
manufacturing plant to Darin & 
Armstrong, Inc., of Detroit, T. H. 
Keating, division general manager, 
announces. 

All excavations and substructures 
have been completed, and work on 
the superstructure will start im- 
mediately, Keating said. First man- 
ufacturing space in the new build- 
ing is scheduled to be ready early 
in 1953, he said. Ground was broken 
last Nov. 30. 


Stage Show Director 
Named for Centennial 


CHICAGO. — Selection of Helen 
Tieken Geraghty to direct the stage 
presentation, planned as one of the 
features of the Centennial of Engi- 
neering to be celebrated here this 
summer, has been announced by 
Lenox R. Lohr, the Centennial’s 
president. 

Mrs. Geraghty will produce a 
portrayal of the outstanding con- 
tributions the engineering profes- 
sion has made to the American 
way of life. As background, certain 
fast-moving scenes will depict the 
greatest moments in man’s techni- 
cal progress. No name has been se- 
lected as yet for the Centennial 
stage show, 


|ways need more 


‘Unlikely in Canada 


| ports from the U. S. remaining un- 


“bigness of industry | 
is providing Americans with the! 


how- | 


for a congressman to 
normal Congress. 

3. Present a 
even though 
may not agree. 

4. Give concise reasons for your 
position. This is the 
information, as congressmen al- 
first-hand infor- 
mation from persons with a spe- 
cialized knowledge. 

5. Write a short letter. A con- 
gressman and his staff must read 


Decontrol of Steel 


study in a 


definite opinion, 
the congressman 





OTTAWA. With Canada’s im- | 


der U. S. priority quota, Defense 
| Production Minister Howe predicts 
relaxation of steel controls is un- 
_| likely in Canada, “at least until the 
| Canadian production situation is 
| reviewed by next September.” 

He admitted, however, that there | 
has been some easing of steel sup- 





| plies. 


most valuable | 


from 50 to 1,000 letters a day 

6. Write before a bill has passed, 
not after 

7. Let your congressman know 
when he has done something which 


you approve. He is quite as human 
as you. 

But... 

1. Don’t demand a vote for or 


against unless you give your rea- 
son. He wants to know if you real- 
ly understand the bill and if your 
reasons are good or bad. 

2. Don’t threaten him with 
feat if he votes the other way. 
3. Don’t tell him how influential 
you are in the home district. 

4. Don’t ask him to take a 
stand on a specific bill until the 
committee in charge of the bill 
has had a chance to hear the 
evidence and dig out all the pros 
and cons. 


5. Don’t send a form 
quote someone else’s letter. 

6. Don’t write a congressman for 
some other district, as your letters 
will just be forwarded to your con- 
gressman—unless, of course, it is 


de- 


letter or 

















'New Fords for Utah State Police— 


New Ford police units were delivered to the Utah state highway patrol by Ogden 
Ford Sales, Ogden, Utah. Making the delivery are, left to right, Harold Ambler, gen- 
eral sales manager; R. E. Thomas, vice-president and general manager, and Eugene 
Smith and Frank Grant, of the Utah state highway patrol. 

‘coe to a bill introduced by | 
it the other members or being studied 
in committee by him. 





Don’t send a pow of letters 
* the same subject. Quality, not 
quantity is what counts. 





























Auto News and Gossip from tine Continent... 





New Fiat V-8 Rated at 130 MPH | 


By George L. Glaser 
Special to Automotive News 
es Germany. 
appearance of some wealth in 
Europe has brought back the ex- 
pensive sports car capable of doing 
better than 130 miles per hour. 
Fiat, Italy’s largest automotive 
producer, entered the sports-car 
class with a two-seater coupe which 


released for export, here 


| less are a few of the highlights on 


The re-| this new 


has some remarkable features. Al- | 


though a price cannot be given at 
this time and the car will not be 





Topper Starts Construction 
On Second Plant in N. J. 


RAHWAY, N. J.—Melville Mor- 
ris, president of Topper Equipment 
Co., has announced that the com- 
pany has started construction on a 
new 30,000-square-foot plant in 
Clark township here. 


manufacturing equipment,” Mor- 





speed buggy. 

The car has a weight of less 
than 2,000 pounds, a wheelbase of 
about 100 inches and a_ tread 
width of about 52 inches. The 
body and chassis frame are a 
single unit, consisting of a very 
few pressed-steel pieces welded 
together. 

All four wheels are independent- 
ly suspended. Upper and lower sus- 
pension control arms are_ used, 
while the coil springs and shock 
absorbers are mounted in light al- 
loy castings which are filled with 
oil. 

The engine is Fiat’s first V-8. The 
cylinder banks are spaced at a 70- 
degree angle, and the compression 
ratio is 8 to 1, Displacement is 


| two liters, or less than two-thirds 

“Due to expanding volume of|that of a Chevrolet. The Fiat en- 
business it has become necessary | gine delivers up to 5,600 revolutions 
to create additional facilities for| per minute, with a horsepower out- 


ris said. The firm’s other plant is | 


located in Matawan. 


put of 110. 
The engine housing is made of 
aluminum, © as are the cylinder 


neverthe- 


| ferential is suspended in the 





AUTOMOTIVE NEWS, JUNE 16, 1952 





heads, which also house the over- 
head valves. The cylinder liners 
are of the wet, cast-iron type. 
The camshaft has been left in 
the crankcase housing. 

The clutch, the four-forward- 
speed transmission and other units 
are of conventional design. The dif- | 
body, | 
while driveshafts, each with two 
universal joints, carry the power to 
the rear wheels. 

« ~ . 


Station Wagons Popular 

: ie station-wagon body — 

has been adopted by many pro- 
ducers in Europe. At first, manu- 
facturers were hesitant about copy- | 
ing this U. S.-created type, but now | 
one sees more and more smaller 
vehicles with “combination” bodies 
as they are called in Germany. 

It is quite natural for Euro- 
peans to take to the station 
wagon. Smaller cars here have 
tiny luggage compartments, and 
the station wagon has room for 
at least for persons and a s gener- 





1S é it € 2 [) bubble bath? 


|} bomb craters? 





|_] swiss cheese? 


J spring thaw? 


” 











|For Those Who Place Speed Ahead of Cost— 


This new V-8 marks the entry of Italy's Fiat into the sports-car field. Money is 


* * * 


ous amount of luggage as well. 
It seems to some observers that 


a new body style may be in the 
’|making which will combine sedan 
|features with the cargo space of- 
| fered by the station wagon. 
| * * * 


Slide-Back Roofs 


wus sitting in an outdoor res- | 
taurant the other day, I tried | 


aoe 





wees, te 








.. it’s a mighty good thing for Ohio Farmers! 


This is a nose-close look at a handsome and steady source of income for Ohio farmers! 


That means, of course, it’s Swiss cheese :.. another of the many products that make 


Ohio rank sixth in cash from dairy products! 


But dairy products account for only a small part of Ohio farm families’ big total 
income. You see, these progressive farm people diversify — produce a large variety of 


farm crops. 


This gives them the best kind of farm income: 
year! The proof? Ohio is sixth in value of farms, 


the steady kind — right around the 
first in farms with electric ranges! 


Now, best of all, for you — Ohio farm families are steady in another way: regular 
reading of their favorite farm magazine — THE OHIO FARMER! It’s your open invita- 
tion into 7 out of 10 of all Ohio farm homes twice every month! Get all the market and 
coverage facts. Write T1013 Rockwell Avenue, Cleveland 14, Ohio. 









Cleveland 


Michigan Farmer, East Lansing 


Pennsylvania Farmer, Harrisburg 





Two other rich farm states matching Ohio’s steady farm income are Michigan and 
Pennsylvania — served by MICHIGAN FARMER and PENNSYLVANIA FARMER. 


/that the U. S. 


becoming a little more plentiful in Europe, and Fiat is turning its attention to motor- 
ists with a thirst for speed. This model can top 130 miles per hour, 
that should satisfy most. The price isn't known yet. 


says Fiat, and 


* * * 


|to count every passing German- 
made sedan of 1948 vintage or later 
in order to get some idea of how 
many are being built with a slide- 
back roof, 

To my surprise, I found that 
every second car Was equipped to 
provide open-air riding reason- 
ably comparable to that of a 
convertible. Although official 
figures are not available, I be- 
lieve my estimate may be fairly 
accurate. 

The slide-back roofs come in two 
| forms. One type has a panel which 
|is pushed back to open a portion 
|}of the roof. The other type con- 
sists of a flexible covering that 
|folds back into pleats, accordion- 
| style, along the entire length of the 
car, 

As in prewar times, convertibles 
are well-liked in Germany, and 
|many motorists are willing to pay 
up to 30 percent more for a con- 
vertible body, even in such low- 
priced lines as the Volkswagen and 
DKW. 

Webasto, of Munich, and GOLDE, 
in Frankfort, are the two largest 
| producers of sliding-top cars. 

od * + 


| 


Gas and Oil Surplus 
— now is a surplus of gaso- 

line and oil in Germany--a 
striking reversal of the situation of 
three years ago. Prices are still 
holding up because of heavy taxes. 
If the West German government 
moderated the tax burden and let 
prices decline, the resulting in- 
crease in sales actually would bring 
in more tax revenue than is now 


the case. 
* * 


Volkswagen Fight 

To of Volkswagen sav- 

ings contracts, issued under the 

Nazi regime, are more optimistic 

now that their case has found some 
(Cc (Continued on on Page 60, Col. 3) 


Collyer Attacks 
Idea of World 
Rubber Cartel 


ATLANTIC CITY.—Peoples of 
| Far Eastern rubber-growing areas 
would be handicapped in their fight 
against communism and retarded 
in efforts to raise living standards 
if an international cartel in rubber 
were to be established, John L. 
Collyer, president of B. F. Good- 
rich Co., told members of the Na- 
tional Assn. of Purchasing Agents 
here. 

“Leaders in certain nations be- 
lieve that it may be possible to 
eliminate or reduce the uncertain- 
ties of rubber production, consump- 
tion and price through inter-gov- 
ernmental agreements. But, instead 
of restricting production we should 
make every effort to expand con- 
sumption. High prices restrict the 
use of rubber; low prices encour- 
age its use,” Collyer said. 

Collyer said every attempt to in- 
terfere with the normal function- 
ing of the free market for rubber 
has failed. 

“Perhaps the most important 
long-range result of previous car- 
tels was the great stimulus given 
to the research for materials that 
could replace rubber in essential 
products,” Collyer said. “Interest 
was redoubled to find a satisfac- 
tory man-made rubber through cre- 


|ative research.” 


Carrying his attack against car- 
tel arrangements outside the range 
of the rubber industry, Collyer said 
is now participating 
commodity 


in inter-governmental 


|eartels which have never been sub- 
| mitted to Congress for ratification. 
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O. C. Lunsford has been appoint- 
ed to the newly created post of 
administrative assistant to the vice- 
president of sales for Standard Oil 
Co. (Ind.). 

Lunsford’s assignment will in- 
clude study of organization plans, 
policies and procedures. 
the company in 1926 as a clerk 
in the Indianapolis sales field, and 
most recently was office manager 
of the Detroit sales field. 

e * « 


LOF Fills New Post 


Robert O. Bradley has been named 
industrial engineer for the new 
Fiber Glass division factory of 
Libbey-Owens-Ford in Parkersburg, 
W. Va. Bradley has been serving 
as field engineer in charge of con- 
struction work on the Parkersburg 
factory. — es 


Schwall Elected President 


By Georgia Truckers 
L. R. Schwall, of Atlanta, has 
been elected president of the Geor- 


He joined | 


president is Guy W. Rutland jr.,| 
Decatur. 

Other new officers are George 
|Maiden, vice - president; George | § 
| Howard, corporate secretary, and | 


Winton Teagle, treasurer. Danny | ¥ 
Boggs is executive vice-president. 
* * . 


McCarty Gets I-H Tribute 


|For 50 Years’ Service 

In recognition of his half-cen- 
tury of service with International 
Harvester, M. F. McCarty, Chi- 
cago district truck sales man- 
ager, was honored at a testimon- 
ial luncheon highlighted by pres- 
entation to him of the 50 years’ 
pin. He received the award from 
John L. McCaffrey, I-H president. | 

+* * od 


Toll Roads Draw Fire 
Of Highway 41 Assn. 
Directors from five states met in| |. : ; F 
i | field, Tenn. Jac olst, of Fort | dent, an e following vice-presi- 

Cordele, Ga., to elect officers of the field, T y ck Holst, f Fort | dent d the foll 
U. S. Highway 41 Assn. and to take | Myers, Fla., retiring president, be-|dents from Georgia were named: 
an official stand against toll roads. | comes first vice-president. Marshall Castleberry, of Valdosta; 
New president of the organiza-| Other officers elected were Ches- | Gardner Watson, Perry; C. M. Dan- 


Employes from Chevrolet dealerships in El Reno, Okarche and Calumet, Okla., and 
Oklahoma City met at Downtown Chevrolet, Oklahoma City, to discuss the Safe-T-Way 
Service program recently launched in their communities. The project, sponsored by 
| Chevrolet, pledges dealers to a 10-point free safety inspection of every car that 


enters their service stations. 











gia Motor Trucking Assn. Outgoing | tion is Forest M. Durett, of Spring- | ter Chapman, of Macon, past presi-!/iel sr., Atlanta, and Tom Jones, 


Championship Class! 








ie io = Se ee 


@The superior quality of Ditzler Finishes is best shown 
by their championship performance in the automobile 
industry. For nearly fifty years Ditzler Finishes have been 
preferred by most of the leading manufacturers of pas- 
senger cars, trucks and buses. This continuous preference, 
which lifted Ditzler to its present rank as the leading 
exclusive manufacturer of automotive finishes, was gained 
solely by the year-in and year-out dependability of its prod- 
ucts. There can be no stronger proof that Ditzler Finishes 
are better than any others for all your refinishing needs. 














3 Big Reasons Why Ditzler RIP RAP 
Is Better Than Other Primer Surfacers 


@ High solid content gives more @ Extra-good holdout increases 
durability and keeps paint jobs 
looking better longer. 


film - forming materials — fewer 
coats are necessary. 

Ditzler Rip Rap is available in 
three popular colors—Dark 
Gray, Neutral Gray and Red 
Oxide—in easy-to-pour cans. 


@ Sands easily and feathers out 
beautifully—no splitting or 
chipping at the edges. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 


GLtLas $ ae: a eae ee 
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Dalton. Elmo L. Draughon, of Ma- 
|con, was named treasurer, anc 
| Harvey Brown, also of Macon, wa 

appointed executive director. 

* * * 


Nash Transfers Warner 


To Calif. Plant Manager 


Appointment of Earl P. Warner 
as factory manager of the El 
Segundo (Calif.) plant of Nash 
Motors is announced by Camp- 
bell Wood, works manager of the 

| plant. 
| Warner, assistant general su- 
| perintendent of the main Nash 
| auto plant at Kenosha, Wis., since 
1950, joined Nash 12 years ago as 
assistant chief inspector at Ke- 
| nosha. He became chief inspector 
in 1942, Warner has spent his en- 
tire career in the vehicle manu- 
facturing field, joining Reo as an 
apprentice in 1923 when he was 
17. 


x * * 


|Courtemanche jr. Is Named 
| To Diamond T Directorate 

| Diamond T Motor Co., Chicago, 
has elected Louis Courtemanche jr., 
| vice - president of Automotive 
| Equipment Co., Portland, as a di- 
| rector. The Portland firm distrib- 
utes Diamond T trucks in Oregon 
and southwest Washington. 

+ * * 


| Trailmobile Branch Head 


Appointment of Jack R. Krui- 
|zenga as manager of the Grand 
| Rapids, Mich., factory branch of 
|Trailmobile, Inc., subsidiary of 
Pullman, Inc., has been announced 
by William A. Burns, president. 
| Kruizenga transfers from Trailmo- 
| bile’s Cleveland branch. 
| . * * 


Brown Heads Engineering 


At Wagner Electric 


| Appointment of George W. Brown 
| as executive engineer has been an- 
; nounced by Wagner Electric Corp. 
| Brown has been 

| with the com- 
| pany, except for 
| war service, since 
| 1926. 

His first as- 
|signment was in 
|the engineering 
| department. In 
| 1937 he was 
| named personnel 
| director. Return- 
jing to Wagner 
after war service, 
was named industrial relations 
director, a post he held at the time 
of his latest appointment. 

of +. * 


| Rapids-Standard Promotes 
| Dentistry; Woldring Back 


| Promotion of Kenneth P. Dentis- 
| try and the return to its employ of 

Bert Woldring have been an- 

nounced by Rapids-Standard Co., 
| Grand Rapids, Mich. 
| Dentistry becomes product man- 
| ager of the Caster and Truck divi- 
;}sion of the firm, He joined the 
company in 1947. Woldring was 
|}named researcher in product and 
|market development. Prior to his 
| return to Rapids-Standard, Wold- 

ring headed a Grand Rapids mate- 
| rials handling concern. 

* * * 


Lundin Replaces Cunningham 
|A4s GM’s General Auditor 


Oscar A. Lundin has been 
named to succeed Earle H. Cun- 
ningham as general auditor of 
General Motors. Cunningham has 
been assigned to development 
projects on the staff of the treas- 
urer of GM. 

Lundin joined GM in 1933. In 
September, 1949, he became direc- 
tor of the cost analysis section of 
| GM’s comptrollers staff. Cun- 
ningham joined GM in 1926 as a 
| senior traveling auditor. He was 
| named general auditor in 1943. 

a” * * 


| Comme Heads Auto Club 


At Hartford, Conn. 


Charles F. Coates, a public «c- 
countant, has been elected presi- 
dent of the Automobile Club of 
Hartford, Conn., succeeding C. 
Bader Brouilette. 

Other officers are: vice-presi- 
dents, Sidney A. Edwards, director, 
Connecticut state development com- 
mission, and Brig. Gen. Elmer S 
Watson, former state motor vehicle 
commissioner; secretary, Wylie G. 
Robinson; treasurer, Richard New- 
field; assistant treasurers, Richard 

Murray and Frank L. Crow?ll. 

Elliott J. Barnett, automotive eii- 


Geo. W. Brown 











(Continued on Page 59, Col, 1) 
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(Continued from Page 58) 


tor of the Hartford Times, was 
elected to a three-year term on the 
board of governors. 
* * * | 
Leyland’s Spurrier Heads 
Britain’s ‘AMA’ for °52253 
Henry Spurrier, managing direc- 
tor of Leyland Motors, Ltd., has 
been elected president of the So- 
ciety of Motor Manufacturers and 
Traders for 1952-53. | 
He succeeds G, E, Beharrell, dep- | 
uty chairman and managing direc- | 
tor of the Dunlop Rubber Co., Ltd., | 
who now becomes deputy president. 
* + * 


Alcoa Names Stanley | 


Matt W. Stanley has been ap- 
pointed assistant treasurer of 
Aluminum Co. of America, Pitts- 
burgh. 





Sylvester Associates | 
Is New Rep Firm 


been organized to represent manu- | 
facturers serving the automotive | 
and appliance industries. The com- 
panies represented include Great 
Lakes Paper, Chicago, fabricator | 
of packaging materials; Bolta-Car- 
part, Owosso, Mich., and Lawrence, 
Mass., specializing in the injection | 
molding of Nylon, and Nameplate | 
and Monogram Co., of Spencerville, | 
O., producers of decorative trim, | 
nameplates and hardware. 

Heading the new company is| 
Elmer Sylvester, formerly with} 
Delco and Nash-Kelvinator. 

* om 7. 





| 


School Honors Vaught | 


Southwestern university, George- 
town, Tex., conferred on George W. 
Vaught, B. F. Goodrich director 
and former vice-president, an hon- 
orary degree of doctor of laws at 
the university’s 112th commence- 
ment last month. Vaught is retired. 

* * * 





McGinnis, Schonberg Form | 
Rep Firm in Minneapolis | 

A new organization of manufac- | 
turers’ agents has been formed in | 
Minneapolis. M. H. McInnis and | 
A. A. Schonberg, formerly of W. C. | 
Schonberg & Associates, will op- | 
erate under the name of Arlan As- | 
sociates, 617 Sexton Bldg., Minne- | 
apolis 15. The firm will cover west- | 
ern Wisconsin, Minnesota and N. | 
and S. Dakota. Both men have 
many years selling experience in| 
the automotive market. | 

* * * 


L-M Picks Hackett to Head 
Sales Training Dept. 

Appointment of George O. Hack- 
ett as manager of a newly organ- | 
ized sales training department has | 
been announced by Joseph E.| 
Bayne, general sales manager of | 
the Lincoln - Mercury division. | 
Hackett will have charge of inau-| 
gurating and conducting a com- | 
plete training program for retail 
salesmen. 

Allan F. Wilson, formerly new 
and used-car manager in the De- 
troit district sales office of the 
Ford division, succeeds Hackett as 
manager of L-M’s dealer sales | 
council. 


| 
| 
| 


Niehoff Names Geyer 


To Board of Directors 


Conrad Niehoff, president of C. 
E. Niehoff & Co., Chicago, an- 
nounces the elec- 
tion of Fred H. 
Geyer, sales vice- 
president, as a 
director. 

Geyer joined 
the company in 
May, 1933, as a 
salesman. For 11 
years he traveled 
in Wisconsin, Illi- 
nois, Indiana and 
Michigan calling 
on automotive 





Fred H. Geyer 
jobbers. In 1942 he was appointed 
general sales manager. 

+ * * 
L-M Transfers Stewart 


William J. Stewart has been ap- 
pointed manager of the business 





management department in the 
midwest regional sales office of 
Lincoln-Mercury at Chicago, it is 
announced by R. F. Williams, re- 
gional sales manager. Stewart for 





| James W. Pearcy 
‘ }ence from 1946 through 1949. Dur- 

E. L. Sylvester and Associates,|ing this period, he was employed 
with headquarters in the Davison a part-time basis in the used- 
Bldg. in Birmingham, Mich., has |. 


4% years was assistant national 
business management manager at 
the L-M general sales office in De- 
troit. 


| 


* * * | 


Customer Relations Chief 


Appointed by Fruehauf 


C. L. Schneider, Fruehauf Trail- 
er sales vice-president, announces 
the 


of James W. 
Pearcy as his 
assistant. Pearcy 
will be in charge 
of customer rela- 
tions. 

Pearcy, a 1942 
graduate of 


appointment 


Marshall college, 
Huntington, W. 
Va., played pro- 


fessional football 
for the Chicago 
team in the All- 
American confer- 


Pa 








giidial i 
STOEMOBILE 


trailer department of Fruehauf’s | 
Chicago branch. | 

At the close of the 1949 season, | 
Pearcy began working full-time as 
a Fruehauf salesman on Chicago’s | 
south side. He leaves this position | 
to take up his new duties. 

* * * 


i 





DeSoto Names Mix, Roti 
To City Managers Posts 


Appointment of new city man- | § 
agers for DeSoto in Cleveland and 
Detroit is announced by J. B. Wag- | 
staff, sales vice-president. 

Clyde G. Mix has been named} 
DeSoto Detroit city manager, and_| | 
Bruno Roti has been appointed city | 
manager for Cleveland. Roti suc- | 
ceeds E. G. Bath, recently promoted | # 
regional manager in Omaha, while 
Mix replaces Claire Smith, re- 4 
signed, Roti joined DeSoto in 1949; Hee 
and Mix in 1948. 

+ * * | Dealers’ Part in Sportswear Show— 
Wagner Promotes 2 An outdoor poster of Oldsmobile’s Classic 98 Holiday serves as a backdrop for 

Wagner Electric, St. Louis, an- | the men's sportswear style show staged for the Lions club of Grand Rapids, Mich. 
nounced the appointment of Pres- | Grand Rapids’ two Oldsmobile dealers, Row Motor Sales and Stegman, Olsee, Inc., 
ton M. Postlethwaite as assistant | "ranged the display and also exhibited an Olds Super 88 convertible coupe at the 
manager of the New York Automo- | entrance to the municipal auditorium, where the luncheon was held. 
tive branch in Jersey City, N. J. | ’ 5 ’ : 
He was formerly manager of the | former sales representative in| motive and electrical departments 
Portland branch’s automotive and Portland, has been appointed man- |to fill the vacancy resulting from 
electrical departments. C. E. Widell, | ager of the Portland branch’s auto- | Postlethwaite’s transfer. 
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JASON Sealpanels® 


THE STITCHLESS, QUILTED PLASTIC 


Stitchless, quilted Jason Seal- 
panels in colorful, easy to clean 
Masland Duran! 


impact in sales 


superb combination of design 
styling and practical beauty. 
In colors for harmony or con- 


trast with seats 
the inside track 


ness for you. Be sure to specify 
Jason Sealpanels in Masland 
Duran all-plastic. 
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Ford Hosts Cleveland Garagemen— 


More than 3,000 independent garagemen in Cleveland were guests of the Cuya- | 
hoga county Ford dealers at a gala parts party and buffet. Highlights of the program | 
were elaborate displays by the dealers, a two-hour floor show and a talk by Dr. Roy 
K. Marshall of the Ford Festival TV show. Shown (left to right) are: William Power, 
president of Euclid Ford Co. and chairman of the program; Dr. Marshall; R. R. Anfin, 
Ford district sales manager, and O. F. Yando, assistant regional sales manager. | 








| brake cylinders. In addition to the | 
new die-casting department, other 
facilities have been installed for the | 
production of brake cylinder assem- | 


blies. Property has been purchased 
installation of a new aluminum die- | 


| to accommodate an additional 25,- | 
casting division to handle the in- | 000 square feet of space adjoining | 


creasing demand for new hydraulic | the present building. 


Mercury Brake Installs 


New Casting Division 
CHICAGO.—Mercury Brake Prod- 
ucts Co., Chicago, has announced 
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European 


Auto News 


Fiat of Italy Is Now Building a New V-8 Auto; 
Rated Speed Is 130 MPH 


(Continued from Page 57) 
support in a German court and| production of the “O Series” of its 
through the German car owners’) first postwar car to be made in 
association, ADAC West Germany will start in Au- 


While the VW plant was being 
operated in conjunction with the 
“Strength Through Joy” organi- 
zation, some 350,000 persons paid 
in their money for a Volkswagen 
on the promise of future delivery. 
The promise was not made good. 
The Volkswagen, then valued at 
about 1,000 marks, now sells for 
around 5,000. 
As far as one can determine, the 
VW works now is owned by the 


| West German government, and the | 
is trying to avoid fulfilling 


firm 
the contracts. 

It will be interesting to watch 
the final outcome of this involved 
case, for which gathering of testi- 


| mony is expected to take at least 


another year. 
* * . 


New BMW Model 
"a Bavarian Motor Works, in 
Munich, has announced that 


gust, at a rate of about 60 vehicles 
a month. Within three months, this 
pace is to be stepped up to about 
200 a month. 


The car follows the traditional | 
which | 


BMW ses six-cylinder types, 
| have an engine displacement about 
| 30 percent smaller than that of the 
|U. S. Ford six or Chevrolet. 
| The BMW will feature a new 
| body style, however. Sheet-metal 
sections will be stamped with the 
help of an American-made press, 
which is about the largest in 

Germany at present. 

It is said that the new car will 
have a four-forward-speed trans- 


and placed instead underneath the 
front seat. This would be done in 
order to make the tunnel as short 
as possible and thus provide space 
for three persons in the front. 

For a spring system, the car is 
said to feature very long torsion- 
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For your protection, only oils made from 100% Pure Pennsylvania Grade Crude 
which meet our rigid quality requirements are entitled to carry this emblem, 
the registered badge of source, quality and membership in our Association. 


PENNSYLVANIA GRADE CRUDE OIL 
Oil City, Pennsylvania 


ASSOCIATION 
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the highest grade crude oil in the world 


a valuable sales tool for your 


PENNSYLVANIA OIL BRAND 


During the past three years, 276 million advertising messages 
have made “Keep The Power You Bought” more than just a 
mouthful of words. Car owners recognize it as the best reason 
in the world for buying 100% Pure Pennsylvania Motor Oils. 


Cash in on the power of this key selling message. Urge your 
dealers to let their customers know that they have a 100% 
Pure Pennsylvania Motor Oil . . . made from the finest crude 
in the world. And remind them to point out that it will help 
car owners keep the power they bought. 


HAVE DEALERS 
RELAY THIS SALESMAKER 
TO EVERY OIL CUSTOMER 
Ask your dealers to say this to every 


oil customer: “Mister, 
100% Pure Pennsylvania Motor Oil. 


I recommend 


better engine 


performance and provides the kind 
of protection that saves you money.” 
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German Baby— 


Almost no bigger than the name of its 


maker is this tiny auto, the product o} 
Kleinschnittger, of Arnsberg, Westphalia. 
The one-cylinder job, which weighs in at 
about 250 pounds, is priced at approxi- 


mately $550 in Germany. 
, “2 


type bars. The front wheels are 
independently suspended, and _ it 
can be presumed that a conven- 
tional type of rear axle will be 
used. 

Although the price has not been 
}announced, this sporty, modern- 
looking model probably will sell 


for about $3,000 in Germany. 
« * + 


Automatic Train Diesels 
UTOMATIC transmissions have 
not made a very deep inroad 

into European auto design because 
of price considerations and the lim- 
ited power available from cars so 
equipped. 

But the German federal rail- 
road, the Bundesbahn, recently 
introduced’ diesel locomotives 
which have either what could be 
called a version of the Hydra- 
matic drive or a torque-converter 
type of transmission on the Dyna- 
flow pattern. The former is pro- 
duced by the Maybach works, 
once a Zeppelin affiliate, and the 
latter by Voith. 

With their new V-12 diesel en- 
|gines, which are supercharged by 
an exhaust-driven turbine, these 
locos really are as up-to-date as an 
American automobile equipped with 
an automatic transmission. 





# 


* * 

| Car Weighs 250 Pounds 
ft OW small can a car get? Herr 

Kleinschnittger, of Arnsberg, 
| Westphalia, provides one answer to 
this question with a car which 
bears his name and which has been 
seen lately on German roads. 

This tiny two-seater, which fits 
you like a shoe, weighs only about 
250 pounds. Front-wheel driven by 
|a single-cylinder, air-cooled engine 
with six horsepower, it sells in Ger- 
many for approximately $550. The 
spring system is made of rubber, 
and all four wheels are independ- 
ently suspended. 

If you need an auxiliary auto for 
your Cadillac, I believe you could 
carry one of these in your luggage 
compartment. 

* . * 


Highway Program 
AN EXPENDITURE of 440 mil- 
lion marks has been proposed 
|for further additions to the Auto- 
|bahnen, Germany’s superhighway 
system. 

First on the list for improve- 
jments is the road_ connecting 
| Nuremberg and Frankfort. This is 
a step in the right direction, and 
| congratulations are in order from 
|one who has suffered, along with 
| his car, on the present nightmarish 
|road linking these two important 
| cities. 


U.S. Cars Sweep 


Belgian Test Run 


BRUSSELS.— (UTPS)—American 
|cars gobbled up the first 14 places 
}and won both endurance and econ- 
omy tests in the last Francor- 
|champs race for civilian assembly- 
line cars of all classes. The race is 
held annually in some of Belgium's 
|most mountainous and wooded 
| country. 

Winner of the A Class group was 
|a Chrysler Saratoga piloted by a 
|Belgian expert, T. George, at an 
average speed of 90 mph. The 
|Chrysler also took first place i: 
economy tests. Other Americar 
makes that followed were Oldsmo- 
bile 88s and Fords. 

A six-cylinder Ford and Lincoln 
took first places in their respective 
groups. All 10 Fords which took 
part in the contest arrived at the 
finish line. 

A French Panhard won the B 
Class prize for economy and speed 
over other small European cars. 


} 
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News in Brief 








Booklet on Magnesium 

WASHINGTON.—To help indus- 
try produce lighter equipment, the 
Defense department has released a 
handbook of basic information on 
the industrial application of mag- 
nesium alloys. Titled, “The Mag- 
nesium Symposium,” the booklet is 
a report of a symposium held at 
the Army’s engineer research and 
development laboratories in coop-| 
eration with the Magnesium Assn. 

* > ? 


Idaho Traffic Thickens 

BOISE, Id.— Traffic on Idaho 
highways has doubled in the last 
10 years, according to figures 
compiled by Edward W. Equals, 
manager of planning and survey 
for the state highway depart- 
ment. 


* * * 


N. J. Vehicle Agent Accused 

NEWARK. — Accused by a war-| 
rant of failure to report $5,860 in| 
vehicle fee collections between Jan. | 
1 and May 10, Joseph H. Burnet | 
surrendered to police here and was | 
released on $5,000 bond to await} 
grand jury action. Burnet has been | 
a state vehicle department agent 
for more than 20 years. 

+ * * 


Guidance for Business 


WASHINGTON.—A new agency | 
will soon be in operation to help} 
businessmen requiring information | 
or assistance in matters of defense 
and other procurements, contract 
and sub-contract opportunities, | 
financing, production problems, | 
servicing of contracts, inspection, | 
cancellations, terminations, rene- 
gotiation, controls, and industrial 
mobilization planning. Address is| 
Defense Production Fact Sheet, 
1025 Connecticut Ave. N.W., Wash- | 
ington 6. 








x * * 


Alcoa Unveils Press 

CLEVELAND. — Top Air Force | 
and government personnel were on | 
hand here when Aluminum Co. of | 
America unveiled a 15,000-ton forge | 
press made in Germany during} 
World War II, and now in opera- | 
tion at Alcoa’s Cleveland works. | 
The giant press, leased from the | 
U. S. Air Force, will make it pos-| 
sible for Alcoa to produce large 
aluminum and magnesium forgings 
for aircraft faster and more eco- 
nomically than before. 
x * * 


Cars Depend on Cans 


NEW YORK.—The owners of 
America’s 40,000,000 cars are just 
about as dependent today on 
canned auto accessories as house- | 
wives are on canned foods. Motor- | 
ists regularly buy about 30 differ-| 
ent canned products—ranging from | 
oil to windshield cleaner—to keep 
their cars on the roads. More than | 
2% billion cans a year are required | 
to package these auto supplies and | 
accessories, according to American 
Can Co. 





* * * | 


Ala. Gas Revenue Up 


MONTGOMERY, Ala.—State| 
Revenue Commissioner Joe M.| 
Edwards reports that gasoline tax | 
collections in April totaled $3,288,- 
892, .up $188,298 as compared with 
the $3,100,594 collected in April, 
1951. For the fiscal year to date, 
the levy has produced $22,295,315, 
compared with $20,435,157 last year, 
an increase of $1,860,158. 

= * * 


Utah Gas Receipts Up 

SALT LAKE CITY.—Utah gas- 
oline tax receipts during April 
totaled $715,367, an increase of 
14.8 percent over the same month 
@ year ago, when the rate was 
1 cent less. For the first nine 
months of the current fiscal year, 
the Utah gas tax has produced 
a total of $8,593,753, a 27.2 per- 
cent increase over the corres- 
ponding period of last year, 
reported the state tax commis- | 


sion. 





* * 


Powder puff Item 
CHICAGO.—What’s this they say | 
about “beauty is as beauty does?” | 
It has turned out to be more than | 
& catch phrase, after all, with} 
announcement last week by Helene 
Curtis Industries, Inc., prominent 
Chicago manufacturer of cosmet- 
lcs and other beauty supplies, that 
the firm has acquired all capital 
Stock of the Gibson Mfg. Corp., 


| Longmont, Colo. maker of farm! @ 


and warehouse tractors, fork lift 
trucks and related items. 


x + x 


Canadian Auto Repairs Up 

OTTAWA.—In reporting on the 
cost of living in Canada between 
Mar. 1 and Apr. 1, the Canadian 
government discloses that, while 
the cost of living declined 
slightly in this period, automo- 
bile repairs and maintenance 
costs index moved up among 
miscellaneous items, rising from 
146.9 to 147.9, based on a 1935-39 
index of 100. 


* * * 


Truck Rental Formed 


BUFFALO.—Frank N. Walsh has 
been appointed general manager of 
the newly formed Nu-Truck Rental 
System here. The company will 
rent trucks to merchants, shippers 
and motor-freight carriers. 

* * + 


N. C. Sets Up Weight Stations 


RALEIGH, N. C.—To provide for 
more effective enforcement 


of 


| 


| At Auto Transport Parley— 






Four top auto transport executives stop for coffee at the fourth annual conference | 


| for top management of the industry at Ann Arbor, Mich. More than 200 industry 
| people gathered for the conference, which was sponsored jointly by the Transportation 
| Institute of the University of Michigan and the National Automobile Transporters 
| Assn. Left to right are Walter E. Bronston, president, Fleet Carrier Corp., New York; 
George F. Burnett, president, George T. Burnett Co., South Bend; R. H. Anderson, 
executive vice-president, Dixie Transport Co., Jacksonville, Fla., and S. T. Crawford, 
secretary-treasurer, Crawford Transport Co., Ironton, O. 





North Carolina’s truck weight laws, 
seven of 12 permanent truck weigh- 
ing stations have been set up in 
the state and are in partial opera- 
tion, according to James S. Burch, 
engineer of statistics and planning 
for the state highway commission. 
|The new stations are located at 
Kinston, Elizabeth City, Statesville, 








Rural Hall, Salisbury, Lumberton 


and Asheville. 
* * * 
Subsidiary Reorganized 
TOLEDO. — Owens-Illinois Glass 
Co. has announced that its sub- 
sidiary, American Structural Prod- 


|duced the 





ucts Co., has changed its name to 
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Kimble Glass Co. and acquired the 
business and assets of the Kimble 
Glass division. Stanley J. McGiv- 
eran, vice-president of Owens-Illi- 
nois, will be president of the 
subsidiary. 


» * 


British Cycle Tax Down 
MONTREAL. — Canada has re- 
excise tax on British 
motorcycles from 25 percent to 15 
percent following requests by the 
manufacturers, the British Cycle 
and Motorcycle Manufacturers’ and 
Traders’ Union announces. 

* * * 


Leftin Opens Lot 
MIAMI, Fla.—John Leftin, form- 
erly of Olin’s Four Corners, has 
opened a lot at 111 N.W. 36th St. 


* * * 


Quebec Asks Transport Chief 


LACHUTE, Quebec. — Camille 
Archambault, vice-president of the 
Automotive Transport Assn. of 
Quebec, says that this province 
needs a minister of transport “in 
view of the size to which pro- 
vincial bus and truck transport 
operations have grown.” Archam- 
bault noted that transport regula- 
tions now come under the minister 
of roads. 


_ COROGARD 


CHROME COATING 


Rust never takes a vacation! Summer showers, 
morning dew, seashore salt air, dust-control 
chemicals and ever present corrosive fumes are 
at work whenever winter stops. 


That means a market every month in the year, 
everywhere, for Corogard, 


the nation’s Number 


Auto manufacturers today recommend constant 
care of chrome. It’s just as important as protect- 
ing paint with polish. And what’s more natural 
than selling Corogard whenever you sell polish 
materials? It’s an ideal tie- 


in sale! 


Here’s a big new market—and Corogard is the 


Number One product. Stock the big 8-ounce cans 
with handy applicator. Or apply it as a service 
feature and order Corogard by the quart or gallon. 


ANOTHER 
QUALITY 


EXTRA! 


COROGARD IS A-1 IGNITION WATERPROOFER. 





COMPANY 


AUTOMOTIVE 
PRODUCT 





Because Corogard seals out moisture so 
completely, it is widely used to waterproof 
ignition systems. Why carry an extra product 
when Corogard will do this important job, too! 


Get the Facts on COROGARD. Number One in Chrome 
Coatings. Ask your 3M distributor or write us direct. 


MINNESOTA MINING AND MANUFACTURING COMPANY « ADHESIVES AND COATINGS DIVISION 


411 PIQUETTE AVE., DETROIT 2, MICH. 


GENERAL SALES OFFICE: ST. PAUL 6, MINN. 


REFLECTIVE SHEETINGS @**3M** ABRASIVE PAPER AND CLOTH @**3M*’ ADHESIVES AND COATINGS 0**3M"" 


* EXPORT OFFICE: 270 PARK AVE., NEW YORK 17, N. Y. 


e IN CANADA: LONDON, CANADA 
BRAND SOUND RECORDING TAPE © **SCOTCHLITE’S srano 


ROOFING GRANULES @**3M** CHEMICALS 
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Lawsuits Affecting Dealers .. . 





Court Decisions 


(Continued from Page 49) 


song) must prove that General 
Motors negligently manufactured 
and delivered to Jacobs Brothers 


(distributor) this Chevrolet with 


ment, regardless whether recovery 
is based upon that negligence or 


negligence.” 


r , 


Opinion Expanded 

HIS court went on to explain 

that the primary responsibility 
for negligently manufacturing and 
| delivering to its dealer an automo- 
bile with defective brakes or safety 
equipment is upon the manufac- 
irrespective of the dealer’s 








Reo Starts 3rd Year of Army Production— 

Start of the third year of production of 2%-ton, 6 by 6 ‘Eager Beaver” trucks for | turer, 
the armed forces was observed by Reo Motors, recently. Shown inspecting a packaging | duty to inspect the automobile and 
Operation in the Reo plant at Lansing are (left to right): W. A. Laurie, head of the | repair the defects before selling it 
legal branch of the Detroit ordnance district; Colonel P. M. Seleen; Joseph S. Sherer | to the ultimate user. 


| If testimony is given showing 
that actually the automobile was 
,utomo- | defective the injured purchaser 
may, if he prefers, sue the dealer 


jr., Reo president, and A. W. Zimmer, Reo manufacturing vice-president. 





Wondering how new-car and truck production and sales are making out? 
TIVE NEWS gives you the entire story every week throughout the year 








defective brakes and safety equip- | 


upon breach of warranty by such/ 


or distributor from whom he pur- 
chased the car, 

Then, if the purchaser recovers 
damages the dealer could obtain 
complete indemnity 


Buick Motor Co., 217 N. Y¥. 382; 
Foley v. Pittsburgh, 68 A. (2d) 
517. 

The higher courts have laid down 
the law that neither a manufac- 
turer nor a dealer is liable in dam- 
ages to the purchaser of an alleged 


| defective automobile unless positive | 


Arkansas Insurance Plan 


LITTLE ROCK, Ark.—The Ar- 

| kansas Automobile Dealers Assn. 
has signed a contract with the Pru- 

dential Insurance Co. of America 

for a group welfare insurance plan 

covering employes of all dealer- 

| members. Group meetings are 
planned throughout the state to put 

the plan into operation, it was an- 

nounced. 
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Facts prove Delco has no equal 


COMPLETE MANUFACTURING FACILITIES 


TIME-PROVED SUPERIORITY 


i ineers — men 
Leading automotive engineers 1 


who design and build cars — specify 
Delco shock absorbers for more ated 
cars than any other make. They ae 
Delco fulfills all requirements for 
smooth, efficient, dependable operation 


, anufacturin 
sIco’s complete manutac 
os industry 


with Delco—insure greater 
higher quality and more uni- 
mity. Many precision operations— 
Delco alone performs—insure 
and longer shock 


ties—unmatched in the 
exclusive 
accuracy, 
for 
which 


better performance 


; akes of cars! 
. for all makes of ca absorber life. 


plus long nie... 
LARGEST MARKET COVERAGE 

More than half the cars that pass your 
door are Delco shock absorber equipped. 
This tremendous presold market makes 
it easier for you to sell Delco—to profit 
from Delco’s recognized advantages. 


absorber for every Car. 


your customer needs, you 


Delco. That is w 


EASIEST to STOCK 


easiest to 


and SELL! 








stock and sell fast-moving Delcos—easily, 


move fast—assure quick profits! Order 


Delco shock absorbers are ! 
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n use today. 


Delco shock absorbers are 


stock and sell be- 


cause Delco provides a 
wide variety of shock absorber assortments to fit all leading 
car makes. This means that for a small investment you can 


at a profit! 


The stand (illustrated) is free! Merchandising car appli- 
cation manuals, counter card and wall chart are all included. 
So take advantage of these customer accepted products that 


your assortment 


today from your Delco shock absorber wholesaler. 
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A GENERAL MOTORS PRODUCT GM} ero A UNITED MOTORS LINE 
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DISTRIBUTED BY WHOLESALERS EVERYWHERE 
DELCO PRODUCTS pivision 


DAYTON, OHIO 








from the | 
manufacturer. See MacPherson v. | 








testimony is given that the automo- 
bile was defective and that negli- 
gence of the manufacturer resulted 
in the defect. In other words, if 
the defect is inherent or concealed, 
the manufacturer is not liable. It is 
only when negligence of the manu- 
facturer or his employes results in 
the defect, that liability exists. 
* * * 


| Colorado Finds 1913 Law 
|Puts 2% Limit on Loans 


| 

DENVER.—In an opinion ex- 
pected to have far-reaching but as 
yet uncertain effects on small loan 
| business in Colorado, the state 
Supreme court ruled that all loans 
of more than $300 are governed by 
a long-forgotten 1913 state law 
which actually had been twice left 
out of official compiled statutes 
listing all Colorado laws. 

Edward E. Pringle, one of the 
attorneys involved in the case, told 
| the press that the 1913 laws pro- 
| vides: 

1. That all licensed loan compan- 
ies can charge no more than 2 
percent per month interest on the 
unpaid balance on loans of more 
than $300, and that the 2 percent 
must include all service, recording, 
commission and other charges. 

2. That all unlicensed companies 
can charge no more than 1 percent. 
| Pringle pointed out, however, 
| that there is no licensing system 
| set up in the state on how much 
| interest can be charged on loans 
|}above $300. No companies are 
licensed now, and they say it is 


| impossible to take out a license. 
* * * 


Greco Assessed $1,075 

‘In ‘Faulty’ Car Sale 

| BUFFALO.—Charging that Greco 
Sales & Service Co., Inc., Darien 
Center, sold him a faulty automo- 
| bile in 1950, Joseph Miranda, 310 
|Seneca St. Buffalo, has been 
awarded $1,075 damages by a jury 
| here. 

A countercharge by the company, 
asking $50 for repairs on the auto, 
| was ruled no cause of action. 
| Joseph H. Reingold, attorney for 
| Greco, said he will contest Justice 
Lee L. Ottaway’s charge to the 
jury. 





Trucker to Seek Rehearing 


On Ohio Mudguard Law 


COLUMBUS, O.—Tom’s Express, 
Inc., of Weirton, W. Va., contesting 
Ohio’s new law which requires 
mudguards on trucks, will seek a 
rehearing of the case in the U. S. 
| Supreme Court. 

On the grounds that no substan- 
tial federal question was involved. 
the court recently dismissed an 
earlier appeal by the firm. 


Virginia Carriers 


Win Rate Boost 


RICHMOND. Virginia motor 
| carriers have won permission to 
| increase rates 10 percent on ship- 
ments of less than 5,000 pounds 
jand to boost minimum charges 
| from $1.50 to $1.75 on single ship- 
|ments from any one consignor or 
| consignee, the state corporation 
commission announces. 
| The new rates, effective June 15, 
| will apply only on shipments be- 
|tween points within the state. 

The carriers previously held that 
existing rates on loads under 5,000 
pounds were not sufficient to per- 
| mit a reasonable profit above costs 
of handling. 


|Du Pont Plant Developes 


| Synthetic Elastomer 

CINCINNATI. — The Rubber di- 
vision of the American Chemical 
Society was told here that smal 
quantities of a promising new syn- 
thetic elastomer are being made in 
a Du Pont pilot plant for evaluation 
of applications in the automobi! 
wire and cable, protective coating 
mechanical goods and other indus- 
tries. 

Development of the new elas- 
tomer was disclosed in a series °f 
papers delivered by Du Pont re- 
search men before the opening ses- 
sion of the division’s three-day 
meeting. The papers described 
properties of the elastomer, some 
of its potential uses and mecha1- 
isms for curing it. 


Stanley Remodels 
Dan Stanley Motors, Inc., Eighth 
and Joplin Sts., Joplin, Mo., hss 
completed remodeling its used-c: r 
| lot. 
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affect the defense production pro- 


grams. 
? * * 
Layoffs Up Slightly 
AYOFFSS of factory workers in- 
4 creased slightly between March 
and April, 1952, reversing the down- 
ward trend of the _ past 
months, according to the U.S. Bu- 


it was stated, the layoff rate re-| 
mained below the post-Korea peak | 
reached late last year. 

From the start of the Korean 
war in mid-1950 until the spring 
of 1951—as the defense program 
got under way and consumer 
buying reached record levels— 
factory layoffs were at or near 
the lowest rates reported for the 
season since the end of World 
War IL. 

In subsequent months, despite | 
continued expansion of the defense 
program, layoffs rose above the 


|establishment of the 
| mission next year to see what still 
| needs to be 
ing the 


| tee, 





postwar average, primarily, it was 
said, because of slackened sales and 
rising inventories in a wide range 
of consumer goods industries. 

* * + 


Streamlining Restudy 


ORMER President Herbert 
Hoover has recommended re- 


F ord Dealers Get 
Service Lecture 


On 1952 Engines 


PITTSBURGH.—A technical ser- | 
vice discussion of 1952 Ford car| 
and truck engines, with emphasis 
on the six-cylinder overhead valve 
engine, was given here by Carl T. 
Doman, manager of Ford’s service 
department, before 200 Ford deal-| 
ers and district truck representa- 
tives. 


“We are pleased to report that 
universally the new engines are do- 
ing a remarkable job,” Doman 
said. “And thanks to an intensi- 
fied service training program we 
have been able to meet customers’ 
service problems quickly and effi- 
ciently.” 

He reminded his listeners that 
the late Henry Ford told Ford 
dealers: 

“A sale does not complete the 
transaction between us and the 
buyer, but establishes a new obli- 
gation on us to see that his car 
gives him service.” 

“We in service feel it our respon- 
sibilty to assist in carrying out this 
obligation,” Doman said. 


6 Mase Manele 


Okayed by OPS 


WASHINGTON. — OPS has ap- 
proved six additional flat-rate man- 
uals to be used by automotive 
repair shops in determining Come 
prices. 

The repair manuals, covering | 
cars and trucks of 1952 and earlier, | 
are: 

1..Henry J Models 513 and 514, | 
Supplement to Kaiser-Frazer Serv- 
ice Time Schedule, 1951 Models. 

2. GMC Service Manual, Truck 
and Coach Models AS, CC, EC, FC, 
AF, EF and FF, 100 Through 350) 
(Manual Form X-5240, Printed 
January, 1952). 

3. Chilton’s Motor Age New Car 
Manual, 1952 Supplement. 

4. Ford, Passenger Suggested 
Time Schedule, 1952. 

5. Motor’s Flat Rate and Parts 
Manual, 24th Edition, 1952. 

6. Ford, Additional Truck Sug- 
gested Time Schedule, 1952. 


Chic for Metallic 


Alcoa Develops Paste 
For Tinting Finish 

PITTSBURGH. Aluminum Co. 
of America has announced develop- 
nent of a new aluminum paste 
which it claims gives greater two- 
tone, “flash and glamour” in metal- 
lic or polychrome finishes. 

Called Aluminum Tinting Paste 
No, 222, it gives a brighter finish 
than has been thus far possible 

with other aluminum pigments and | 
coes not interfere with true color! 
values, according to the company. 
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Hoover 


done about streamlin 
federal government. 


com- 


In a letter to Chairman Dawson 


AEC Releases 24 Patents 

WASHINGTON. — Descriptions 
of 24 patents, owned by the U. S. 
government and held by the 
Atomic Energy Commission, have 
been transmitted to the U. S. Pat- 
ent Office for registry and listing 
in the official register of patents. 
The commission said it will grant 
non - exclusive, royalty-free li- 
censes on the listed patents as 
part of its program to make non- 
secret technological information 
available for use by industry. 
Commission-held patents and pat- 
ent applications released for li- 
censing now total 419. 





of the House Expenditures commit- 
which last week began hear- 
four | ings into remaining Hoover com- 
| mission recommendations, the for- 


reau of Labor Statistics. However, jp President pointed out that 


JUNE 16, 


! 
'there has been an enormous 
| crease in federal activity 
| the commission’s suggestions were 
| made three years ago. 
Hoover said that there are still 
reorganizations of various agen- 


in- 


cies that have not been fully 
dealt with as yet. Because of 
that, he suggested postponing 


action on the bulk of the 29 bills 
still before the committee. 


An exception to these was the 
measure transferring flood control 
activities from Army engineers to 
the Interior department. The for- 
mer President said this reform is 
|25 years overdue and 
| pressed through now. 


* * * 


| J AJ s 
| ‘Investment in Security 
| 

| 


“"MAXES are unpopular but 
they’ re an investment in se- 
| curity,” W. Averell Harriman, can- 


| didate for the Democratic presiden- 
| tial nomination, told 300 members 
| and guests of the Woman’s Na- 

| tional Democratic Club here the 
| other night. 

Harriman, director of Mutual 
Security, said: “I'd like to see a 
balanced budget, but the U.S. 
could handle a deficit for a few 
years—if necessary. This country 
has a higher output—after taxes 


STICKY V ALVES! 


_Even meets military standards 
for heavy duty engine oils 





VARNISH! 


should be | 


since | 


1952 








| Chevrolet Builds Houston Parts Depot— 

A new office building and parts warehouse, with a capacity one-third greater than 
the structure now in use, will be erected for Chevrolet in Houston, W. E. Fish, general 
| sales manager announces. The building will house the Chevrolet zone office and will 


be used for distributing parts to 170 Chevrolet, 


| southeastern Texas. 


| man, Harriman said fervently: 


and after price adjustments— 
than ever before in history.” 
Before an audience that included 

Mrs. Truman and Margaret Tru- 


“We cannot compromise on any 
issue, “And that includes civil 
rights.” 


a * * 





Brown Back on Oil Body 
RUCE BROWN, who retired | 
"May 31 as s deputy administrator 










Read these FACTS... you'll see why! 











oil 


Pontiac and Oldsmobile dealers in 


of the Petroleum Administration 


| for Defense, has been named to the 


National Petroleum Council for the 
remainder of 1952. 

Brown previously had served on 
the NPC before becoming PAD’s 
deputy administrator in November, 
1950. He now has returned to his 
position as president of Pan Am 
Southern Corp. in New Orleans. 

NPC advises the secretary of the 
interior and PAD on petroleum 
matters. 





MISSING ! 





FACT (© Heavy-duty motor oil is now 
being used at car manufacturers’ plants 
...on their proving grounds...in their 
factory driveaways. 


FACT 2) Many new car manuals now 
specify heavy duty motor oil. 


FACT (3) Custom-Made HAVOLINE is 
a heavy duty (high detergent) motor 


even exceeds heavy duty re- 





quirements. 





used in tanks, trucks 


and transports. 


The Texas Company 


FACT @Custom-Made HAVOLINE 
has proved itself a preventive of sticky 
valves, gummy deposits, etc. 
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Nash Salesmen Feted at Biloxi— 


At one of a series of nationwide parties, salesmen who gained 100-car membership | 
status in the Nash sales honor club during the past year were feted at a seafood | Holds 


jamboree dinner recently at Biloxi, Miss. The members represented dealerships in| 





Dealer 


Doings 





Kerr Switches to DeFoe 
Joseph C. Kerr, sales manager of 
Boulevard Motors in Baltimore for 
the past year, has been appointed 
to the same position at DeFoe Mo- 
tors, where he was a salesman in 
1949. 


* * + 

Sklarski (Hudson) at Falls 
Ted’s Motor Sales has taken 

over Hudson Motor Sales at 125 
Main St., Niagara Falls, N. Y. 
Ted Sklarski is president of the 
new firm. 

* * * 
East Side Chevrolet, N. Y.., 
Truck Exhibition 
New Yorkers were treated to a 








the Memphis zone. Left to right are Inlow Wilson and Herman Lovejoy, Shelton | week-long truck show recently by 


Motor Co., Blytheville, Ark.; Frank Love, Cherry Nash Motors, Jonesboro, Ark.; Sam 


| East Side Chevrolet Corp., 61st St. 


Hunt, Memphis zone service representative; James Forrest, Jeff F. Hicks Motors, Inc.,| and First Ave. 


Memphis; Sanford Shelton, Shelton Motor Co., Blytheville, Ark.; J. C. Box, Coleman 
Motor Co., Sheffield, Ala., and R. C. Johnson, R. C. Johnson Motor Co., Corinth, Miss. 





Penney Named K-F Dealer 


J. A. Penney Motor Co., Corsi-| pointment as dealer for Kaiser- | was a mobile hospital, the only one | tional newspaper ad to point out | 
lof its type, which was equipped to! that the firm has sold 42,000 new | 


cana, Tex., has announced its ap-! Frazer. 





A 


With every purchase totalling $150 (of 
PERMACEL 77 and/or 71 Masking Tape) 
and PERMACEL 750 Masking Paper—you get 
a PERMACEL 7K Masker at HALF-PRICE! In- 
stead of paying $37.50 for the Masker dur- 
ing this limited-time offer, you pay ONLY 
$18.75! 4% off deal expires midnight, June 30, 
1952. Orders postmarked earlier will be honored. 







- DON’T WAIT. 
SEND YOUR ORDER IN TODAY 


INDUSTRIAL TAPE CORP., NEW BRUNSWICK, N. J. 


World-famous specialists 
in pressure-sensitive tapes. 


Twenty-five models of advance 
design, ranging from 500-pound 
|pickups to 30,000-pound tractors, 
| were displayed. “Star” of the show 


(Continued from Page 


52) 


handle 12 litter cases and sleep two 
attendants. 

Visitors to the exhibition, whose 
theme was “Safety on the Road,” 
had an opportunity to measure 
their driving ability on various sci- 
entific devices. 

+ + 


Cleveland Dodge Dealers 


Elect Elliott President 

Frank G. Elliott of Bedford, 
has been elected president of the 
Greater Cleveland Dodge-Plym- 
outh Dealers Assn., succeeding 
Walter F. Clancy. Also elected to 
a post was S, J. Atma, of Forest 
City Motor Car Co., secretary- 
| treasurer. 
| 
| Stauffer Thanks Customers 


(On 27th Anniversary 


Roy Stauffer Chevrolet Sales, 
| Scranton, Pa., used the occasion of 
| its 27th anniversary for an institu- 


| 
| 
| 
| 


* * - 
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H H ° QUANTITY WIDTH TOTAL 
| Please ship direct to me: — aa |C 
] BURR nccoseccece ] 
| PERMACEL 77 or 71 Paper Masking Tape (60 yd. rolls) o..........cccccccsceccsscsssessueceseesesecsseesessesees | 
; PERMACEL 77 or 71 Paper Masking Tape (60 yd. rolls) 
i PERMACEL 750 Masking Paper (1000 ft. rolls) vec | 
] Order for tape and paper must total $150, thus entitling ] 
| me to...) PERMACEL 7K Masker $37.50 at HALF-PRICE 20. ciautessseenk an ] 
Bill through our jobber listed below: : 
{ ERE RRR re reo PER EP ERNE PP ATE I WI iiniriscoicanssdarcnbcicesntvesccasacieas 1 
| (PLEASE TYPE OR PRINT) | 
{ a el a | 
; (EERIE eRe ee ae RE aI acs k aia dedaansnacanececeasa’ BT sccciincasisaee : 
Send also your new Booklet 
al ee FREE: : 











e “Mask Them Quick and Easy” 
DEPT. 11U 


and used cars since it was estab- 
lished in 1925. 

The ad carried photos of princi- 
pals of the business, and copy read: 
“We of the Roy Stauffer organiza- 
tion appreciate the support our 
customers and friends have given 
us during the past 27 years.” 

* ” * 
Paint Shop Fire Damages 
Georgia Firm’s Building 

Fire that broke out in the sec- 
ond-floor paint shop of R. A. Mc- 
Cord Motor Co., Macon, Ga., re- 
sulted in considerable water dam- 
age to the building recently. 

The fire itself caused only mi- 
nor damage to a 1950 Ford that 
was being painted, according to 
E. D. Barker, company official. 

* * * 


Steele Named Sales Head 


Ray Steele has been appointed 
sales manager of C. B. Ballard & 
Son, Nash dealership in Seattle. 
Steele has been in the automotive 
|}industry in various capacities for 
the past 30 years. 

* * 


New Corporation Buys Out 
| Albany (Ga.) Dealership 


Crews Motors, Inc., DeSoto- 
Plymouth dealership in Albany, 
Ga., has been sold to a corporation 
| formed by H. C. Marks, C. F. Dunn 
| and R. L. Logan. 
| The business building has been 

renovated, and an open house was 
held recently. Featuring a com- 
| plete body-rebuilding shop, the 
| company hereafter will service all 
makes of cars. 

| Corporation officers include 
| Marks as president, Dunn as vice- 
| president and general manager, and 
| Logan as secretary-treasurer. Dunn, 
| a newcomer to Albany, for 18 years 
| was sales manager of Landers Mo- 


| tors, Atlanta. 
| * a *~ 


| Fla. Ford Deal Sold 


| H. E. Moseley and J. C. Jones, 
|of Jacksonville, Fla., have pur- 
| chased Ocala Motor Co. (Ford), 
| Ocala, Fla., from C. W. and W. F. 
|O’Neal. The new firm will be 
| known as Ocala Motors. 

~ * * 


Govans Marks 30th Year 
As Chevrolet Dealership 


Govans Motor Co., Baltimore, is 
currently observing its 30th anni- 
| versary as a Chevrolet dealership. 
Clarence D. Grant, who joined the 
organization in 1930, is president of 
| the firm. Anne Copper is secretary- 
treasurer. 

The dealership location, at 5604 
York Rd., Baltimore, has been the 
same for the entire 30 years. 

* * ca 


New Toronto GM Deal 
City Buick-Pontiac, Ltd., has 
| opened a new 250-car sales depot 
at 1231 Danforth Ave., Toronto, 
Ont. Harry J. Addison is president 
of the firm. 
| * + * 


| Hine Honors Fabrizio 


Thomas Fabrizio, service man- 
ager of A. C. Hine Co. (Pontiac), 
189 Washington St., Hartford, 


Conn. was presented a watch in 
recognition of his 35th anniversary 
with the company. Approximately 
35 members of the department at- 
tended an honorary dinner as the 
guests of A. C. Hine, president of 
the company. 

ok 


Joplin (Mo.) Dealers Donate 


$250 to ‘Big Brothers’ Fund 


The Joplin New-Car and Truck 
Dealers Assn., Joplin, Mo., has 
contributed $250 to the Big Broth- 
ers’ fund. Dan Stanley is presi- 
dent of the association and W. F. 
Brelsford is treasurer. 

* * * 


Bestway Motor Sales 
A business name has been filed i: 
Erie county, N. Y., for Bestway Mo 
tor Sales, 1293 Niagara St., Buf- 
| falo, by John F. Martin. 


* * * 


Phil Manz Motors 


A business name has been file 
in Erie county, N. Y., for Phil Manz 
| Motors, 3322 Bailey Ave., Buffalo, 
| by Philip J. Manz. 
| * + 





* 


Beckett Names Fox 


Beckett Bros. Motor Co. (Dodg: - 
Plymouth), 410 E. Houston Si, 
Marshall, Tex., has announced the 
appointment of Fred W. Fox 2s 
service manager. He has been in 
automotive service work for ove: 
50 years. 











J 
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Dealer Conventions 


August 24-26 — Automobile Dealers Assn 
of . Virginia, Greenbrier hotel, White 
Sulphur Springs, W. Va 

Sept. 6-8—Georgia Automobile Dealers 
Assn., General Oglethorpe hotel Sa 
vannah, 

Sept. 11-12—Colorado Motor Car Dealers 
Assn., Shirley Savoy hotel, Denver. 

Sept, 12-13— Maine Automobile Dealers 
Assn., Samoset hotel, Rockland, Me. 

Sept. 12-13— New Mexico Automotive 
Dealers Assn., El Rancho hotel, Gal 
lup, N. M. 

Sept. 14-l6—Kentucky Automobile Dealers 


Assn., DuPont lodge, Cumberland Fails 
State Park, Ky. 

Sept. 14-16—New York State Auto Dealers 
Assn., Hotel Syracuse, Syracuse, N. Y. 

Sept. 15-l6—Wisconsin Automotive Trace | 
Assn., Schroeder hotel, Milwaukee. 

Sept. 15-16—Automobile Dealers Assn. of 
North Dakota, Elks Club, Fargo, N. D. | 

Sept. 20-22 — South Carolina Automopiie | 
Dealers Assn., Ocean Forest hotel, Myr- 
tle Beach, S. C. 

Sept, 21-23— South Dakota Automobile 
Dealers Assn., Cataract hotel, Sioux 
Falls. | 

Sept. 21-23—Arkansas Automobile Dealers 
Ass Arlington hotel, Hot Springs 
Nat'l Park, Ark, 

Sept. 22-26— Federation ot 

Canada, 


Que. 

Sept. 25-26 — Kansas Motor Car Dealers 
Assn., Hotel Broadview, Wichita, Kans. 
Sept. 25-26—New Jersey Automotive lrade 
Assn., Traymore hotel, Atiantic City, 


Sept. 29-30—Minnesota Automobile Deal- | 
ers Assn., Nicollet hotel, Minneapolis. 
Oct. 9-11—Pennsyivania Automotive Assn., 
Chalfonte-Haddon Halli, Atlantic City, 


Oct. 16-I8—National Used Car Dealers 
Assn., Hotel Hollenden, Cleveland. | 

Oct. 19-21 — Florida Automopile Vealers | 
-. Sans Souci hotel, Miami Beacn, 
a. 

Oct. 26-28 — Automobile Dealers of Ala- 
bama, Buena Vista hotel, Biloxi, Miss. 
Oct. 26-28—Iennessee Automotive Assn., 

Noll hotel, Nashville, 
Dec. I-2—Iidaho Automobile Dealers Assn., | 


Automobile 
Montreal, 


Dealers Assns. ot 


Boise, : 
Dec. 8-10—Ohio Automobile Dealers Assn., 
Statler hotel, Cleveland. 
+ . * 


Aftermarket Shows 


June 23-26—Automotive Accessories Assn., 
Inc., Navy Pier, Chicago. 

March 26-29, 1953—Soutnwest Automotive 
Show, Automopile blidg., Fair Park, 
Dallas. 


3 Vehicles Given 
Arctic Tests 
By U.S. Army 


WASHINGTON. — A two-month 
test trip into the Arctic was com-| 
pleted recently by motor vehicle | 
specialists of the Army’s transpor- | 
tation research and development | 
station at Fort Eustis, Va. 

The transport test team took| 
along a 36-passenger convertible | 
(Twin Coach) bus, a five-passenger 
(Chevrolet) sedan and a 2'%-ton) 
6x6 (Reo) truck outfitted with) 
winterization equipment. The group | 
also evaluated winterization tech- | 
niques being used. 

Headed by Lt.-Col. Harold S. 
Colen, the team left the Army’s 
transportation center at Eustis in 
three groups, each picking up a | 
vehicle at a designated location | 
before moving to the rendezvous 
point at Detroit Ordnance arse- 
nal. The team then proceeded to | 
Fort Richardson, Alaska, via | 
Great Falls Air Force base and 
the Alaska (Alcan) highway. 

Daily tests were conducted to de- | 
termine the best methods of heat- | 
ing, ventilation and _ circulation. | 
Cold soaking tests were performed | 
overnight for periods of eight to 14} 
hours in an attempt to lower the | 
engine compartment temperature to | 
the point where auxiliary heating | 
would be required for starting. | 
Other tests included periodic checks 
for carbon monoxide contamina- | 
tion, relative humidity and rate of | 
heat loss through passenger com-| 
partment insulation and engine 
shrouding. | 

Special temperature indicators 
‘multi-channel type) were installed | 
to provide the required data. In-| 
cluded in the winterization equip- | 
ment were auxiliary heaters with 
ducting, increased insulation, en- 
gine shrouding, Arctic lubricants, 
personnel heaters, power plant 
heaters, a hard top closure, heater 
kits and sanders. 

Among parts receiving special 
ittention were windows and 
windshields — Thermopayne win- 
cows and special double-pane 
storm windows were compared 
with ordinary glass in fogging 
and frosting—and a no-spin dif- 
ferential for traction on _ icy 
s'opes and in snow-filled ditches. 

Numerous conclusions and recom- 
mendations were made by the 
group, following its return to the 
research and development station. 








General 
June 16-19—Industrial Finishing Exposition, 
International Amphitheater, Chicago. 
June 23-27— 50th anniversary meeting 


American Society for Testing Engineers 
New York City. 


July 19-20—Automotive Trade Assn. Mor 
Edgewater Beact hel. Chieaes 

Sept. 10-12 — National Petroleum Assn 
50th annual meeting, Traymore hotel 
Atlantic City, N. J. 


Oct. 20-24—National Satety Council, na 
tional exposition, Conrad Hilton hotel 
Chicago. 

Nov. 10-13—American Petroleum Institute 
annual meeting, Conrad Hilton hotel 
and Palmer House, Chicago. 


* e * 


Engineering 

Aug. 11-13—Society of Automotive Engi 
neers, national West Coast meeting 
Fairmont hotel, San Francisco. 

Sept. 9-11—Society of Automotive Engi- 
neers, national tractor meeting Hotel 
Schroder, Milwaukee, Wis. 

Oct. 22-24—Society of Automotive Engi 
neers, national transportation meeting 
Hotel William Penn, Pittsburgh, Pa. 

Nov. 3-4— Society of Automotive Engi 
neers, Chase hotel, St. Louis, Mo. 

Nov. 6-7 — Society of Automotive Engi- 
neers, Mayo hotel, Tulsa, Okla, 

Nov. 30- Dec. 5 — Society of Automotive 
Engineers, Statler hotel, New York City 





| Albuquerque Holds Safety Check— 


During May, over 15,000 motor vehicles passed through the safety lanes operated 
| in the public interest by the Bernalillo County New Car and Truck Dealers Assn. 
Two lanes were set up on N. Broadway in Albuquerque, N. M., through the coopera- 
| tion of the traffic engineer's office, city police and city council. Dealers alternated in 
| furnishing personnel for the 10-man crew to operate the lanes. Supervising com- 
| mittee was composed of dealers J. C. Stoneman, Noel Gardner, DeWitt Tucker and 
Bill Randolph, manager of the state association. Bear Mfg. Co., Pound Brothers, 
| Hendrie and Bolthof and Motor Equipment Co. furnished the equipment. 








Parts Distributors Name Secretary 


| CHICAGO.—Martin Fromm, of|the Motor & Equipment Whole- 
| Kansas City, was appointed execu-| salers Assn, 

|tive secretary of the Automotive Members present at the meeting, 
| Warehouse Distributors Assn. at a | presided over by Robert A. Farris, 
|meeting of its board of governors|San Francisco, president of the 
jin Chicago. A talk was given by| association, were: A. P. Walter, 
|B. W. Ruark, general manager of | Chicago, treasurer; Walter T. De- 





| vine, 
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Boston, secretary, and the 
following directors: F. D. Barrin- 
|ger, Atlanta; Bernard Bock, New 
|York; J. S. Connell, Dallas, and 


: | George Shortmeier, New York. 


‘Stops Spots’ 
Du Pont Shows Door Wedges 


Of Nylon Plastic 


| PHILADELPHIA. Something 
positive has been done to keep 
|grease spots from getting on the 
|clothing of motorists—the kind of 
spots, that is, that generations of 
motorists have been getting from 
car doors. 

DuPont claims it’s been done 
with nylon plastic wedges, used in 
the place of the usual metal wedges, 
to keep the car door from rattling. 
They’re being shown at the com- 
pany’s exhibit at the fifth National 
Plastics Exposition here. 

One automobile manufacturer, 
said Du Pont, already is using them 
“because they wear as well, or bet- 
ter than metal, and—no grease!” 








Hayes Back at Jarrett 
Jack Hayes has returned to Jar- 
rett Auto Sales, 941 Central Ave., 
Albany, N. Y., as general manager. 








WE'RE TELLING YOUR 
CUSTOMERS THE SCORE! 


Frankie Frisch (right) famous player, manager, coach and member of the 
Baseball Hall of Fame—now announcing the Royal Triton Baseball Roundup. 


Throughout the current baseball season, the manu- 
facturers of Royal Triton motor oil are sponsoring 
the Royal Triton Baseball Roundup on a national 
radio hookup. This popular 5-minute sportscast is 
heard Monday through Friday in the late afternoon 
or early evening over the American Broadcasting 


Company network.* 


In addition to announcing baseball results to a 
multi-million audience, we're urging listeners to 
take their cars to their local car dealer’s service de- 


partment for expert care ... and for America’s finest 



























motor oil, Royal Triton. This same traffic-building 


story also is being told to millions of motorists in y: 
a series of hard-hitting ads in leading national con- 


sumer magazines. 


To our knowledge, this is the only motor oil ad- 
vertising campaign that features the car dealer and 
his service department. In addition, it is one of the 
most extensive national advertising campaigns ever 
undertaken for an independently distributed oil. 


Royal Triton is a pioneer of the heavy-duty motor 
oils, the type now specified by leading car. manu- 
facturers for today’s precision-built engines. Inquire 
today about handling Royal Triton in your auto- 
mobile agency. Write to your nearest Union Oil 


Company office: 
Los ANGELES 
Union Oil Building 


New YorK 
4904 RCA Building 


Cincinnati, 2111 Carew Tower Bldg. 


*See your radio log for exact time. 


UNION OIL COMPANY «: cac:ronnsa 
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New OrLEANS—917 National 
Bank of Commerce Building 


CHICAGO 
1612 Bankers Building 
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/ America’s Finest 
Motor Oil! 
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for an extended period of time,” 
the company claims. 


i | Aluminum in Radiators Alcoa has also carried on sev- 


eral different corrosion tests. 


New Alcoa Process Said to Solve Construction a tests were run with 
. . ’ . synthesized water simulating e 
Problems, Offer Protection Against Corrosion waters of special areas of the 





, whi i le th 
PITTSBURGH. Aluminum Co.| process can be supplied in the form a a ee 


|of America has announced a new) of wire, sheet or a specially clad Tests were conducted with water 
process of brazing aluminum that/ material known as brazing sheet. only and then with combinations 
Nis, aad to solve construction prob; ‘One side of the brazing. sheet, “- 

| = - inside face of the tube, is an “al- 


|corrosive action in automotive = a : 
radiators clad” coating which allows corro- 
“The immediate importance of | S!07 to go only os far as the core. 
the development is emphasized The corrosion is then spread out 
| by the critical shortage of cop- Over the surface. 
| per,” said Alcoa. “Since 20 to “This arrests further penetration 
| 25 pounds of copper are used in : - —- 
automobile radiators, a perma- 


nent replacement of the scarce ‘Hufstader Cited 


metal with the easy-to-get alum- 

inum would result in apprecia- | 

able savings in copper.” By College 

~~ The company pointed out that re-| CARLISLE, Pa.—William F. Huf- 

x . pal a — poe the best} stader, distribution vice-president 

| method of producing radiator cores| of General Motors, received an 

Hoosier Coeds Sponsor Derby Racer . . a |is the dip brazing method. Chief| honorary degree of Doctor of Hu. 
A group of college girls, members of Pi Beta Phi sorority at Indiana university, are advantage to be gained through |mane Letters from Dickinson col- 

sponsoring a boy as a contestant in the Bloomington, Ind., Soap Box Derby. Larry Gill, | this system are controlled tempera- | lege, Carlisle, Pa., at commence- 

the entrant, covers his embarrassment with a brave front as he is completely sur- tures in the brazing range and |ment exercises on June 8. ; 

rounded by his sponsors. They will pay the boy's car-building costs, encourage him elimination of a separate fluxing | The degree was conferred by Wil- Corroded Aluminum— 


re sores 





NI ee 














while building and cheer him to victory in the race. The Bloomington race is spon- operation, it is explained. : j|liam W. Edel, president of the This photograph shows magnified cross 
sored by the Daily Herald-Telephone and University Chevrolet Co., Inc. The brazing material for the dip college. sections of 3s-H14 and “alclad” 3s-H14 


| sheets after exposure to sea water for 22 
| months. Alcoa says this demonstrates the 
| superior resistance of the alclad sheet to 
| corrosive elements in the water. The “‘al- 
clad"’ is electrolytically protected, causing 
the attack to spread out rather than 
penetrate into the core as it has in the 
other sheet. 
om + * 


New source of plastics 


of varying percentages of anti- 
freeze compounds. Alcoa claims 
that corrosion by the coolants on 
the new process was not critical. 


| “Other problems must be solved,” 
|says Alcoa, “before aluminum will 
|be accepted as standard material 
|for automotive radiators. These 
| problems are: Is it necessary to in- 
|clude an inhibitor in the coolant 
| waters of different areas? Is it 

necessary to paint the radiator to 
| protect it from road splash.” 


for the automotive industry 


at United States Rubber Company’s 
Chicago Die Mold plant 


‘Collyer Discerns 
One of the 40 Plunger Transfer and Compression Threat to Akron 4 


presses in U.S. Rubber’s new Chicago Die Mold Plant. 
" e 6 e be] 
As Tire ‘Capital 
| AKRON. -— Warning that Akron 









This is the newest unit in the |had not kept pace in productivity 
nationwide chain of plants and | with other communities in which 
laboratories which comprises | Akron company plants were locat- 


|}ed, President John L. Collyer of B. 
|F. Goodrich, sounded a plea to 
| Akron citizens to unite to keep 
| their community the “rubber capi- 
|tal” of the world. 

| Addressing over 200 members of 
| the Rotary club in his first talk 
|to a civic group since coming to 
Akron 13 years ago, Collyer said 
that the city’s long domination over 
the rubber industry was in danger. 
| “The big question,” said Collyer, 
|“is what will Akron’s position in 
|the rubber industry be during the 
| years to come? 


| “Will Akron people,” he asked, 
|\“‘be able to compete with other 
|}communities of our country which 
|have for several years been earn- 
| ing an increasingly larger share of 
| the business?” 

| His own outlook was not optimis- ] 
|tic as he cited the trend that most i 
companies, who have plants in 
other communities, are producing 
|two or three times the output of 
their Akron plants. 


United States Rubber Company. 





This modern new plant houses the productive 
facilities and scientific personnel for wider ex- 
cursions into the field of plastics, in the form of 
moldings, extrusions and fabrications. 

For the automotive industry, this plant will 
produce plastics molded by injection and com- 
pression (transfer or plunger). It has its own 
mold manufacturing facilities. The equipment 
is of the most advanced type, and the engineers 





Eaton to Construct 


‘Ohio Parts Plant 


CLEVELAND.—Eaton Mfg. Co 
|has announced that it will begin 
|}construction in July of an $8,000,- 
000 automotive parts and forging 
building at Marion, O. 

The plant, located on Route 95 
will be one story with a high leve 


one errrmmenunnmeammenmemees 


have at their command the great research stock- 
piles of the United States Rubber Company. 
This Chicago Die Mold Plant will supplement 


” Other equipment in the plant includes 20 Injection ; : 
the “U.S. plant and laboratory at Fort Wayne Machines, with controlled mold temperatures. | bay for forging and heat treating 
: ; |operations. It will have 70,00) 
serving the automotive industry. : | square feet of floor space and em 
ploy 500. 
PRODUCTS OF | gee Agee 





| 

Dealer Builds Motel 

| Henry Freeman and Charles Ed- 
|miston, automobile dealers, Fort 
|Scott, Kans., are building a nev 
|10-unit motor court which will be 
known as The Colonial motel. It is 
located on US-69 a quarter of a 


UNITED STATES RUBBER COMPANY aa sun aibebdier Giae cad donee: 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. ship. 
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New Passenger Car Registrations, All States for April, 1952-1951 































































































| | | | | | | | ® . | 
wa | | | | | | | s|s 
Car registrations by states are } | | | a rm ri = 3 
released here weekly, as com- - | ' Zz: wu - * 2 © | < a nal | m = | } e 
Reoauwe” Tete siti s/Flezis/2]}¢/)i]2}22] 2}Flalsisle |] e]./2 /2/)21 28] 
tives in state capitals ‘3 2 | 3 E | I5 a 4 y 3 ret} x 2 2 D ra 5 = € 2 u5| 55 3 3 3 3 % b 2 | 2 5 
o 6 | 6 = | OF 2 3 = de o re) o re) 2 or | < r “x | we] etl < 3) | = z = a > | 2 = 
37 States Previously '5S2| 7284; 5834) 14637 26814 54569 52964 1901 11429, 66294) 20353) 5216 54332, 14008 15862, 10977! 83, 1692; 2492; 42671 140; 185; 258, 4842; 8502; 4562; 9790, 2040, 780) 266000 
Reported for April ‘Bi| 11352) 6053 18274 37955 73634) 62114 1529, 13911, 77554 25840, 5750, 72317| 20102) 21566) 145575, __3872| 3828) 7700, 124, 136, 374, 69C4| 7989| 4068) 12115; 1517); 709, 338399 
Arkansas ae 59 47. +153.—~—391 650 647 25125 797, «185 47 710, 125, ~=—«190 1257 5 33 22 60 3 25 68 27 88 27 4, 3006 
‘BI 77 42 145 390 654 669,14 135 818; 251) _—_—‘SI 744| 181; 202 1429 41 33 74) tt] t}_ 42], 9} 107 28 _ | 3 
California SS—~S~S 52; 854, 683 1087, 2469 5093 5075 209 1678 6962 1833 850 5176 160! 1467 10927 | 72, «192 «265, S110, s«s124,~—SéC«dS)—Ss«dS 383) +1041) «= 417) «1086; +199, 5.2) 27284 
51; 1197; 569, 1206 2556 5528’ 5458 = 188) «1827 — 7473, «2357, = 850, 630720381717, 13269 181, 200, 381} ~— 46) S40 Ss17| 598, — 873) 353)_:1392| ~—+167|_—«250) + 30387 
Colorado-—™ ae 7 65 128 312 602 701 37-173 911281 82 604, 176 = 202 1345 2 20 22 9 99, «106 40, 104 37 16; 3291 
‘SI 180 69 163 «= 424 836 682 4117! 894, 350 65 725, 220 —— 262 1622, | 38] — |b > 9 142) 96; —53)_—*109),—S 26) st | S38 
——_ " - |e 79 47, 247, 397 770 872 39, 186, 1097, 292 69 899, 215 284 1759 39 25 64 9 2 3 36 87 67, 140 35 7; 4076 
‘BI 126 57 268 ~=S669,s1'120,—~—Ss« 1525 36. 353, 1914422, 89,1570) 324) 462) 2867, (ss | 274, 200)— ss) S| S| S80) 83) 215) 25' ~——s10|_—6829 
Kentucky oo ‘52; (137 75 299 «= 483 9942 20, 218 1350 343 72, 1186, 251, 322 2174 38 32 70 2 2 82, 199 72, 189, 45 16, 5195 
‘Si| 178] 92} 305) 628) 1203) 26) 7) 193) 4786182) N00}, 289,356) 2188) 38; 37) 3) 62} 134) 54) 193} 23] 45480 
se; = ~ 52) 4) 4 93, 18i 361-326 14 éI 40, 86 15 369, 107, ss 688 19 i8 37 I 4 4 26, 42; «2 65 13 3) 1666 
‘SI 55} 48) 116} 275) 494} 373} N02] N83) 89) 978) 88 8 HN Cd 
Mississippi —_ "52 72 39 «126, =—302 539 560 1% = 121 697, «19% 42 646 «=«120,—s«182 1186 24 16 40 1 2 32 58 40, 106 19 2; 2722 
‘5! an 42 170 398 72) 742 13 148 903 313 50 851 194 207 1615 63 25 88 2 3) 4\ 29 125 12 | 3568 
Missouri : "52, 230, 212 443, 1065, 1950 1970 48 408 2426 585 132 2104, 404, 463 3688 40 50 90 9 119; 403; 146) 299 43 14, 9.87 
aS __'St]__375) 256, 5521459) 2642, 2379 38 «533. «2950 994—Stés«*173)=—'=‘«#2 43) 583) = 708 5599 - 94, 183 ti, 152) 433) 141} 360 44 9} 12524 
New York —~ 52; 1281, 1254; 2830 3446 881! 5920 266 1555 7741 3255, 950; 6729 2256) 2286 15476 254 «377,_—Ss 4631 16 78, 40; 731; 1293; 797; 1349; 320, 222; 37505 
‘ ‘Si 1894! 1114) 3420, 4993, 11421, 6850, 219, +1813) 8882; 3802| ~—980/ ~=— 8057, 3217, « 2986) = 19042, =S |= 730, 595) 1325) =) S740) — 829} (1056) 6901417; ~—250|_—=*t70|—«45195 
Tennessee "52 cy 87 258 489 920 «1125 29; 169, «1323; (365 57, 1047, 207, 331 2007 5 43 31 79 7 2 7 65; 100 60; 192 27 3) 4792 
eA oe oe ‘5! 131} 83 225 561) 1000 1145 15) 151 1311, 384 7 1221; 245) 290) 22! | 45) —37}_—82}—— 5} StS} StS Si} 186) 34) ~—4|_—«5075 
Vermont "52 21 10 73 79 183 139 2 32 173 75 8 156 42 52 333 6 9 15 1 8 6032; 22 31 16 814 
; _'5I 24 19 67, «110 220 164 5 36 205 80 12 32! 73 84; 570! 21 34 55 } 2) 6 16} 44 16 30; 16} ~—sti_—s* 82 
Virginia 52; 214; +181; 402) 989; 1786, 1900 50 323, 2273; 575; 121; 1737 406) 532 3371 13, 107; 133) 253 8 7 8 183) 222) 147) 380 re) 34, 8750 
__'51|__288) «140; 478) —s1159) = 2065' ~—1822 26| 349; 2197) — 692,41) 2349) 508) 569) 4259) 151; 107) 258] ~—s5 2; 4)_—«194) 142) 129) 332) 33) 8) 9884 
All States Reported "52; 10455 8580 20776 37417, 77228, 73311, 2656, 16478| 92445, 28424, 7661, 75695 19918, 22284, 153982) 107 2369, 3417, 5893) 294; 402 371, 6781| 12153| 64.8) 13819; 2889; 1613) 374288 
a. ‘51| 15988; 8584 25389 51577) 101538, 85184) 2147) 19722) 407053 35979 8353. 99181) 28101) 29543) 201157 5451, 5116 10567; 196; 252) 494) 9179) 11123) 5721! 16657) 2192! 1184) 467313 
Year "52. 38182) 29486, 72010) 143130, 282808) 216165, 6861| 54737) 277763\ 99955, 25414, 274051, 70058 80939, 550417; 389; 9016 11978) 21383, 1146) 1570; 1178| 23799; 40009) 20857; 57798) 9434; 5841/1294003 
To Date 51| 5595! 37917) 103572 189094 386534 324299) 9602) 84897 418798/153581| 35163) 412680 103651/128523' 833598 | 21319) 22451) 43770) 932) 1266! 2121| 40662) 43943! 25943) 71978| 9289) 4641 | 1883475 








New Commercial Car Registrations, All States for April, 1952-1951 
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; | | | ; | | = | | 2 | | 
Truck registrations by states are | | | | 2 | | | | - | z 8 Truck registrations by states are 
released here weekly, as compiled it se 2 = | aes | = | é é | released here weekly, as compiled 
by R. L. Polk representatives in 3 5 a ee 5 ‘i » 3 o oO 5 op a ie | -—) a © 6e 2 = Z by R. L. Polk representatives in 
state capitals £ y 3 &: g y s/s 2 z D3 s E | y 2 | Sh z 2 iss = 3 = state capitals 
<]/S)/G/o5[ea]}]a]s }/e&]{ 2) ue] oo] F] 2] 2 f/2ele]s; 3 ainpisis 
32 States Previously ‘52) 86 39| 14893) 18 239 143, 4943 76| 11207) 23; 4095, 5158 35 477 5 24 156 =1558 671 16 982 161 45015 '52 32 States Previously 
Reported for April __‘5I 103) 6 18585) 31) 263, 217) 5405; bt) (13214) 22) 5386; 5005; 22,603) Sti 52) 163) 1489728) 13) 133462) 52825 )"51_ Reported for April _ 
Arkansas ‘52 . 488 142 357 ' 223 114 10 2 57 & 26 ! 1427|'52_ ‘52 Arkansas 
a! eee oe 692 ; ee 156 490 257|__137 2 ane | IR | 28 1) 1840)'51_ dated ine 
California t—<it~—tstS "52 8 1) 1666 ' 28 29, 660 2; (978) 4 615) 432 25 25 8 3 16 «158 34 a 69 34, 4804 "52 California 
__'5I co 1487 | _—«33 28 525 2; 1168 6 536 340 a ee 23 I 18; 150) 43 5 80 Hh 4525) "51 ce 
Colorado i. "52 | 418 4 2 4, 60 270 3, 105, 2 2 2 1 2 35 a 74 2, 1101 ("52 Colorado 
Me ‘SI 4) 378 3 2 3 86 a 286 | 143 109 ! 9 l 7 35 a oe. | Oe Hy 926] '5t Se 
Georgia - ‘52 403 | 3 156 | 331) 129 98 I 25 | 3 52 9 13 | 1226 |'52 Georgia 
2 ‘5! peel 79\ — 3 2 157 | 609 250 228 | 28 | 9 8I (ae 44\ —— i: sae aa 
lowa "52 | | 507 | 4) 4, 153 1, 388; 108 240 u | 7 4 8 27 2 1497 |'52 lowa 
‘51 | 677 14 3) 4.212) 643 142 289 5 2 59 Se: ae 29) | 2088) ‘5! ae 
Kentucky ‘52 | “2 559 | 4) 123, I 397) 184) 164) | 1} | 4) 4 53 10; | 50) 2) 1558 |'52 Kentucky 
4 ee els eo ‘SI! 562 6 | 132 | 457 129 133 5 ! 5 46 9 60 1547 | ‘5! a a ee Se re 
Maine ‘52 | 137 I 1) 39 1; 132 41; 4 8 ae | ee | | S|) ON 430,82 Maine 
wean *S1} 3 3 237 2 2 57 3 173 68 58 12 28 5 27 678 | ‘51 = Se 
Mississippi ‘52 429 1 97) 294 ! 157, = 102) | | 63 o 26 ! 1175 "52 Mississippi 
ee ae - ‘5! 673 2 126 1, 482 280! 130 8 40 20 33 RR i ee - 
Missouri ‘52 | 796 10 7 202 | 445 215; 211 4 5 54 29 ! 19 5 2003 ‘52 Missouri 
Saas ‘5! im 1053 ! i] 40 263 | 658 319; 280 3 2 9 72 69 32; 2eii "St ;  * 
Montana ‘52 162 ! 36 122 1 46 86 6 a 3 25 | 45 538 |'52 Montana 
Si) 305 8 54 1 177 3 81 99 | 3} 2) 2 a 24 i oe A | ol} 2 ee 
New Mexico ‘52 8 239 2 | 55 202 2 82) 64 2 19) 4 a 25 2 747 |'52 New Mexico 
‘SI 166 23 90 56 31 2 10 2 i 391 ‘5! i 
New York . ‘52 17 76 «1247 32 29 562 9, 868) 4 328 436 94 u 29 89 70 8 99 22 4020 ‘52 New York 
‘51| 32, 88) 1653 9 46 48) 563 8} 1050) 5) 447) 450 156 7 36 82 98 3) 124 12, 4917) 'S! Ss eee 
Pennsylvania ‘52 20 33 960 3 16 27 430 a 802 270, 438 87) 3 28 90 75 4 58 22 3370 | "52 Pennsylvania 
"St} 30 5! 1008 | 23 14 399 8 721 266 | 352 | 84 2 2! 88} Bi} 5) Bh 13) _ 3248 )'5t fo ee 
South Dakota "52 168 3 5! 134 37 171) j 16 22 | 603 |'52 South Dakota 
‘SI "9 5 43 98 45) 99 2  — fe fa eee 
Tennessee ‘52 552 | 3 | 204 1; 453 179 152 8 ! 79 26 23 | 1683 |'52 Tennessee 
‘SI 582 | 3 3 138 7 470 176 112 2 7 _ 54 ia oa ae 1614'S! ; : =e ae 
| Vermont "52 76 2 zi 34 23 19 2 ' 9 21 208 | '52 Vermont 
' ie ‘5! | 113 1s 70 26 40 8 1S [— ee 1] 304 |"51 : eee 
Virginia “ba 7 4 691 5 3 8 254 2 472 ! 188 239 18 | 8 90 25 40 2056 ‘52 Virginia 
| ‘SI 4 5 595 3 3 156 4 515 144 178 46 3 44,18 eee | at _1747\'51 - . 
' All States Reported "52 147 153, 24391 35 349 256; 8188 98; 17886 40; 7025; 8277 71 785 23 4! 265, 2534 978 37. «1624 258 73461 |'52 All States Reported 
| For April Si] 203! 214) 29676) 47|_——422/" 364) ~8513/ 102! (21371| _—«437/_«8751| + 8070| _—42/_—*:1009/ =~ 26} ~—68|_— 284! «2385, 1146 = 27,2110, = 94) B49 'SE For April 
: Year "52 556 551 83912 115, 1274; 1052! 30749 285; 59112 194; 25189, 29207 250, 2381 78 214; 1012) 9031, 3667 95, 596! 886 255771 |'52 Year 
To Date ‘SI 774| 984) 116013 152) 1664) 1444) 36853 408; 82643 185 34361) 32174 247 +4103 122 253) (1410) 10531! 4524 121) 8440 481| 337887\'51 tt —“‘;‘“C;C‘*ST‘Q’, Dthe ~~ 
The following advertised-delivered prices PLYMOUTH—Concord — 2-dr. sed., $1,- 





: = based on a ~~ —s the ele e 757.23; bus. oo, OS, See $2,- 

: actories, as established by ice of 164.68; Savoy Suburban, $2,287.99. Cam- 

| Price Stabilization. These prices include ( urrent ( eiling Prices on New ( ars bridge — 4-dr. sed., $1,825.61: cl. cpe.. 
federal excise taxes and factory handling $1,788.55. Cranbrook—4-dr. sed., $1,915.80; 

charges, and dealer delivery-and-handling cl. cpe., $1,884.99; Belvedere, $2,216.39; 

charges. They do NOT include transpor- | toga—4-dr. sed., $3,217.40; cl. cpe., $3,- | $1,753.50; 2-dr. sed., $1,704; bus. cpe., $1,- | 505.40; 4-dr. Traveler, $2,557.89. Manhat-|conv., $2,328.37. 

tation charges, state and local taxes or | 189.62; Town & Country wag., $3,922.37; | 601; stat. wag., $2,079. Customline 6— | tan—4-dr. sed., $2,568.38; 2-dr. sed., $2,- PONTIAC—Chieftain 6—4-dr. sed., $2,- 


optional equipment. 8-pass. sed., $4,167.15. New Yorker—4-dr. | 4-dr. sed., $1,769; 2-dr. sed., $1,720.50; cl. | 515.91; cl. cpe., $2,536.89; 2-dr. Traveler, | 000.95; 2-dr. sed., $1,943.06; stat. wag.. 

ALLSTATE — Four — 2-dr. sed., $1,395. | 8ed., $3,530.18; Newport, $3,965.99; conv., | cpe., $1,730.50. Customline 8—4-dr. sed., | $2,620.84; 4-dr. Traveler, $2,673.31. (Hy- | $2, 597. 24. Chieftain 8—4-dr. sed., §$2,- 
Six — 2-dr. sed., $1,657. (Sold only by | $4,088.59. Imperial—4-dr. sed., $3,837.26; | $1,844.50; 2-dr. sed., $1,796; cl. cpe., $1,- | dra-Matic optional at $168.79 on all|075.40; 2-dr. sed., $2,017.63; stat. wag., 
Sears stores. ) Newport, $4,219.22. Crown Imperial — | 805.50; stat. wag., $2,248.50. Crestline 8— | models.) $2, pk 64. Chieftain 6 Deluxe—4-dr. sed.. 


AUSTIN—Somerset—4-dr. sed., $1,795; | 8-pass. sed., $6,870.54; lim., $6,992.53. | Victoria, $2,104; conv., $2,213.50; stat. LINCOLN — Cosmopolitan — 4-dr. sed., | $2,104.11; 2-dr. sed., $2,046.26; conv., $2,- 





conv., $2,295. (Delivered at New York.) (Fluid-Matic optional at $131.81 on Wind- | wag., $2,384. (Ford-O-Matic optional at |¢3 489; cl. epe., $3,592.50. Capri—4-dr. | 427.54; stat. wag., $2,680.99. Chieftain 8 
BUICK—Special — 4-dr. sed., $2,192.92; | sor, standard on Windsor Deluxe and other | $184 on all models.) sed., $3,631.50 spt. cpe., $3,834.50; conv., | Deluxe—4-dr. sed., $2,178.58; 2-dr. sed.. 

2-dr. ‘sed., $2,133.91; cl. cpe., $2,099.50; | series. Fluid-Torque standard on Crown| foRD OF BRITAIN—Prefect 4-dr. sed., | $3,991. | (Hydra-Matic standard ‘on all | $2,121.78; conv., $2,500.48; stat. wag., $2.- 
bus. cpe., $2,040.48. Special Deluxe—4-dr. | Imperial, optional at $166.51 on all other | ¢1 379; Anglia 2-dr. sed., $1,203; Consul | models. ) 753.52. Catalinas —— Deluxe 6, $2,288.60: 

é sed., $2,239.14; 2-dr. sed., $2,181.13; Rivi- | series except Windsors. Power steering | 4 ar sed. $1,693; Zephyr Six 4-dr. sed.,| MERCURY—4-dr. sed., $2,231.50; 2-dr.| Super Deluxe 6, $2,354.27; Deluxe 8, §2,- 
era, $2,278.95; conv., $2,615.22. Super—| standard on Crown Imperial, optional at | $1 999 (Delivered at U. S. ports.) sed., $2,174; cl. cpe., $2,296; 6-pass. stat. | 363.77; Super Deluxe 8, $2,429.32. (Hydra- 
4-dr. -sed., $2,545.16: Riviera, $2,460.16; | $198.90 on other series.) HENRY J—Vagabond Four—2-dr. sed., | wag., $2,754; 8-pass. stat. wag., $2,802.50. | Matic optional at $178.35 on all models.) 

4 conv., $2,848.38; stat. wag., $3,272.47. CROSLEY—stat. wag., $1,001.64; bus. | $1,348.55. Vagabond Deluxe Six —- 2-dr. | Monterey—4-dr. sed., $2,312; hardtop, $2,- ROOTES—Hiliman Minx—4-dr. sed., $1.- 
s Roadmaster—4-dr. sed., $3,177.88; Riviera, | coupe, $943.38; Hotshot, $952.07. Super—|sed., $1,493.68. Corsair Four—2-dr. sed., | 430; conv., $2,585.50. (Mere-O-Matic op-| 533; conv., $1,840; stat. wag., $1,938. 
| $3,282.83; conv., $3,428.29; stat. wag., | 2-dr. sed., $1,032.82; stat. wag., $1,076.77; | $1,448.55. Corsair Deluxe Six-—2-dr. sed., | tional at $189.81 on all models.) Hillman Minx Deluxe—4-dr. sed., $1,645: 
5) $3,948.70. (Dynafiow standard on Road-/| conv., $1,035.38; Sports roadster, $1,028.72. | $1,593.68. NASH—Rambler Super—Suburban, $1,-|cony., $1,890. Humber—Hawk sed., §$2.- 
é master, optional at $192.50 on Special and DeSOTO—Deluxe—4-dr. sed., $2,336.24; HUDSON—Pacemaker —- 4-dr. sed., $2,- | 990.35. Rambler Custom Country Club] 995; ‘super Snipe sed., $3,369: Pullman & 
; Super. GM _ power steering optional at/cl. cpe., $2,323.22; Carry-All sed., $2,- | 296.54; 2-dr. sed., $2,250.13; cl. cpe., $2,-| sed., $2,080; conv., stat. wag., $2,104.30.| Imp. lim., $5,110. Sunbeam-Talbot—sed. 
} $198.90 on Super and Roadmaster.) 573.90; 8-pass. sed., $3,140.31. Custom— | 296.54; bus. cpe., $2,102.77. Wasp—4-dr. | Statesman Super--4-dr. sed., $2,159.85; | $9685: conv., $2,911. Rover 75—sed., $2.- 


CADILLAC—Series 62—4-dr. sed., $3,-|4-dr. sed., $2,555.15; cl. cpe., $2,534.10; | sed., $2,448.33; 2-dr. sed., $2,396.15; cl. | 2-dr. sed., $2,125.40. Statesman Custom— | 697. (Delivered at U.S. ports.) 
636.48; cl. cpe., $3,542.32; Coupe de Ville, | Sportsman, $2,890.50; conv., $2,995.71; |ecpe., $2,448.33; Hollywood, $2,789.68; | 4-dr. sed., $2,311.90; 2-dr. sed., $2,289.90. STUDEBAKE ch ne) 
$3,962.08; conv., $4,110.01. Series 60 Spe- | 8-pass. sed., $3,359.38; stat. wag., $3,- | conv., $3,025.78. Commodore Six 4-dr. | Ambassador Super —4-dr. sed., $2,534.40; y aA ER—( ampion ustom——4-dr 
cial — 4-dr. sed., $4,269.94. Series 75 — | 187.80: Suburban, $3,728.30. Fire Dome | sed., $2,654.60; cl. epe., $2,627.91; Holly-|2-dr. sed., $2,498.30. Ambassador Custom | 8@4., $1,757.42; 2-dr. sed., $1,723.85; cl 
8-pass. sed., $5,360.51; lim., $5,572.01. | Eight--4-dr. sed., $2,741.25; cl. cpe., $2.-| wood, $2,976.59; conv., $3,223.65. Hornet |~-4-ar, sed., | $2,692.20; 2-dr. sed., $2,-|CP@-» $1,751.75. (Champion Deluxe —4-dr 
(Hydra-Matic standard on Series 62 and | 719.75; Sportsman, $3,077; conv., $3,181.50; | —-4-dr. sed., $2,749.18; cl. cpe., $2,722.51; | 670.95. (Hydra-Matie optional at $178.85 | 5ed., $1,849.30; 2-dr. sed.,_ $1,815.76; cl. 


Series 60 Special, optional at $198.36 on/| stat. wag., $3,374.25; 8-pass. sed., $3,-| Hollywood, $3,071.19; conv., $3,318.24. | on Statesman and Ambassador.) cpe., =o. Champion — 4-dr. 
Series 75. GM power steering optional at | 543.25. (Tip-Toe Shift standard on Cus-| Commodore Eight -— 4-dr. sed., $2.749.18; | OLDSMOBILE—Deluxe 88 — 4-dr. sed., | S@d-. $1,933.48; 2-dr. sed. $1,899.94; cl. 
$198.43 on all models.) tom, optional at $131.97 on Deluxe and/cl. epe., $2,722.51; Hollywood, $3,071.19; | $2,311.25; 2-dr. sed., $2,246.23. Super 88 | CPe-. $1,927.82; Ravens, 5.20 .35; conv., 
CHEVROLET — Styleline Special -- 4-dr.| Fire Dome Eight. Tip-Toe Shift with | conv., $3,318.24. (Hydra-Matiec optional at | —4-dr. sed., $2,444.94; 2-dr. sed., §2,- $2,257.50. Commander I oy : —/-. sed., 
— $1,659.05; 2-dr. sed., $1,602.61; cl. | Fluid-Torque optional at $256.67 on Fire | $175.71 on all models.) 378.94; cl. epe., $2,328.96; Holiday, §$2.- peer y 2-dr. sed., $2. -O4; = cpe., 
, $1,609.22; bus. cpe., $1,519.14. Style- | Dome Eight. Power Steering optional at| JAGUAR—XK-120—Super Sports, $4,039; | 655.16; conv., $2,833.12. Classic 98—4-dr. = = jn an. Suen a ae” 

line "Deluxe — 4-dr. sed., $1,749.19; 2-dr. | $198.90 on all models.) hardtop, $4,065. Mark VII—4-dr., $4.170.|sed., §2,766.81; Holiday, $3,001.11; conv., | $2:193.05; wt se ‘en? — ; el. Fe: 
sed., $1,695.69; cl. cpe., $1,714.51; Bel-Air, DODGE — Wayfarer -—- 2-dr. sed., $2,- | (Delivered at U.S. ports.) $3,206.77. (Hydra-Matic optional at $178.35 $2,187.14; Starliner, $2,4 conv., E. = 


“ . r . é . ’ . ‘ . ‘ 31.01. d Cruiser 4-dr. 
$1,992.37; conv., $2,113.47; stat. wag., $2,- | 037.50; bus. cpe., $1,890.36. Meadowbrook KAISER—Virginian Special 4-dr. sed., | on all models. GM power steering optional 531.01. State Lan 

281.41. Fleetline Deluxe—-2-dr. sed., $1,- | —4-dr. sed., $2,166.32. Coronet—4-dr. sed., | $2,212.26; 2-dr. sed., $2,159.79; bus. cpe., | at $198.90 on all models.) i ‘ (Autamatie cations) at s231. si 
695.69. (Powerglide optional at $178.35 on | $2,258.24; cl. cpe., $2,242.42; Diplomat, | $1,991.89; 2-dr. Traveler, $2,264.72; 4-dr. PACKARD — 200 — 4-dr. sed., $2,528; | 0" Champions an $ on Commanders 














Deluxe models.) $2,602.72; conv., $2,696.88; Sierra, $2,- | Traveler, $2,317.21. Virginian Deluxe - 2-dr. sed., $2,475. 200 Deluxe—4-dr. sed., and Land Cruiser.) 
YSLER—Windsor — 4-dr. sed., $2,- | 905.74. (Gyro-Matie optional at $102.61 on | 4-dr. sed., $2,327.70; 2-dr. sed., $2,275.23; | $2,675; 2-dr. sed., $2,622. 250--Mayfair, WILLYS-OVERLAN D—Aero” Lark 2-dr 
499.91; cl. cpe., $2,476.79; Town & Country | all models.) cl. cpe., $2,296.22; 2-dr. Traveler, $2,- | $3,293: conv., $3,450. 300——4-dr. sed., $3,- | sed., $1,731.30; Wing 2-dr. sed., $1,988.96; 
es wag., $3,197.84; 8-pass. sed., $3,337.66. FORD—Mainline 6—4-dr. sed., $1,677.50; | 380.17; 4-dr. Traveler, $2,432.63. Deluxe 094. Patrician 400 -— 4-dr. sed., $3,767. | Ace 2-dr. sed., $2,073.97. Four—-stat. wag., 
Windsor Deluxe — 4-dr. sed., $2,726.54; | 2-dr. sed., $1,629; bus. cpe., $1,525.50; | 4-dr. sed., $2,452.93; 2-dr. sed., $2,399.53; | (Ultramatic standard on 400, optional at | $1,848.50 (four-wheel drive, $2,260.17). Six 





Newport, $3,084.24; conv., $3,206.60. Sara-/ stat. wag., $2,004. Mainline 8—4-dr. sed., ‘bus. cpe., $2,212.82; 2-dr. Traveler, $2,- ‘$189 on other models.) —stat. wag., $1,934.40 (Deluxe, $1,963.24). 














Jason Announces Four New Seat Covers— 


Scroll, one of the four new designs in Sealpanels, made of Jason Sealtuft, for auto | 
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Used-Car Notes 








| Philadelphia Assn. Wars 
|On Jibes at Dealers 


| PHILADELPHIA. — After pro- 


tests filed by the Philadelphia Used- 
Car Dealers Assn., Philip Morris, 
Ltd., publicly retracted statements 
made on a “Racket Squad” telecast 
concerning the trade, and _ the 
Philadelphia Inquirer agreed to re- 
frain from publishing cartoons 
which lampoon the trade. 

The association is seeking to 
strengthen public opinion towards 
lots by protesting any unfair ref- 
|erences to the trade that appear 





in cartoons, newspaper columns or | 


on radio and —— 
+ * 


seat covers, has just been introduced by Jason Corp., Hoboken, N. J. The other | |Used-Car Saleen 
designs are: SS-1, a diamond pattern; Lido, a stencil effect, and Saxon, a rope design. 


Jason sealpanels come in five finishes and 29 color effects, and fit car seats from 49 | 
to 63 inches in width. They are adaptable to split seats in two-door models as well | 
as full seat construction, states the company. 


Bottenberg Sells to Lierz 
Bottenberg Auto Co., Inc., to Lierz | “customers” who had professed an 


Formal opening of Lierz Motors, 


‘Robbed by ‘Customers’ 
RICHMOND, Va. — Robert A. 
| Birch, salesman for the House of 
|Ryan, used-car dealership, was 
|held up and then bound and left 
jin a wooded spot near here by two 


Inc. (Ford), Holton, Kans., has Motors, Inc. George Lierz, recently | interest in a late-model yellow con- 
from | vertible. 


been held. The event marked the | purchased 
change in name of the firm from | Warren Bottenberg. 












HYATT 


and their application in the past fifty-nine years. 

In the automotive field, Hyatt was in at the 
birth of the industry—has grown with it—devel- 
oped an unequaled testing laboratory—improved 
product design—continued research relating to 
materials and methods to keep Hyatt Roller 
Bearings ahead in the high quality and precision 
necessary for the perfect performance in cars, 
trucks and buses of today. 

In such an ever-changing industry, Hyatt’s 
duty is to anticipate your application require- 
ments of tomorrow. So, Hyatt invites you to 
make use of its long experience in the manufac- 
ture of better roller bearings. Hyatt Bearings 
Division, General Motors Corporation, Harri- 


son, New Jersey and Detroit, Michigan. 


According to Birch, one of the 


|quired a net worth of $175,000 


|} sentence for income tax fraud. 





| 000 in taxes and that about $66,000 


men said he would buy the car if 
his wife liked it, so the three left 
to show it to her, One of the men} 
produced a gun, and ordered Birch | 
to stay down out of sight. After 
driving to a lonely spot, they tied 
Birch up and drove away, taking a 
small amount of money, a pen and 
pencil and a tie clasp. 
* * * | 

Lack of Schooling Averts 
Jail Term in Tax Fraud 

DALLAS.—In Federal Court here, 
with Judge T. Whitfield Davidson 


presiding, John Ray Sellers, Fort 
Worth used-car dealer who ac- 


despite having only a third-grade 
education, paid a $5,000 fine and 
took a six-month probated prison 


According to court records, Sell- 
ers pleaded nolo contendere to the 
indictment. The government 
charged he had evaded about $12,- 


in sales were not reported. 


Defense Attorney Clyde G. Hood 
said that because of Sellers’ third- 





SPHERANGULAR TYPE 
ROLLER BEARING 


We've learned a lot about roller bearings 


HYATT 


MYAiY ROLLER BEAR 








STRAIGHT CYLINDRICAL 
ROLLER BEARING 
















| 





grade education, he did not think 
fraud was involved nor was the 
evasion willful. He said Sellers 
would contest the fraud penalty on 
his taxes in tax court. 

Judge Davidson first ordered the 
prison sentence to be served. Later 
he probated the sentence upon pay- 
ment of the fine and good behavior 


Topeka Police Hit 


Lots for Refusing 


To Issue Titles 


TOPEKA, Kans.—A few used-car 
dealers here are refusing to fur- 
nish a title when a downpayment 
on a car is made, and when a pay- 
ment is missed the dealers fre- 
quently repossess quickly, accord- 
ing to Police Chief Roy Kerr. 

The owner, therefore, has little 
chance to regain the downpayment 
or keep the car because he cannot 
prove he owned it, Kerr said. 

It was emphasized that reputable 
lots did not participate in this 
practice. 

“Recently we arrested a man 
driving without license plates,” 
Kerr said. “The next day we caught 
three boys from Kansas City driv- 
ing a motor car without tags. 

“In both cases, the persons ar- 
rested said the dealers would not 
give them titles until payments 
were completed. Without titles, 
they could not buy a license. We 
understand this is a comman prac- 


| tice among non-reputable dealers.” 


Citing another such illegal sales 


| practice, police said, an airman 


from a nearby air base purchased 
a car, and the day before the sec- 
ond payment was due took it to the 
dealer to have some work done 
on it. 


“The dealer told the airman to 


| leave the car. When the owner re- 
{turned for it, he was told that he 
| could not have the car because he 


had missed a payment. 
“The car owner without a title 


|is in a difficult position. He either 


drives the car with no license or 


| with a dealer’s tag, both of which 
|are violations,” Kerr said. 


* * * 


Evans Joins Burkhalter 
TIFTON, Ga.—Ed Evans has sold 


| his interest in a used-car firm here 


to join Burkhalter Chevrolet Co. as 
assistant manager. 





L. A. Times Bans 
‘Misleading’ Ads 
‘By Repair Shops 


LOS ANGELES.—The Los An- 
geles Times has begun enforcing a 
strict automobile-repair advertis- 
ing code as a means of protecting 
both its readers and honest .ad- 
vertisers. 

Originator of the code is O. L. 
Hurlbert, Times classified-ad man- 
ager, who explains: 

“Most automobile-repair shops 
operate in an ethical and reliable 
manner, but the unscrupulous 
methods of a few have hurt the 
reputation of the whole industry. 


| The majority of repair shops have 


welcomed the regulations, which 
ban misleading, unscrupulous and 
questionable sales promotion. 


“Advertisers must define the ex- 


|tent of the work and the parts to 
| be included in specified types of 
| jobs. Misleading terms like ‘free,’ 


‘bonus’ and ‘giveaway’ are forbid- 


| den, and the word ‘guarantee’ can 
| be used only if the conditions of 
|the guarantee are filed in writing 


with the Times.” 

Decided approval of the innova- 
tion has been expressed by the 
Better Business Bureau, the office 
of the city attorney and represen- 


| tatives of the police commission. 


Robert S. Bauer, BBB president, 


| views the new code as “helpful to 


public and advertisers alike, a 
forerunner of standards for all 


| phases of the automobile-repair 
| business.” 


Boyd A. Taylor, chief deputy city 
attorney, says: “Up to now, the 
emphasis has been on prosecution 


| of dishonest operators. The Times 
|code helps prevent offenses from 


being committed.” 
The Times says it will not accept 


| any further advertising from shops 
| found to have violated their writ- 
| ten pledges of compliance with the 


code. 


























Auto Markets 








(Continued from Page 16) 


well as used-car sales, appeared 
sluggish to dealers last winter and 
early spring, especially for some of 
the less popular makes of cars. 
Despite the sluggishness of new- 
ear distribution, sales have more 
than kept pace with production and 
inventories are very low. 

“More real selling effort, however, 
has been necessary to move cars 
as compared with a year ago when 
buyers were still fearful of prob- 
able future shortages. 

“For these first three weeks, the 


effect of moderating credit terms | 


upon sales has been disappointing 
to most dealers. Store and show- 
room traffic has increased in some 
cases, but the volume of sales has 
not increased much more than 
might be expected at this season of 
the year.”—(Sanford Markey.) 
7. + *. 


Neosho, Mo. 

The strawberry crop, one of the 
important cash crops of the Neosho 
(Mo.) area, was one-third under 
expectations, and this situation was 
reflected in all business, including 
autos and trucks. 


Although sales volume could not 
be classified as down, the upturn 
in volume from the influx of har- 
vest cash and cancellation of Regu- 
lation W was smaller than expected. 


However, most dealers reported a 
welcome shot in the arm for new 
and used-car sales, service and 
accessories.—(L. H. Houck.) 

+ * « 


Rochester 


A recent spurt in automobile 
sales highlights an improved 
market over earlier this season in 
Rochester, N. Y. But there are still 
more cars than buyers, and cus- 
tomers can command better “deals” 
on their old cars than in previous 
lush selling days. 

One veteran dealer said the cur- 
rent market reminds him of the 
“normal” 
prewar days. Unlike the 
take-it-or-leave-it attitude, 
men must do some jockeying and 
close a deal, rather than chancing 
a better offer elsewhere. 


Dropping of Regulation W has 
improved sales, dealers agree, 
with many buyers taking 24 to 30 
months to pay, although one 
finance company is allowing up 
to 36 months. 

Although sales of used cars have 
improved since early spring, de- 
mand has not been as heavy as 
dealers expected 

oe - 


recent 


* 


Cincinnati 

A total of 603 new cars was sold 
in Cincinnati in the week ended 
May 31, representing a new high 
for the year and a 16 percent in- 
crease over the preceding week, 
according to figures compiled by 
the Cincinnati branch of the Fed- 
eral Reserve Bank of Cleveland. 

The bank’s report disclosed 
that used-car sales totaled 1,276 
units, an increase of 4 percent 
over the preceding week. 

“New-truck sales increased 2 per- 
cent to 62 units, while used-truck 
sales remained at 54 units, the same 
is the level of the preceding week,” 
it was said. 

“Total weekly sales in all cate- 
gories of vehicles during May were 
26 percent greater than the weekly 
iverage for the first four months 
of 1952."—(L. D. Bray.) 

. t * 


San Antonio 


Motor vehicle sales in San An- 
tonio and Bexar county showed an 
increase in May for the third con- 
secutive month, reaching a total of 
1,236 vehicles, compared with 981 
or April and 878 for March. 

Of this number, 1,022 were cars, 
14 commercial vehicles and an 
ven 100 trucks. 

Chevrolet led in car sales, with 
a total of 210 vehicles, compared 
with 140 for Ford and 98 for 
Dodge. O. R. Mitchell Motors 
(Dodge) led in the car field with 
98 cars sold, followed by Ormsby 
Chevrolet Co. with 79 sales, and 
San Antonio Buick Co. with 78 
sales. 

Chevrolet led in the sale of com- 
iercial vehicles, with 33 out of 114 
ad. Ford was in second place, 
vith 27 commercial vehicle sales, 
vhile International Harvester Co 


selling requirements of | 


sales- | 


took third with a total of 19 sales 

Mitchell Motors led in com- 
mercial vehicle sales with a total 
of 20 Dodge commercials, as com- 
pared with 19 International 

cles and 15 Ford commercials by 
the Jordan Motor Co. 

In the truck field, Chevrolet 
again led, with 31 sales, com- 
pared with 16 Fords sold and 10 
Dodges. Milam Chevrolet Co. was 
high with 19 truck sales, followed 
by White Motor Co. with 11 sales 
and Mitchell Motors, with 10 
truck sales, 

Elimination of credit restrictions 





"Friction-cover our fixed overhead 





We all thought the Alemite salesman was 


talking through his hat when 


Friction could cover our fixed overhead... 
increase service volume by 16% 
... suggested he go home and get some sleep. 
After the uproar died down, he offered to 
prove his point by showing us a brand new 
Alemite movie. We — the skeptics — sat back 
ready to tear his arguments to shreds. 


vehi- | 
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served to stimulate May business | Nash, 63; Oldsmobile, 87; Packard, | 
and is expected to give a real boost | 


to June motor vehicle sales.—(J. H. 


| Reed.) 


* * 7 


Columbus, O. 


Registrations of new cars in Co- 
lumbus (Franklin county), O., for 
May were totaled at 1,671, it has 
been announced by the clerk of 
courts. This is up from the previ- 
ous month’s total of 1,361. 

New-truck sales during the same 
| period were 223, only two units 
under the previous month’s 225. 

By makes, cars were sold as fol- 
lows: Austin, 1; Buick, 130; Cadil- 
lac, 28; Chevrolet, 292; Chrysler, 53; 
Crosley, 2; DeSoto, 40; Dodge, 126; 
Ford, 280; Henry J, 32; Hudson, 36; 
Kaiser, 16; Lincoln, 3; Mercury, 41; 


he said that 


! We laughed 





(Kate Savage.) 





We weren’t prepared for what we saw! 
The movie got right to the heart of our knot- 
tiest problem: How to keep new car owners 
coming back regularly for service. Alemite’s 
new “Magnet Plan” was featured, and how 
it built total service business . . . made lubri- 
cation the “key” to more traffic, larger vol- 
ume, more sales across the board. Should we 
try it? We all said “Yes!”—but right away! 


53; Plymouth, 193; Pontiac, 111, and 
Studebaker, 68.—(Bert D. Strang.) 


* 7 * 


Baltimore 


New-car registrations for Balti- 
more totaled 2,138 during April, 
has been announced. Total for the 
year through April was 7,456. 

New-truck registrations were 346 
for the month, with a total of 984 
this year. 

Listed by makes, new-car regis- 
trations were as follows: Henry J, 
15; Buick, 107; Cadillac, 27; Chev- 
rolet, 563; Chrysler, 65; Crosley, 1; 
DeSoto, 45; Dodge, 115; Ford, 410; 
Hudson, 58; Kaiser, 22; Lincoln, 11; 
Mercury, 77; Nash, 73; Oldsmobile, 
110; Plymouth, 261; Packard, 35; 
Pontiac, 85, and Studebaker, 46.— 





A 
? 


The Proof W 





es 


pis Case is typical f 


One more example of how dealers all over 


the country are “cashing-in” on the Alemite “Magnet Plan.” 
Making their Service and Parts Department pay as much as 84% of their 


overhead with Alemite “Magnet Plan” features. Want 
facts? Call your Alemite distributor. Or mail this coupon now! 


ALEMITE 


Oe 


the 
A PRODUCT OF 


See how the Alemite “Magnet Plan 





O 


0 
Address 


City a 


ACT NOW! JUDGE FOR YOURSELF! 








New for Nash in Mich.— 


Newest Nash dealership in Michigan's 
upper peninsula is Dickinson Nash Sales, 
Iron Mountain. Shown signing the fran- 
chise for the new operation is Lovis J. 
Sacchetti (left), while E. D. Stebbins, Nash 
Milwaukee zone manager, looks on. 





? Noute kiddin! 





as in the Profits: Our repeat 


business is up 26%, and our total service 
volume shot up /8% ! This proves the plan 
means more than lubrication and oil changes. 
And Alemite’s advertising every two weeks 
in the Post and Collier’s gives us an extra 
sales boost—without cost! This should prove 
how one Alemite meeting can improve your 
business—and improve it right away! 


‘con help you cover your fixed over- 


head —improve your trading position. No obligation. Mail coupon today! 
Alemite, Dept. C-62, 1826 Diversey Pkwy., Chicago 14, Illinois 
e Send us complete information on the “Magnet Plan” 


We would like to arrange a showing of your Hollywood movie 
“It’s The Come-BACK That Counts!“ 


Zone 
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Canada Short of Mechanics |ate bidding for their services, 
| boosting wage offers to unprece- 


OT TAWA. Skilled auto mechan- | gented scales, particularly in small- 
ics are in such demand in Canada| er _ towns One result of the 
that dealers and other employers’ mechanic shortage is that some 


without 
price 


being sold 
considerable 


used cars are 
repairs and at 
reductions 


More than 100,000 


MOTIVE NEWS every 


person 


week 


Take in more kale on every truck sale with 


hewculea. TRUCK EQUIPMENT 


a complete line of strongest design 


Qy : _ | 
| Willard Marks Golden Anniversary— 


DUMP BODIES LOAD-N-GATE SPLIT - SHAFT 


Along with marking its 50th year in business, Willard Storage Battery announced 
he opening of a new $3,000,000 plant in Allentown, Pa. Shown at a dinner given 


Medium and Heavy Duty 


Hydraulic Lift Tail Gates POWER TAKE-OFFS 





TRAILER DUMP 
BODIES and HOISTS 


(with and 
without 


MECHANICAL 
POWER CHUTES 


mace 


For Coal— Other Material 


HYDRAULIC 
HOISTS 


For Dump, Grain and 
Platform Bodies 





trailers) 





LIME FERTILIZER 
SPREADERS 


CEMENT 
SPREADERS __. 


KO 


For Soil Cement Roads 


j, DUMP 
CONVERSIONS 








G HERCULES STEEL PRODUCTS CORPORATION © Dept. 606 * Galion, Ohio 


Build your business with satisfied customers. 
Restore ‘’new car’ performance with the same checking 


equipment used by the car manufacturers. 


of the 19 
car manufacturers 


USE 


oten. 
BEAN 


Steering Service Equipment 
JOHN BEAN DIVISION tne 








FOOD MACHINERY AND CHEMICAL CORPORATION 
LANSING 4, 


WHEEL ALIGNERS AND CORRECTION TCOLS e 
TOOLS @ WEIGHTS e@ STEAM ¢ 


MICHIGAN eee 


WHEEL BALANCERS AND BALANCING 
LEANERS @ CAR WASHERS e@ HEADLIGHT TESTERS 


| 
| 
| 
| 
| 
} 
| 


t 
to note both events, left to right, are: 
Smith,, executive vice-president, and B. H. 


F. R. Somers, sales vice-president; D. N 
Shaffer, manufacturing vice-president. 


Willard Marks 50th Year; 
‘Opens Allentown Plant 


ALLENTOWN, Pa. 
its 50th anniversary 
Willard Storage Battery Co. has 
announced the opening of a new 
$3,000,000 plant here. 

Speaking at a dinner com- 
memorating both events, D. N. 
Smith, executive vice-president, 
said: 
| “The foundation of the Willard 
|Storage Battery Co. has been a 
| very simple proposition which T. A. 
| Willard recognized in his motto: 
|‘Through Service We Grow.’ This 
company has become great because 
lof service—-service to the people 
who buy Willard batteries.” 

Smith spoke in the absence of 
|C. E. Murray, Willard president, 
| who was ill. 

“We intend to continue that 

service,” said Smith, “and to im- 
prove on it wherever and when- 
| 
| 


Celebrating | 


ever we can. We have completed 
our plant decentralization pro- 
gram and have brought our man- 
ufacturing facilities closer to the 
markets. 

“Thus, we can give better and 
more prompt service to our custom- 
ers at lower cost to them. There 


are no long hauls or delays and we | 


can keep factory-fresh batteries 
available everywhere at all times.” 

A feature of Willard’s decentrali- 
zation program is the new Allen- 
town plant, which is equipped to 
produce 750,000 batteries annually. 
The plant incorporates many indus- 
trial improvements, including elim- 
ination of eye strain for workers 
through use of special shades of 
paints. 

Air in the plant is purified and 
dust particles are collected from 
exhaust air for disposal. Other 
features include parking facili- 
ties, showers, washrooms and 
covered loading docks. 

Tracing the company’s growth, 
| Smith reported that Willard devel- 
| oped Metalex, which affords addi- 
tional protection against battery 
| overcharging. 
| He also cited Willard’s develop- 


|ment of plastic-container batteries | 


TBA Marketing 
| Varies Widely 
| In N. England 


| BOSTON.—A wide variety in the 
| distribution of automotive products 
lin the New England area was re- 
vealed in a 60-page survey released 


in business, | 


for the 
War II. 

T. A. Willard founded the com- 
pany at Norwalk, O., in 1902. With 
the aid of Charles F. Kettering, he 
is credited with the development 
of a satisfactory generator. 

Since its founding, Willard has 
built more than 100,000,000 _bat- 
teries and has become a name of 
standing throughout the automo- 
tive trade. 


armed forces in World 


Advertisement ——_— “ 
“Keep ’Em Rolling” 
‘Out Today 


|The latest feature in Farm Jour- 
|nal’s continuing “Keep ’Em Roll- 
|ing” editorial program appears in 
jthe July issue of Farm Journal, 
|which reaches the homes of its 
| more than 2,850,000 subscriber fam- 
| ilies today. 

| “What Makes Big Repair Bills?” 
jas this “Keep ’Em Rolling” feature 
|is called, is of considerable interest 
|to the automotive industry. 

This article will be welcomed by 
|the owners of 6% million motor 
vehicles for the valuable preventive 
| maintenance suggestions it con- 
| tains. 

| It will be equally welcomed by 
;}the hundreds of dealers who are 
| preparing to tie in actively with 
|this program through their own 
| promotions, thus taking advantage 
| of the extra push America’s largest 
|rural magazine puts behind the 
| products they sell. 

It will be welcomed by the auto- 
| motive industry as a whole for the 
| valuable educational work it per- 
|forms in making these important 
|customers aware of the value of 
|their mechanized equipment and 
|the importance of servicing this 
equipment regularly and promptly 

Farm Journal announces that 
|free copies of the July issue in 
which this “Keep ’Em_ Rolling” 
article appears are available to 
| automotive distributors and dealers 
| who want them. Write Dealer Serv- 
ice Department, Farm Journal. 
Philadelphia 5, Pa. 


| 
| 
' 


by 49 newspapers belonging to the | 
New England Newspapers Adver- | 


tising Bureau. 

“In a 48-city six-state survey, in- | 
| gormation was secured through 
personal interviews, to provide na- | 
tional and regional manufacturers 
and their advertising agencies with 
facts relating to the retail distri- 
bution of 167 brands of TBA prod- 
ucts,” said Anthony G. Glavin, di-| 
rector of the NENAB. 


A total of 1,596 automotive out- | 
lets were checked, including 631 | 
gasoline stations, 154 independent 
repair shops, 663 new-car dealer- 
ships and 148 automotive stores. 
This represented 28 percent of all 
automotive outlets in the 48 cities. 


leading automobile dealers all over the 
United States recognize the value of dealer 
identification. Their preference for Ben- 
matt license plate frames, service mono- 
grams and other personal identification, 
exceeds by far that of all other manvu- 
facturers combined. 


The Benmatt 
Organization Inc. 


3447 East 15th Street 
LOS ANGELES 23, CALIFORNIA 
Phone ANgelus 3-6751 
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Salesense in Advertising 


Tested Ideas for Small Business 


By James D. Woolf 
Special Correspondent 
T HAS long been my contention 
that the retail clerk, as a vehicle 
of thought-transmission, is impo- 
tent and wasteful 
belief. Retail salesmanship, in most 


carry on a sort of FBI operation | 


| checking up on the quality of per- | 


almost beyond | 


formance of retail salespeople. | 
Their service covers almost every | 
category of merchandise. | 

“U. S. salesmen,” asserts Will- 


|mark, “are just order-takers. The | 


if not all lines of merchandise, is | 


an absolute myth. 
I don't know whether it's laziness 
or not, but I never cease to be 


amazed at how little the average | 


salesman knows about his mer- 
chandise. I walked into a Mercury 


showroom the other day to look at | 


a new model that caught my eye. 
The man who waited on me was a 
pleasant, good-looking fellow, well- 
dressed and dignified. 

But what he knew about the 
Mercury car in general and that 
model in particular you could put 
in your eye. I asked him about a 
dozen semi-technical questions— 
how many miles per gallon, and 
things like that—but he didn’t 
know any of the answers. 

He pointed with his foot at a 
table in the corner of the show- 
room. “There’s a stack of booklets 
on that table over there,” he said, 
“that’ll give you all the answers to 
that stuff.” 

I learned a little later on that 
this fellow was a small-time or- 
chestra leader out of a job. 


* * * 
Sales FBI 
AM sure that my readers are 


familiar with the Willmark 
Service System. It employes a 


force of professional shoppers who | 








OWNER 
FOLLOW-UP 
OPERATED 
FOR YOU 


Customer Control is Ameri- 
ca's oldest and finest follow- 
up plan. It eliminates all 
your work. 


—revives lost owners 
—brings in prospects 
—holds active owners 
—with the most effective 
approach ever devised 


all at a fraction 
of the cost. 
since 1925 
Write today to 
Customer Control, 


Inc. 
Long Island City 1, N. Y. 




















FLEET-SALES 
MANAGER 


Excellent opportunity. 
Complete line with un- 
usual fleet appeal. Ap- 
plicant must be able to 
develop national fleet 
accounts and maintain 
contacts. In reply, state 
age, qualifications and 
salary expected. All re- 
plies confidential. Write 
to— 











| Sales Manager 


WILLYS-OVERLAND 
MOTORS, Inc. 


| TOLEDO 1, OHIO 





























average salesman approaches his | 
customer dilatorily with the deadly, | 
‘Can I help you?’” His great flaw, | 
says Willmark, is not the high | 
pressure for which he has been! 
lampooned—but utter apathy. 

This lethargy of the retail 
salesclerk is of little importance 
in the purchase of such trivial 
and uncomplicated items as 
chewing gum, baking soda and 
shoe strings. But it is of great 
consequence in the case of more 
complex articles that involve a 
fairly sizeable outlay of money 
—for example, electric appliances. 
They illustrate the point no 
matter what your line of mer- 
chandise is. 

Listen to R. J. Miller, of Cleve- 
land Electric Illuminating Co. and 
to E. P. Werley of Pennsylvania 
Power & Light Co., both of whom 
recently spoke at the annual sales 
conference of the Edison Electric 
Institute. Both declared that the 
electric salesman ought to go back 
to school and learn how to Sell. 

“In too many instances,” said Mr. 
Miller, “the appliance salesman 
merely puts his hands in _ his 
pocket, points at the product with 
his feet, says, ‘Ain’t it a beauty?’, 
steps back three paces and waits 
for the order.” 


* * 


Sears Sales Plan 
MANY business firms, long aware 

of this situation, are bestirring 
themselves, among them Sears, 
Roebuck & Co. “Beginning in 
June,” reports Time, “employes will 
be able to take free correspondence 
courses from the ‘Sears Extension 
Institute.’ The institute will offer 
seven courses designed to teach 
employes more about the merchan- 
dising and use of such items as 
foundation garments, fabrics, 
paints, rugs and carpets, heating 
equipment and roofing. The courses 
will cost the company an estimated 
$750,000 a year. To date, 10,000 em- 
ployes have signed up. 

I realize that only a few large} 
retail organizations have the facili- | 
ties and the capital to undertake a} 
sales-training program comparable | 
to the Sears effort. 

But I do believe that more can 
be done, by even the smallest of 
businesses, than is being done 
now. It is probably not possible | 
to teach what is usually called | 
“the psychology of salesmanship” 
to persons not suitably equipped 
by temperament and natural tal- 
ents, but it is entirely possible to 
insist that salespeople know their 
merchandise. 

Almost total ignorance concern- | 
ing the car was the major reason 
for the ineffectiveness of the Mer- 
cury salesman. He was personable 
and talked well, but his mind was 
a blank about the car itself. Most | 
of the blame for this rests on the| 
shoulders of his employer. The man | 
should have been given an inten-| 
sive course of instruction before) 
he was handed an order book, | 

But this Mercury employer is not | 
unique. Countless hundreds of 
thousands of uninstructed sales-| 
people, most of them girls in their | 
teens or barely out of them, are} 
turned loose behind America’s re-| 
tail counters. 


x * + 


Management Responsible 
HAT U. S. “salesmen” are just 
order-takers, as Willmark| 
charges, is principally the fault of | 
management. 
In view of this situation I cannot 


| 


* | 











Gabriel Establishes Lab 
As Separate Division 


CLEVELAND.—Establishment of 
Gabriel Laboratories as a separate 
division of Gabriel Co. is announced 
by John H. Briggs, company presi- 
dent. 

Briggs said the laboratory would 
serve as the research and develop- 
ment center for all Gabriel’s other 
divisions, both automotive and elec- 
tronic, 





understand why so many advertis- 
ers, both retailers and manufac- 
turers, do not pack their copy with 
more product information. 

If you advertise a product, 
spend your money to promote it, 
obviously you believe in it. It 
Possesses several points of su- 
periority, and you know — you 
surely must know —that these 
points are not being explained 
fully and accurately by the clerks 
in the stores that carry it. If you 
are not telling your story fully in 
your advertising, why don’t you? 
Why not send people into those 
stores with the maximum quan- 
tity of 
product you can cram into their 
heads? 


If you are a merchant and carry 
a lot of products, the same thing 
goes. Don’t entrust the important 
facts about your merchandise to 
the order-takers behind your 


information about your | 





‘Pore of Kalamazoo Signs with K-F— 


Howard Pore, outstate Michigan director of NADA and a past president of Michi- 
gan Automobile Dealers Assn., signs a franchise officially launching Parchment K-F 
Motor Sales, Kalamazoo, Mich., as a Kaiser-Frazer dealership. Seated (left) is Albert 
J. Riggs, general manager of the Kalamazoo firm. Standing is Earl D. Studer, K-F 
sales administrator. Pore has been a Ford dealer. 


counter. Try to give your sales-|that when you have bought adver- 





clerks more horsepower if you can,|tising space and time you have 
as Sears is doing, but remember | bought yourself an obedient servant. 





KRYLON- 27’ 





helps you get 


used car purchasers 


—not 


“Krylon -izing’’ completely 
waterproofs ignition systems 
— assures full battery power 
and quick starts any time. 
And a quick start is a big 
step toward a quick used car 
Reduces complaints 
from purchasers because it 
insulates, and thus eliminates 
most ignition failures caused 
by worn wiring. Further, it 


sale! 


cuts way down the amount of time 
required to start cars each morning. 


EXTRA! 


If you pride yourself on tiptop re- 
conditioning jobs, you'll want to 
stop leaks with Windshield Seal- 
zit and protect chrome with Kry- 
Ask for 


them when you get Krylon. 


lon Chrome Protector. 
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It’s easy to“ Krylon-ize” when 
you're cleaning the outside 
of the engine. Just clean the 
ignition system, then spray 
heavy-duty Automotive Kry- 
lon on it — right from the 
can. Spraying takes about 3 
minutes. The tough, mois- 
tureproof Acrylic coating 
which Krylon gives will last 
many, many months. A 3-can 


Krylon kit—enough for at least 12 cars 
—costs you just $4.78. 


SEE YOUR JOBBER TODAY, OR SEND COUPON FOR FAST SERVICE. 


KRYLON, INC., Dept. 706, 
2601 N. Broad St., Philadelphia 32, Pa. 


Your “Krylon-izing 


story sounds good to me! Have 


our jobber deliver____3-can Krylon kits at $4.78 per kit. 


Name of business 


Street 


City, Zone, State 


Name of our jobber - 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| My name 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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Used-Car Auction Prices 














Market Trend 


The overall average price of used cars at wholesale stood at $1,211 
last week, $7 below the previous week’s high figure, according to 
Automotive News’ price index. However, this is seen to be still above 
the average weekly figure that existed during May. 

Losses for the week were led by 1952s, the index showed, which 
dropped off $21. This was somewhat offset, however, by a gain of $20 
in the price of 1951s. 

Other losses were shown in ’46s, down $18; '48s, $13; and ’50s and 
"49s, $10 each. The price of 47s was up $5 over a week ago. 

Activity appeared climbing still higher, with 72 percent of the offer- 
ings being snapped up. At 10 representative auctions last week, 1,313 
cars were sold out of 1,821. At the same auctions a week earlier, 1,502 
cars were sold out of 2,174 offerings. Prices, it was pointed out, are 
holding up on clean models. 

Prices marked with an * indicate a unit equipped with 
an automatic transmission or overdrive. 


AMARILLO, TEX. | 925, $2,015°; 2-dr., $1,950°. '51 SL De- 


luxe 2-dr., $1,350, $1,400, $1,475; 4-dr., 
(Amarillo Auto Auction. Sale every Fri- | $1,120, $1,585, $1,685. '50 SL Deluxe 

day. Prices are for sale of May 30.) | 4-dr., $1,180, $1,215, $1,240; 2-dr., $1,- 
(Sold 238 units out of 300 offerings.) 215, $1,260. "49 FL Special 2-dr., $785, 

BUICK—'52 Special Riviera, $2,885*; 2-| $790, $890. 

. ‘51 RM 4-dr., $1,965", $2,- | CHRYSLER—'51 Windsor 4-dr., $1,915°; 
025*. '50 Super 4-dr., $1,368, $1,450*; Imperial 4-dr., $2,340*, $2,370*. '49 NY 
Special 4-dr., $1,050; RM Riviera, $1,-| 4-dr., $1,220*. '47 NY 4-adr., $605". 
800*, $1,675. 

CADILLAC—'51 (62) 4-dr., $3,545*; club 
coupe, $3,800*. '50 (61) club coupe, $2,- 
880*; (62) conv., $3,250*. '49 (62) 2-dr., 
$1,900, $1,950. } 

CHEVROLET—'52 SL Deluxe 4-dr.. $1.- 


Custom 4-dr., $2,070*. '50 Custom 4-dr., 
$1,300*, $1,430*. 
DODGE—’52 Wayfarer 2-dr 





$1,860°*; 


club coupe, $950. '49 Coronet 4-dr., $835. 


HYOHDOOOB, 


Coronet Diplomat, $2,370*. °50 Coronet | 





| NASH 


| DeSOTO—'52 Fire Dome (8) 4-dr., $2,745*; | 


| 


CADILLAC—'50 (60) sedan. $2,895*: (62) 





FORD—'52 Custom (8) club coupe, §$2, 
$2,095. '51 Custom (8) 2- 
$1,465, $1,485 
$1,070. '50 Custom (8) 


‘51 4-dr., $1,050, $1,175* 
*49 Commodore (8) 4-dr., $850. 


"50 4-dr., $500; Vagabond, $880 


"52 4-dr., $2,630*%, $2,695*; 2 
’51 club coupe, $1,550, $1 


Statesman 4-dr., $1,335. ’49 
$680. '46 (600) 4-dr., $315 
—'52 (88) 4-dr., 
$2,800*; conv., 


Cambridge club coupe, $1,175. 
Chieftain (8) 2-dr., §$2,- 


'50 Chieftain (8) 2-dr., $1,180*, $1,200*; 
4-dr., $920, $925, $1,115*. °49 Chieftain 
$1,115; 
STUDEBAKER—’51 Champion 2-dr., $1, 


(Tim Anspach’s Auto Auction. Sale every 
Prices are for sale of June 2.) 

(Prices perked up to level of two weeks 
News of the steel strike started 
bidding at fast clip. Sold 109 units out 
of 125 offerings.) SM sedan, $560, $620; FL sedan, $660 


Super 





Custom (6) 


4-dr., $530. °'47 Super (6) 





. aon. "4G 4. 
4-dr., $1,925 49 4-dr $1,211 


$1,475, $1,635 


$2,450* 
$3,200*; (98) 
"51 (98) 2-dr., $2,350*; 
Holiday, $2,375* 





$1,310, $1,370, $1,405 


$1,200 $1, 


Lil 


‘52 Cranbrook 2-dr., $1,860, June May April 
Belvedere, $2,250. '51 Cranbrook 


213 








$2,455*, $2,600*, $2,735* 





Average Used-Car Prices 


(Compiled by Automotive News) 


June 1952 May April 
Mode! (to date) 1952 1952 
1952 $2,364 $2,376 $2,366 
1951 1,668 1,640 1,670 
1950 1,345 1,308 1,316 
1949 1,064 1,062 1,067 
1948 818 797 813 
1947 664 654 672 
1946 553 563 5R4 
Overall 
Average $1,211 $1,200 $1,213 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 








club coupe, $1,035 


*50 Champion conv.. $1,095 $2,150*. °42 sedan, $390 
48 Champion conv., $420 CHEVROLET—'52 SL Deluxe 
075*, ‘51 FL Deluxe sedan, 
ALBANY, N. : 2 SL Special sedan, $1,160; 


sedan, $1,290; ‘%-ton panel, 


Deluxe sedan, $935, $1,100, $1 


41 SD sedan, $280. 
HRYSLER—'51 Windsor club 


sedan, §$2,100*. ‘50 
sedan, $1,850*; Special 
‘48 Special sedan, $975; | 


~ 


RM conv., $1,100*. '47 RM sedan, $690: toga sedan, $1,375*. '47 conv., 


Windsor sedan, $630 





Chicken engineer 
--. with music! 


The man at the master control panel gives 
fresh water, feed, heat, air, light and piped 
music to 20,000 birds at J]. Frank Kendrick's 
Champaign County, O., broiler plant! 

Red lights flash and buzzers buzz, if the 
power fails. Visitors have to disinfect thei 
shoes, and wear a smock. The modern plant 
has observation windows, like a new baby 
ward. Every chick gets vaccinated. The birds 
make a racket... but the almost automatic 
Operation Cackle produces 80,000 broilers a 
year...is typical of farm business today. 


Farming is a business... with better factories 
and facilities, more modern machinery and 
methods, more efficient equipment...using newer 
techniques and the field-tested research of state 
re and Federal Ag. Ex Stations...to get 
te wee higher yields at lower cost. 

And the farm home has kept pace 
with the farm business, is being remodeled and 
redesigned, with new furniture, furnishings, and 
decorations, food freezers, modern kitchens... is 
today’s best market for quality merchandise. 
Advertising Opportunity ... The choicest farm 
market is best reached by SUCCESSFUL FARMING... 
concentrating nearly a million of its 1,200,000 
circulation among the best US farm families in 
the fifteen agricultural Heart States...with the 
best land, buildings, best 






brains and methods, the 
highest yields and incomes. The 
average annual income of the SF 
subscriber is easily 50% greater 
than the national farm average. 
General media touch the market lightly, miss 
much of the best of it. Only SuccEssFUL FARMING 
has the deep penetration and wide influence to 
balance any national automotive advertising 
schedule, deliver maximum sales and profits. For 
full facts, call any SF office. 
MEREDITH PUBLISHING Co. 
DesMoines... New York, Chicago, 
Cleveland, Detroit, Atlanta, 
San Francisco, Los Angeles. 





$1,125, $1,200. °48 %-ton tow 
sedan, $590; FM conv., $850. ‘47 FM 
club coupe, $750; FL aerosedan, $750. '46 


sedan, $2,650*. '49 (62) sedan, $2,180*, 


sedan, §$2,- 
$1,530. ‘50 
SL Deluxe 

$540; FL 


Deluxe sedan, $1,235, $1,300. ‘49 SL 
,120; conv., 


, $760; SM 


coupe, §$2,- 


130*. ’50 Royal sedan, $1,650*. '49 Sara- 


$740*. '46 


DeSOTO—’50 Custom sedan, $1.500*. §$1,- 


400. '48 suburban, $740 

DODGE—’52 %-ton pickup, $1,275; Mea 
dowbrook sedan, $2,075*. '51 Coronet se 
dan, $1,725*. ‘49 Wayfarer sedan, $1,- 
000. ’'47 Deluxe sedan, $690. '46 Custom 
sedan, $630. '41 Deluxe sedan, $270 

FORD—’52 Custom (8) sedan, $2,120*. '51 
Custom (8) sedan, $1,470; stationwagon 
$1,825. '50 Deluxe (8) sedan, $1,185; De 
luxe (6) sedan, $970, $870, $1,185; Cus 
tom (8) sedan, $1,110, $1,210. "49 De 
luxe (8) sedan, $980; Custom (8) sedan 
$1,010*. °48 conv., $700. ‘47 SD (8) 
sportsman, $430; Deluxe (8) sedan, $670 

KAISER—’49 sedan. $670. 

| LINCOLN—’46 sedan, $660 

| MERCURY—’52 sedan, $2,370*. ‘51 conv 
$2,170; sedan, $1,775*. 

| NASH—’51 Statesman sedan 

| (600) sedan, $510. 

| OLDSMOBILE—’52 (98) sedan, $3,060* 
$3,000*. ‘50 (98) sedan, $1,700*; (88) 
sedan, $1,375*, $1,580*. °49 (98) sedan 
$1,250*, $1,325*, $1,375*, $1,300*; (46) 
sedan, $1,025. ‘47 (66) conv., $800* 
(98) conv., $850; sedan, $840*; (76) se 
dan, $700*. 

| PACKARD—’'49 sedan, $780*. 

| PLYMOUTH—’52 Savoy, $2,300. '50 Deluxe 
business coupe, $1,100. '49 Deluxe busi- 
ness coupe, $780; sedan, $1,085. ’48 SD 
sedan, $8S0. ‘47 SD sedan, $670. ‘46 
Deluxe sedan, $560. '42 SD sedan, $200 

| ‘'40 sedan, $150. 

PONTIAC—’52 Chieftain (8) sedan, §2,- 

370*. °49 SL (6) sedan, $655. °48 Tor- 

pedo (8) sedan, $860*. '47 SL (8) sedan 





$1,385. +6 


$720. 

STUDEBAKER—'51 Commander (8) sedan 
$1,525*. ’50 Champion conv., $1,260*. '47 
Champion sedan, $600. '41 sedan, $180 

WILLYS—’50 Jeepster, $945. 


FORT WAYNE, IND. 


(Carl Marker’s Fort Wayne Auction. Sale 
every Tuesday. Prices are for sale of 
June 3.) 

(Market good on late model clean 
cars. Sold 98 units out of 107 offer- 
ings.) 

BUICK—’50 RM 4-dr., $1,675*; Super 4- 
dr., $1,210; Special 4-dr.. $1,445*. '49 
sedanet, $1,280; Super 4-dr 


CADILLAC—’50 (62) 4-dr.. $2,850*. ‘49 
(62) 4-dr., $2,280*. ‘48 (60) 4-dr., 
$1,790". 

CHEVROLET—’52 SL Deluxe 2-dr., $2 
040*. ’51 Bel-Air, $1,850; SL Deluxe 2 
dr., $1,525*; FL Deluxe 4-dr., $1,310. ‘50 
FL aerosedan, $1,220. ‘49 SL Deluxe 
2-dr., $1,060. ’°48 FM conv., $895. ‘47 

| $M 2-dr., $655. 

| CHRYSLER—’48 Windsor 4-dr., $930*. ‘47 
Windsor conv., $655. 

DeSOTO—’51 Custom 4-dr., 
Custom 4-dr., $945. 

DODGE—’50 Coronet 4-dr., $1,290*. 

FORD—’51 Victoria, $1,825*; Custom (8) 
4-dr., $1,475; conv., $1,600, $1,770*. ‘50 
conv., $1,325; Custom (8) 4-dr., $1,205 

| *’49 Custom (8) 2-dr., $990. 48 Deluxe 

} (6) 2-dr., $720. 

HUDSON—’51 Hornet 4-dr., $1,790*. 

KAISER—’51 Henry J (6) 2-dr., $790. ‘50 
Henry J (4) 2-dr., $775. '47 4-dr., $400 

LINCOLN—’49 4-dr., $1,010*. 

MERCURY—’49 4-dr., $1,135*. 

NASH—’50 Ambassador 4-dr. $1,190° 
Statesman sedanet, $955. ‘46 (600) 4 
dr., $360. 

OLDSMOBILE—’49 (98) 4-dr., $1,300* 

j (88) 4-dr., $1,160*. ‘46 (76) sedanet 

} $610. 

| PACKARD—’51 4-dr., $1,625*. 
PLYMOUTH—’47 SD 2-dr., $600. ‘46 De 

| luxe 4-dr., $450; SD 4-dr., $610. 

PONTIAC—’51 Chieftain (8) sedanet, $1 
810*, °50 Chieftain (8) sedanet, $1,525* 

| 48 SL (8) 4-dr., $860. ‘47 Chieftain 

(8) club coupe, $650; 4-dr., $700. 

| STUDEBAKER—'50 Champion 2-dr., $! 
135. ’°48 Champion 2-dr., $675. 

WILLYS—’52 Aero Wing 2-dr.. $1,605 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale ever) 

Wednesday. Prices are for sale of June 4 
(Market holding steady. Sold 69 units 
out of 102 offerings.) 

BUICK—’51 Super sedan, $2,200*. ‘50 RM 
sedan, $1,520*; Special sedan, $1,200* 
’48 Special sedan, $775, $760. ‘47 RM 
sedan, $650. ‘°46 Super conv., $810 
sedan, $600. ‘40 sedan, $175. 

CADILLAC—’50 (62) sedan, $2,875* 47 

| (61) sedan, $1,000*, $970*. 

CHEVROLET—’51 SL Deluxe sedan, $1 
400. ’50 SL Deluxe sedan, $1,300*; SL 
Special sedan, $1,160, $1,150, ‘49 SI 
Deluxe sedan, $1,150, 2 at $1,145 18 
FM conv., $800. 

CHRYSLER—’50 Windsor sedan, $1,650 


$1,950. "48 





‘49 Windsor sedan, $1,305*. "46 NY 
sedan, $480*. 

DeSOTO—’50 Custom sedan, $1,550* "49 
Custom sedan, $1,370* 

DODGE — '’50 Coronet sedan, $1,480* 


tractor, $250. ‘47 Custom sedan, $81! 

FORD—’'51 Custom (8) sedan, $1,410, $1 
395; Custom (6) sedan, $1,470. '50 Cu 
tom (8) sedan, $1,240, $1,230; Delu> 
(8) sedan, $1,110. '49 Custom (8) seda 
$1,050. °'48 SD (8) sedan, $800. '47 5» 
(8) sedan, $710. °'46 SD (8) sedan, $59 

| °36 4-dr. conv., $300. 

| HUDSON—’'49 Super (6) conv., $970 

| MERCURY — '51 sedan, $1,950*, $1,89 
"49 sedan, $1,110. 
sedan, $355. 

NASH — '51 Rambler conv., 
Statesman sedan, $1,000. 

OLDSMOBILE — '51 (88) sedan, $2,10i 
"50 (88) sedan, $1,580*, $1,575*. 9 
(88) sedan, $1,080* ‘46 (76) sede 
$625°. 

' (Continued on Page 73, Col. 1) 


"47 sedan, $775 6 


$1,355 0 
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SM 4-dr $760 41 2-dr $305; 4-dr 285. '49 Chieftain (8) 4-dr., $1,280*. '47| $910; SD sedan, §960. ‘48 SD conv 
e e $245 | Chieftain (6) 4-dr., $530; Chieftain (8) $720 
| CHRYSLER ‘49 Windsor 4-dr., $1,360*%.| 2-dr., $700; 4-dr., $655. ‘46 Chieftain | PONTIAC—’52 Chieftain (8) sedan, $2 
se = or uc ion rices - 47 Windsor cony., §875¢ | (8) club coupe, $705; SL (8) 4-dr., $555 560*. '50 Catalina, $1,780°, 
| — ¢ 9 7"Fe@ 5 } ’ be Or ! e ~ = . o 
“mtmaoauna  * Rae oy ra STUDEBAKER—'46 Champion sedan, $390 
DODGE—'48 club coupe, $590. '47 Custom | ~ gy oo; Sar $190, base Gees fab MISCELLANEOUS—'51_ Hillman - Minx 
Yontinuec ) Page 72) - 815 , sus - 52 | sone lina " "econ " a : “sd ¥ & TOC 'S GMC %- 
Continued from Page pS Fay 16 Custom 4-dr., $630; | Champion 4-dr., $890. '48 Champion 4- $1.350 700 32 GMC %&-ton pickup 
ACKARD—'50 sedan, $1,190 LINCOLN—'49 sedan, $1,020 FORD-’51 (6) %-ton panel, $1,150 Cus. | ., 7 $800. *42 4-ar., $180. 
PLYMOUTH—'5S1 Cranbrook sedan, $1,550. | y#ERCURY—'49 club coupe, $1,010 tom (6) club coupe, $1,125; 2-dr., $1,- | MISCELLANEOUS—'49 GMC %-ton pick- J 
49 SD conv., $1,210, '48 Deluxe sedan, | V4. ro prtod sag 335; Custom (8) 4-dr., $1,445, $1,705. "50, UP, $900 LOS ANGELES 
$745. °46 SD _ sedan, $600 $585. er . ‘Sanaa satan Bola cles cede tak Deluxe (8) 4-dr $1,080, $1,065; 2-dr., | (Los Angeles Auto Auction. Sale every 
PONTIAC 50 SL (8) sedan, $1,500*. '49 : ; viv, wou $1,120; stationwagon, $1,200; Custom DANVIL LE V A Tuesday and Thursday at San Gabriel 
ame (s) “; ‘aan a = ey ge = (98), sedan, —_ (6) 4-dr., $1,225; business coupe. $880. | Al 4 us Ae Calif. Prices are for sales of June 3-5.) 
300°. 8 SL (8) sedan, $910; SL (6) (¢ sedan, $88 sedan, 49 Custom (6) 2-dr.. $940: Custom (8) | (Danville Auto Auction. Sale every Wed- (Market s | 
$788" 400. 47 Chieftain (8) sedan, | PACKARD—'51 (200) sedan, $1,750°. '50 i-dr., $955, $1,105; (8) conv., $925; (8) | nesday. Prices are for sale of June 4.) on “cena ane. "etd Bil Gulls out at 
760 and me ea 7 > rn - . . ~ € x | =e 
i 5786 $790. 5) Chintnbien poten. 7 $1,005 46 Clipper (6) sedan eee ee 7 (8) gris:’ > ast | (Dealers buying active due to steel 359.) 
5 lé sion sedan - 5 $1,000, 995 ‘47 conv. 715; SD (8) are ‘ r 
7 y é conv., 910; 5S strike scare here, Sold 48 units out of | pUICGK—’52 Super Riviera 2-dr., $3,065* 


325° 


WILLYS— ‘52 sedan delivery, $1,330 


y . ~ 
VALDOSTA, GA. 
‘Tom Hewitt Auto Co. Sale every Fri- 
lay. Prices are for sale of May 30.) 
(Sold 110 units out of 216 offerings.) 
BUICK — ’'52 Special 4-dr., $2,600*. ’51 
Riviera, $2,040*, ‘50 Special 4-dr., $1,- 
400*. °49 Super sedan, $1,160, $1,150; 
Special conv., $1,200, $1,100; 4-dr., $785 
48 RM 4-dr., $1,117. ‘47 Super sedanet, 
$930. 
ADILLAC—’50 (61) 4-dr., $2,670*. ‘48 
(62) 4-dr., $1,450*. 
CHEVROLET—’52 SL Deluxe sedan, §$2,- 
090*, $1,900, $1,970*. ‘51 SL Deluxe 


~ 


sedan, $1,430, $1,450, $1,400; FL aero- | 


sedan, $1,487. ‘50 SL Deluxe sedan, $1,- 


160; 1.) Air, $1,560; FL Deluxe sedan, | 
$1,300, at $1,225, $1,150. °49 SL De-/| 


luxe 34, $1,060, $1,010, $970; conv., 
$1,150. °48 FM sedan, $880, $850. ‘47 
FM sedan, $800, $855, $725. °40 club 
coupe, $265. 

CHRYSLER—’52 Windsor club coupe, §$2,- 
190*. ’51 Windsor 4-dr., $2,200*. ‘50 


Windsor conv., $1,600*; Royal 4-dr., $1,- | 


350*. 
—— 50 Custom sedan, $1,250*, $1,- 


popae—’ 51 Coronet conv., $1,750*. 
ORD—’52 Victoria, $2,375*, $2,410*, $2, - 
vase; Custom (8) 4-dr., $2,150*. 51 
Victoria, $1, 860*, $1, 800; Custom (8) 


sedan, $1,650, $1, 575, $1,550, $1, 540; LTe- | 


luxe (6) sedan, $1,200, $1,210. '50 Cus- 


PLYMOUTH—'50 SD sedan, $1,240. ‘49 2-dr., $595. '46 Deluxe (6) 2-dr., $415,| 65 offerings.) 


v4 


‘51 RM Riviera 4-dr., $2,295*. '50 RM 














SD sedz $855. ’ Ss s 730. °47 50. °4 f -dr., 5. 7 ® . 
awa 1 Gt wr oon” _ ___ | BUICK—'51 Super Riviera, $2,230". '49| conv. ,$1,860*; Riviera 4-dr., $1,725°, 
$540. , ’ , , ’ ae i et gat 4-dr., $915 48 ren se see ‘da Bee ac 3 ‘/._r yt a be pee oon e1.00e" ¢ 2-dr., 
| PONTIAC—'47 C t (8) sede 72! >) 4-dr., : Sn sedan, 55. *4 L Specia sedan, 85. ‘4 ,725*; 4-dr., ,700* : 1,685*, 
| Sorpawe. ans mt oe $725 | KAISER —_ 61, Henry J aar., $905. '50 4-| Super sedan, $175. $1,660*; Special 4-dr., $1,500*; Special 
“LINCOLN eee eee > | CADILLAC—'48 (62) conv., $1,910*. '47| Sedanet, $1,465, $1,425*, $1,375. °48 RM 
A 2 3 51 Cosmopolitan 4-dr., $2,- (62) sedan, $620*. 4-dr., $995. °47 Special sedan, $800; 
OAKLAND, CALIF. | 450%. '50 4-dr., $1,885°, ates ie 4-dr., $780. °'46 RM sedan, $650. 
MERCURY—'50 ' 4-dr., $1,560, _ $1,590; | CHEVROLET—'51 SL Special sedan, $1,-| (.nimyac as 
(Pollock’s Used Car Auction. Sale every Monterey, $1,675. °48 4-dr., $805. '47 780. '50 FL Special sedan, $1,000; FL | CADILLAC—'51 (62) yo $4,220 Coupe 
Wednesday. Prices are for sale of June 4.) conv., $815. Deluxe sedan, $1,495. ‘49 FL aerosedan, de Ville, $4,135 , $3,875°; 4-dr., $3,705 
BUICK—'50 RM 4-dr., $1,650*. '49 Super | NASH—'’49 (600) 4-dr., $875; Ambassador| $980; SL Special sedan, $975. '48 FL se- ao i . <63) . a Ville, =. 
4-dr., $1,295. '47 Super 4-dr., $820. '46| 4-dr., $985. '48 4-dr., $485. °47 4-dr.,| an, $925; SM sedan, $545. '47 SM se-| 780°; club coupe, $3,570"; conv... $3,400 
Super 4-dr., $500; RM 4-dr., $800, $510,| $500, $520; suburban’ $620. '46 4-dr..| an, $470, $770. '46 FL sedan, $695,| (61) coupe, $3,285 H oo) Se., 
'41 Q-dr., $125. $375, $370. $660, $645. go $2, 350*, $2,225 bs (61) coupe, 
CADILLAC—'50 (61) 4-dr., $3,000*; (62) | OLDSMOBILE—'50 (88) club coupe, $1,- | DODGE—'49 Wayfarer roadster, $675. '40| $2260°. Rae $1,630*; (62) 4-dr 
4-dr., $3,110*. ‘49 (62) 4-dr., $2,180*. 705*; (76) 4-dr., $1,380*, 49 (88) 2-dr., Custom sedan, $250. JS <b : ayer 
'48 (62) 4-dr., $1,780*. ‘47 (62) 2-dr.,| $1,320*; (76) 2-dr., $1,105*. °48 (98) | FORD—’50 Custom (8) sedan, $1,175. '49| CHEVROLET—’51 Bel-Air, $1,850*-$1,- 
$1,230*. conv., $1,300*. ‘47 (76) Sie. $685"; Custom (8) sedan, $1,000; Deluxe (8) 835; SL Deluxe club coupe, $1,685*; 
| CHEVROLET—'51 SL Deluxe 4-dr., $1,- club coupe, $595*. 46 (98) 2-dr., $705*; sedan, $945. ‘47 SD (8) conv., $680; 2-dr., $1,625*; FI Deluxe 4-dr. ,$1,605; 
545, $1,675*; %-ton pickup, $1,160, $1,- (76) 2-dr., $450*, $480*; 4-dr., $695*. sedan, $525, $730. '46 SD (8) sedan. stationwagon, $1,500. '50 Bel-Air, $1,- 
250; FL Deluxe 4-dr., $1,465. '50 SL | PACKARD—'48 2-dr., $785*. $520, $515, $510. 750*, $1,640; stationwagon, $1,550; FL 
Deluxe 4-dr., $1,260; 2-dr., $1,290; | PLYMOUTH—’51 Cranbrook club coupe, | KAISER—’47 sedan, $280. Special 4-dr., $1,475*; FL Deluxe 2-dr., 
conv., $1,450; SL Special 2-dr., $1,320;| $1,515. '50 SD 4-dr., $1,200; 2-dr., $1,- | MERCURY—’51 sedan, $1,650*. '50 sedan,| $1,405; SL Deluxe club coupe, $1,330; 
club coupe, $1,200. ’49 SL Deluxe 2-dr., 200; Deluxe 4-dr., $1,105. '48 SD club $1,450*. '47 conv., $705. %-ton pickup, $975. '49 conv., $1,250; 
$1,200; FL Special 2-dr., $935; club coupe, $870; 2-dr., $810. '47 club coupe, | OLDSMOBILE—’50 (88) sedan, $1,320*. business coupe, $1,030; SL Deluxe club 
coupe, $875. '48 FL aerosedan, $860; FM $620. ‘47 (78) sedan, $450. °42 sedan, $255*. coupe, $800. "48 FM 4-dr., $750; FL 2- 
_ club coupe, _ $956 50. °47 1-ton stake, $710; ' PONTIAC—’50 SL (6) 2-dr., $1,235*, $1,- PLYMOU' TH- = oe Deluxe sedan, $1,005, (Continued on Page 76, Col. 3) 





tom (8) 4-dr., $1,210, $1,040, $950, $925; | 


Deluxe (8) sedan, $1,130, $1,075; %-ton 
pickup, $875. '49 Custom (8) sedan, §$1,- 
060, $950, $750; Deluxe (8) sedan, $920, 
$800; conv., $1,320. '47 SD (8) sedan, 
$775. °46 SD (8) sedan, $525, $470. 
HUDSON—’48 Commodore (8) 4-dr., $550. 
MERCURY — '50 4-dr., $1,440. °47 club 
coupe, $775, $750. 
NASH—’50 Rambler sedan, $1,480. 
OLDSMOBILE—’51 (88) club coupe, §$2,- 
035*; Holiday coupe, $1,840*; sedan, $1,- 
600*. ’50 (88) sedan, $1, 600*, $1,530", 
$1,475*; (98) 4-dr., $1,495 
PLYMOUTH—’52 conv., $2, 200; Suburban, 
$2,100; Savoy, $1,700; Cranbrook 4-dr., 
$1,900. °51 Belvedere, $1,760; Cranbrook 
sedan, $1,300. ‘50 Deluxe 4-dr., $1,150. 


‘48 SD 4-dr., $870. ‘47 Deluxe club 


coupe, $725. 

PONTIAC—’52 Chieftain (8) Catalina, $2,- 
850*; stationwagon, $2,850*; sedan, $2,- 
560*. 51 Chieftain (8) sedan, $1,925* 
‘50 Chieftain (8) conv., $1,575, $1,475; 
2-dr., $1,360. ‘49 4-dr., $1,075. °48 club 
coupe, $875*, $660. 

STUDEBAKER—’50 Champion sedan, §$1,- 


000. 
WILLYS—’'51 stationwagon, $1,050 


MASON CITY, IA. 


(Lapiner’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of June 4.) 

(Market steady—prices good. Sold 137 
units out of 164 offerings.) 


BUICK—’51 Super Riviera 2-dr., $2,155*. 


‘50 Super 4-dr., $1,450*, $1,530*; Spe- | 


cial sedanet, $1,305*; Super sedanet, $1,- 
530*, 49 RM 4-dr., $1,255*, $1,155. ’48 
Super 2-dr., $795*. '47 RM 2-dr., $650; 
conv., $400. 


CADILLAC—’50 (62) 4-dr., $2,950*, §$2,- 


870*; (61) 4-dr., $2,605*. 
CHEVROLET—’51 SL Special business 
coupe, $1,075; SL Deluxe 2-dr., $1,550*, 
$1,370. ’50 FL 2-dr., $1,115, $1,060, $1,- 
160; Bel-Air, $1,480, $1,500, $1,495; SL 
Deluxe 4-dr., $1,245. '49 FL Deluxe 2- 


dr., $1,125, $1,120; SL Deluxe 2-dr., | 


$1,035, $965, $1,065, $1,000. ‘48 FL 
aerosedan, $870, $860, $810 

CHRYSLER—’50 NY conv., $1,800*. ‘49 
NY 4-dr., $1,310*, $1,325*. 

DeSOTO—'52 Firedome (8) re dr., $2,735* 

a —'48 Custom 4-dr., $795. 
FORD—’52 Victoria, $2,525*. 51 Deluxe 
(8) 2-dr., $1,350, $1,390; Custom (8) 
conv., $1,845. ‘50 Custom (8) 2-dr., 
$1,080, $1,070; 4-dr., $1,350*, $1,155 
49 Custom (6) 2-dr., $815 48 Delano 
(8) 2-dr., $725. 

FRAZER—’49 4-dr., $710. 

HUDSON—’46 Super (6) 4-dr., $270, $225. 

KAISER—’51 2-dr., $1,335*. °49 4-dr., 
$575. '48 4-dr., $360. °47 4-dr., $300, 
$330. 

MERCURY—’51 2-dr., $1,795*. °50 2-dr., 
$1,405*. °48 2-dr., $845. °46 4-dr., $650. 
NASH—'51 Ambassador 4-dr., $1,550*; 
Rambler stationwagon, $1,265; conv., 
$1,135*. ’50 Statesman 2-dr., $1,000. 

OLDSMOBILE — '50 (88) 4- -dr., $1,680", 


$1,510*. °49 (98) 4-dr., $1,305*; (88) 4- | 


dr., $1,165*, $1,325*. °48 (76) 4-dr., 
$805. °47 (66) 4-dr., $550; (98) 4-dr., 


PLYMOU TH—'51 Cambridge 4-dr. $1,- 
300. ’'50 Deluxe 4-dr., $990. ‘49 SD 4-dr., 
$905. 

PONTIAC — '50 Chieftain (8) 2-dr., $1,- 
495*. °47 SL (8) 4-dr., $655 5 Chief- 
tain (6) 4-dr., $580; 2-dr., $555, $680. 

STUDEBAKER—'51 Commander (8) conv., 
$1,630*; 4-dr., $1,500*; Champion 4-dr., 
$1,250*. °50 Champion 2-dr., $1,000. '48 
Champion conv., $815*. 

WILLYS—’52 Aerowing 2-dr., $1,690* 


HORSEHEADS, N. Y. 


Horseheads Auto Auction. Sale every 
riday. Prices are for sale of June 6.) 
BUICK—’52 RM Riviera, $3,150*. '50 Spe- 
cial Riviera, $1,280*. ‘48 RM _ conv., 
$1,110*. 
‘HEVROLET—’51 SL Deluxe sedan, §$1,- 
160; business coupe, $1,370. '50 SL De- 





uxe sedan, $1,330*. ‘49 SL Deluxe se- | 


jan, $1,110, $1,065; conv., $1,130. ‘48 
SM sedan, $740. 

(HRYSLER—’46 Windsor sedan, $310 

bODGE—'51 Coronet sedan, $1,650*. ‘50 
e-ton pickup, $835; panel, $635. ‘49 
Wayfarer sedan, $1, 110. "48 %-ton pick- 
up, $710. ’47 Custom 2-dr. 79) 

fF ORD—'49 Custom (8) sedan, $940, $850, 
$1,035; Custom (6) sedan, $805; De- 
a (6) sedan, $665. '47 SD (8) sedan, 


k ‘ism —'s1 Henry J (4) sedan, $880. ‘49 
Sedan, $670. '47 sedan, $350 





To Simplify Your Accounting... 


LOOK at oll THREE 


UNDERWOOD 
SUNDSTRAND Models 








with UNDERWOOD SUNDSTRAND jou can have 


—the B E ST System! 
—the B E ST Machine! 
—the 3 FE ST Installation! 


These Advantages are Yours: 


1 ) Operating or management controls daily—-in MINUTES 


«~"/ —not hours 


2) Financial Statements completed the first of the month- 
in hours— not days 


) LOWEST operating cost for today’s “competitive market”’ 


A TRIED and PROVED method -—- used today by hun- 


(4) dreds of car dealers 


ONLY SUNDSTRAND 
OFFERS YOU A CHOICE 
OF 3 MODELS: 








+. Underwood Corporation 


Accounting Machines...Adding Machines... 
a. Typewriters...Carbon Paper...Ribbons 














rf One Park Avenue, New York 16,N.Y. tniaain 

- Underwood Limited, Toronto 1, Canada 
Sales and Service Everywhere 0° 0 

00° 

-------- "SIMPLIFY and SAVE with SUNDSTRAND’____ === 
Underwood Corporation “aerteers 


One Park Avenue, New York 16, N. Y. 


Send me your illustrated folder, Form S-1328, describing the Underwood 
Sundstrand Automobile Dealers Acc ounting Machine System. 


Name and Title__ 


Street___ 
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| 
| 
I 
| 
: Name of Company 
| 
! 
| 
| 
I 
' 


a : _ Zone__ State 
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Canadian Vehicle Output 


Before Easing of Taxes and Credit, Production 


Stood 30% Below Peak Rate 


OTTAWA.—A continued decline|in March of last year. In the first 
in the factory shipment of Cana-| quarter, 100,300 vehicles were 
dian-made motor vehicles was re-| shipped, against 127,600 last year. 
corded in March, before the! There was a pronounced decline 
number of vehicles shipped 


domestic market was stimulated by | in the 
for sale in Canada, the March total 


a reduction in excise taxes and the 

removal of credit controls. | dropping to 25,800 units from 44,900 
Canadian government’ reports) a year ago and the quarterly figure 

showed that the shipment of U. S.| to 70,600 from 119,500. Vehicles 

imports and the sale of British| shipped for export were up sharply 

vehicles likewise were down in|in March to 7,800 units from 2,900 

March. |and in the quarter to 29,600 from 


A sharp drop in passenger cars| 8,900. 
was responsible for the falling off} Passenger cars in March totaled 
in shipments of the Canadian ve-| 20,200, compared with 34,900 a year 
hicles. }earlier. Shipped for the domestic 

The overall March total was 30 | market were 15,800 units against 
percent below the alltime record | 32,800. In the three-month period, 
set in March, 1951, and shipments | 57,300 cars were shipped, compared 
for the first quarter of 1952 were | With 92,300. There were 43,100 units 
21 percent under those of last | Made for sale in Canada, compared 
year. with 86,700. 

March shipments amounted to| Commercial vehicles in March 
33,600 units, compared with 47,800’ numbered 13,400 units, compared 


ADVERTISEMENT 











1G Sales in Jou 


“Great” Umbrella Helps 


* 








THE McFARLAND “GREAT” UMBRELLA, pictured above, was 
installed over three years ago on this prominent corner lot in Davenport, 
by Warren L. Langwith, Inc., Pontiac dealer. Mr. Langwith features the 
“Great” Umbrella, (21’ spread), in his advertising. Mr. Langwith says: 
“The McFarland ‘Great’ Umbrella withstands the wind and weather, It 
attracts a lot of attention to our lot, as well as affording shade and 
shelter for our customers, salesmen and cars. Many used car deals have 
been closed under this umbrella that is still in excellent shape. We 
certainly recommend the McFarland ‘Great’ Umbrella.” For complete 
details about the “Great” Umbrella, call, wire or write the McFarland 
“Great” Umbrella Co., Div. of McFarland Awning Corp., 742 S. W. 8th 
Street, Miami, Florida.—Adv. 








SPEED YOUR PRODUCTION GOALS! 
with this New - Fast - Efficient 
PRODUCTION CONTROL 
SYSTEM 








D)eerete 


RA -DEX 


systems 





Yes, TRADEX 
enables some of the 
country’s largest firms to 
meet tight and exacting production schedules. Here are 
features that mean profitable inventories—3 visible margins 
plus accurate control for each record. Tradex gives you vital 
totals at a glance—and new ease of operation. Let us show 
you Tradex today. 


| me coogi as eaeacmamaamana 


DIEBOLD, INCORPORATED = |°"58012. Incorporated, 


: 7 Mulberry Road, Canton, Ohio 
Serving Business for over | 
94 Years |Send me complete facts on TRADEX 


Microfilm * Rotary, Vertical and Visible 
Filing Equipment * Safes, Chests and 
Vault Doors * Bank Vault Equipment 
* Burglar Alarms + Factory Branches 
and Dealers in all principal cities | 





NAME 
| 
SOOMPANY — 


ADDRESS 


ceuteihniiaeadcaminamassamamamammumenedll 
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with 12,900, the total for the do- 
| mestic market being 10,100, against 
12,100. In the three-month period, 
43,000 trucks and buses’ were 
shipped, against 35,200, those for 
sale in Canada numbering 27,500, 
compared with 32,800. 

Shipments of motor vehicles 
imported from the U. S. States 
in March declined to 1,510 units, 
including 1,219 passenger cars, 
290 trucks and one bus, compared 
with 2,900 units in March of last 
year. In the first quarter, U. S. 
imports fell to 3,875 units, in- 
cluding 2,894 passenger cars, 980 
trucks and one bus, compared 
with 6,800 units last year. 
Preliminary government figures | 

indicated that sales of British-made | 
| vehicles declined in March to 2,262) 
units, including 1,902 passenger | 
}ears and 360 trucks and _ buses,| 


|compared with 4,400 units a year| 


ago in this month. In the first} 
|quarter, the total was only 5,810| 
|units, including 4,930 passenger | 


‘cars and 880 trucks and buses, 
compared with 12,300 last year. 


Letterbox | 


| 
| (Continued from Page 4) 


|therefore are trying to obtain all 
| the information possible in regards 
to leased cars, salesmen-owned 
cars, and company-owned cars.— 
R. E. Miniter, manager, C. & M. 
Equipment Co., Minneapolis. 

+ * * 


Safety Challenge 


big institutions and big events. 

He starts by quoting General 
Motors’ president as saying, “If a 
boy wants to find an education, he 
might go to Harvard and turn 
LEFT.” He gives facts and figures 
about Alfred P. Sloan jr., Henry 
Ford, Rockefeller, Carnegie, Le- 
land Stanford—and their benefac- 
tions and foundations. 

He ends up by describing the 
LEFT as the “SOPHOMORONIC” 
dream of frustrated men. If front- 
end-heavy skidmobiles are _ not 
sophomoronic killers, what are 
they? Leland Stanford turned far 
enough “left” to confer at length 
with Eliot of Harvard. 


All in all, Ned Jordan’s column 
might be summed up as little short 
of “POPOCATAPOCALYPTIC.” As 
Agatha Christie’s detective, Hercule 
Poirot, would say, “it gives one 
furiously to think.” A “thinking 
cap” would be becoming to the 
automotive industry too. 


One line of thought would be 
as to if Studebaker “turned LEFT” 
by undertaking traffic studies in 
the middle thirties under Maxwell 
Halsey and Miller McClintock at 
Harvard. The Yale traffic school 
| followed the Erskine traffic studies. 


Another line would be why the 
|auto industry seems to be at its 
| wits (?) end to find a way to make 
available saner cars, instead of the 
lethal ones that kill and maim at 
the incredible rate of two million 
| casualties per year. The record of 
driver-in-front, commercial cars, 
like the urban and _ interurban 
buses, showing this type of vehicle 
to be from 10 to 15 times safer than 
today’s passenger cars, would indi- 
cate that the industry can build 
| better cars than the _ restyled 
| blunderbus of the 1880s. The prob- 
|lem, therefore, must be how to 
| market them and remain solvent. 


| The Sloan gifts to found the 
|new school of industrial manage- 
|ment at Massachusetts Institute of 
| Technology may be the stitch in 
time. It might undertake to show 
how the auto industry’s financial 
structure can be preserved while 
| Saner and safer cars are made and 
|marketed. The Ford Foundation 
| might also help in solution of this 
problem. 
| Automobile accidents are causing 
|far more casualties than war. The 
problem they pose is of paramount 
| importance. It presents a challenge 
| to the schools, the foundations and 
|the automobile industry of which 
we are all so proud.— ArtHuR W. 
Stevens, President, Automobile 
| Safety Foundation, Boston. 








Himmel Names Brown 


J. P. Himmel sr., president of 
Himmel Motor Co. Beaumont, 
Tex., has announced the appoint- 
ment of Harry Brown as truck 
sales manager. Brown operated a 
Pierce Arrow dealership in Beau- 
mont from 1921 to 1931. 
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Six-Story Building 
To House U.C. 


Fj . 7 
irm in Australia 

SYDNEY, Australia——-A remark- 
|able glass-front building is being 
erected at 184-200 Broadway here 
for the used-car firm of Broadway 
Motors (N.S.W.), Pty., Ltd. 

Victor Jacobs, managing director, 





| 

Rising in Sydney— 
| 
way Motors, Australian used-car concern, 
will look like when completed, according 
to an architect's conception. The modern 
building is designed to accommodate both 
sales and service facilities. 


* * * 


| facilities in sales and service. 


Broadway Motors, reputedly the 
largest used-car organization in 
Sydney, has a frontage of 160 feet 
and a depth of 116 feet. In addi- 
tion to the building under construc- 
tion, it has a large open-air display. 


Jacobs commented that trade 


| This is what the new quarters of Broad. | 


| was very competitive here and that 
most used-car dealers had ample 
stocks on hand. 

The fastest-selling make, Jacobs 
said, is General Motors’ Holden, 
which is manufactured locally. 

“Not only is it reasonably priced,” 


he said, “but it has proved itself 
to be the ideal-size car for the 
average Australian family. It is 


economical, has nice lines and gives 
a performance similar to that of a 
larger American unit.” 


As for U.S.-built autos, Jacobs 
said: 
“At the moment, American cars 


|are coming into Australia in very 
|limited numbers, and this makes 
|their resale value much greater 
than the advertised list price. New 


@ | Pontiacs and Oldsmobiles are very 


|few and far between. Kaisers and 
Lincolns have not yet been seen in 
| Australia.” 

English cars for the last few 
months have been offered for im- 
|mediate delivery, Jacobs said, but 
with new restrictions on imports, 


)| it is believed that before long they 


once again will go “under the 


shelf.” 


| Government Offers Data 
(‘On ‘Human Engineering’ 
WASHINGTON. — Human _engi- 
neering data—facts about the hu- 
man body that help industry to 
design machines so that human 
beings can use them more effec- 
|tively and safely—have been made 
|available to the public as a result 


Ned Jordan’s column in your | said the six-story structure would | of government research, the office 
May 5 issue deals with big men,|be equipped to offer all modern |of technical services of the U. S. 


|Department of Commerce an- 
nounced last week. 

| Editors of the trade and techni- 
ical press and interested technical 
|associations may obtain single re- 
|view copies free by writing to the 
| Office of Technical Services, U. S. 
| Department of Commerce, Wash- 


ington 25. 
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Maintains a product temperature of 40 
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© WIGHTLOADER 


Maintains a continuous product temperature of 40° 24 hours a day. 
Especially designed for dairies who want to LOAD TODAY FOR TO- 
MORROW. Available as a package. No engineering to do with the 
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HERMAN BODY COMPANY s.:. touis 10, mo. 


there iso HERMAN BODY 


designed for your Customers’ Specific Needs! 





Drive-On-The-Road Refrigeration 
... SELF REFRIGERATED. 
| 


Available as a package 
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Plug-In Refrigeration for 
OVERNIGHT LOADING. 
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Public Education Program 


AUTOMOTIVE NEWS, JUNE 


Urged by GM Aide. . 





API Plugs New Oil ‘Specs’ 


TULSA, Okla. — Confidence that 
he American Petroleum Institute’s 
iew service classification for motor 
ils will be adopted by the automo- 
ive industry was expressed by H. 
*. Mougey, of General Motors, in 
in address here before the lubrica- 
tion committee of API. 

Praising the work of the com- 
mittee in setting up the new des- 
ignations to replace the old “reg- 
ular,” “premium” and “heavy- 
duty” nomenclature, Mougey 
warned that an intensive program 
of public education in the new 
system must be launched at once. 
“It will take considerable time 

and work for the present nomen- | 
clature to be replaced by the new | 
API system of service classifica- | 
tions and designations.” he sa‘d. 

“I believe the only way in which | 
the new system can be put into} 
effect,” Mougey declared, “is for 

the oil and automotive industries 
to start using it and for both a 
dustries to start educating the pub- | 
lic to the change. As soon as the | 
public begins to understand | 
new system and is able to deter- | 
mine for itself whether or not the | 
oil is the kind recommended by the | 
automobile company, the system | 
will begin to operate and the auto- | 
mobile companies can then make | 
use of it in their car owners’ man- | 
uals.” 

A. Bruce Boehm, of the Enjay 
Co., Inc., told members that they 
have “an opportunity to do last- 
ing service to our industry by 
making this a mutually satisfac- 
tory device.” | 

“To do this, oil and engine men 
will want to work even more close- 
ly, to keep abreast of changes, and | 
to achieve a better appreciation of 
each other’s research, marketing | 
and service problems.” | 

“The new API service definitions 
are necessarily broad,” Boehm 
pointed out. “Under this recom- 
mended practice the engine builder 
may go into great detail with the) 

oil men about various aspects of 
the lubrication problem, but with 
the user he boils it down into a| 
reference to one of the broad API 
service definitions—for example, 
API Service MS. 

“The oil man makes the oil for 
this job, and in one way or an- 
other identifies it as being suit- | 
able “for API Service MS.” He| 
probably has several oils which he | 
will identify as suitable for this | 
service. The chances are that his | 
first-line oil distributed for retail 
sale will differ somewhat from his 
oil sold wholesale to fleet operators, 
but in each case the oil is tailored | 
to meet the MS Service conditions | 
of the class of trade to which it is 
distributed.” 

Boehm declared that for the 
near future there is indicated a 
close resemblance between the 
oils supplied to the different 
classes of trade representing the 
bulk of API Service MS. 

“The similarity applies to both} 
kind and quantity of detergent-in- 
hibitors, differences where they oc- | 
cur being on the side of somewhat | 
more additive in the oil for pas- 








senger cars and local delivery 
trucks than for the heavy-duty 
service.’ 


Two markedly different types of | 
oil for the two phases of API Serv- | 
ice MS covering most of the field 
are not. foreseen at _ present, | 
Boehm asserted. 

M. D. Gjerde, Standard Oil Co. 
(Ind.), of Chicago, said that the 
new classifications were the work 
of a special API panel headed by 
G. A. Round, working in conjunc- 
tion with a special study group of 
the American Society for Testing 
Materials, under the chairmanship 
of C. G. A. Rosen. 

Here is the new system of mo- 
tor oil designation: 

Service MS: Typical of gasoline 
or other spark ignition engines op- 
erating under unfavorable or se- 





Tops in Ford Parts Sales 


Litsinger Motor Co., of Chicago, 
received a special presentation for 
its record as the 1951 midwest lead- 
-r in Ford parts sales volume. W. 
&. Edmunds, factory regional sales 
manager, made the award to Fred 
Litsinger, president of the dealer- 





ship. 


vere types of service conditions, 
and where there are special lubri- 
cation requirements for deposit or 
bearing corrosion control, due to 
operating conditions or to fuel or to 
engine design characteristics. 
Service MM: Typical of gasoline 
and other spark ignition engines 
service conditions, but presenting 
operating under moderate to severe 
problems of deposit or bearing cor- 





Michigan Ford Dealers 
Plan Fair Building 


DETROIT.—Ford dealers plan 
construction of a building at the 
Michigan state fairgrounds here, 
with completion scheduled in 
time to exhibit Ford products 
at next September’s fair. 

The building, 90 by 220 feet, 
will cost $120,000 to $150,000, ac- 
cording to D. D. Harris, of Lan- 
sing, and Harold Turner, of 
Detroit, representing the dealers. 
It will be rented from the state 
for $10,000 a year. 





| API classifications, Gjerde said, the | 


| ticipated, 
| known to the oil industry or which 
|they have learned from their own 


rosion control when crankcase 
temperatures are high, 

Service ML: Typical of gasoline | 
and other spark ignition engines | 
operating under light and favorable 
service conditions, the engine hav- 
ing no special lubrication require- 
ments and having no design char- 
acteristics sensitive 
mation. 

Service DG: Typical of diesel 
engines in any operation where 
there are no exceptionally severe | 
requirements for wear or deposit | 
control due to fuel or to engine | 
design characteristics. 

Service DS: Typical of diesel en- 
gines operating under extremely se- 
vere conditions or having design | 
characteristics or using fuel tend- | 
ing to produce abnormal wear or | 
deposits. 

With the availability of the new | 


oil 





engine manufacturer can recom-| 
mend motor oil for the service an- 
which he has made} 


| 
experience. 
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Ruttman Celebrates '500' Victory— 


Three men, all of whom played some part in the fastest race ever run at the 
| Indianapolis motor speedway, flash their victory smiles in the winner's circle after all 


| speed records were broken in the recent Memorial Day 500-mile auto race classic. 


Troy Ruttman (left), of Lynnwood, Calif., averaged almost 129 m.p.h. to win in the 
race car owned by J. C. Agajanian (center). Raymond C. Firestone, research vice- 
| president of Firestone, shares in the victory celebration. Firestone tires carried the 
winner to victory for the 29th consecutive race at t indianapolis. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 











Wdlwaubee KAR- BUFF'S jewel-lustre 


attracts new customers... cuts polishing 
costs... increases polishing profits 





You'll welcome the time-saving and 
bigger profits now possible with 


Milwaukee power-polishing team 
faster, time-saving jobs — no 
wax to gum up the polishing pad. 


Easier polishing . . . 


Lower cost — average polish-cost between 25¢ and 


4O¢ per car. 


Jewel-lustre finish — a permanent weather-seal of 


lasting brilliance. 


See your jobber or write us for free Folder P-10 
MILWAUKEE ELECTRIC TOOL CORP. 
MILWAUKEE 8, WISCONSIN 
MATTHEW MOODY & SONS CO., Montreal 


5838 W. STATE STREET ¢ 


Canadian Distributor: 


MILWAUKEE ELECTRIC 
Polisher... 
MORE MOTOR GUTS... 
and KAR-BUFF Polishes are 
the perfect power polishing 
team. 


AMZ, 











© FOR EASY 10.Cheay 


Cars 
© POLISHES « 


+ CLAMS 
© OME FASY OPte ation 





sé %” 
Type A” — for easy-to-clean 
cars. Cleans and polishes in ONE 
operation. Average cost, 25¢ per 
car. 











‘tp? 
Type “B” — For hard-to- 
clean cars. Polishes as it cleans. 
Average cost, 25¢ per car. 










famous for 











I 












ELECTRIC POLISHER 


KAR-BUFF POWER POLISH 





Type » wee For new or 


clean cars ... enduring lustre, 


and 


permanent weather-seal. Average 
cost, 40¢ per car. 























Used-Car Auction Prices 








MERCURY—’52 4-dr., $2,790*. ‘51 conv., 


~'52 4-dr., $2,365*. "50 club se- 


»$ 
PONTIAC _-'52 Chieftain 


ceidteadeeee ee 


(Continued from Page 73) 


conv $755; SM club $1,080. ‘49 ‘%-ton pickup $675 
| 


Champion 2-dr., $785*, $710 


Imperial 4-dr., $2,600*; | WILLYS 51 stationwagon $1,315" 


$2,500*; Windsor 4-de.. | stationwagon, $570 


'50 NY Newport, $1,900*; 4-dr., | 


Windsor 4-dr., $1,760". "46 | EBENSBURG, PA. 
: se (Ebensburg Auto Auction. Sale 
Firedome (8) sportsman, 


| 
'50 Custom 4-dr., $1,540*. | Bm excellent—prices on 


$1,305". 





units out of 112 offerings.) 


Coronet Diplomat, $1,580*; BUI —'50 3 e 1.600* 
Meadowbrook 4-dr., $1,245*. ‘49 Way- Poo ot ng rw 4 ) 
$1,060. ‘48 Custom 4-dr., ‘ H aes - i : 


» $1,420. ‘50 Custom (8) 4-dr., Special 2-dr., $1,325. °50 SL Deluxe 
$1,400; Deluxe (8) 2-dr., dr., $1,350*; SL Special club coupe, $990 
” $1,200; (6) stake, $1,075. '49 FL Deluxe 2-dr., $1,120; SL 
"49 Custom (8) 4-dr., $1,075, $1,070. '48 4-dr., $1,070, $950; %-ton panel, 
, $830. '47 Deluxe (8) 2-dr., 48 FM conv., $850; 4-dr., $940; 
"46 conv., $745. $805; FL aerosedan, $880, $960. 


Commodore (6) club coupe, $865*. NY 4-dr., $660* 
KAISER—'50 Vagabond, $1,160*. ‘49 4-dr., | DODGE—’51 %-ton pickup, $995. 
. ‘47 4-dr., $415. tom conv., $1,020. ‘47 3-ton 
Cosmopolitan conv., §$2,- $350. °41 4-dr., $250. 
$2,130*, $2,070*. °50 club| FORD—’51 Custom (8) 4-dr., $1,530*; 
j . '49 Cosmopolitan 4-dr., Custom (6) 2-dr., $1,350. ’50 
; club coupe, $1,010. (8) 4-dr., $1,150. '49 Custom (6) 


‘47 SD (8) stationwagon, $690. 
. 2-dr., $2,100*, ’ 6 , 
—- "coupe, © 92 078 door, | (8) 4-dr., $400. '41 2-dr., $190, 
f SS amet : 4 dr., $130. 


he 1 $1,785. ‘50 club 


$1,580*, $1,525; 4-dr., | KarsER—'51 4-dr., $1,280°. 


$1,270*, $1,195; conv., ~~ a a. é5°. 46 
. pay coupe, $1,120. — 51 4 dr., $1,85: 46 

— '51 Rambler stationwagon, $1,- | MERCURY—’51 2-dr., $1,690*. '50 4-dr., 
, $1,245; Statesman 4-dr., $1,465. '50 ey ’49 club coupe, $1,065. - 


y., $1,255*. '49 Ambassador dr. $550. 
(600) 4-dr., $780*. NASH! 80 Statesman 4-dr., $1,025. 
OLDSMOBILE—’52 (98) 4-dr., $3,410*; Ambassador 2-dr., $900*; (600) 


$2,600". °51 (98) Holiday $875; 2-dr., $820, $720. 
4-dr., $2,310*. '50 (98) OLDSMOBILE—’52 (88) 2-dr., $2,650*. '5 
(88) 4-dr., $1,725*; 2- (88) Deluxe club coupe, $1,800*. 
$1,585*. °49 (98) conv., (88) 4-dr., $1,450°%; 2-dr., $1,575*; 
"$1,600", $1,360; (88) 2-dr..| 4-dr., $1,360. '49 (88) 4-dr., $1,250*; 

(98) conv $825*. °47 (68) sedanet, 


$735*. 41 (76) 4-dr., $140. 
; 10 PACKARD—'49 conv., $1,075. 
49 conv., $855; sedan, | p_yMOUTH—’51 Cranbrook 2-dr., 


, $830*. 50 SD 4-dr., $1,315; Deluxe club coupe, 
PLYMOUTH—’51 Cranbrook 4-dr., $1,495; $1,250. °49 SD 4-dr., 2 at $1,050; 
Cambridge club coupe, $1,475; 4-dr., $1,- luxe 4-dr., $835. °47 SD 4-dr., 

. "50 SD 4-dr., $1,375, '49 SD 4-dr., $600. '46 SD conv., $585. 
Deluxe club coupe, $1,010. '48 ee —'51 Chieftain (8) conv., 
15 


, $1,800*, $1,700*, $1,-| WILLYS—'50 Jeepster, $930* 
(8) 2-dr., $1,685*. °49 


SL (8) club coupe, §1,- DENVER 


‘51 Commander (8) conv., (Denver Auto Auction. Sale every Tues- 
; club coupe, $1,655*; Land Cruis- | day at Littleton, Colo. Prices are for sale 
, $1,630*. "50 Command-| of June 3.) 
$1,200*; Champion 4-dr., (Prices steady with level of last two 








av ric. 7 35 ‘ 5 
Custom  4-dr.. $2,485*. BI | Thursday. Prices are for sale of June 


ini high. Sold 88 


» $1,050*; 
Super 4-dr., $1,305, $1,260*, $1,170 
Super 4-dr., $815. '46 Super conv., 
apa yt Sie, 8 eset: ’40 Special club coupe, $270. 
P ,O80*, 9 , ,835* ; 1 1 47. * 
$2,000", $1,910*; Custom CADILLAC —'47- (61) sedanet, $1,100 
$1,690*: Deluxe (8) 4-dr., | CHEVROLET—'51 Bel-Air, $1,740; 
2-dr., $1,455; Custom Deluxe 4-dr., $1,250; 2-dr., $1,465; 


. 2-dr., $760. '46 FM 2-dr., $580, 
~"60 Pacemaker (6) 2-dr., $985". | sm d-dr., $540. '40 2-dr., $180 


(6) 4-dr., $810. '45| CHRYSLER—'50 NY 4-dr., $1,570°*. 


$785. '48 (6) %-ton pickup, $700, 


FRAZER—'49 4- dr., $740*. ’47 4-dr., $460. 


(8) 4-dr., $2,- | STU DEBAKER— ’51 Commander (8) conv., 
"51 conv., $2,085*; Chief- $1,640*; Champion conv., $1,425. 
-, $2,020*; “club coupe, $1,- Land Cruiser 4-dr., $1,185*. 








UNIVERSAL 
TOP OILERS 





For the small investment of only $8.95, your 
customer can prevent dry engine wear, neu- 
tralize corrosive acids, free sticking valves, 
and stop carbon and gum formation. The 


UNIVERSAL Top Oiler gives him constant, uniform upper 
cylinder lubrication by metering vaporized top oil through 
the intake manifold. He is happy because he 

made a good buy. 

And you will net a profit of $3.58 on each unit sold . 
plus repeat profits on top oil each time the customer refills 
the container. The UNIVERSAL Top Oiler is easy to install 
by the customer himself; however, you can further increase 
your profits by installing it for him. 

Packed six to the box, with an attractive display card in- 
cluded ineach box. Lookinto UNI VERSAL Top Oilers—today. 


nows he has 


UNIVERSAL LUBRICATING SYSTEMS, INC., Oakmont, Pa. 
Manufacturers of a Complete Line of Automotive Lubricating Tools and Accessories 
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weeks, Demand good. Sold 248 units out 
| of 324 offerings.) 


| | BU ICK—’52 RM sedan, $2,800*%, $2,990°* 


Special sedan, $2,655 51 Super sedan, 
| $2,005*, $2,155*, $2,275*; Special sedan 
| $1,760*, $1,805, $1,930*, $1,970*. °50 Su- 


per sedan $1,545*, $1,610* Special 
sedan, $1,400, $1,415*. ‘49 Super sedan 





_ | $1,145", $1,150*%, $1,160° 48 Super 

|} gedan, $710 755 

| CADILLAC—'51 (62) sedan 3,350°, $3 

| 495°, $3,500° "50 Coupe De Ville, $3 
448*. °49 (62) sedan, $2,070*, $2,135* 

} $2,195*, $2,265* 48 (62) sedan, $1,755* 
$1,825°*. 

CHEVROLET 52 Bel-Air, $2,333 4 -ton 


pickup, $1,580; %-ton pickup, $1,425. ‘51 
Bel-Air, $1,870*; FL Deluxe sedan, $1, 
400, $1,495*, $1,525; %-ton pickup, $1,- 
155, $1,160, $1,175. "50 SL Deluxe sedan 
$1,315, $1,325, $1,330, $1,370, $1,395; SL 
Special sedan, $1,125, $1,155, $1,200, $1,- 
245. °49 SL Deluxe sedan, $1,030, $1,- 
035, $1,050, $1,055. ‘48 SM sedan, $710 
785, 90, $815. ‘47 aerosedan, $540 
$610, $675. 
CHRYSLER—’52 NY conv., $3,600* 50 
Windsor sedan, $1,620*, $1,665". ‘48 NY 
sedan, $900*, $945*, $1,015*. ‘47 Wind- 
sor sedan, $730*, $755*, $800*. 
DeSOTO—'52 Sportsman, $2,460*. ‘51 Cus- 








505* 


$1,560*. ‘50 Coronet sedan, $1,095*, $1,- 
300*, $1,365*, $1,340*. 

FORD—’'52 conv., $2,480*; %-ton pickup, 
$1,675; %-ton pickup, $1,400. ‘51 Vic- 
toria, $1,880*; Custom (8) sedan, $1,125, 
$1,320, $1,385, $1,490. °50 Custom (8) 
sedan, $1,215*, $1,300*, $1,320, $1,415; 
Deluxe (8) sedan, $1,045, $1,970, $1,100*, 
$1,110. '49 Custom (8) sedan, $830, 
$885*, $905*, $920. °48 SD (8) sedan, 
$595, $710, $730, $735. '46 SD (8) sedan, 
$505, $510, $520. 

HUDSON —'51 Hornet sedan, $1,465*, $1,- 
620*. °'50 Commodore (8) sedan, $1, 275. 

'49 Commodore (8) sedan, $810, $875, 

$910. °48 Commodore (8) sedan, $700, 

$775. °47 Commodore (8) conv., $445*. 





090. 


'51 sedan, $1,900*, $1,955*, $1,990*. ‘50 
sedan, $1,065, $1,170, $1,475", $1,510* 
‘47 sedan, $510, $565. 

NASH—’52 Rambler conv., $1,770*. ‘51 
Rambler stationwagon, $1,405", $1,505*. 


$3,225*, $3,255*. °51 (98) sedan, $1,940*, 
$2.625*. °50 (88) sedan, $1,620*, $1,- 
665*, $1,670*, $1,680*. ‘49 (98) sedan, 
$1,075*, $1, 330*, $1,410*. '48 (98) sedan, 
$810*, " $885". "47 (66) sedan, $610, 
$655*, $750*. 

PACKARD—’51 conv., $1,960*; (200) se- 
dan, $1,870*. ‘50 sedan, $1,305*. 

PLYMOUTH — '52 Belvedere, $2,295. ‘51 
Belvedere, $1,695; Cranbrook sedan, $1,- 
350, $1,445. ‘50 Deluxe sedan, $1,100, 
$1,105, $1,145. 

PONTIAC—’52 Catalina, $2 830°, 2, 360* ; 
‘Chieftain (8) sedan, $2,515* , $2,595" 











tom sedan, $1,555*. ‘50 Carryall, $1,- | 


$725, $700, $630; SM sedan, 


CHRYSLER 49 NY club coupe 


Gas Stations Find Way '48 NY sedan, $675 
. . DeSOTO—'51 Custom sedan 
Of Attending to Bandits 900; Deluxe sedan, $1,710 
BOSTON. — Gasoline stations a 
é ‘ b DODGE—’'51 %-ton panel 
have hit on a plan for com at- 1,275. '50 Meadowbrook sedan, 
night raids by bandits, %-ton pickup, $790. '48 
according to Fred R. McLean, Bend pt $810 47 con\ 
of Detroit, safety supervisor of | *ORD—'52 Deluxe (6) club coupe 
‘ach pre 51 Crestliner, $1,780; Custom (8) sedar 
White Star division of $1,575, $1,560 Deluxe (8) 









Socony-Vacuum Oil Co. 430, $1,390, $1,360, 3 at $1,35 
Addressing the spring meeting — $ 1,270 50 Crestliner, 
American Petroleum In- 49 conv. $1,120: Gustom 
stitute division of marketing, $980, $975, $850; Deluxe (8) sedan, $940 
McLean said: '48 conv., $825; SD sedan, $6 
: “/— ed * . k stationwagon, $565 conv. 
ealer associations are tak- SD sedan, $760, $730, $650 


ing cognizance of injuries and | MERCURY—'49 sedan, $1,120 
in connection with | NASH—'51 Rambler conv., $1 460, 










by contacting police | 49 (600) sedan, $800. °48 
authorities to have scout cars | $700.” $780. '47 Ambassador 
- - - rt 7 os 700 
pull through the inside drives | o, psmopiLE—'s1 (98) sedan, 
of night stations when passing. (88) sedan, $2,155*, ’50 (98) sedan, $1 
Such frequent contact is defin- | y= a $1,665*; (76) sedan 
unnerving to would-be | {86) Cony:, $1,460. °48 (88) 
ay < , 7 (66) sedan, $795 
holdup men. $225 
PACKARD—’'50 sedan, $1,700 





DODGE—'52 Coronet conv., $2,270*. ‘51 | 
Meadowbrook sedan, $1,510*, $1,525*, ack | 
$1,310, $1,205, $1,050; Super se- | 


, $1,285, $1,270, $1,225. ‘48 5( 445 p 1 
RM sedan, $835; Super conv., $940. °46 | — 41 — $1,410, 3 at $1,400 


, $1,300, 2 at $1,285; Bel-Air, $1,- 


49 «SL Special sedan, $1,070, 
48 FM sedan, $875; SM_ sedan, $330. 
%-ton pickup, $610. ‘47 FM sedan, ' WILLYS—’50 stationwagon, $1,075. 





LINCOLN—'49 sedan, $870*, $1,010, $1,- 


MERCURY "52 sedan, $2,710*, $2,750*. 


OLDSMOBILE — '52 (98) sedan, $3,170*, | 








Chieftain (8) sedan, $1,555, "$i, 75*, 
795*. °50 SL (8) sedan, $1,275, $1, 285, 
$1,305, $1,395, $1,470*. °49 Chieftain (8) 
sedan, $1,180*, $1,215*, $1,250*. ‘47 SL 
(6) sedan, $600, $610, $675. 

WILLYS — ’52 Aero sedan, $1,745*. ‘50 
Jeepster, $775*. °49 Jeep, $515. ‘47 sta- 
tionwagon, $555*; Jeep, $535. 

MISCELLANEOUS—’52 GMC %-ton pick- 
up, $1,530; GMC %-ton pickup, $1,460. 


PHILADELPHIA 


(Harold B. Robinson Auto Sales Auction. 
Sale every Tuesday and Thursday. Prices 
| are for sale of May 29-June 3.) 
| (Buyers looking for clean cars. Sold 

138 out of 172 offerings.) 
BUICK—’50 RM Riviera, $1,620*. ‘49 RM 


Tex. Court Kills | 
Prohibition on 


| ‘Talking’ Mufflers 


AUSTIN, Tex.—Deciding that no- 
| body can define “unusual or exces- 
| sive noise,” a section of Texas law | 
| prohibiting the use of mufflers | 


|making such noise has been e| 
| 














|clared invalid by District Judge 
|Charles O. Betts. 

Although leaving effective sec- 
|tions of the law making it illegal | 
ito drive a motor vehicle without | 
a muffler, or with a noise-making | 
cutout, the opinion was regarded 
|as a victory for the “Smithy” muf- 
| fler and for the so-called “hot-rod” 
crowd. 


| Harry S. Pollard, Austin attor- 
ney, contended that the Smithy, 
| known also as a “talking muffler,” 

}is realy a useful mechanical device, 
purchased by mamy motorists other 
than the hot-rods. 

State and local police, however, 
have regarded the Smithy mainly 
as a noise-making contraption. 
State Public Safety Director Homer 
Garrison jr. said it makes a low, 
throaty purr at normal speeds, but 
“sounds like a jet plane when you 
gun the motor.” 

Assistant State Attorney-General 
Calvin Garwood jr. said the deci- 
|sion handed down by Judge Betts 
|ties the hands of the state police 
jin controlling the fancy muffler 
|crowd. The state department of 
|public safety had been making 
}some arrests for unusual muffler 
| noises. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
| MOTIVE NEWS WANT ADS! Are you? 








PLYMOUTH—'52 Cambridge 
| 630. °'51 suburban, $1,650; 
sedan, $1,485; Cambridge 


"50 SD sedan, 
stationwagon, $1,085; conv., 


$585. ‘40 Special sedan, | 
| 245. °48 SD sedan, $875. 





'50 (62) conv., 19 | $800; sedan, $700. °40 club coupe, $185 
$2,275*; sedan, | PONTIAC—’51 conv., $2,200*. 
51 SL Special sedan, $1,- tain (8) sedan, $1,535; SL 
FL Deluxe sedan, $1,590.| $1,540. ’49 SL (6) conv., $1,280; S 
Special sedan, $1,435; %-ton sedan, $1,320. '47 SL (8) sedan, $720 


$1,420; SL Deluxe sedan, 








STU DEBAKER—’51 Commander (8) sedan 
$1,510. ‘50 Champion sedan, 5 "47 
Champion sedan, $660. '46 1-ton 
330. 
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Put the Skids 


under Overtime Costs! 


Gain more production time in your 
factory by utilizing American Airlines 
Airfreight! We’ll show you how it 
actually saves money as well as time. 


For further information, wire us collect- 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N. Y. 
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GMC Solves Paving Problem— 

Basic engineering was used to solve the problem of how to pave a five-lane, 3.8 
mile, 37-degree angle, high-speed track at the General Motors proving ground at 
Milford, Mich. This specially designed GMC truck held the 11-ton finishing machine 
in place as it worked on the steep grade. Tension on the cables attached to the 
truck and the machine was adjusted by a Buick Roadmaster engine mounted on the 
rear of the truck. The truck was held on the curb by placing two wheels vertically on 
the side of the curb and two horizontally under the truck against the sides of 





Used Units Enjoy Favor 


First Quarter in Canada Sees Older Vehicles 
Sell Faster, New Ones Slower 


OTTAWA New-vehicle sales 


and financing for the first quarter| with financing for used commercial | 
of 1952 continued to decline while! yepicles. New commercial vehicles | 
a -vehicle sales and financing | -ecorded a rise of 20.6 percent in 


increased over year-ago levels, the 

Canadian government reports. 
New-car sales for the 

quarter dropped to 78,317 


first | 


from 126,912 for the 1951 period, a/| in revenues. 


decline of 38.3 percent. For the} 


same period, financing for new cars | the 
dropped 14.9 percent while financ-/| sales except Newfoundland, where 
ing for used cars showed an in-|there was an actual gain of 37.8 


crease of 36.2 percent Over 1951. 


New commercial vehicle sales 
also showed a decrease for the 
first quarter, dropping from 29,104 
to 23,542, or 19 percent. This ac- 
companied a retail value drop of 
7.5 percent. New commercial ve- 
hicle financing rose 22.8 percent. 

Used commercial vehicle reg- 
istrations advanced from 8,936 to 
13,145 or 47.1 percent in number. 


New-car sales for March de- 


units | Percent in sales and 66.1 percent 


| for the first quarter in all prov- 
inces except Alberta and Sas- 


| katchewan, where gains of 0.5 
| percent and 16.6 percent were 
registered. 


In direct contrast was the financ- 
| ing of used vehicles in all the prov- 
inces, where gains as high as 110.1 
percent, as in Saskatchewan, were 
recorded. 


Schulstad Nash Co. 

Don Schulstad, partner in the 
firm of Lado and Schulstad, Nash 
dealers in Tampa, Fla., since 1945, 
announced that he has purchased 
the interest of Cal Lado and that 
the firm name has been changed 
to Don Schulstad Nash Co. Frank 
percent. |Gonzales has been named _ vice- 

New-car financing also dropped ‘president and office manager. 


;commercial vehicles rose along); 


sales and 47.4 percent in revenues. 
| Used commercial vehicles rose 47.6 


All provinces recorded losses for 
first quarter in new vehicle 




















ANNOUNCING TWO NEW MANUALS ON 


AUTOMOTIVE 
SALESMANSHIP 


the curb. 
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ABC’s of Science 
Help GM Repave 
Proving Track 


MILFORD, Mich.—Applying basic 
engineering principles, Louis C. 
Lundstrom, head of the General 
Motors proving ground’s mechani- 
cal department, has solved one of 
the organization’s most difficult 
paving problems. 

The problem was resurfacing the 
steeply banked turns of the high- 
speed, five-lane, 3.8-mile track. Two 
turns have a maximum slope of 
77 percent, the equivalent of a 37- 
degree angle. 

H. H. Barnes, director of the 
ground, assigned Lundstrom to 
find out how a paving finishing 
machine and a roller could operate 
at an extreme tilt without falling 
over on their sides down the track. 
Also, how they could resurface a 
saucer-shaped slope which the 
turns have. 

First, roads were built adjoining 











SAVE COSTLY 
Drive-Line Repairs 
INSTALL 


National 
PARTS & ASSEMBLIES 
And Re-Use Original Assemblies 


National parts enable you to extend 
the life of expensive drive-line assem- 
blies. Install National parts to restore 
original quiet, efficient operating con- 
dition. Save buying a new drive-shaft, 
drive-shaft housing, transmission case, 
and ring gear and pinion assembly. 

As Advertised in the Saturday 
Evening Post 
Sold Nationally by Leading Jobbers 
Write or Wire for Details—Dept. AN 
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EE 1952 Catalog of Custom-Built Seat- 


24-Hour Service on All Orders! 
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the outside of the three turns. 
Next, concrete curbs, one foot wide 
and one foot high, were installed 
between the top of the turns and 
the roads. A tractor, on this road- 
way, held the finishing machine in 
place on the steep slope by means 
of a cable attached to its built-in 
winch. 

The 11-ton roller, which followed 
the machine, likewise was held in| 
place on the slope by cable at- 
tached to a _ specially equipped 
truck, also on the roadway. The 
cable was held taught, or loosened 
to allow the roller to ascend or 
descend, by a Buick Roadmaster 
engine mounted on the rear of the 
truck. Tension of the cable was 
controlled through the engine’s 
Dynafiow transmission. 

Two means were employed to} 
keep the truck stable against this 
side pull. The truck was equipped 
with four bogie wheels. Two of 
these wheels rested vertically upon | 
the top of the curb. The others, | 
mounted horizontally under the | 
truck, bore against the outer side | 
of the curb. In addition, on the) 
opposite side of the truck, a coun- 
ter-balance of two tons of cast/| 
iron was installed. 


Illinois Haulers 
Retain Lucas 


In Tax Clash 


CHICAGO.—Scott Lucas, former 
Senator from Illinois, who repre- 
sented the American Finance Con- 
ference in its fight against Regu- 
lation W, has been retained as legal 
counsel by trucking interests of 
this state in their efforts to knock 
out increased Illinois licensing fees 
of $20,000,000 annually on motor 
trucks. 

Lucas was retained after the IIli- 
nois supreme court refused to re- 
view its earlier decision upholding 
the tax hikes imposed by the legis- 
lature. 

Trucking interests since then 
asked the U. S. Supreme Court to} 
restrain Secretary of State Barrett 
from collecting the fees until their 
case could be heard by the highest 
court. 

Justice Minton of the supreme 
court turned down this request, but 
gave the trucking industry of Ili- 
nois permission to file its appeal 
from the ruling of the Illinois su- 
preme court. 


British tidas Push 


Seen in Canada 


OTTAWA. — British auto manu- 
facturers are planning a_ sales 
drive accompanied by the heaviest 
advertising outlay ever undertaken 
in connection with British cars in 
the Canadian market, dealers re-| 
port. 

Budget-minded buyers are show- | 
ing increased interest in the | 
smaller British makes, the dealers 
say, and distributors hope to cash | 
in on this trend, 





The back pages of every issue of AUTO- 





covers Now Available on Request. | Section. 


MOTIVE NEWS contain the WANT AD 
Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


clined to 32,839 units, a drop of 
33 percent from last year. A total 
of 11,299 of these units was 
financed, a drop of 12 percent. 
Used-car financing for the same 
period showed a gain of 33.5 
percent over 1951. 

The heaviest sales drop during 
March was recorded in new cars, 
declining from 38,036 to 23,071, or 
39.3 percent. Financing for new 
cars dropped to 7,765 from 9,905 
last year. 

Used-car financing showed a gain 
in March to 27,636 units against 
21,076 for last year, a gain of 31.1 
percent. 

New commercial vehicles also 
declined in sales for March to 
9,768 as compared to 11,576 in 
1951. This was a decrease of 15.6 
percent. 


By 
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W. K. BRAASCH 


sales can be increased very substantially, 
more tomorrow. 


No. 3—"EIGHTY WAYS 


fifty percent. 
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Dean of Automotive Sales Trainers 


BETTER BUY BOTH MANUALS TODAY 
No. 2—"THE AUTOMOTIVE SELLING PROCESS" 


After reading this informative Manual you will quickly agree that the author really 
knows how to sell automobiles. What is more, you will be convinced that your own 


You will never run out of good Prospects if you follow the FIELD-TESTED methods 
explained in this important Manual. You will also learn how to develop a practical 
PROSPECT-FINDING PLAN of your own, one which has increased sales up to 


PRICE $1.00 EACH Postpaid 


W. K. BRAASCH, 332 s. MICHIGAN AVENUE 
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CHICAGO 4, ILL. 








In_ contrast, financing of new 
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HAS TREMENDOUS POSSIBILITIES. 
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* More than 20 million passenger cars now on the 
are equipped with direct acting shock absorbers. 


These 80 million shocks cannot be repaired. 


They must be replaced, in time, as a profitable package 
unit of seldom less than a pair, usually a complete 


set of four. 


Line up now with COLUMBUS —“‘The Best 


Shock Absorber in the World’. The ONLY shock 


absorber normally being used as an immediate 
replacement on brand new cars! 
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Manufactured by 
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Lincoln Hardtops 
Account for Half 
Of Dealer Orders 


DETROIT. — Introduced for the 
first time this year, Lincoln Cos- 
mopolitan and Capri hardtop sport 
coupes now account for more than 
50 percent of the Lincoln retail or- 
ders placed by customers through 
Lincoln-Mercury dealers, according 
to Joseph E. Bayne, general sales 
manager. 

A corresponding preference for 
similar body styles in the Mercury 
line has also been evidenced this 
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year, he noted. Offered as Mercury | 
or Monterey sport coupes, the hard- | 
top styling is now preferred by ap- | 
proximately 35 percent of Mercury 
purchasers, he said. 

This is the first time in recent 
years that the public desire for any | 
but four-door models has been so 
pronounced, Bayne said. 


“We have been forced to change 
our production programs twice so 
far this year to satisfy the demand 
for these new body styles,” he ex- 
plained, “and will alter them again 
if the trend continues.” 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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Standby Reg. W Hit 


House Group Votes for Repeal; Herlong 


Measure Also 


Strengthened 


(Continued from Page 1) 


terials Conference was defeated 
46 to 31. 

Downpayments and payoff peri- 
ods on real estate are still re- 
stricted under the Federal Reserve 
Board’s Regulation X, and the FRB 
had asked Congress to continue in 
the new bill standby authority to 
reimpose Regulation W_ which 
covers consumer goods such as 
autos, appliances, etc. 

The Senate completed its action 
on the defense bill Thursday, vot- 
ing to extend wage, price and rent 
controls through next Feb. 28. 
Credit controls and controls on 
civilian production were continued 
through June 30, 1953. 

* * * 


ENATE action favoring U. S. 
participation in the IMC came 
as a surprise, inasmuch as that 
body voted just the opposite only 
a few days before. 

Opponents of the proposal to 
take the U. S. out of the interna- 
tional materials organization 
charged that such a plan would 
wreck the Controlled Materials 
Plan in this country. The amend- 
ment was sponsored by Michigan's 
Senator Ferguson (R) and fought 
bitterly by Michigan’s Senator 
Moody (D). 

Moody charged that big auto 
companies were selfishly seeking 
to compete with French, British 
and other foreign buyers in the 
world market for copper and 
other scarce materials. 

Ferguson’s amendment would 
have lifted all controls, including 
those involving allocations and 
prices, on the importation of scarce 
metals where domestic production 





s 

Reaction 
(Continued from Page 1) 
financial concerns are still con- 
servative. Only a few dealers are 
offering small down payments and 
excessively long payment terms. 

2—In Cincinnati, one dealer de- 
clared that the initial rush of 
curiosity seekers and shoppers 
has subsided, and that dealers 
were now making deals with se- 
rious customers who could not be 
reached under Regulation W 
terms. 

3—It is the opinion of some deal- 
ers that the public has not yet be- 
come acquainted with the new 
credit terms, and that business will 
continue to grow better. 

4—Chicago reported that there is 
no “scare buying” in spite of the 
fact that “the public has been in- 
formed of dealers’ low stocks.” 

5—Demand for good tradeins has 
spurred new-car sales in some 
cases. 








* * 


* 
6 DISCOUNTING and long trad- | 

* ing is being carried on by some | 
dealers, but the practice is not} 
widespread. Atlanta reported that | 
selling is being stressed there, 
rather than trading long. 

%7—In Buffalo, it was reported 
that the steel strike had already 
stopped many sales that had been 
pending. 

8—Dealers in Denver view the 
boom sales on used-car lots as a 
result of high prices.on new cars. 
They contend that the biggest fac- 
tor there is the family budget 
after taxes—not a consideration of 
down payments or longer pay pe- 
riods. 

9—In New York, new-car sales 
were reported to be getting a 
“strength of their own” during the 
last 10 days. Rainy weather and 
“bad advertising” on the part of a 
few dealers were blamed for keep- 
ing buyers away. 

* 7” > 

NLY two areas, Salt Lake City 

and Denver, reported little or 

no change in new-car sales. Den- 
ver dealers said that limited pro- 
duction was playing an important 
part in sales there, and that they 
are operating pretty much as they 
did before the removal of Regula- 
tion W. 

A Cincinnati dealer summed up 
the situation pretty well when he 
pointed out that two factors were 
responsible for the increase in car 
sales. He agreed that it was impor- 
tant that the customer was now 
able to buy, but added that it was 
equally important that the dealer 











is “in excess of the amount neces- 
sary to meet allocations for de- 
fense, stockpiling and _ military 
assistance to friendly nations.” 

* + + 


y;ERGUSON explained that it was 
his intention to give American 
consumers the right to buy over- 
seas, materials that are scarce in 
this country, if they had no objec- 
tion to paying premium prices. 

Opponents charged that such a 
plan would place small automo- 
bile companies in a bad competi- 
tive position, inasmuch as _ the 
larger companies have greater 
financial strength and more ac- 
cess to foreign sources. 

The Ferguson amendment 
brought a storm of protest from 
government agencies. They said 
it would have a devastating effect 
on small business and result in 
vastly higher defense production 
costs. 

Henry Fowler, NPA-DPA chief, 
warned that the effect of the 


Coats Heads Up 
Lincoln Sales; 


Other Shifts Made 


DETROIT. — Appointment of 
George S. Coats as manager of a 
new Lincoln sales department is 
announced by Joseph E. Bayne, 
general sales manager of the Lin- 
coln-Mercury division. 

Coats has been Detroit district 
sales manager of the division since 
April, 1949. In his new capacity he 
will be responsible for the sale na- 
tionally of Lincoln cars and will 
have direct supervision of Lincoln 
sales managers in each of the divi- 
sion’s 28 sales regions and districts. 

P. D. Warren, Lincoln-Mercury 
district sales manager at Cincin- 
nati, will replace Coats in the De- 
troit district office. Warren’s pres- 
ent position is being taken by J. D. 
Platt, who has been manager of the 
Twin city sales district in Minne- 
apolis. 

Other moves announced by Bayne 
include the promotion of N. J. 





| Mitchell, formerly assistant Chicago 


district sales manager, to replace 


|Platt at Minneapolis, the transfer 


of H. G. Maides as manager of the 
Cleveland district sales office from 
a similar post in Buffalo and the 
elevation of A. W. Gorman to head 
the Buffalo office. Gorman has 
been assistant sales manager of the 
Cincinnati office. 





amendment would be “national 
disaster, that would produce either 
chaos in our civilian economy or a 
stab in the back to our defense 
program.” 

* & * 
eh told a press conference: 

“Who would profit? A few large 
manufacturers of automobiles who 
are unwilling to share equitably in 
the national supply of copper.” 

Ferguson, defending his amend- 
ment, accused opponents of “com- 
pletely and deliberately” 
misrepresenting the effect it 
would have. 

Ferguson admitted that some au- 
tomobile firms were among his 
supporters, but did not discuss the 
rumor that General Motors was a 
major backer. 

+ x * 

T A MEETING with NPA offici- 

als two weeks ago, it was 
learned, the question of foreign 
copper buying was discussed 
briefly. Ford officials reportedly 
expressed interest in the possibility 
of buying copper abroad at higher 
prices. 

In another development on con- 
trols, the House Small Business 
committee warned against any 
early relaxation of controls on 
copper, steel and aluminum, 


“Small business,” a committee 
report said, “can be seriously in- 
jured by being forced to compete 
for scarce materials with firms 
possessing larger resources, more 


| firmly established supply lines and 


a greater variety of products, pro- 
cesses and markets.” 

With some reservation, the com- 
mittee said the government’s con- 
trols over materials seemed to be 
working with effectiveness. It said 
such controls, or some variation of 
them, should be continued until 
industrial expansion is attained. 





$25 Million Approved 
For Disabled Vets’ Car 


WASHINGTON.—President 
Truman has signed a supple- 
mental appropriation bill that 
provides the Veterans Adminis- 
tration with $25,000,000 for auto- 
mobiles for seriously disabled 
veterans and with $2,300,000 for 
servicemen indemnity claims. 

Also included in the bill are 
$148,000,000 for subsistence and 
tuition payments for veterans 
receiving education or training 
under the GI bill; $60,000,000 for 
compensation and pension pay- 
ments, and $50,000,000 for.extra- 
hazardous deaths under the Na- 
tional Service Life Insurance 
Act. 
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July Farm Journal Carries 


Important “Keep “Em Rolling” Feature 


Free Copies Available 


To make everyone in the automo- 
tive industry familiar with the fine 
job Farm Journal’s “Keep ’Em 
Rolling” editorial features are 
doing, Farm Journal is making 
free copies of the July issue avail- 
able to distributors and dealers. 
This issue, out today, contains the 
latest “Keep ’Em Rolling” feature 
entitled “What Makes Big Repair 
Bills?” To get your copy, merely 
write Dealer Service Department, 
Farm Journal, Philadelphia 5, Pa. 

Cars, trucks and tractors are 
vital equipment on the farms of 
today. Because it promotes better 
and more timely maintenance of 
this motive equipment, “Keep ’Em 
Rolling” has been doing a fine edu- 
cational job among millions of 





Farm Journal readers. In so doing, 
it has created a wonderful oppor- 
tunity for dealers and distributors 
who depend on rural trade, as most 
of them do. 

The July “Keep ’Em_ Rolling” 
feature, which reaches the homes 
of more than 2,850,000 subscriber 
families today, is another big main- 
tenance article devoted to keeping 
6% million motor vehicles going 
when they are needed most. This 
feature will be welcomed not only 
by Farm Journal readers, but by 
hundreds of dealers who are pre- 
paring to tie in actively with the 
promotion and thus take advantage 
of the sales impetus “Keep ’Em 
Rolling” gives the products they 
sell. 








25th YEAR 


Since 1927 Dinsmore Compasses have made driving 
easier, safer and more enjoyable fer motorists all 
over the world. Today these precision made, fully 
jeweled Dinsmore compasses are standard equip- 
ment on many of our finest cars. 
LIST, Only $5.49 Illuminated. 
If your Jobber is not stocked, order direct. All 
Dinsmore compasses are fully guaranteed. 
WRITE FOR COMPLETE LITERATURE 


DINSMORE 
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be ready to deal. 


AMERICA’S FIRST 





STOCK! America's Finest Auto Compass 





FITS ALL CARS 
1815 Kelse Street Flint 1, Michigan 


MANUFACTURER OF AUTO COMPASSES 
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inventories Now Average 6.8 Cars... 





Dealer Stocks Show Slight Dip 


(Continued from Page 1) 


vill drop off from a look at the 


ised-car market, Because the lift- | 


ng of credit bans spurred sales of | 


used-cars more’ than 
lealers have, in trade parlance, 
‘been trading high.” 
* * * 
EPENDING on the make and | 


model of new-car and in what 
section of the country the sale is 
made, over-allowing on a tradein to 
effect a new-car sale during May 
ranged from $50 to $500, it was 
reported in the survey. 

However, dealers generally ex- 
pect used-car prices to decline 
soon and they say that over-al- 
lowances will have to be cut 
accordingly if they are to come 
out of new-car deals with any 
profit. 


Cutting of tradein allowances, 
of course, will prove difficult for 
dealers if the public continues to 
resist current prices for new cars. 
As of now, dealers say, they are 
breaking down some of that re- 





call it 


Influence 


ee" 
...an added 


attraction of 
THE DALLAS NEWS 


e Like the subtle touch of perfume 
that causes ties to be straightened 

. or the elusive spices that make 
an apple pie delicious . . . the read- 
ability and prestige of The Dallas 
News add an effective ingredient to 
paper and ink. 


@ Call it influence ... sway... or 
confidence . . . it’s an extra some- 
thing that adds strength and sell to 
any product advertised in The News. 


e The area of this influence is wide 
and large, for The News is the 
breakfast time visitor, the family 
newspaper of 72 North Texas coun- 
ties —a market of more than a third 
of Texas’ population and wealth. 


@ With the News’ larger circulation 
and larger market, plus the News’ 
impelling influence, you've a right 
to expect greater return when your 
advertising is in The Dallas News. 





( all 
Shs Dal. 


CRESMER & WOODWARD, INC., REPRESENTATIVES 


new-cars, | ant as trading margins. 
| tory move to cut historic discounts 
lin order to trim retail prices on 
| new 
| dealer opposition. 

* x 


| price of older models. 





sistance with money out of their 
own pockets. 

Dealers say that factory markups 
are becoming increasingly import- | 
Any fac-| 


cars would meet with firm 


* 


|b gyrecegence throughout the coun- 
try report sales up sharply 


since the first week of May, but 
surprisingly few believe the re-| 
moval of credit restrictions is 


solely responsible. 
They think the news about sus- 


New-Car Stocks 


In Postwar 
(Estimated by Automotive News) 





Dealers’ 

Cars Cars in Total 

in Transit Potential 
Period Field to Inventory 
Ending Stockst Dealers Stocks 
Jan. 1, °50.. 251,754 188,500 440,254 
Apr. 1, °50.. 276,136 158,000 434,136 
June 1, °50.. 247,680 160,200 407,880 
Sept. 1, ’50.. 239,642 160,400 400,042 
Oct. 1, °50.. 208,367 157,800 366,167 
Nov. 1, °50.. 330,571 158,500 489,071 
Dec. 1, °50.. 295,521 128,300 423,821 
Jan. 1, ’51.. 305,888 98,900 404,738 
Feb. 1, °51.. 291,042 127,000 418,042 
Mar. 1, ’51.. 303,874 136,000 439,874 
Apr. 1, ’51.. 406,541 138,500 545,041 
May 1, ’51.. 369,101 113,000 482,101 
June 1, °51.. 365,241 93,000 458,241 
July 1, °51.. 357,606 90,700 448,306 
Aug. 1, ’51.. 299,786 87,500 387,286 
Sept, 1, ’51.. 283,402 86,800 370,202 
Oct, 1, °51.. 250,762 79,500 330,262 
Nov. 1, ’51.. 230,804 76,000 306,804 
Dec, 1, ’51.. 250,445 77,500 327,945 
Jan, 1, '52.. 224,968 31,000 255,968 
Feb. 1, ’52.. 198,762 69,000 267,762 
Mar, 1, ’52.. 182,577 76,000 258,577 
Apr. 1, ’52.. 213,391 83,000 296,391 
May 1, ’52.. 251,674 88,000 *339,674 
June 1, ’52.. 232,304 70,000 302,304 


tField stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories and demonstrators. 


*Revised. 


Used Cars 


(Continued from Page 2) 
with an attendant decrease in the 








This has tended to restore nor- 
mal market relationships among 
various ages and makes of used 
automobiles, and is seen as a 
healthy sign. 

* 





* 
WAS pointed out that this is | 

helping new-car sales, since the | 
bulk of new-car buyers are own- 








Downing pointed out, it is helping | 
to accelerate the junking of worn- | 
out, dangerous prewar cars. 

However, Downing predicted that | 
the used-car buying public will | 
have to be sold during the remain- | 
der of 1952. 

“It cannot be expected to buy 
just because credit controls have 
been removed,” he said. | 

“Even though personal savings | 
are at a very high level, all evi- | 
dence points to the conclusion that | 
the public continues to shop around | 
and will expect to get its money’s | 
worth.” 

Downing said the no-down-pay- | 
ment schemes will not be an impor- 
tant factor in a sustained level of | 
business, being at best a temporary | 
shot in the arm for a few dealers | 
who are unable to secure a fair| 
share of business through ethical | 
business practices. 

Downing based his prediction for | 
a stable market on high employ- | 
ment, a high level of personal sav- | 
ings, and a high governmental | 
spending rate involving the expen- | 
diture of an estimated 30 billions | 
during the remainder of 1952. 


Newell Fiat Adds 
Calif. L-M Deal 


LONG BEACH, Calif.—Art Hall, | 
Lincoln-Mercury dealer here, last | 
week announced the sale of his| 
business to the Newell Fiat organi-| 
zation. 

The dealership will be managed | 
by Bill Simons, it was announced. | 
The Fiat organization already owns | 
several Ford and Lincoln-Mercury 
dealerships throughout the U. S. 


Buffalo Garage Officers 
BUFFALO.—Nick Izzo has been | 
elected president of the Buffalo 
Garage Assn. Ed Botsford is vice- 
president; Henry J. Gull, recording 
secretary, and Fred Kelberer, 
financial secretary. | 


} 
| 
| 








pension of credit controls brought 
a lot of customers in, but report 
that there has been no mad rush 
for long financing terms. 

The reason more people have 
not been taking advantage of 
longer time-payment contracts, 
dealers say, is that most of the 
tradeins involved in today’s new- 
car sales are 1949, 1950 and 1951 


models, which represent good 
downpayments. 
“You've got to over-allow $300- 


$400,” says an Eastern dealer, “in 
order to sell a new-car to the owner 
of a 1946 or 1947 model. A $1,300 or 
$1,400 balance, plus finance charges 
and insurance costs, is still pretty 
hard for the average motorist to 
handle, even on 24 months.” 


A Southwest dealer commented: 

“The new-car buyer, who was 
responsible for the auto industry 
becoming a mass-producing indus- 
try, now settles for either a year- 
old or a two-year-old car. NADA 
should aim some of its biggest guns 
at excessive auto excise taxes.” 


Drop Car Drawings 
OTTAWA. — The five-year-old 
practice of holding drawings for 
cars at the Central Canadian ex- 
hibition here will be discontinued 
this year, directors of the exhibi- 
tion have decided. 








Daly Wins PATA Trophy Again— 
Accepting the president's golf trophy of Philadelphia Automobile Trade Assn. 
the second consecutive time is John F. Daly jr. of John F. Daly Ford. Guy Hayden, 


center, 
Event took place at PATA spring outing. 


golf chairman, and E. J. Ronan, PATA president, 


for 


are making presentation. 





ATAM Parley Opens July 19 


CHICAGO.—Edward L. Cleary, 
president, announced last week that 
the midsummer meeting of the 
Automotive Trade Assn. Managers 
will be held here July 19-20 at the 
Edgewater Beach hotel. 

Program’ subjects are _ being 
worked out, Cleary said upon his 





return from Detroit, where he met 
with other executives of ATAM. 


Shortman Opens U. C. Lot 


Shortman Motor Co., Inc., To- 
peka, Kans. (Dodge-Plymouth), 
held a formal opening of its new 
used-car lot at 1000 Quincy. 








The Stamp of 


Helptul Service 
to Car Buyers 





GENERAL MOTORS ACCEPTANCE CORPORATION 


The GMAC Thrift-Guard Plan—The complete 
Time Purchase Plan that can be offered only by dealers in 
CHEVROLET, PONTIAC, OLDSMOBILE, BUICK AND CADILLAC CARS. 
Also offered for used cors of all makes sold by these General Motors deolers, 
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City-by-City Reaction Report . . . 
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After Month of Credit Freedom 


Epitor’s Note: Here are city- 
by-city reports from AUTOMOTIVE 
News correspondents on the auto 
market a month after Regulation 
W restrictions were lifted: 

Se «© 


New York 

SINCE the elimination of Regula- 
tion W, sales of new and used 
cars have increased in this area. 
Used cars were considerably 
stronger than new cars until about 
a week to 10 days ago, when new- 
ear sales began to take on a 
strength of their own. The move- 
ment of new cars has not reached 
a high pitch yet, but recent sales 
have lifted the pall of gloom which 
has been hanging over the dealers. 

Fords, Mercurys and Lincolns 
are about the only cars in really 
short supply, although in certain 
areas it is difficult to find the 
model Chevrolet desired. 

It has taken time for the bene- 
fits of credit decontrol to get to 
the public, and bad advertising in 
some instances has kept the public 
away. Fantastic promises of no 





ANOTHER HIT 


FROM THE 
HOUSE OF HITS 
. 
a 





Brcanogmies 


Introduced just a few months 
ago, and already a proved sales 
success. 

Made of lintless, extra-tough 
Chenille — bleached snowy 
white. For car washing and 
dusting and for dozens of uses 
in the home. Put up in a sub- 
stantial clear plastic bag. 
Packed one dozen to a carton. 





Order from your jobber today. 
LAS-STIK MFG. CO., HAMILTON, O. 














The best lighted avto scales agencies and 
cor get the business. You can do the 
same with POST-LITES, the glamorous 
outdoor fluorescents that are sold on a 
written guarantee to increase your busi- 
ness satisfactorily within 30 days or you 
may return the lights for full refund. This 
guarantee is over two years old, yet not 
one POST-LITE has been returned. In- 
creases in patronage as much as 500% are 
directly traceable to these lights. 


Act NOW! Beat your competition to the punch with these 

new miracle lights that give 10 times the light at half the 

cost, It's the best and cheapest advertising you can buy. 
You can't miss! 


ae COUPON FOR FREE CATALOG 


| W. H. Long Co.--101 W. lillnols St.--Chieage 10 | 
| Est. 1911. 41 Yearsof Guaranteed Service to Industry | 
Please rush FREE Catalog, Prices and details 
! | 
| | 

! 





of your Written Money-Back Guarantee. 
Name. 

Address. 
Clty. 








State. 








Salesmen: Exclusive Territories Open 


money down and 36 months to pay 


have been offered and the public 
isn’t as gullible as might be im- 
agined. They are wary of such 


advertising. 


strengthened in the last month, and 
have taken on an even brighter 


aspect since Memorial day. New 
York has suffered through six 
rainy Sundays out of the past 


seven, but this record seems to have 
been broken and many dealers feel 
that the public will begin to show 
a belated spring interest in their 
automobile. 


Depending upon the model being 
sold, most dealers do find it neces- 
sary to discount or trade a little 
long to keep the cars moving. But 
even this tendency has begun to 
disappear. 

Finance companies are reporting 
an increase each week in the 
amount of paper received. There 
is a great deal of apprehension 
over what will happen after the 
Fourth of July, but at the present 
time, most dealers are pleased with 
current sales.—(Ed Brown.) 

* + * 


Phoenix, Ariz. 

EALERS here report that new- 

car sales are up since the sus- 
pension of Regulation W, but said 
that some of the improvement must 
be credited to the usual seasonal 
| sales upswing. 
Dealers reported that they 
have enough cars in stock, but 
that they are short on certain 
body styles. One company said it 
was overstocked with trucks, and 
that truck sales were moving 
| more slowly than cars. 


Used-car sales are booming. One 
| dealer reported the sale of 485 cars 
in the last month. Prices have re- 
mained about the same, except for 
increases in freight rates on new 
models. 


More advertising is noticeable. A 
few of the dealers are sending out 
circulars, and one bank has adver- 
tised for auto loans.—(Kay Tra- 
vaini.) 





| 


* * * 


Carthage, Mo. 


| ger gee gene of Regulation W 
did not result in as great an 
|upturn in auto sales here as had 
|been expected, However, business 
|is reported good, and where dealers 
|were worrying about selling their 
| Present stocks 60 days ago, they 
| are now wondering if they will be 
| able to get cars. 

One dealer said he had received 
| no noticeable benefits from the 
| elimination of federal credit con- 
| trols, while another in the higher- 
| priced field said that he had ex- 
| perienced a better market right 
| away. 
| Accessories have shown a strong 
trend upward in general, with one 
dealer reporting sale of an average 
of $225 in accessories per car. 
Vacation and summer use of cars 
has been pushing service upward 


But new and used-car sales have | 





for the last 60 days, most dealers 
reported. 

One dealer said his June quota 
was only 38 percent of the number 
of cars he had received last June. 
Others, too, are receiving smaller 
deliveries of cars, they report. 
(L. H. Houck.) 

* 


* x 


Chicago 
MPROVEMENT in varying de- 
grees has been reported from car 

dealers in this area following sus- 
pension of Regulation W. New and 
used-car sales have improved, for 


public is not “scare buying” 
anticipation of a shortage of cars. 

One of the larger dealers here 

was the most enthusiastic about 
sales, reporting that new-car vol- 
ume has been “stimulated tre- 
mendously.” He added that his 
new-car inventory has dropped 
from a 42 to a 15-day supply, and 
that used-car sales in the post- 
Regulation W period have been 
the highest this year. 

Some dealers said they were dis- 
counting or using other lures to 
attract customers, 

Used-car prices have been firm, 
and demand for them has pushed 
new-car deals involving good 
tradeins. It was reported that im- 
provement set in before Memorial 
Day, and has continued since.— 
(Mel Adams.) 

* * 
Harrisburg, Pa. 
| gece in higher-priced cars 
have reported some increase in 


sales since the suspension of Regu- | 


lation W, but dealers in the lower- 
priced field have seen no apparent 
change, it is reported. 

One dealer in the higher-priced 
line reported sales up by about 
80 percent, and others in the 
same field said that sales “had 
improved.” 

Dealers in low-priced cars said 
that they could not see much dif-| 
ference in the market before and) 
after the elimination of federal | 
credit controls. 

Reports from used-car dealers 
ranged from “good” to “slow.” One 
dealer said he had sold only 17 
cars over the previous month. 

It was stated that prices “are a 


little more stable,” but that there | 


increase or 
past month.— 


had been no notable 
decrease in the 
(George Shelley.) 

* * 


* 
Birmingham, Ala. 
y= the lifting of Regulation 


W did not result in any sensa- 
tional increase in the sales of new 


cars here during May, registrations | 
showed an increase of 15 percent | 


over the previous month. 

Used cars are reported in better 
demand. 

New-car sales were reported to 
be 166 units better in May than in 
April. By makes, the cars were 
listed as follows: Allstate, 6; Buick, 
83; Cadillac, 15; Chevrolet, 287; 
Chrysler, 18; DeSoto, 10; Dodge, 66; 
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|Students Run White's Dealership— 
| 


ee 


“Yo 


Students in the business education department, Lash high school, Zanesville, O., 


} 
| 
| 
| on hand, but Chevrolet and Ford 


took over the operation of White Chevrolet Co. for a day, substituting for regular 
employes in all departments and gaining practical knowledge to supplement their 
| classroom training. Jay Norwine (seated), manager of the company, outlines the day's 
work to Bob Paisley (left) and Bob Morgan, substitute general managers. 








| 


| of 





_ Ethyl Film Shows ‘Bang Machine'— 
the most part, but dealers say wt Ethyl Corp.'s sound film, “Fundamentals of Fuel Knock,"’ shows this unusual piece 
equipment, the rapid compression machine, in action at the Sloan laboratories of 


| Massachusetts Institute of Technology. Familiarly known as the “bang machine,” it 
| has proved to be a valuable research tool in basic combustion studies which M. I. T. 
is conducting under Ethyl sponsorship. Through showings of the film, Ethyi's making 


| findings of these studies available to oil and automotive technical personnel. 





| Ford, 205; Henry J, 22; Hudson, 21; 


| Kaiser, 9; Lincoln, 4; Mercury, 47; | 


| Nash, 22; Oldsmobile, 57; Packard, 

19; Plymouth, 140; Pontiac, 80; 

| Studebaker, 36, and Willys, 10.— 

| (Stuart Riddle.) ‘ 
+ 


* 


| 
Buffalo 
HILE both new and used-car 
business has perked up con- 
siderably in the Buffalo area since 
the demise of Regulation W, deal- 
ers feel the improvement is due as 
| much to seasonal factors as it is 
to easier credit terms. 
The overall new-car supply in 
this area appears adequate, al- 
| though there are shortages in 
| popular models. On the other 
| hand, a few makes are reported 
| in actual over supply in relation 
to current demand. 

Since this market is a highly 
| competitive one, the majority of 
| dealers are reported discounting or 
| “trading long” to clinch sales. How- 
lever, a few dealers handling the 
| most popular makes have been 
making more favorable deals dur- 
| ing the last month. 

The concensus here is that easier 
credit terms will work to the bene- 
fit of the trade as time goes on. 
Many consumers still are not edu- 
cated to relaxed terms now avail- 
able, dealers said. 

The end of “W” has been a 
greater stimulant for used-car than 
new-car business, it is reported. 
Used-car sales are reported up con- 
siderably, with many more pros- 
pects brought into the market by 
easier terms. 

Dealers in the South Buffalo 
| area, heart of the city’s steel in- 
dustry, reported an immediate loss 
of both new and used-car business 
with the shutdown of steel mills 
again. Numerous deals, ready to 
close, were deferred by steel plant 
| workers who are uncertain of their 

income. Continuation of the strike 
will put a damper on the entire 
Buffalo auto sales picture, it is 
thought.—(George E. Toles.) 


Salt Lake City 

| EALERS in this area have re- 

ported very little change in 
| auto sales since the elimination of 
| federal controls, However, a few 
| have experienced better sales, it is 
reported, with one dealership stat- 
ing activity was up about 30 per- 
cent. 

Most dealers report a few cars 


dealers say they are “way be- 
hind” on orders. Buick dealers 
report stocks “going fast,” and 
Dodge is reported in about three 
| Wweek’s supply. 
| According to dealers reports, 
there is very little discounting 
being carried on. One dealer said 
he was “conservatively discounting 
on some lines,” but overall the 
situation is believed to be danger- 
ous. 
| Nearly all dealers report in- 
| creased activity in used-car sales. 
While activity has increased as 
much as 50 percent in some cases, 
prices are reported holding steady. 
There has been no marked differ- 


ence in activity since Memorial 
Day.—(Mabel Harmer.) 
7 * * 
Cleveland 


RReMCvAL of Regulation W has 
resulted in a general upswing 
of both new and used-car sales, it 
is reported from dealers here. 

One of the biggest factors in 








the increased sales is the exten- 
sion of time payments to 24 or 30 
months, dealers said. Sales are 
reported best for the low and 
middle-priced cars, it was indi- 
cated, while late model used cars 
are in the “hottest demand.” 

Prices have held up well on used 
cars, it was reported, but some dis- 
counting is reported by new-car 
dealerships operating used-car lots. 

Ford, Mercury, Pontiac, Oldsmo- 
bile and Chevrolet are in short 
supply, it is reported, and the situ- 
ation is causing dealers concern 
since the demand for these cars 
has been heavy.—(Sanford 
Markey.) 


* * * 


Denver 


(THERE is no doubt but what the 

easing of credit restrictions has 
played an important part in in- 
creasing automobile sales in this 
area, a survey of dealers reveals. 
The principle activity thus far, it 
was reported, has occurred in the 
used-car field. 

New-car dealers, however, re- 
ported that limited production 
has a considerable effect on their 
sales, and that they are operating 
pretty much as they did before 
the removal of federal curbs. Sev- 
eral dealers expressed concern 
over the increased prices of new 
cars. 

One of the reasons for the better 
used-car activity, dealers pointed 
out, was that prices are too high on 
new models. One dealer said that 
the situation has got away from 

(Continued on Page 81, Col. 1) 





Quick Change 


Dealer License Plate Holder 


Guaranteed 





Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 

‘ channel brackets. 


$1.00 per set of 4 


Cc. HOWARD 


1498 Overlook Drive Akron 7, Ohio 











WE 


WHOLESALE 
USED CARS 


12240 JOS. CAMPAU 
DETROIT’S OLDEST 
CHEVROLET DEALERSHIP 
TW 1-0600 
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Survey 


Cities Report on Sales Situation 
After Month of Freedom 


(Continued from Page 80) 


; ayment terms and down payment, 
end was now based on how much 
rioney the family had after taxes. 

It was stated that there is no 
rash of “nothing-down” buying in 
tne area as yet, and that all trans- 
actions are made on a sound finan- 
cial basis.—(Ira Alexander.) 

* * ? 


Boston 


Y this area have advertised low 
down payments or long credit terms 
since the removal of federal credit 
controls, most of the dealers are 
sticking to one-third down and the 
balance payable in 18 to 24 months. 

It is reported that credit risks 
are being screened carefully, and 
greater leniency is being extended 
only to those who buy new or late 
model cars, and whose financial 
position indicates that an extended 
payment period is good business 
judgment. 

The tendency thus far has been 
to require fewer months to pay if 
a lower down payment is accepted, 
and to permit longer periods only 
when the down payment is high 
enough to offset a longer pay pe- 
riod.—(Harry Stanton.) 

* * 7 


Cincinnati 


NE dealer summed up the post- 

Regulation W_ period pretty 
well here when he pointed out that 
the initial rush of curiosity seekers 
and shoppers had subsided, and that 
dealers were now making deals 
with serious customers who could 
not be reached under federal credit 
control terms. 

The auto market here was re- 
ported to be off to a good start 
in June, with sales of both new 
and late model used cars on the 
upswing. It was pointed out that 
the degree of improvement varies 
among dealers, but that the pic- 
ture has brightened considerably 
in the last month. 

In some instances, the new credit 
terms are making very little differ- 

ence, while in other cases, easier 
time payments are reported to be 
a prime factor in increased sales. 

One dealer stated that better 
sales conditions arise from the mar- 
riage of two conditions—the cus- 
tomer’s ability to buy, and the deal- 


er’s willingness to deal.—(Emery 
Bacon.) 

* * * 

Atlanta 


MONG dealers contacted in a 
spot check of this city, there 
was general agreement that the re- 
moval of Regulation W has helped 


NPA Edict Eases 
Hoarding Rules 


On Scarce Items 


WASHINGTON.—NPA last week 
removed more than a score of 
items from its “Designation 1” list 
of scarce materials, which are sub- 
ject to anti-hoarding controls of 
the Defense Production Act. 

The action, it was explained, was 
taken to make the list current “by 
reflecting changes in the supply- 
demand situation of materials since 
November, 1951, date of the last 
amending order.” 

Materials removed from Desig- 
nation 1 include: 

Chemicals: carbon tetrachloride, 
copper - 8 - hydroxyquinolate, meth- 
anol, methyl chloride, nicatinimide, 
nicotinic acid, nylon plastic type, 
phenol, quinoline, styrene, thiokol 
polymers (name change only to 
alkyl polysulfide polymers), and 
trichloroethylene. 

Forest products: wood pulp. 

Leather and tanning materials: 
Hides and skins (domestic), Que- 
bracho. 

Rubber materials: 
ber, latex. 

Metals: antimony (all forms), 
bismuth, cadmium, lead (all forms), 
metal oxide salts, zinc alloy in 
crude form, zinc (dust and oxide), 





natural rub- 


y all zine products such rolled and 
| extruded shapes, wire and castings, 


and zircon. 


| business, 





HILE a handful of dealers in | 





The degree 
has helped varied. 
Some dealers have no new cars 
on hand; some have a few; others 
all they need. One large Ford deal- 
er said that actually his shortage 
dated back to the announcement of 


to which it 


‘52 models, but that removal of the | 


Late model used cars in good, 
clean condition are also moving 
well, with several dealers report- 
ing slight increases in prices. All 
who have cars on hand said they 
were stressing selling rather than 
indulging in trading long. 

Bernard Johnson, president of the 
Atlanta Automobile Assn. and gen- 
eral manager of the J. W. Gold- 
smith Hudson dealership, added: 


|regulation now has them running | 
| 60 days behind on orders. 


| 
| 
| 
| 


“T know that the removal has | 
helped people to buy who couldn’t | 
have otherwise bought—and this af 


particularly true of good used cars. 

“It hasn’t generated boom con- | 
ditions, but has created more nor- | 
mal market conditions and has 


been a real relief to some people. | 


The market is better than the 


| 


month before the regulation was | 


suspended.”— (Frances Satterfield.) 
* * 


Seattle 

HERE'S a new note of cheerful- | 
ness on Seattle’s auto row with 
dealers reporting a decided im- 
provement in new-car sales since 

suspension of Regulation W. 
Some dealers say that they do | 
not have enough new cars in stock, 


others that their stocks are ample | 


but lacking in selection. No com- 
plaints were heard about there be- 
ing too many cars. And there ap- 
parently is very little discounting 
or trading long to move new cars. 

People are more interested in 
looking at new cars than in the 
past several months, and more 
capable of making a deal now 
that Regulation W is suspended. 

Used-car sales are _ likewise 
strong, and prices are _ holding | 


| 


| 


| 


steady. The Memorial Day week- | 


end produced good business, which 
continued on into the first week of | 
June. — (Martin Trepp. ) 


Los Angeles 


OTH new and used-car sales 


j 
| 
| 
| 


have increased during the 30! 


days since the suspension of Regu- 
lation W, dealers report here, with 
new-car sales up about 33 percent, 
and used-car volume up about 50 
percent. 


While 75 percent of the new- 


car dealers are getting full profit, 
others are discounting and trad- 
ing long, it was reported. 

Business was said to be slowing 
up a little during the last 10 days, 
but dealers said that salesmen 
going after sales aggressively are 
still selling cars. 

Prices are up slightly on used 
cars since federal credit controls 
were removed, dealers said. As 
compared to two months ago, 
prices are seen to be up $25 to $50 
on all used models.—(Slim Barn- 
ard.) 

* * * 

Dallas 
EALERS here credit about half 
of the one-third increase in 
sales for May over April to the 
suspension of Regulation W con- 
trols, and the rest on a strong sea- 


sonal upturn in sales during the 
period. 
Stocks were whittled down 


sharply immediately after Regu- 
lation W was removed, dealers 
said, but car supplies have im- 
proved somewhat on the average. 
Most dealers said they were not 
trading long to move new cars, 
although dealers in the more 
popular makes said that car in- 
ventories were unbalanced. 

In Dallas county, 3,078 cars were 
sold in May, it was reported, which 
is the best May since the war, with 
the exception of 1950. 

Used-car dealers said that sales 
have tended to level out at about 
10 to 12 percent above the Regula- 
tion W period, and that better 
volume could be reported if more 
late-model cars were available. 
Prices on used cars have remained 
firm, with late model cars moder- 
ately higher, and older cars slightly 
down.—(C. K. Cates.) 
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MANUFACTURERS 


ONLY AUTOMOTIVE NEWS DOES THAT JOB 


THE BIG CAR DEALER MARKET. in 


1951 the average onnual sales of parts 


THE BIG MANUFACTURER MARKET. 
The tremendous purchases by the manu- 


by car dealers was $60,000. Accessories facturers of cars, trucks, buses, parts and 


amounted to $22,000. When it comes to 
rendering services, 


accessories always amount to a multi- 
billion dollar figure. Example: 45% of 


th dealer is th : s 
[a all tire purchases in 1951 were made by 


biggest single factor in the market. For 
example, 98.8% do brake service. Com- 
plete engine overhauling is done by 
86.2%; wheel balancing 83.3%; bump 


and paint work, 82%. 


car and truck manufacturers. Now, more 
it is important to reach the 
the management, 


than ever, 
executives in 
engineering, and merchandising depart- 


ments. 


sales, 


There's only one weekly newspaper on which the Decision. Men 
of these two markets depend for the news of the industry. It's 
AUTOMOTIVE NEWS, for which they pay $8 a year. The renewal 
rate for subscriptions is 88.2%. Both figures are tops for the 
industry. 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 





PENOBSCOT BUILDING ° 


DETROIT 26, MICHIGAN 


REPRESENTATIVES 
New York —Edward Kruspak, Advertising Manager, 51 E. 42nd St., Murray Hill 7-6871 
Chicago —J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
los Angeles—R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bldg., Woodward 3-0495 
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Car Prices Left in Air... 
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OPS Backs Up Policy | 


Of Cost Absorption 


(Continued from Page 3) 


sion of the Defense Production Act. 
This means long fights to get price 
consideration by the factories, con- 
stant discount vigilance by new- 


car dealers and continued quarterly | 
depreciation cuts in used-car ceil- | 


ings. 
* + * 

MARKET surveys by AvuTomo- 
ee Tive News, the latest appearing 
elsewhere in this issue, reflect con- 
tinued “price resistance” in the ab- 
sence of credit controls. Sales have 
climbed since Regulation W _ re- 
moval, but evidently the industry 
has not been successful in convinc- 
ing auto customers that many oth- 
er basic commodities have risen 
more in price than new cars. 

6. Profit rates have shrunk con- 
siderably this year for factories and 
dealers alike. Effect of this is to 
increase factory pressure on NPA 
for higher production quotas and 
to stiffen dealer resistance against 
discount cuts by OPS or factories. 

7. Fate of the “full discount” 
relaxation of the Herlong amend- 
ment in the Defense Production 
law remained in doubt at press 
time Thursday. This revision will, 
if enacted, restore the discount 
portions lost by dealers’ in 
March, 1951, and raise retail car 
prices by an average of one per- 
cent. Decision on this may not be 
made until the joint Senate- 
House conference committee re- 
views the disparate defense con- 
trols measures. 


8. On OPS’ shelf until new de- 
fense controls are signed by the 
President are two related things: 
The special panel’s' report in 
NADA’s cost-absorption complaint, 
and a plan to establish dollars-and- 
cents charges for preparation and 
conditioning of new models. It is 
believed that the three-man panel 
has made its report to OPS, but 
that release of the recommenda- 
tions is being put off pending the 


N. J. Concludes 
Regional Parleys 


NEWARK, N. J.—A half-dozen 
outstanding speakers took part in 
the New Jersey Automotive Trade 
Assn.’s annual regional meetings, 
just concluded. 

Among them were: M. Robert 
Deo, managing director of NADA; 
Henry Liebschutz, NADA public 
relations consultant; James E. 
Fagan, state association counsel; 
William L. Mallon, regional vice- 
president of NADA; Otto P. Henne- 
berger, business manager of 
NJATA, and Edward Ford, trade 
writer. 


Reo Asked to Produce 
55 Civil Defense Units 


LANSING.—Receipt of an initial 
order 
civil defense rescue service trucks 
has been. announced by John 
Tooker, vice-president, Reo Motors. 
Additional orders are expected to 
follow, Tooker said. 

These completely self-contained 
trucks will be delivered to specific 
civil defense units operating under 
various state agencies. Each truck 
will serve as a base for standard 
training of rescue personnel. 





for 55 specially - equipped . 


conclusion of the congressional 
battle over economic controls. 

9. Finally, talk of new models | 
and actual changeover shutdowns | 
themselves will play a big part in 
third-quarter buying of new Cars. | 
General Motors and Chrysler Corp. | 
dealers already report a keen inter- | 
est among prospects in 1953 models, 
to the dismay of salesmen trying | 
to peddle 1952 cars. | 

* * . | 
VIDENCE of OPS’ unbending | 
attitude toward dealer margins 
was contained in Interpretation 2 
to Ceiling Price Regulation 83, ef- 
fective June 5. This “interpretation” 
clarified the section of CPR 83 
dealing with preparation-and-con- 
ditioning charges—one of the main 
issues in the NADA and state asso- 
ciation appeal to the OPS special 
panel two months ago. 

Interpretation 2, written by OPS | 
Chief Counsel Herbert N. Maletz, | 
tells dealers who did not break | 
down preparation-and-conditioning | 
charges in the CPR 83 base period | 
(Jan. 26-Feb. 24, 1951) that they | 
“must look only to the costs od 
those services that are directly re- 
lated to preparing the automobile | 
for delivery.” 

“For example, he (the dealer) 
may not include the cost of ad- 
vertising, warehousing, periodical 
checkups, floor planning or ‘any 
other charge which represents 
an item not directly a part of the 
preparation for delivery’ as a part 
of the cost he uses for measuring 
his charge,” the interpretative 
statement concludes. 

NADA has taken heated excep- 
tion to OPS policies of confining 
preparation and conditioning 
charges to the minimum services 
permitted by CPR 7 and Interpre- 
tation 2. 

* * * 

N ANOTHER OPS action an- 

nounced Thursday, Kaiser-Frazer 
Special Order 16 was amended to 
permit dealers to reduce “basic ceil- 
ing prices” of Henry J models by 
$92.94 on standard fours and sixes 
and $148.75 on deluxe fours and 
sixes. Similar decreases were cer- 
tified for the Allstate models sold 
by Sears Roebuck stores. 

Kaiser-Frazer first announced its 
plans for slashing Henry J and All- 
state prices in mid-April. Whole- 
sale price cutbacks for the two cars 
were approved by OPS last month. 


Chrysler Export 
Moves Up Galer 


| DETROIT.—C. N. Galer has been 
| appointed sales manager of Chrys- 
|ler Export, it was announced last 
week by C. B. 
Thomas, president 
of the division. 
Galer fills a va- 
cancy created by 
the promotion of 
Philip K. Hills, 
who earlier this 
month became 
vice-president and 
general sales 








manager of the 

: division. 
©. N. Galer Galer, who has 
|had 33 years of automotive and 


‘export experience. 











Sioux Falls Dealers Elect New 


New officers of the Sioux Falls, S. D., 
board meeting. They are: (left to right) Richard Nieuwenhuis (Kaiser-Frazer), director: 
Frank Prather (Pontiac-Cadillac), secretary; Duke Tufty (Dodge-Plymouth), president; 
Herb Lorin (Packard), vice-president, and Paul McKean (Buick), treasurer. 


Officers— 


New Car Dealers Assn., attend their first 










Automotive News-Reel | 





Pell 






> 
= wee GIFFORD 
JS.COX Puyallup. Wash 
Griffin. G2 


Hudson Dealer Council Holds Detroit Parley— 
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Meeting with Hudson factory officials at Detroit recently, members of Hudson Dealer Council discuss merchandising problems 
and forward planning. Composed of representative dealers from 24 trading areas in the U. S., a different panel is selected 





——— | 


Miss Kaiser Signs— 


Secretary of Commerce Charles Sawyer 
(left) looks on as Carlyn Kaiser, 18, daugh- 
ter of Edgar F. Kaiser, president of Kaiser- 
Frazer Corp., signs a “daughter to dad" 
safe-driving pledge. The occasion was a 
luncheon preview in Washington of ‘Word 
of Honor," a new motion picture produced 
by K-F for national distribution to pro- 
mote safe driving by teen-agers. Sawyer 
is chairman of the President's Highway 
Safety Conference. 





Louisiana Dealers 
Vote for Auto 
Show in 1953 


NEW ORLEANS. — Louisiana 
dealers voted two to one in favor 
of holding an automobile show in 
1953, it was announced here last 
week. 

In following through with a 
resolution adopted at the March 
convention, the association con- 
ducted a poll by mail, allowing all 
the members to vote on the issue. 

At a meeting of the board of 
directors, it was planned to hold 
the show in January or February, 
depending on the best dates avail- 
able for the municipal auditorium 
here. 


It was pointed out that the deal- 
ers may have trouble in getting 
desirable dates for the event, as 
several carnival balls and other 
attractions have already’ been 
booked at the auditorium. 


Fisher Plants Get 
Steel Buying OK 


DETROIT.—Fisher Body will 
undertake purchase of steel on the 
plant level, it is reported by J. B. 
Hildebrand, general director of 
purchasing. 

The plan first will be put into 
effect at the Cleveland plant and 
subsequently there will be a steel 
buyer in each one of the division’s 
fabricating plants, he said. Control 
and policy-making will remain in 
Detroit in the purchasing director's 





| for each meeting so that Hudson officials may have the viewpoint of a varied cross-section of its dealer organization. 





‘'Van' Chats with Hudson Dealers— 


N. K. VanDerzee (second from right), Hudson sales vice-president, makes a point 


recently. Evidently in agreement with 
Calif.; Wynn Young, western division 
Ariz., and Bernie Freeman, Los Angeles. 


|on Hudson construction to members of the Hudson Dealer Council meeting in Detroit 
Van are (left to right) Ted Schmall, Fresno, 
sales manager; Earl Ne k 


Sandal 
» GS ’ 








$20 Million for 


WASHINGTON. 
week passed a bill authorizing a 
$1,386,650,000 federal program of 
national and international highway 
construction. 

The legislation was a compromise 
on bills passed previously by the 
House and Senate. It was approved 
by a voice vote in both chambers 
within a few hours and was sent 
to President Truman. 

Road-building activities in the 
U.S. were authorized for the two 
fiscal years beginning July 1, 1953. 

Congress passes on road pro- 
grams two years before providing 
actual appropriations so that the 
states will have time to determine 
how much of the planning and 
construction funds they can match. 
Usually, Congress winds up by not 


Barit Is Elected 
AMA Treasurer; 
Nance Gets Post 


DETROIT.—A. E. Barit, presi- 
dent of Hudson, has been elected 
treasurer of the Automobile Manu- 
facturers Assn. 
He succeeds Hugh 
J. Ferry, board 
chairman of 
Packard. 

The action was 
taken at AMA’s 
annual meeting 
held last week at 
the Detroit Golf 
club. At the same 
time the associa- 
tion membership 
elected J.J.Nance, 
president of Packard, a director 
to fill Ferry’s unexpired two-year 
term. 

Barit; E. J. Bush, president of 
Diamond T; Harlow H. Curtice, 
executive vice-president of General 
Motors, and K. T. Keller, board 
chairman of Chrysler Corp., were 
all reelected to fill three-year 
terms on the AMA board of direc- 
tors, commencing July 1. 

All other officers of the associa- 








A. E. Barit 





office. 


tion were reelected. 


— Congress last | 





Road Bill Passed 


Congress Votes $1,386,650,000 for Highway Aid; 


Central America 


appropriating as much money as 
originally authorized. 

In addition to projects in the 
U.S., the new bill authorizes $4,- 
000,000 in aid for construction of 
the Rama road in Nicaragua in the 
two years starting July 1, 1952, and 
$16,000,000 for the Inter-American 
highway in Central America. 

Amounts authorized for the U.S. 
include: 


Primary highway system, $247,- 
500,000; secondary system, $165,- 
000,000; urban area primary high- 
way system, $137,500,000; expedit- 
ing construction and improve- 
ment of interstate highways, $25,- 
000,000. 

Forest highways, $22,500,000; for- 
est development roads and trails, 
$22,500,000; national park roads and 
trails, $10,000,000; parkways on pub- 
lic lands, $10,000,000; Indian roads 
and bridges, $10,000,000; surveys on 
Indian reservations, $2,500,000. 

Additional work on the Baltimore- 
Washington parkway, $1,500,000: 
emergency fund for the commis- 
sioner of public roads, $10,000,000; 
defense access roads, $50,000,000, 
and the President’s Highway Safety 
Conference, $150,000. 





Bien: to Stage 
Essay Contest 
In Endicott, N. Y. 


ENDICOTT, N. Y.—The aut 
dealers’ council of the greater Endi 
cott chamber of commerce wit! 
sponsor an essay contest amon 
school children emphasizing the 
importance of registering and vot- 
ing in local and national elections. 

William VanDer Vort, council 
president, said the contest probably 
would get under way shortly after 
schools reopened in the fall. The 
essays will be graded by village of 
ficials, and the council will awarc 
prizes for the top entries. 

John J. Cummings, chambe: 
manager, said the contest would be 
aimed at giving Endicott a larger 
voter turnout. 
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Nash Opens Chicago Zone Warehouse— 


The new home of Nash Motors’ Chicago zone office and warehouse is located at 
4821 W. 67th St. in Chicago. The new building, covering approximately 48,000 square 


feet, 


will service Nash dealers in the state of Illinois and portions of Michigan, 


Indiana and lowa. According to H. C. Doss, sales vice-president, the new headquarters 
will keep pace with expanding sales and service requirements of the entire area 


served by the Chicago zone. 





Auto Promotions Help 


Factories Offer Dealers New Ideas 
To Pep Up Potential Buyers 


(Continued from Page 6) 


men in each region for this pur- 
pose. 

An announcement from Oldsmo- 
bile recently reported the appoint- 
ment of two new assistant sales 
managers, B. N. Barber and James 
E. Straud. 

The company said that Barber 
will cover the eastern half of the 
U. S., and Straud will supervise 
sales in the western half. 

It was pointed out by the com- 
pany that there is a possibility that 
materials may be easier to obtain 
in the future, and that this would 
undoubtedly result in increased car 
production and the necessity for 
harder selling. 

In event that this condition ap- 
pears, Oldsmobile said that the 
proper facilities are now ready to 
handle greatly expanded sales. 

* a - 


rey said that its already exist- 
ing campaign to aid in the 
training of dealer sales managers 
is being emphasized. 

Since last fall, Nash said, the 
factory has conducted schools on 
merchandising, prospecting and 
promotion at the dealerships. This 
will be continued with renewed 
vigor, the company said. 

In addition, Nash is carrying on 
promotion activities through Miss 
America appearances, and with a 
series of motion pictures on hunt- 
ing and fishing with the new Nash. 

* * * 
CAMPAIGN to boost demon- 
stration rides was begun by 

DeSoto in April. Called the “Five 


New NPA Team 
On Auto Output 


Is Announced 


WASHINGTON. —Here is the 
new line-up in NPA’s motor ve- 
hicle division, following the de- 
parture of Courtney Johnson as 
chief. 





Director: Robert Cass. 

Deputy director: George R. 
Davis. 

Assistant director: Lawrence 
Beerman. 


Cass is from White Motor. He is 
expected to leave about Nov. 1. 

Davis is a Government career 
man. He was with the Department 
of Commerce and with WPB dur- 
ing World War II. He is regarded 
as an outstanding automotive in- 
dustry specialist in government. 

Beerman has been chief of the 
replacement parts branch of NPA 
for more than a year. He was with 
Ford for many years and with 
WPB in World War II. 

George Curtis, long with General 
Motors, remains in charge of the 
passenger car section. 

Raymond Fussell, formerly with 
GMC Truck division, stays on as 
head of NPA’s truck section. 

Johnson will continue to serve 
the motor vehicle division as a con- 
sultant and has promised to scout 
the automotive field for an industry 
executive to become director when 
Cass leaves. Johnson has gone back 
to Studebaker. Cass is expected to 
return to White. 





Auto Mart Dissolves 
Jordan Auto Mart, Inc., McAles- 
ter, Okla., has filed articles of dis- 
solution with the secretary of state. 





Mile Trial,” the plan was given a 
sendoff by top officials of the divi- 
sion, including C. E. Bleicher, pres- 
ident, and J. B. Wagstaff, sales 
vice-president. 

The campaign includes sev- 
eral merchandising and promo- 
tional aids supplied to dealers to 
increase the effectiveness of their 
sales efforts. Newspaper, radio 
and television promotion backed 
the program, and it is now sched- 

uled to continue through the 
summer months. 


DeSoto said that 56 meetings 
were held in 49 cities throughout 
the country to advise dealers of the 
details of the program. 

* * * 


ie A similar vein, Pontiac has 

been featuring the “Drive-It- 
Yourself” campaign, started in 
connection with the introduction of 
the new dual-range Hydra-Matic 
transmission. 

L. W. Ward, general sales 
manager, said that the program 
has received enthusiastic sup- 
port of dealers, and that “pro- 
nounced sales success” had been 
noted. 

“As a result,” Ward said, “our 
dealer stocks have been going 
down steadily until they are in an 
abnormally low condition.” 

+ * ” 


UDSON has announced that the 

demonstration campaign, car- 
ried on during May, will be con- 
tinued. The campaign, called the 
“S-a-day” campaign, is based on 
the belief that those who try Hud- 
son will buy it, the company said. 

In addition, the company is 
sponsoring regular dealer-factory 
sales meetings to create better 
understanding between the fac- 
tory and dealers. 

Similarly, Kaiser-Frazer has an- 
nounced that it will carry on its 
sales training programs with in- 
creased vigor. Instruction in sales 
technique and training in service 


procedures are offered. 
a x x 


Scranton Deal Struck 


After 7 Months’ Talks 


SCRANTON, Pa.—Twenty union- 
ized employes of Packard Lacka- 
wanna Auto Co., 501 Wyoming Ave., 
went on strike last week following 
almost seven months’ fruitless con- 
tract negotiations. Picket lines 
were set up immediately by the 
IAM-AFL strikers. 

The old contract expired Dec. 21. 
It was extended until June 1. Nego- 
tiations began last November. At 
least a dozen joint conferences 
failed to result in an agreement, 
according to State Mediator Philip 
F. Bolen. 

The management’s offer of a 
five-cent hourly “across-the- 
board” wage increase and three 
additional paid holidays annually 
was rejected by the membership 
in a secret ballot, according to 
union officials, 

The union seeks a 25-cent hourly 
pay boost, reduction of the work 
week from 44 hours to 40 hours 
with time and one-half for work on 
Saturdays and double time on Sun- 
days; a union shop; three addition- 
al paid holidays; $25 annual tool 
depreciation allowance, and weekly 
instead of semimonthly paydays. 
The workers previously had three 
holidays a year and received over- 
time after 44 hours a week. 


| Ward 


(Continued from Page 2) 


* ity and fighting for his life? A 
|thief doesn’t steal your property 
| and hand it over to a bank.” 

Bert Keating, district attorney, 
|told the jury: “In Mr. Dickerson’s 


| argument, you heard everything ex- | 
cept the facts in this case. He talks | 


about himself as the defender of 
the poor and the weak. The robe 
doesn’t fit. 

“It’s all a continuation of the 
confidence game that’s been going 
on for a long time in this entire 
matter. Mr. Dickerson talks about 
thievery. If it is thievery, the de- 
fendant is a thief. It’s a fact that 
Fred Ward stole $200,000. Ward 
told Mr. Brinker his company had 
a net worth of $250,000. It’s a fact 
that the company wasn’t worth a 


_| nickel, 


“He said he had to have $200,- 
000 to get an allotment of new 
cars and parts from the Hudson 
factory. It’s a fact that the $200,- 
000 was checked out of the bank 
Sept. 6 and that he never went 
to Detroit. 


“They ask where the money is. 
I'll show you where a half million 
dollars went. I’ll show you in the 
records that he took every dollar 
that went into the company.” 

Ward now is free on bond sup- 
plied by friends. He and his wife 
Iva left Denver by automobile last 
week, saying they were going to 
San Diego, Calif. Their daughter, 
Patty, 14, and son Gene, 16, have 
been living in San Diego with Mrs. 
Ward’s brother since January, 
when the Wards’ ranch near 
Broomfield, Colo., was sold by fed- 
eral bankruptcy court. 

+ * * 


Ward’s Attorneys on List 


Of Bankruptcy Creditors 


DENVER. — Attorney Frederick 
E. Dickerson says his firm is lined 
up with the creditors of Fred A. 
Ward at the door of the federal 
bankruptcy court, and the object is 
money. 

Dickerson and his partners, An- 
thony F. Zarlengo and Thomas J. 
Morrissey, have represented Ward 
since the auto distributor’s busi- 
ness failed last summer. The major 
part of their fee, Dickerson de- 
clared, must come from Ward as- 
sets now tied up in the bankruptcy 
proceedings. 


The attorneys are putting up a 
fight to save about $60,000 that 
Ward’s wife, Iva, claims as her 
share of the money from the sale 
of the Ward ranch near Broom- 
field. Dickerson said the legal fee 
would come out of the $60,000. 


The U. S. government, however, 
has filed a tax claim against the 
entire Ward estate, and there is a 
question whether any of it will be 
saved. 


Ward’s personal business records 
show that he paid Dickerson $2,500 
in early July, 1951. He later got 
back $1,500 when he sold Dickerson 
100 shares of stock in the Uravan 
Corp., a mining firm, for that 
amount. 

Uravan Co., organized by three 
of Ward’s employes to mine uran- 
ium and vanadium in southwest 
Colorado, is bankrupt and the stock 
is now worthless. 

Dickerson has spent almost full 
time on Ward’s legal troubles since 
last July, and his partners also 
have worked on the case. The 
amount of their fee has been a 
much-discussed question in legal 
circles. 


New Plow Is Added 
To Ferguson Line 


DETROIT. — Herman G. Klemm, 
chief engineer of Harry Ferguson, 
Inc., has announced the addition of 
a new single-bottom, two-way mold- 
board plow to the company’s line 
of farm implements. 

The tractor-mounted plow per- 
mits the farmer to plow on the 
contour and to turn furrows up- 
hill without extra trips back and 
forth across the plowing area. It 
is operated hydraulically. 


Foreign-Car Showroom 


Royston Motors, Inc., which} 
handles such foreign makes as 
Rolls-Royce, Bentley, Aston-Mar- 
tin, Alvis, M.G. and Morris, has 
leased showroom space at the 
northeast corner of 20th and Chest- 
nut Sts. 





|living with friends, being on char-| 


sories depot in Dallas. 


manager, 


manager for Ford division. 





Ford Officials Attend Texas Depot Opening— 


Ford officials from Dearborn and regional executives from Kansas City and Atlanta 
recently attended the dedication of Ford division's new $1,000,000 parts and acces- 
Heading the delegation were (left to right) L. E. Briggs, 
treasurer, Ford Motor Co.; L. D. Crusoe, vice-president of the company and general 
manager of Ford division; Ernest R. Breech, executive vice-president of Ford, and 
Allen W. Merrell, assistant to the president. Others attending included Earl G. Ward, 
parts and accessories operations, Ford division; M. L. Wiesmyer, general 
manufacturing manager, Ford division, and W. D. Singleton, defense production 





25 Engineers Get 
Masters Degrees 
From Chrysler 


DETROIT. — Twenty-five gradu- 
ate students received master of en- 
gineering degrees from the Chrys- 
ler Institute of Engineering in De- 
troit during the school’s 20th com- 
mencement exer- 
cises last week. 

The _ diplomas 
were presented by 
James C. Zeder, 
Chrysler’s’ engi- 
neering vice-pres- 
dent and _ presi- 
dent of the Insti- 
tute. The com- 
mencement speak- 
er was Dr. George 
Granger Brown, 
dean of the col- 
lege of engineering, University of 
Michigan. 

Zeder said the students were 
graduate engineers selected from 18 
colleges and universities through- 
out the U. S. and Canada by Chrys- 
ler for participation in the Insti- 
tute’s two-year, post - graduate 
course in automotive engineering. 

The Institute was established in 
1931 as a means of insuring the 
highest quality personnel for the 
corporation’s engineering division. 
Today nearly half of the division’s 





dames C. Zeder 





engineers are graduates of the In- 
stitute, Zeder said. 

Masters degrees were awarded 
to: John Z. DeLorean, Robert J. 
Gorman, James H. Lagergren, 
George E. Platzer jr., Richard Win- 
field Sinko, all of Detroit; Charles 
S. Chapman jr., of Royal Oak, 
Mich.; Victor J. Harris, of Adrian, 
Mich. 

Bruce Hanna, of Denver; Gayle 
Willis Smith, Fort Collins, Colo.; 
Richard E, Halatek and Sidney D. 
Jeffe, both of Chicago; Charles W. 
Kelley, Evansville, Ind.; Joseph M. 
Sturm, Louisville; Franklin O. 
Thomas, Frostburg, Md. 

Richard B. Armstrong, of Spring- 
field, Mass.; Walter K. Fales, 
Dorchester, Mass.; Robert E. Say- 
ers, Lowell, Mass.; Robert M. Wag- 
ner, Boston; William Winn jr., 
Burlington, Mass.; Dwane F. Miller, 
Jasper, Minn.; Albert T. Reiff jr, 
Long Island, N. Y.; Frederick 
Henry Lieb, Uniontown, Pa.; Rob- 
ert MacKenzie Sinclair, Milwaukee; 
Harvey R. Pickford and Stanley M. 
McDowall, both of Toronto. 


Burglars Get Big Haul 


In what is believed to be the 
largest safecracking job in a year, 
burglars grabbed $1,398.32 in cash 
and $1,000 in checks from Square 
Deal Chevrolet, Inc., 2385 Main 
St., Binghampton, N. Y., detec- 
tives said. The burglary was dis- 
covered by Kenneth A. Raymond, 
service manager, when he report- 
ed to work. 








od for producing an aluminum-base 
alloy coating over ferrous metal of 
high quality. 

A major advantage is the coating 
of an entire part or component 
where a high degree of formability 
is required. Aldip also can be a 
continuous process for coating 
sheet, wire or rod stock. 

In addition to the Detroit project, 
another pilot production is under 
way at GM’s Harrison Radiator di- 
vision in Lockport, N. Y., with Al- 
| dip used on heat exchangers for an 
| auxiliary tank motor, the so-called 
| “Little Joe.” The heat exchanger, 
consisting of two small tanks con- 
nected by a series of parallel tubes 
roughly similar to a miniature ra- 
diator, has complex shapes or 
formability. 

At the Harrison division, the Al- 
dip process is as follows: 

Heat exchangers are dipped in 
an alkaline cleaner, washed in 
hot water, run through an acid 

pickle, rinsed in cold and hot 
water and then dried in a fur- 
nace until ready for coating. 
Next, they are dipped approxi- 

|mately four minutes in a bath of 
| preheating salt at temperatures 
ranging from 1,280 to 1,400 degrees. 
Then they are transferred to an 
;aluminum bath which is covered 
| by a layer of salt flux about half 
an inch deep. They remain in the 
aluminum 30 to 60 seconds. 

Thereafter, while still red hot, the 
|heat exchangers are returned to 
\the preheat salt bath and slowly 
raised. Inside and out, they assume 











New GM Process Coats 
Steel with Aluminum 


(Continued from Page 2) 


a silvery appearance as the Aldip 
skin cools. Air blasting removes 
excess aluminum. 

In the automotive field, Boege- 
hold said, several applications are 
under test. 

For instance, he said, muffler in- 
ner tube assemblies with Aldip out- 
last by several times plain steel- 
center tube mufflers. Exhaust tail- 
pipes, Boegehold said, and the 
longevity of steel hangers, spacers 
and paint rack fixtures—all used in 
auto production—also has been in- 
creased. 

A major problem in developing 
Aldip was the designing of a 
durable container for the pre- 
heating salt flux and the dip. In 
a progress report, Hanink and 
Grange said, “we found ourselves 
in the position of the chemist 
who formulated the perfect sol- 
vent and was then nonplussed 
that nothing would hold it.” 

An idea that solved the problem 
came from Boegehold after he had 
observed lighted Christmas candles 
floating in a bowl of water on his 
dining room table. The temperature 
variation between the heated inner 
core of the candle and the cooler 
outside rim literally made the can- 
dle its own container, impervious 
to water. 

Consequently, furnaces in the Al- 
dip project were designed with an 
outside steel shell lined with porous 
supporting bricks. Salt permeates 
the brick when the furnace is filled, 
providing a lining of the same ac- 
tive salts used in the Aldip process, 





— 





Columbus (O.) Dealers Given Drawing— 


Maxine Regan, stylist for Plymouth presented Columbus Automobile Dealers Assn. 
with one of her original drawings of a futuristic automobile at the Chrysler Engineer- 
ing Show in that city. Left to right: John Barton, executive secretary of the association; 
receiving the drawing; Al Rosen, of Earl Sarver, Inc. (DeSoto-Plymouth), general 


chairman of the show; Miss Regan, and W. C. Cumbers, regional manager. 





Special Race Sunday Opens 


‘Motor City 250’ Week 


DETROIT.—Three top NASCAR 
drivers, Bill Holland, Lee Petty and 
Herb Thomas, were the first to 
sign entry blanks for the Motor 
City 250, June 29, it was announced 
here last week, as plans for nearly 
a week of racing events began 
to unfold. 

Bill France, president of 
NASCAR, said that the Sports 
Car Club of America will sponsor 
a sports car race this Sunday 

(June 22) in conjunction with the 
stock car time trials which begin 
a day earlier. 

Bill Holland, who entered with a 
1952 Lincoln, is the winner of the 
Indianapolis 500 in 1949, and run- 
ner-up in the event for three other 
years. 

Lee Petty, presently leading the 
point standings in this year’s 
NASCAR events, has entered with 
a Chrysler Saratoga, it was an- 
nounced. 

Herb Thomas, last year’s 
NASCAR champion and winner of 
several events so far this year, 
entered with a Hudson Hornet. 

France said that more than 150 
drivers are expected to enter cars 
for this year’s time trials, which 
will begin on June 21, and continue 
on the 22nd, 24th, 25th and 26th. 
Ten cars will qualify each day, he 
said. 

At the end of each day’s quali- 
fying runs, there will be a race 
for those who qualified, with a 
probable prize of $250 each race, 
France said. The public will be 











able to attend these races for 
the admission price of a dollar, it 
was announced. 

Pure Oil will award $500 in lubri- 
eation prizes, and will present a 
trophy to the winner of the Motor 
City 250, France added. He said 
that the company is also working 
on a fuel analyzer for all Grand 
National events which will make 
a quick test to determine whether 
the regular gasoline has _ been 
doctored. 

From a total purse of $12,500 for 
the second 250-mile race in Detroit, 
the winner will receive $5,000 and 
a 1952 Nash Ambassador. Nash 
Motors is furnishing the pace car 
this year. 

It was reported here that ticket 
sales are far ahead of what they 
were a similar period before the 
race last year. Harry Bort, ticket 
manager, said that the interest is 
greater this year, and that the 
metropolitan Detroit Nash dealers, 
who are serving as ticket outlets 
this year, are doing an excellent 
job. 

—Sam SAMPSON 


Canadian Inventories Up 

OTTAWA.—The value of inven- 
tories of Canadian motor-vehicle 
manufacturers continued to _ in- 
crease in March, rising to 217.3 
against 210 in February and 177.9 
in March of 1951, the government 
reports. The index is based on a 
rating of 100 for inventories of 1947. 








Model L t F 


the only new end lift in the industry. 


lifting, greater mobility, 


anywhere a lift is needed. 


eConvenient height, twin 
easy guiding. 


e Cantilever 





ways to create friction or binding. 
2%’’ oversize shaft assures free 
cylinder. No binding. 

elnterior cylinder way is pol- 
ished for smooth, uniform op- 
“eration. No jerks or jars. 


e@Heavy five-inch steel channel 
framework for greater 
strength. 

eS’ rubber tired wheels with 
roller bearings for easier roll- 
ing, protection against ‘‘dig- 
ging in’’ on asphalt surfaces. 

eSafety Ratchet automatically 
locks in your choice of ten 
different working heights 
to 53’’. 

e@ Webbed, steel cast cradle fin- 
gers for greater strength, more 
positive gripping. 

eStores in space 2% 
ft. sq. —- when stood 
on end. 


5,500-Ib. Lee Truck Lift 
also available. Write for 
data and price sheet. 





The Only NEW End Lift in the Industry ... 


The model 52 Lee End Lift is a portable air-operated automobile end 
lift capable of lifting either end of a car to any of ten convenient 
working heights (to 53”) with a 3,000 pound capacity. The Model 52 
retains all the proven features of the original Lee Lift plus incorpor- 
ating 10 striking design improvements to make it 


These new engineering features mean easier car 
easier operation, 
safety, greater profits and more jobs per day... 


side-grip handles for 
eNew double orifice valve eliminates all surging 
action. Arms move slowly at first valve opening; 
supplies full pressure at second opening. 

action delivers greater direct lifting 
power with less air pressure. No sliding clips or 


rotation 


11000 So. Alameda St. 


END LIFT 














utmost 


of 


Manufactured by 


Automotive Equipment Mfg. Co. 


Lynwood, Calif. 
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NEW YORK. Busines conditions 


won’t show any improvement in 
the third quarter of this year and 
competition for sales will get 


keener, it is forecast by the busi- 
ness survey committee of the Na- | 
tional Assn. of Purchasing Agents. | 

The association’s latest monthly 
survey found the nation’s econo- 
my in a price adjustment period. 
Indications are, it was said that 
the general trend of prices will 
be downward, with the country 
moving deeper into a _ buyer’s 
market. 

More than a third of the pur- 
chasing people queried in the sur- 
vey reported lower quotations on 
some of the materials they buy. 

Fifty percent of the buyers re- 
ported further declines in indus- 
trial inventories. A policy of in- 


| ventory liquidation, it was said, has 


been influenced by availability, 
shortened lead times, declining pro- 
duction schedules and the likeli- 
hood that prices will continue a 
downward trend. 

May additions to payrolls were 
reported by only 9 percent of those 
participating in the survey, while 
24 percent reported layoffs. A 
tendency toward shorter work- 
weeks and elimination of overtime 
was said to be continuing. 

As to a possible increase in 
steel labor costs, which could set 
the pattern in other industries, 
most of the purchasing men took 


Work & Study 


Thompson Scholars to Get 


Practical Experience 
CLEVELAND.—Ten scholarships, 
providing both work experience 
and full tuition, will be awarded 
annually to students of Case Insti- 
tute of Technology by Thompson 


Hutchisson, 
Case. 

The plan provides a full-tuition 
scholarship of $650 for each year 


acting president of 


in which the undergraduate is} 





selected to participate in the plan, 
| Dr. Hutchisson said, 
| In addition, Thompson Products 
| will provide summer work at cur- 
|rent wage rates for each school 
| year, and consideration for regular 
employment with the company fol- 
lowing graduation from Case. 
“The Thompson Products schol- 
arships will help to fill one of our 
greatest needs at Case,” said Dr. 
Hutchisson. “The splendid career 
opportunities in industry now 
available as the result of techno- 
logical advance and of the shortage 
in supply of engineers are arousing 
|the interest of a growing number 
of high school students.” 





Moves to Coast— 


Dan Mooney (center) Dodge regional 
manager for northern California, looks on 
while O. F. Hands (left) takes over Jack 
Hutchins Dodge-Plymouth dealership in 
San Jose, Calif., from Jack Hutchins 
(right). The new concern will be known as 
Hands Motor Co. Hands was recently a 
dealer in Louisville. Hutchins is retiring 
from the auto business. 





Price Adjustment Seen 


Purchasing Men Take Pessimistic View 
Of Third-Quarter Prospects 


come out of the pockets of the 

public.” 

Atherton also charged that the 
state of Georgia since 1924 has di- 
|} verted $125,000,000 in higher user 
| revenues. 

“I wonder,” he said, “if Georgia 
| would be concerned about inade 
quacies in its highway system to 
day if that money had gone wher: 
it should have gone—to highways.’ 


| the view that additional capacity 
and supply, with increasing de- 
| mand, will increase competition 


kets. 


| already apparent in many mar- 


Another speaker, Arthur C. Hor- 


They expressed the belief that | rocks, counsel for the public rela- 
those factors will act as an effec-| tions department of Goodyear Tir« 
|tive brake on any inflationary |& Rubber, told the delegates that 
wage and price pattern that might | America’s greatest need is a “moral 
come out of the unsettled steel | reawakening.” 
situation. “We need an inner strength and 

It was found that there was a/| hope,” said Horrocks, “to bring us 
belated seasonal pickup in orders | through the great confusion of our 
and production of some types of | times.” 
goods during May. However, it | Other officers elected by the 
was said, such gains were more| Georgia trucking group are: 
than offset by declines elsewhere. George Maiden, vice-president; 
| George Howard, corporate secre- 


a er 7 | tary; Winton Teagle, treasurer, 

Truckers Advised Le = = 
president. 

To Earn Favor | Danny Boggs, association execu- 


Products, according to Dr. Elmer 


s}at all 





Of Public 


SAVANNAH, Ga.—The trucking 
| industry must “police itself” if it 
be to guarantee its continued exist- 





ence under present laws, the an- | 


|}nual convention of the Georgia 

| Motor Trucking Assn. was _ told 

| here. 

“You cannot exist,” warned 
Col. E. S. Burke, deputy director 
of Georgia’s department of public 


| safety, “if public opinion be- 
comes strong enough against 
you.” 


| Such driving practices as “tail- 
| gating,” Burke told the parley, re- 
|sult in two things—‘“danger and 
| adverse public opinion.” 

| “This nation’s appalling traffic 
| death rate,” Burke added, “will not 
|decline until the people of this 
| country start showing a little more 
| consideration for their fellow men.” 


The association elected L. R. 
Schawall to succeed Guy W. Rut- 
land jr. as president. It also ap- 
proved a public information pro- 
gram to “give the people of Geor- 
gia a better understanding of their 
trucking industry and the part it 
plays in their daily lives.” 

Earlier, Ray G. Atherton, gen- 

eral manager of the American 

Trucking Assns., delivered a 
sharp indictment against ton-mile 
taxes. “Such taxes,” he said, 
“don’t come out of thin air, they 


|tive vice-president, said the con- 
|templated public information pro- 
gram would involve use of bill- 
boards, newspapers, radio, press re- 
leases, speeches and safety educa- 
tion in schools. 





| 


Million Copies 
Goodrich Book on U.S. Way 


Proves Popular 


| AKRON.—With more than a mil- 
| lion copies already distributed, ad- 
| ditional requests are pouring in to 
|B. F. Goodrich for the company’s 
| booklet telling a story of American 
| competitive enterprise. 
| The booklet is being circulated 
|among pupils in the upper grades 
|and junior and senior high schools, 
|according to G. E. Brunner, gen- 
|eral manager of Goodrich’s Auto- 
|motive, Aviation & Government 
| division. 
| In cartoon-strip form, the four- 
jcolor booklet tells the story of 
| young Tommy Johnson, who learns 
|teamwork on his high school foot- 
|ball squad along with getting a 
| lesson on teamwork as a citizen in 
| a democracy. 
| Tommy gets the advice from his 
father, who runs a service station. 
The boy is told how the Goodrich 
| company, his family and his nation 
|all have grown and_ prospered 
| under the American system of free 
' enterprise. 








Advertisement 





Today—Monday, June 16—is an im- 
portant date for hundreds of deal- 
ers the country over. That’s when 
the July issue of Farm Journal, 
containing another great “Keep 
"Em Rolling” editorial feature, 
reaches the homes of its more than 
2,850,000 subscriber families. The 
appearance of this special feature 
in the July issue of America’s 
largest rural magazine is the signal 
for dealers who regularly tie in 


.|with this program to get their 


promotions under way. 


Dealers who rely on out-of-town 
and rural customers for a goodly 
portion of their business—and most 
of the nation’s car dealers and 
independent repair shops do—say 
that “Keep ’Em Rolling” is an in- 
valuable factor in promoting this 
rural business and promoting it at 
a time that is most profitable. 

Tying in with this program is not 
complicated. Most dealers 
use programs of their own devis- 
ing, or those which their suppliers 
make available. Dealers tie in 
through the use of display or clas- 


“Keep ’Em Rolling” Tie-In 
Promotions Tee Off Today 


| sified advertising, letters, cards and 
folders, or radio announcements. 
Some dealers employ a combination 
of all these. Dealers who have suc- 
cessfully taken advantage of “Keep 
‘Em Rolling” say they like the way 
the feature works for them the 
whole year long and does a partic- 
ularly effective job at the times 
when they need it most. 

“Keep ’Em Rolling” features, in- 
cidentally, appear at seasonal inter- 
vals, urging farmers to get their 
service work done early before the 
service shops get jammed up. This 
naturally helps dealers level out 
their work load and increase their 
profits. 

Farm Journal announces that 
copies of its July issue are avail- 
able without charge to dealers or 
distributors who want them. The 
“Keep ’Em Rolling” feature will 
give dealers who missed out on 
this promotional period many ideas 
on how to take advantage of the 
next. To get your free copy of the 
July Farm Journal, write Dealer 
Service Department, Farm Journal, 





Philadelphia 5, Pa. 

















40c Each 
35c Ea. in 


One Doz. Lots 
Immed. Delivery 
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Our New Prices Are the Lowest Yet 


LICENSE PLATE CLIP 


etee PRP NER m eng 


CaP Hi yi ntaivanninenncn givin 


BRIGHT CADMIUM RUSTPROOF FINISH 
STEONG TENSION SPRING, DOUBLE LOOP 
MANUFAOTURER 


BY 
LIMITED SUPPLY. ORDER NOW. 
Enclose 25c Postage on All Orders. 


DEALER AUTO ACCESSORIES 


3210 Avenue H, Brooklyn 10, N. Y¥. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 








Week Week Jan. 1 Jan, 1 
Ended Same Ended June, to to 
June 14 Week, June 7, 1952 June 16, June 14, | 
1952 1951 1952* to Date 951* 1952* 
CHRYSLER 20,694 31,596 20,609 41,303 651,186 448,039 
Chrysler . 2,826 4,722 2,810 5,636 90,794 60,978 
DeSoto 2,209 3,166 2,225 4,434 57,224 46,074 
Dodge 5,315 7,991 5,284 10,599 167,269 119,358 
Plymouth 10,344 15,717 10,290 20,634 335,899 221,679 
FORD 21,227 25,408 20,567 41,794 628,959 419,704 
Ford 16,242 19,551 16,124 32,366 488,182 326,916 
Lincoin 107 598 620 1,327 14,252 13,938 
Mercuty .. 4,278 5,259 8,823 8,101 126,525 78,820 
GENERAL MOTORS | 39,698 47,497 39,148 78,846 1,184,233 851,597 
Buick 6,977 8,455 6,870 13,847 212,997 152,898 
Cadillac 2,240 2,047 2,235 4,475 51,785 42,694 
Chevrolet . 19,606 23,320 19,413 39,019 687,612 419,178 
Oldsmobile ....... 4,881 6,345 4,763 9,644 150,448 107,775 
Pontiac a 5,994 7,330 5,867 11,861 181,391 129,052 
KAISER-FRAZER 1,262 853 1,214 2,476 67,822 
Frazer : ayer 
Kaiser 1,262 853 1,214 2,476 67,822 28,590 
CROSLEY 60 53 56 116 3,192 1,373 
HUDSON 1,598 365 1,468 3,066 72,402 38,071 
NASH . 4,081 3,213 4,319 8,400 83,698 64,371 
PACKARD .... 1,433 1,633 1,449 2,882 43,292 30,574 
STUDEBAKER 3,280 2,950 3,087 6,367 117,870 $2,428 | ; 
WILLYS-OVERLAND? 1,124 387 1,063 2,187 16,064 26,452 
Total Cars, U. S....... 94,457 113,955 92,980 187,437 2,868,718 1,991,249 
‘Includes station wagons. *Revised. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jan. 1 Jan. 1 
Ended Same Ended June, to to 
June 14, Week, June 7, 1952 June 16, June 14, 
1952 1951 1952* to Date 1951* 1952* 

CHEVROLET 6,826 9,725 6,847 13,673 228,608 155,497 
CROSLEY . 5 6 1 6 364 188 
DIAMOND T . 148 119 60 208 4,064 3,418 
DIVCO : 60 120 80 140 2,233 1,631 
DODGE ..... 3,532 3,981 3,555 7,087 78,722 78,219 
FEDERAL 66 36 36 1,042 773 
FORD 4,766 7,629 4,817 9,583 167,400 107,644 
GMC eee ks 2,541 2,519 2,560 5,101 63,908 55,678 
INTERNATIONAL 2,594 2,991 2,567 5,161 81,252 73,757 
MACK ........ ies 220 331 194 414 7,901 5,426 
. See 362 292 353 715 7,814 8,515 
STUDEBAKER 1,290 868 1,270 2,560 21,795 29,742 
WHITE... kde ; 231 395 229 460 8,447 6,653 
WILLYS-OVERLAND 2 2,467 2,086 4,425 40,448 49,992 
MISCELLANEOUS 308 358 308 616 7,430 7,209 

Total Trucks, U, S... 25,222 31,867 24,963 50,185 721,478 584,342 

Total Cars, Trucks, 

WT. Se ooccccccecccccceeceeeeses. 119,679 145,822 117,943 237,622 3,590,196 2,575,591 

Total Cars, Trucks, 

Canada. .............. ex 10,313 9,617 10,261 20,574 225,586 190,835 

Grand Total 

Cars and Trucks, 

U. S. and Canada 129,992 155,439 128,204 258,196 3,815,782 2,766,426 





*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Nash, etc. 
N.B.: All U.S. totals include cars and trucks for military orders, 


2,000,000th Car in *52 
To Roll Off Line Today 


‘Continued from Page 1) 


GM is believed to have scheduled 
its changeovers for August. Both 
makers now may be delayed in 





decided to play the situation 
similarly safe. GM recorded only 
negligible increases in car out- 
put, while production was up at getting out their 1953 models. 
Ford in about the same degree. Chrysler has been running be- 

Of the independent makers who | hind schedules, anyway, and that 
planned higher production this|is why it planned to add a second- 
month, only Hudson has acted.| shift at Plymouth. Pilot models of 
Hudson last week was scheduling! the 1953 Plymouth bodies have al- 
320 cars daily, as compared with | ready been down the line at Briggs 
about 260 in May. | Mfg. Co. 

* #* «€ The auto makers had little reason 

ALL the Big Three firms had|t© cheer about the building of the 
“X slated higher car production in | tW-millionth car of 1952, slated for 
June, by borrowing on their third-| Production today (June 16). The 
quarter material allocations, Prior | tW°-millionth car of 1951 was built 
to the steel strike, there seemed |i" the latter part of April. 
little likelihood that such borrow-| U. S. plants so far in 1952 have 
ing would ever have to be paid| produced an estimated 1,991,249 cars 
back. and 584,342 trucks for a total of 

Such plans went awry when it 2,575,591 vehicles. At the same point 


became clear that steel invento- in 1951, they had built 2,868,718 cars 
ries would drop dangerously low, and 721,478 trucks—a total of 
no matter when the strike is set- | 3.590.196 units. 

tled. 


—BernigE THOMAS 


s = * 


yf BANWHILE, auto representa- 
tives in Washington were ad- 





Auto Stocks 


ei _ - June June 1952 
vising government officials that, if ll 4 High Low 
the steel strike lasted through this| Chrysler 76 75% 76% 68% 
week, President Truman will be! Crosley 2% 2% 3% 2% 
able to count on one hand the| GM 55% 55 55% 8650 
number of plants that will still be | Hudson 14% 4% Bb 12% 
building motor vehicles in July. K-F 434 4% | 4% 

The steel strike has been a par-| Nash 19% 19% 21% 17% 
ticularly hard blow to forward| Packard 4% 4 534% 
planning at Chrysler, and the same | Stude. 36% 37 39% 31% 
statement holds true to a certain | Willys 9% 9% 10% 8% 
extent for General Motors. ——— 

Average 24.77 24.70 


Chrysler had been proceeding 
with plans to go down for model 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 





| Dows 4 Pet. from 1951... 





WASHINGTON. — The American 
Trucking Assns. released statistics 
last week showing that intercity 
motor-carrier freight volume in the 
first quarter of 1952 was 4 percent 
below the corresponding period of 





28,590 | Pen) 


Top Mechanic Cited— 


Clay Smith, mechanic for Troy Ruttman, 
winner of the Indianapolis 500, receives 


the 1952 winning mechanic award of 
$1,200 and a diamond-studded lapel pin 
from Wynn Oil Co., Azusa, Calif. Smith 
(left), shown with his assistant, Ralph 
Ruttman, father of the winning driver, was 
the chief mechanic for the Agajanian 
Special racer. 





Motor Freight Shows 
Dip in First Quarter 


last year, but 20epercent above 
1950’s first quarter. 

The tonnage drop, said ATA, re- 
flected an overall trend in business, 
“with February work stoppage in 
many parts of the country probably 
an important contributing factor in 
the decline.” 

However, it was pointed out, the 
two regions hit hardest by driver 
strikes—southern and southwestern 
—showed tonnage increases in the 
first quarter of this year over the 
similar period of 1951. 

Preliminary figures based on 
operations of 1,319 Class I inter- 
city carriers disclosed that 43,- 
757,341 tons of intercity freight 
were transported in the first 
quarter of 1952 as compared with 
45,565,235 tons in the first quar- 
ter of 1951, dropping the ATA in- 
dex for the 1952 quarter to 258. 
The record, established that year, 
is 269. The base year of the index 
is 1941. 

Strikes hit four of the nine re- 
gions covered, ranging in duration 


4|from one day in Kansas and Mis- 


souri to 11 days in Arkansas, Louis- 
ana and Oklahoma. Ohio suffered a 
four-day strike, and Alabama, Flor- 
ida, Georgia, Kentucky, Mississippi 
and Tennessee had nine-day work 
stoppages. 

Tonnage declines in the first 
quarter of 1952, compared with the 
similar period in 1951, were report- 
ed in five regions: Northwestern, 
46 percent; New England, 10.6; 





middle Atlantic, 5.0; Central, 9.7, 





John C. Goodwin, 78, 
Pioneer Indiana Dealer 


NEW CASTLE, Ind. — John C. 
Goodwin, 78, head of Goodwin Bros. 
Automobile Co., died here June 1. 
Mr. Goodwin had been in ill health 
for some time, and seriously ill for 
several weeks. 

Mr. Goodwin was one of Indi- 
ana’s pioneer auto dealers, having 
entered the business with his 
brother, William M., in 1900. He 
was one of a group who were suc- 


cessful in bringing the Maxwell 
factory ‘now Chrysler) to New 
Castle. 


Death Takes Welham, 52, 


DeSoto Regional Chief 


PHILADELPHIA. — John Cooke 
Welham, 52, Philadelphia regional 
| manager for DeSoto since 1941, died 
|suddenly here June 7. 

A graduate of the University of 
Pennsylvania, Mr. Welham entered 
the auto business in 1921 in Phila- 
delphia. He joined DeSoto in 1940 
j}and was made regional manager 
|in Philadelphia in 1941. Prior to 
that, he was merchandising man- 
ager in the Cincinnati region. 

a a * 


Former Stutz President, 
Thompson, 71, on Coast 


VAN NUYS, Calif.— William N. 
Thompson, 71, former president of 
Stutz Automobile Co., died June 6 
at his home here. He was born in 





Indianapolis but had lived in south- 


J. A. MacMillan, 79, Once 
Headed Dayton Rubber 


DAYTON, O.—John A. MacMil- 
lan, 79, former head of Dayton 
Rubber Co. and a pioneer in the 
development of low-pressure tires, 
died here June 7. He was president 
of Dayton Rubber from 1916 to 
1936 and board chairman _ until 
| 1945. 
Mr. MacMillan patented an air- | 
less tire and came to Dayton 








in | 
1908 to manufacture it. He report- | 
edly started with so little capital 
that he had to demand payments 
for tires in advance, By 1914, his 
plant was working at capacity 
after he persuaded Ford dealers to 
use his tires on reconditioned cars. 

* * * 

Webb Jay 
MIAMI.—Webb Jay, 82, inventor of the 
vacuum tank method of feeding gasoline 
to the carburetor, died in Miami Beach on 
June 4. He developed several other auto- 
mobile accessories, including a cigaret 








changeovers the last of July, and 





lighter. At one time he was sales manager 


ern California for 26 years. | 
* 7 | owner of dealerships in Bremen and Frank- 


Obituaries 


of the White Motor Co. of Cleveland, con- 
sulting engineer for Stewart-Warner and 
president of Webb Jay Motor Devices Co., 
of Detroit. 

* * 


Ben P. Milnes 
SEATTLE.—Ben Palmer Milnes, 76, head 
of Milnes Motor Car Co., died at his home 
June 9 following a prolonged illness 
* * * 


William H. Cannon 

BALDWIN PARK, Calif.—William Har- 
rison Cannon, 72, retired automobile en- 
gineer, died June 1 at his home here. Mr. 
Cannon did special automobile designing 
and building for many years, his interest 
centering on racing and sports cars. He 
was the builder of Barney Oldfield's racer, 
‘Golden Needle.’’ 
* * * 


R. Blaine Nichols 

BUFFALO, N. Y.—R. Blaine Nichols, 45, 
sales manager of Read Motor Co., of Wil- 
liamsville, died suddenly June 7 at his 
home. He had been with the Read firm 
for 22 years, the last 12 years as sales 
manager. 
* 


* * 
John T. Feehan 

PONTIAC.-——John T. (Jack) Feehan, for- 
mer coach advertising manager of GMC 
Truck & Coach division, died June 3 at his 
He had been 
in ill health for nearly a year, and was 
forced to retire early in 1952. One series 
of advertisements at GMC earned him the 
national advertising award for technical 
excellence in trade advertising. Mr. Feehan 
joined GMC in 1935 after serving six years 
at White Motor. 

- . x 


James R. Ramey Sr. 
WILLIAMSBURG, Ky.—-James R. Ramey 
sr., automobile dealer here for many years, 
died June 1 


home in Birmingham, Mich. 


* * * 
U. J. Tribbey 
BEARDSTOWN, IIl.—UvU. J. 
Ford dealer here since 1934, 
in the Barnes hospital, St. 
four-month illness. 
* * * 
A. V. Bothage 
MARLIN, Tex. — A. V. 


Tribbey, 56, 
died recently 
Louis, after a 


Bothage, 61, 


lin, died here May 
attack. 


30 following a heart 


* 


* * 
Robert A. Schroeder 
CLIFTON, N. J.—Robert A. Schroeder, 
57, assistant export manager for Ford at 
Jersey City, died May 29 of a heart attack 
while playing golf with Ford associates. 
Mr. Schroeder, who lived in New York, 
had been associated with General Motors 
before joining Ford. 
7 * 


- 
Emmet P. Gray 
BETHEL, O.—Emmet P. Gray, 77, 

tired president of Gray-Hawley Mfg. Co., 
Detroit, died here May 25. Mr. Gray, an 
inventor, patented 22 automotive devices 
which he sold to Chrysler Corp 

* . * 


Lawrence Woods 

GLASGOW, Ky.—Lawrence Woods, 52, 
Cave City (Ky.) automobile dealer and 
political leader, died of a heart attack 
May 30 at Mammoth Cave national park 
while watching his son launch a boat in 
Green river. He owned Woods Chevrolet 
Co. 


* * + 
Charles H. Wheeler 
SOUTH BEND.—Charles H. Wheeler, 62, 
vice-president of Bill Nichols Motor Sales, 
Inc. (Hudson), 125 S. Lafayette Blvd., died 
May 21 at his home here after a long 
illness, 


re- | 
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and midwestern, 5.7. Tonnage in- 
creases were reflected in the Pa- 
cific region, 2.7 percent; southwest- 
ern, 10.6; southern, 10.3, and Rocky 
mountain, 4.2. 

Tonnage in three of the nine 








| specific commodity groups showed 


decreases compared with the first 
quarter of 1951—the largest 
among carriers of motor vehicles, 
whose volume was down 25.9 per- 
cent. Building materials carriers 
showed a 17.4 percent decline, and 
general freight carriers, the larg- 
est single group with 55 percent 
of the total tonnage, experienced 
a 7.9 percent drop. 

Increases in tonnage were regis- 
tered by household goods, 3.8 per- 
cent; heavy machinery, 36.1; liquid 
petroleum, 7.4; refrigerated liquids, 
6.9; refrigerated solids, 5.3, and 
agricultural commodities, 16.3. 


Labor 


(Continued from Page 1) 





strike and the matter is closed 
insofar as the Taft-Hartley law it- 
self is concerned. The law in such 
circumstances merely requires the 
President to report on the status 
of the dispute to Congress. 

The Senate, voting 54 to 26, Wed- 
nesday rejected the last of four at- 
tempts to give President Truman 
emergency seizure powers. The 
Chief Executive had personally ap- 
pealed to a joint session of Con- 
gress Tuesday for the seizure au- 
thority which the Supreme Court 
had said only Congress could give 
him. 

Many Capitol Hill observers be- 
lieved that the President per- 
formed a deft bit of “politicking” 
by putting the onus of using a 
Taft-Hartley injunction on Con- 
gress. Taft-Hartley, of course, is 
a political ogre to labor unions 
and no one around Washington 
needs to be reminded that this is 
one of those election years. 

One observation made in the 
President’s address—to the effect 

that the steel workers might not 
obey a no-strike injunction—was 
not in accord with previous pro- 
nouncements of CIO leaders. They 
had gone on record as saying the 
union would “reluctantly respect” 
the terms of such a writ but imme 
diately launch a legal fight as to 
its applicability. 
* ” * 
T= CIO Steelworkers union and 

President Truman both have 
taken the position that the “cooling 
off” period of 80 days in Taft- 
Hartley has been more than ful- 
filled in the steel controversy as a 
result of the frequent strike dead- 
line delays granted by the union. 
Collapse of White House negotia- 
tions between steel companies and 
the union early last week led to 
President Truman’s appearance be- 
fore Congress. Efforts to reach a 
last-minute settlement were report- 
edly stymied again by the union- 

shop demand. 

Another generally - overlooked 
point of dispute was the union’s 
insistence on a Wage Stabiliza- 
tion Board rec dation for 
joint company-union discussions 
of guaranteed annual wages. The 
companies, according to CIO 
President Philip Murray, have re- 
fused to schedule such confer- 
ences. 

In other labor developments last 
week, a strike was threatened at 
Lincoln-Mercury’s assembly plant 
in Metuchen, N. J. UAW-CIO offi- 
cials complained of excessive heat 





| on the production line and charged 
|; an output speedup. 


The NLRB ordered its Boston 
office to conduct a new collective- 
bargaining election for service em- 
ployes of Massachusetts Motor Car 
Co., Inc., of Boston. The board ac- 
cused the employe of interference 
with an earlier election “after 
utilizing company time and prop- 
erty to campaign against the union 
by denying the union an opportu- 
nity to reply under the same cir- 
cumstances.” 

Elections on bargaining petitions 
of IAM-AFL lodges were approved 
by the NLRB for the service per- 
sonnel of Ramsey Motor Co., Inc., 
Malvern, Ark., and Lakeshore Mo- 
tors, Inc., Lake Charles, La. The 
Louisiana Automobile Workers 
Assn. will also be on the ballot in 
the Lakeshore Motors poll. 

In Chicago, Diamond T and the 
independent Automotive Workers 
Industrial Union, Inc., agreed on a 
strike-ending wage boost of five 
cents an hour. Federal mediators 
were instrumental in the settle- 
ment talks, which ended the 20-day 





shutdown, 
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Postwar Record 
In Used-Car Sales 
Reported by Olds 


LANSING. 


total of 59,507 used cars 


The largest previous 


“Oldsmobile dealers are more ac- 


tively engaged in selling used cars 
than at any time previously,” 
asserted. 
the great acceptance that the high 
compression Rocket engine has had | 
by the motoring public.” 


Jones 
“Much of this is due to 


Olds dealers had only a 22.8-day | 


total supply of used cars on hand 
as of June 1, according to Jones. 





Unsafe 


‘Continued from Page 1) 


from 30.6 percent last year to 
33.6 percent this year. 

Brakes again led the list of 
defective items on both cars and 
trucks, Darlington reported, with 
front and rear lights and steer- 
ing following in that order. 


The preliminary report on 41 
states showed a total of 191,637 
vehicles checked, with cars com- 
prising 167,350 of that total and 
trucks 24,287. 

Of the car total, 56,162 showed 
some defect, while 10,222 trucks 
checked were found unsafe. A 
grand total of 66,384 vehicles, or 
34.7 percent of the 191,637 total, 
were declared unsafe. 

Among cars checked, 26.2 per- 
cent of them were discovered to 
have unsafe brakes. Front lights 
were defective in 15 percent of 
the cases, rear lights 12.6 percent, 
steering 12.2 percent, exhaust 
systems 10.7 percent and tires 
7.9 percent. 

On trucks, defective brakes 
topped the list with 18.2 percent, 
followed by rear lights with 17.3 


percent, exhaust systems 11.5 
percent, steering 10.1 percent, 
front lights 10 percent and tires 
5.6 percent. 


Darlington predicted that final 
figures will cover 500,000 vehicles 
this year, sizeable boost over 
the 360,000 vehicles checked in 
May, 1951, He said considerably 
more dealers thus far have re- 
ported results of their safety 
checks. 





Classified Want “Ads 








Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants hove been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 


Oldsmobile dealers 
during May sold a postwar record 
most of 
them late models, according toG. R. 
Jones, general sales manager. 
postwar 
month for used-car sales was June, 
1951, when Olds dealers sold 57,123 
vehicles, he said. 





| 


AUTOMOTIVE NEWS, JUNE 16. 1952 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS 


(18c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 
ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 


at regular rates, 


lar ($1) per insertion for address and extra service as replies are forwarded, 


received. Display Ads: 


$9.80 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, 


but if signed "Box No. ......, in care of Automotive News, 


Detroit 26, Mich.” 
unopened, 


add One Dol- 


the same day 


MICH. 








HELP WANTED 








SERVICE 
MANAGER 
WANTED 


Largest and oldest U. S. 
importer of British cars 
requires manager for 
Morris and Rolls-Royce 
shops. 


Excellent Salary 


Permanent Position 


J. S. Inskip, Inc. 
304 East 64th Street 
New York City 











ARE YOU INTERESTED in a sound busi- 


ness future? We offer an exceptional 
opportunity to young men between the 
ages of 23 and 30 who desire a career 
in sales and want to become permanently 
situated. Experience is not 








necessary. | 


Our representatives are thoroughly trained | 
at our expense in the products we manu- | 


facture as well as our selling and sales 
promotion procedure. They are also given 
supervised training in the field. When 
assigned to a territory, they receive 
weekly advances and guarantee of $488 
monthly until they become fully estab- 
lished. 1951 commissions paid 


to our | 


leading producers averaged $53 per day. | 


1951 commissions paid to all 
salesmen averaged $35 per day. 
invited to consider your future 
organization. Write fully, 
handwriting. stating age, 


full year 
You are 
in our 
in your own 
education, 


marital status, business records and ref- | 


erences to P. O. Box 177, Memphis, Ten- 
nessee. Also inclose a snapshot photo- 
graph of poe if available. If you 
ry qualifications, in- 








AUTO. 


HELP WANTED 
SERVICE 
Ohio “Big 3’° dealer has opening for top 
flight service executive who has the ex- 
perience and ability 
up, follow jobs through production and 
vee that they are completed as scheduled. 
This man will also be responsible for 
final inspection and test of all cars 
fore delivery to owner, Other qualifica- 
tions being equal 
en to man who has had experience in 
the operation of Clayton Dynamometer. 
Members of our organization know of 


this ad. All repiies treated in confidence. 
Box 1574, c/o Automotive News, De- 
troit 26. 





SALESMEN—Due 





to eupendion program 
can use experienced salesmen. now call- 
ing on new car dealers all territories 
eastern United States. Body hardware 
parts, custom accessories. Protected ter- 
ritory. High commission, drawing ac- 
count, car expense, yearly new car allow- 
ance for full time men. Sideline men 
also needed. Hart Auto Supply, Inc.. 526 
North Second St., Philadelphia. Pa. 





WANTED BY MANUFACTURER of auto- 


motive line, direct salesmen to call on 
car dealers. Excellent as an associate 
line in your present sales program. 
Above average commission rates for this 
large volume line. Inquiries invited by 
aggressive men. Write Box 1543, c/o 


New s, Detroit 26. 


Automotive 


WANTED IMMEDIATELY Expert parts 


man, previous Diamond T truck experi- 
ence. Take full charge of about $75,000 
parts stock. Salary commensurate to 


ability. Box 1533, c/o Automotive News, 
Detroit 26, 


EXECUTIVE. Cleveland, | 


to supervise write- | 


preference will be giv- | 





be- | — 
SERVICE MANAGER 


RARE OPPORTUN ITY 


F t 

terviews will be arranged. We will gladly 
present the facts concerning our business 
and discuss your future with us without 
obligation on your part. You will be given 
every opportunity to thoroughly familiar- 
ize yourself with our operation before 
making your final decision. 


ARTHUR | 


FULMER, Automobile Seat Cover Manu- | 
facturer. Trim Supply Wholesaler—Mem- | 


phis, St. Louis, Charlotte, Louisville, Lit- 
tle Rock, Dallas, Indianapolis. 





Lincoln - Mercury. 
To the man who can develop and main- 
tain good customer relations; further in- 
crease service absorption; and to the 
man who recognizes the importance of 
interdepartmental cooperation; a large 
central 
offer you a good salary 
If your progress is stymied because of 
size of your present job or if you 
presently employed as an assistant 


plus 


and 


Ohio Lincoln-Mercury dealer can | 
incentive. | 


| 
are | 


feel you are capable of handling a large | 


-write Box 1573, c/o Automo- 
tive News, Detroit 26. Naturally we 
would get your permission before con- 
tacting either your present employer or 
your r references. 


operation 





for a service man- 
ager who is qualified to assume full re- 
sponsibility. Successful Nash dealership 
in business 20 years, prosperous, above 
average and still growing. Needs capable 
and thoroughly experienced service man- 
ager—-one who can diagnose cars, super- 
vise men under him and properly handle 
customer problems. If your previous ex- 
perience is in keeping with the above 
requirements, will offer starting salary 
of $140 per week with paid vacations, 
holidays and other fringe benefits. Give 
full particulars when applying. Southern 
Motors of Savannah, 301 E. Broughton 
St,, Savannah, Ga. 


HELP WANTED 


unusual opportunity for aggressive sales- 
men, interested in earning $6,000 a year 
and up, selling direct to new car dealers 
and fleets. Ours is an old established 
company, the management having had 
years of experience in this field, and 
due to sales expansion have openings in 
all parts of the United States. A sound 
financial arrangement and a_ different 
sales program than has ever been offered 
before will enable you to succeed in your 
protected territory. Write in detail to 
Lee Rodgers and Company, Box 182, 
West Richfield, Ohio. 





SALESMEN, 


SERVICE MANAG 


News. _ 








Wonderful opportunity for 
ambitious men selling ‘‘Precision-Fit’’ 
seat covers to new car dealers. Known, 
advertised for over 30 years. Fabric seat 
covers offer steady income, very liberal 
commission. For information, write giv- 
ing territory desired, qualifications, etc. 
Fabric Mfg. Co., Inc., Box 1259, New- 
ark, N. J 





ER WANTED. | 
man with automotive experience willing 
to work for Dodge-Plymouth dealership. 


Good proposition for the right man. 
Apply to Box 1562, c/o Automotive 
Detroit | 26. 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
tates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 








FOR SALE—Seven, 


twenty-four hour days 
per week, Desire position assistant 
manager of one to five hundred car deal, 
preferably southwest, preferably Okla- 
homa. Five years factory ‘‘Big Three,”’ 
five years retail sales ‘‘Big Three,’’ one 
independent. Can close, appraise, work 
floor or outside. Broad knowledge and 
interest in trucks. Am 33, no family or 
outside problems: money no object. Will 
exchange letters at no obligation. Box 
1501, c/o Automotive News. Detroit 26. 


AUTO PARTS SALESMEN. We offer an | DEAL ERSHIP, 


D! EALERSHIPS AVAILABLE 





now handling DeSoto- 
Plymouth, northern New Jersey. Popula- 
tion 100,000. Industrial and residential. 
Excellent year around auto territory. 
Average family income rates amongst 
highest nationally. 25 minutes from 
large automotive accessories and parts 


center. Gross sales $200,000. Corner, new 
brick building. Modern showroom dis- 
playing six cars. Service department, 
5,000 square feet. Body and paint build- 
ing attached. Used car lot and land area, 
10,000 square feet adjoining. Building 
can be purchased or leased. Terms if de- 
sired. Buyer must qualify with factory. 
Owner retiring. Box 1579, c/o Automo- 








| 
Young | 


tive News, Detroit 26. 

DEALERSHIP AVAILABLE. The oldest 
and best known manufacturer of funeral 
cars and ambulances, S & S, built on 
Cadillac commercial chassis, will have 
established territory open July 1, com- 
prising Missouri and southern Illinois. 


DEALERSHIPS AV AILABL ED 


DEALERSHIP, Cape Cod, Mass., now han 
dling medium priced independent, needs 
working capital Owner will consider 


partner or will arrange for sale Most 
beautiful setup in eastern Massachusetts 
in the heart of Cape Cod. Grossed $250 
000 in 1951 Box 1557. c/o Automotive 
News, Detroit 26. 


DEALERSHIP now handling Dodge- Plym- 
outh. Business established over 30 years 
in Iowa's good farming country. 140-car 
potential $35,000 will handle. 15,000’ 
floor space. Will lease or sell building 
Other interest. Box 1558, c/o Automo 
tive News, Detroit 26. 


COUNTY DEALERSHIP handling Forc 
cars, trucks and Dearborn tractors since 
1923. In heart of New York state 
Finger Lakes. Immediate possession 
Sickness causes me to sell-—with or with 
out buildings. Factory approval required 
Write Box 1570, c/o Automotive News 
Detroit 26. 

AGENCY FOR SALE, now handling Dodge 
Plymouth 200 car contract. Showing 
enough profit to pay for self in one 
year. Sell for inventory plus depreciatec 
value of equipment. $20,000 to $30,00( 
will buy it. Box 1551, c/o Automotive 
News. Detroit 26. 


ONE OF THE ‘‘Big Three'’ dealerships 














Applicant should be located preferably in | 


Excellent oppor- 
experi- 


greater St. Louis area. 
tunity for an aggressive man, 
enced in new and used car sales. 
modest capital investment. Factory main- 
tains productive program of advertising 
promotion and follow-up market files. 
Send resume of your experience and per- 
sonal information to C. A. Eisenhardt 
jr., Blue Ash Ave.. Rossmoyne (Cincin- 
nati), Ohio 








DEALERSHIPS AVAILABLE 
IMMEDIATELY 


“Big 3" and Independent Lines 
MICHIGAN — OHIO — INDIANA 
Small, medium and large size deals 


From $10,000 to $150,000 


All replies strictly confidential 
Box 1514 
c/o Automotive News, Detroit 26 








SERVICE M 


ANAGER, age 39, married, 3 
children, non-drinker, good health, de- 
sires position in altitude below 4,000 feet 
because of wife’s health. Four years 
service manager large Pontiac and GMC 
shop—45 men. Some Chrysler experience. 
G.M.I. graduate. Understand all GM 
service procedure, training, factory ad- 
justments, personnel, advertising, etc. 
Interested only in steady position with 
future. Best of references. Box 1566, 
c/o Automotive News, Detroit 26. 





Sixteen years’ total accounting and credit 
experience, eight years’ GM dealer ex- 
perience. Have supervised all accounting, 
credits, budgets, purchasing and com- 
pany policies of a four million dollar 
volume dealer. Have also had sales ex- 
perience. Hard worker, honest, reliable, 
married. Available immediately. Box 
1544, c/o Automotive News, Detroit 26. 





BUSINESS 


MANAGER - ACCOUNTANT, 
middle aged, college graduate, fifteen 
years automotive and seventeen years 
public accounting. General Motors, Pack- 
ard and Chrysler experience. Immedi- 
ately available. Box 1565, c/o Automo- 
tive News, Detroit 26. 





TRUCK MANAGER, 23 years’ 


experience. 
Thoroughly experienced in all phases re- 
tail truck selling. truck servicing. used 
truck merchandising. Can furnish best 
of references. Considered top-notch truck 





GM PARTS MAN: AGER. Excellent 


man. Box 1547, c/o Automotive News, 
Detroit 26. 
LADY OFFICE MANAGER - ACCOUNT- 


ANT, fifteen years’ experience with Ford 


dealer, desires change. Prefer to locate 
in town under 25,000 population § in 
Florida, North Carolina or Virginia. 


Personal interview can be arranged with 
no obligation. 
News, Detroit 26. 





BUSINESS MANAGER - ACCOUNTANT. 


Now in charge all accounting large GMC 
contract as assistant manager. Experi- 
enced all phases retail auto dealership | 
business. Can assume complete charge. 
Box 1526, c/o Automotive News, De- 
_ troit 26. 








tory control, good merchandiser, 7 years 
Buick parts manager, Fast, 
er. Desire relocate. Age 37, 
1575, c/o Automotive News, 


family. Box 
Detroit 26. 





YOUNG 


MAN, 31, single, experienced in 
sales and service, seeks opportunity with 
new car dealer who desires a job well 
done. All replies acknowledged. Box 
1563, c/o Automotive News, Detroit 26. 





AUTO AUCTIONEERS. 


PARTS MANAGER = 25 | years’ 





We will work your 
auction or start an auto auction in your 
city with you in partnership. Write Box 
171, Decatur, Ind Can give best of 
references. 


experience. 
Kensington 


GM references. P.O. Box 4, 
Station, Detroit 24, Mich 





DEALERSHIPS AVAILABLE 





DEALERSHIP HANDLING PONTIAC. One 


of finest locations in country. Middle 
Tennessee city of 6,000; factory allotment 
was 52 units last year, sold 321 used 
units. Gross sales above $350,000 a year. 
3%-year-old quick-brick and concrete 
block building; 60’x60’ shop; 40’x48’ 


parts and show room; 40’x48’ body shop: | 


two nice four-room apartments above 
show room. New wash and grease racks, 
30’x35’, back of building. $75,000 to 
handle deal, some terms if needed. Owner 
has other interests. 


pleton, Fayetteville, Tenn. Phone 775 


Box 1564, c/o Automotive | 


hard work- | 


50 CAR GM DEALERSHIP—Colorado. Ex- 
cellent location. 50'x100" concrete and 
steel building, 50'x100’ used car lot. 


Completely equipped service department. 
Established seven years. Excellent cli- 
entele. Last three years average gross 
sales—$265,000. $35,000 will handle parts 
stock and all equipment. Used cars at 


low book, if desired. Will sell or lease 
building. Factory approval definitely 
necessary. Box 1578, c/o Automotive | 
News, Detroit 26. 








LEADING DEALERSHIP, 


now handling 


Studebaker, in metropolitan New York. 
Yearly sales over one million. Attractive 
building in center of important retail 


shopping. Up-to-date sales service parts 
facilities. Entire organization, including 
well trained personnel can be taken over 
without interruption of business. Will 


consider lease or sell building. Box 1580, | 


c/o Automotive News, Detroit 26. 





LEADING INDEPENDENT car dealership, 


body and paint shop in centrally located 
county seat, state of Michigan-—popula- 
tion 6.000, trading area population 25,- 
000. Very well equipped service and parts 
department including wrecker and pick- 
up. May be purchased at cost with or 
without real estate. Write O. G. Gerner, 
Manager business properties department, 
Advance Realty Co., Realtors, 622 North 
Washington Ave.. Lansing, Mich 








| 411 Curtis Bldg. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


Detroit 2, Mich. 





ILLNESS REQUIRES SALE of dealership 


inven- | 





AGENCY IN 


handling Ford. This dealership has 400 


car potential—$75,000 to $100,000 year 
profit. Located in northern Indiana. 
Long lease on building. Will inventory 
at over $100,000. Must have factory 
approval. Box 1437, c/o Automotive 
News, Detroit 26. 





Three,’’ 150 car dealership located in 
western New York. Inventory about $40,- 


Very | 


| —$330,000. Net 


| 


just a few miles from Denver, Colo 
Owner has other interests. Will sell with 
or without property. $35,000 will handle 


No brokers. Must qualify with factory 
Box 1568. c/o Automotive News, De 
troit 26. 





TRUCK DEALERSHIP AVAILABLE, now 
handling Pontiac - GMC, in southwest 
Louisiana oil, sugar town. Population 
over 25,000. Will lease new building and 
beautiful used car lot. Priced right for 
party who can qualify. Box 1569 c/o 
\utomotive News, Detroit 26 





DEALERSHIP 
handling 
LINCOLN-MERCURY 


in large midwest city. Net profit past 2 years 

profit last month—$23,000 
Ultra modern building has been rated one of 
the most beautiful and complete in the coun 


| try. 25,000 square feet of building. Total land 


38,000 square feet. Walk out deal. $38, 


| cash to mortgage of $125,000. Principals only 





ILLNESS NECESSITATES SALE of ‘Big 


000. Will sell real estate or give long- | 
term lease. Box 1550, c/o Automotive 
News, Detroit 26. 


MIDDL E TENNESSEE, “han- 
Established busi- 








dling Dodge-Plymouth. 


ness in city of 5,000. Industrial and 
agricultural section, principally tobacco. 
New building. new fully equipped shop. 
$15,000 will handle, no real estate to 
buy. Selling due to disagreement between | 


partners. Box 1571 c/o Automotive 


News, Detroit 26 





AUTO AGENCIES 


| Large, medium and small “Big Three’ auto 


| agencies 
States. 


150 Montague Street 
Contact D. A. Tem- } 


located throughout the United 


Write for brochure. 


DAVID JARET CO. 
Established Over 29 Years 

Brooklyn 2, N. Y. 

ULster 2-5600 





| 
| 


BOX 1582, 
c/o AUTOMOTIVE NEWS, DETROIT 26 





DEALERSHIP. handling one of the leading 


independents. Located in central Ohio 
A going business. Includes tools, ma 
chinery, signs, furniture, fixtures and 


parts. Priced reasonably with terms. Box 
1567, c/o Automotive News, Detroit 26. 
DEALERSHIP AVAILABLE in Montana 
oil boom town, now handling Packard 
and Case implement. Priced to sell. For 
particulars write A. S. Erickson, Real 
Estate Agency, Box 327, Glendive, Mont 
SEVERAL “BIG 3’’ AGENCIES in small 
towns in Illinois. Leonard J. Schrader 
50914 E. Green St., Champaign, Il. 


DEALERSHIP WANTED 
WANTED TO PURCHASE, either now or 
within next two years, automobile or 
farm machinery agency or combination 
Any state. Advise full particulars. Box 
1577. c/o Automotive News, Detroit 26 

















LOOKING FOR A BUYER? 
Look no further. If you have a Ford or GM 
dealership let us be the end of your search 
No objections to location. 400 or more units 
Factory knows of my intentions and have 
given approval. 

BOX 1538 
c/o AUTOMOTIVE NEWS, DETROIT 26 





WANTED—Ford or Chevrolet dealership 
Prefer middlewest, but will consider any 
area. Will buy outright or down to 50% 
All replies confidential. Box 1535, c/o 
Automotive News, Detroit 26. 

ONE OF “BIG 3’’ within 25 miles of New 
York city. Negotiations confidentia! 
Please send replies to Box 1576, c/o 
Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


SOLID INVESTMENT with bona fide fig- 
ures to prove what we say. $200,000 wil! 
pay 5%% covered by parts and other in 
ventories. Long terms on permanent loan 
Have valuable wholesale parts franchise 
exceeding $70,000 monthly. This can be 
doubled. This business is managed by 
one of the best parts merchandisers in 
the country with ability and honesty and 
who knows the business from A to Z 
Located in a large middlewest industrial 
and manufacturing city with surrounding 
territories with a population of over 
2,000,000 people. This is an opportunity 
of a lifetime and we mean just that 
For further information write to Box 
1572, c/o Automotive News, Detroit 26 
All replies held in strict confidence. 














a 


PROFITABLE UTILITY 
SERVICE BUSINESS 
OFFERED AT MINIMUM 
INVESTMENT OF $20,000 


A National Company in home service 
field plans expansion of operations due 
to growth and popularity of service. 
Several select dealer franchises available. 
Present dealers know of this advertise- 
ment and agree that increasing demancs 
for utility-type service necessitate estab- 
lishing new territories. A sound oppo: 
tunity for the man who wants to own 1 
business of his own with a proven high 
rate of return on invested capital. A*» 
industry report published in the Wai! 
St. Journal is available to qualified in 
vestors. Full details upon request. 


Reply to Box 1515 
c’o Automotive News, Detroit 26 
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DEALER SERVICES 


I IVENTORY SERVICE. Parts and acces- 
sories Top type personnel, organized 
procedures, up-to-date records Model 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S, Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


INVENTORY SERVICE 
Parts Accessories 
Large and Small 











Dealerships | 
inventories taken, price extended and sum- 


marized within 24 hours. 


Expert partsmen | 


do all the work. Accurate, unbiased and | 


confidential. 
accountants and by the government. 


ALLIED INVENTORY oan INC. 
1831 E. 7 ‘0, Tilinols 








INVENTORY SERVICE 

Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and umbiased. Certified reports. 
Also special buy-sell service. Experienced | 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request, Call or write for service — 


Automotive Inventory Service Co. 
9900 Freeland Detroit 27, Mich. WE 3- we 








CARS WANTED 


Inventories accepted by all | 


| 


| 


| 
| 


AUTOMOTIVE NEWS, JUNE 


USED CARS FOR SALE 


16, 


USED CARS FOR SALE 





1952 


7 PARTS FOR SALE 





—AUTO— | 
AUCTION | 


a" 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 





— . 





DANVILLE, PENNA. 
EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 








WANTED TO PURCHASE. New or used 
Henry J or Kaisers, Chevrolets, 
Plymouths, Dodges. ‘‘We guarantee that 
these cars will not be re-sold above 
O.P.S. ceiling prices. Farm tractors or 
machinery, also 2-ton to 214-ton to 3-ton 
truck tractors to pull trailer. Also tow 
truck. Write, phone or visit Phil Gardi- 
ner, Mullica Hill, N. J. Phone 5-4831. 





NEW FORDS 
WANTED 
Highest Prices Paid 


Contact 
JOHN DEKLE, Sales Manager 


J. C. LEWIS MOTOR 
Co., INC. 


FORD DEALERS 


SAVANNAH, GEORGIA 
Phone No. 4-4421 


“We guarantee that these cars will not 





be re-sold above OPS ceiling prices.” 








WANTED 


USED CARS 


1950-1951-1952 Models 
All Makes 


Miami’s leading used car 
dealer is now buying 
good, clean, late model 
cars at wholesale prices. 
If you want to reduce 
your inventory, phone 
collect to Olin Harbett, 
Miami 82-6591, or write 


OLIN'S 4 CORNERS 


N. E. 2nd Ave. at 29th St. 
Miami, Fla. 








USED CARS FOR SALE 








DEALERS 


WHOLESALING 
USED CARS 
OUR SPECIALTY 


Complete Selection 


1950-51 
Plymouths-Chevrolets 
Fords 


Ready to Go 
“*Z”’ FRANK Inc. 


America's Largest 
Chrysler-Plymouth Dealer 


6116 N. WESTERN AVE. 
Chicago, Illinois 


Phone HOllycourt 5-2000 


Fords, | 


AT LEAST 
100 CARS 


GUARANTEED EVERY WEDNESDAY 
AT NORTHERN OHIO'S LARGEST 
AND NEWEST AUTO AUCTION 





In The Best Location In The Nation 


FIRST SALE — JUNE 4th 


and every Wednesday following at 
1:00 P.M. 
Buy and Sell with confidence from 


Col. W. E. “Bill” Nagy 


(Most popular auctioneer in the midwest) 


At Brimfield Auto Auction 


6 miles east ef Akron, Ohio, on Rt. 18 
Akron-Youngstown Road 


Telephone Akron—JEfferson 4569 














| 
! 
| 
| 





ATTENTION DEALERS!! | 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - 
Upholstery like New 
Buy Now at low Prices 
1949-1950 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 

Morris Freedman, Mgr. 
SARATOGA 17-2300 SHERWOOD 7- wid | 


Heaters | 




















ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection | 
of low mileage 1950 and 195! Chevrolets, | 
Fords and Plymouths in coupes, two and four | 
door sedans. 


These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. | 
Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA. 
|. E. Spatig, Used Car Manager | 
Phone: Granite 2-3013 








100 | 
1949 and 1950 CHEVROLETS | 
and PLYMOUTHS 
4-Door Sedans (ex-taxis) 
New Interiors, Good Bodies and Motors 
Also 
1951 FORD V-8 TUDORS 
POLICE CARS 
PRICED LOW FOR QUICK SALE 


DISNEY MOTOR SALES 


13607 St. Clair Cleveland, Ohio 
Glenvilie 1-8600 








AUTO AUCTION 
TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 














AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 


KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 


in Continuous Operation Since 1943 
EVERY THURSDAY 


| Dealers Meet at the Cross-Roads of America 


INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 


CORNER CAPITAL AND MORRIS STS 
In The Heart of indianapolis 





PARTS FOR SALE 

TWENTY NEW FORD F-6, 
wheelbase bus chassis, equipped 825/20 
front and dual rear tires, 2-speed axle— 
$1,935. Three new Ford F-7 bus chassis 
equipped 920/20 tires dual rear—$2,850. 
These units f.o.b. Mitchell, Ind. If inter- 
ested, please wire or call Guy 
and Co., Inc., Memphis, Tenn. 


Oldsmobile 


Parts 
24-HOUR-DELIVERY SERVICE 


* 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 


Gage & Drummy, Inc. 
21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-5600 














BUICK PARTS 


“WORLD'S LARGEST DEALER 


OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts Same Day Service 
On Mall Orders and Inquiries. 


All Shipments on C.O.D. Basis 





ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 








GENUINE 


FORD — MERCURY 
LINCOLN 
PARTS 
10% - 15% UNDER COST 


Complete List Available 


GORDON ROUNTREE 


216 N. Sth St. 
Phone 2-2591 


Waco, Texas 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS | 


DYNAMOMETER TESTED 








Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 
5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach !-1773 
BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calis — All Shipments C.0.0 
Phone Parts Department 
Circle 5-5910 
521 W. 57th $1. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
New York 19, New Yerk 


195-inch | 


Barnette | 


Genuine Oldsmobile Parts 


| Largest Olds parts wholesalers in the middie | 


GREBE OLDS 
3408 S. Kingshighway 


Flanders 0800 St. Louis 9, Mo. | 


west. Shipments made promptly. | 
| 








BU SES" FOR SAL E 


| SCHOOL BUSES. Dealers: On hand for | 
immediate delivery—new 1952 chassis | 
with Union City deluxe bodies. GMC’s | 
No. HCSV 457 and S-305-24, 48 and 54- 
passenger. Ford’s No, F6, 48-passenger 

| Reo’s No. E122 H and E, 54- -passenger. | 

| International’s No, L183, 54-passenger | 
Diamond T’s No. 420 and No. 520, 54- 
passenger. Dodge’s No. JS212, 54-pas 

| senger. Chevrolet’s No. 6702, 48 and 54 

passenger. Units equipped for New Eng 

|; land, New York, New Jersey, Pennsyi- | 

j vania, Maryland specifications. If in| 

other states, advise requirements. Transit 

Sales & Service, Inc., 23 South St., Dan 

bury, Conn. Frank T. Mee, IJr., Sales 

Manager. Telephone 8- 5645. 











NEW 1952 FORD school bus, Wi ayne body, 
47-passenger. Used 1951 Ford school bus, 
Wayne body, 47-passenger, iess than 
2,000 miles, like new. Used 1951 Ford 
school bus, Wayne body, 47-passenger | 
9,000 miles, like new. Will offer a erva. | 
discount. Loudon Motor Sales, Minerva. 
Ohio. Phone 175X, or after 6 o'clock, 
175R. 


NEW SCHOOL BUSES—Dodge, Reo, GMC. 
International Harvester, Ford, Chevrolet, | 
Studebaker, White. Immediate deliver; | 
in sizes 48, 54, 60 and 66 passengers. | 

| Late model used buses. 1950 GMC, 1948 | 

| Chevrolet, 1947 Ford, Pony Cruiser (25- | 
passenger), Yellow Cruiser (29-passen. | 
National Bus Sales Co., Inc., 101 | 

, Philadelphia 4, Pa. BAring | 

2-7605. | 

1941 FORD -CARPENTER 47 - passenger | 
school bus. Good condition—$350. Moats 
Motor Sales, Sherwood, Ohio. 


FOR SALE. One 24-passenger bus, reclin- 
ing seats, good condition. Fitzpatrick 
Lumber Co., 900 South Ninth St., Spring- 
field, Ill. Phone 2-4444. 

Chevrolet 


FOR SALE—New 1951 school 
buses with 47-passenger Superior coaches. 
Dealer cost plus 5% handling. Box 1554, 
c/o Automotive News, Detroit 26. 


DODGE 1947 station wagon, 12 passenger, 
also 1947 Cadillac 12 passenger. Airport 
coaches. Photos available. Box 1581, c/o 
Automotive News, Detroit 26. 


| 
| 
| 
a 
| 























SHOP EQUIPMENT FOR SALE 

MANBEE HEAVY-DUTY front-end align- 
ment equipment including tow-in bar 
camber and caster, turning radius gauges. 
king pin inclination gauge, aligning equip- 
ment. Will accept best offer. Burch 
Motor Co., Inc., 5th and Texas Ave., 
Texarkana, Texas. 


GLOBE GEARED electric automobile hoist, 
7,500 pound capacity. Excellent operat 








87 
SHOP EQUIPMENT WANTED 
WANTED—Large Chevrolet 


sign (8 double faced 
Dallas Chevrolet Co., 


OK used car 
porcelain neon) 


Jackson, Chio 


MISCELL ANEOU Ss 
ENGINBSB REBUILDING _— Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc.. 80” Commerce St., 
Lynehburg, Virginia. 


POWERFUL—SAFE. Sharp brake lock, car 
or truck. Ask your jobber or write direct. 
The Sharp Manufacturing Co., Nelsen- 
ville, Ohio. 





AUTOMATIC BRAKING 
TOW BAR 


Complete with controfied steering 


Guide Cables and $61 .45 


BRAKE HOOK-UP 


Price includes Federal Excise Tax 
Meets all 1.C.C. requirements 
UICK-TOW, Bumper- 
eae Tow ar. rere $19.50 
TRI-KING 3-Point gg Up 
Bar 


Intra-State Tow Bar...... $42. 50 


(Folding “'V" Type) 














ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 
WE STOCK PARTS 
Protecto Covers Carrying Begs 
Safety Chains 


TOW BAR SALES CO. 
ann Exclusive Fectory Distributors 


JMO 4 
Nite BO San78 
Chicago 6, Illinois 


AN a 
DE 2 
40 south Clinton St., 





YOU CANNOT MATCH 
THE ENTIRELY NEW 


MOTO-MATIC 


TOW e GUIDE 


WITH 4 CONTOUR GRIP 
BUMPER COUPLERS 


NO ADAPTORS NECESSARY 
Meets |.C.C. Strength Requirements 


Factory $ 85 Federal tax 
NET PRICE iacluded 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 








ing condition. John Frame, Ford Dealer. 
Williamstown, N. J, 








OLDSMOBILE PONTIAC 
NASH HUDSON 


SAME DAY 
Get full details now. Be 


2550 South Michigan Ave. Chicago 





HOLLINGSHEAD HYDRA-MATIC 
EXCHANGE TRANSMISSIONS 


Dynamometer Tested and Guaranteed 


All Makes — All Models 


next Hydra-Matic repair job. Write, wire or phone 
for details, without obligation. 


HOLLINGSHEAD MOTORS CO. 


Authorized General Motors Dealer 
UNIT SHOP DIVISION 


CADILLAC —_ LINCOLN 
KAISER-FRAZER 
SHIPMENT 


ready in advance for that 


16, ON. Telephone: CAlumet 5-2)00 








New Subscription Order 


Send Automotive News to Address Below 


for which check is attached C) or send bill [ | 


or Two Years $14 [ ] 
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| 
| 
| 
| 
! for One Year $8 [_] 
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Car Dealer [) 


Jobber (1) lasurance (1) 


Moke ef Car 
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How Another Live-Wire Progressive Dealer Found Gold in His Own Back Yard 












































man for years. 





| happier. 





NOW CARLIFE 
PILES UP 


Bill, you've been. our best new car sales- 
Here’s how you can make 
extra money and keep your customers 


Miss Smith, 
GUARANTY “72” Dealer and it’s easy to 


| We've just become a franchised CARLIFE 
You make commission 





sell every new car. 
| 


| on on Carlife. other money. 


1 would like you to open a 
Special Bank Account to keep our CAR- 
LIFE GUARANTY funds separate from our | 


It’s only a few months since we started 
using CARLIFE and just look at this bal- 
ance in the Special Bank Account... it 
adds up fast. 




















“Here, Dad, Like re Man Said, Carllfe Puts Money In the Bank” 





\ 





There’s nothing like the security and satisfaction you secure from seeing your CAR- 
LIFE GUARANTY “72” bank balance increase. Because CARLIFE GUARANTY “72” 
is not connected with any oil company or follow-up promotion scheme, all funds re- 


main your property. 


You are losing the opportunity of making extra profit every time 


you sell a new car without CARLIFE GUARANTY “72”. 





BULLETIN! 








Carlife Guaranty 
Series B Available 
for USED CARS 


Just released! CARLIFE 
GUARANTY series B for au- 
thorized New Car dealers only 
who have Used Car Depart- 
ments. If you want the top 
dollar for your Used Cars that 
you take in trade, mail the 
coupon now. You need this 
powerful sales teol to move 
more Used Cars. 





Thousands of Dealers Have Carlife ‘'72”’ 


& REASONS WHY 











CARLIFE GUARANTY “72” accumulates cash for you. 
CARLIFE GUARANTY “72” adds to your profit and income. 
CARLIFE GUARANTY “72” brings back 72% of your cus- 
tomers regularly for service. 

CARLIFE GUARANTY “72” is helpful in selling new cars. 
Service Managers like CARLIFE GUARANTY “72” because 
it keeps the shops busy. 

CARLIFE GUARANTY “72” enables you to adjust customers 
complaints without it costing you a penny. 


CARLIFE GUARANTY “72” builds good-will because it 
guarantees your customer “no major repair bills for 25,000 
miles or 2 years, whichever comes first.” 


. CARLIFE GUARANTY “72” provides your salesmen with 


an easy source of extra commission. 





GUARANTY 72 
CASH FOR DEALERS 


Watch Your Cash 
als $ Grow and Grow $ $ 


Day after day since 1935, large, small and medium sized 
new car dealers from coast-to-coast have been accumulating 
cash through the operation of CARLIFE GUARANTY “72”. 


CARLIFE GUARANTY “72” is now within easy reach 
of every dealer because it usually pays for itself in from two 
weeks to a month’s time. Just as CARLIFE GUARANTY 
“72” has been acclaimed “the greatest money-saving, trouble- 
saving aid in automotive history” by new car buyers, so, 
too, it is a profitable asset for dealers in today’s competitive 
market. CARLIFE enables you to offer your customers 
“Something Extra” at no cost to you, in fact at a profit. In 
addition, the good-will you obtain from CARLIFE GUAR- 
ANTY “72”, cannot be measured in dollars and cents. 


Don’t ask “Can I afford CARLIFE GUARANTY “72”? 
Because, you CAN’T afford NOT to have CARLIFE GUAR- 
ANTY “72”. With this amazing plan, every new car customer 
BELONGS to you. He becomes a member of your “inner 
circle,” to assure you of a continuing flow of service business. 
CARLIFE GUARANTY “72” has been constantly improved 
and expanded through the years and today it offers you more 
than ever before. Remember, CARLIFE was originated by 
an automobile dealer who has the same problems as you. It 
is often called “The Car Dealer’s Plan.” 


Get the Facts Without Cost 
MAIL THIS COUPON TODAY 


Don’t bother to write a letter. Make it easy for your- 
self. It'll take you just an instant to fill out the coupon 
below and mail it to us. Do it NOW ... there is no cost, 
no obligation whatsoever, you'll be amply rewarded. 





The CARLIFE GUARANTY 
16501 Wyoming, Detroit 21, 
Telephone Diamond 1-2388 


Michigan 





Tell us how [7] CARLIFE GUARANTY “72” [| CARLIFE GUARANTY 
SERIES B (Used Car) will help us without cost or obligation. 


Name of Dealership 








Name a 
Make of Car____ 
OS a a ee ee 
City Zone____ — fs 


3 


. 





mw 























